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Another New. Recruit to the 


Great Company of Straps 
--- No. 3705R 


It has proved itself—this new recruit. Demonstrated itself worthy of a place in 
the ranks of the Grover company of straps. 


Its outstanding good looks, its ingrained quality and its perfect fit mark it as a 
seller on sight—a marcher and not a sticker. Grover dealers are all giving it the 


O. K. It’s waiting for yours. 


Fashioned of black kid, on No. 199 last (one of the best we ever had) medium 

toe, perforated imitation tip, perforated vamp, collar and straps. Flexible welt 

sole, 114 inch heel with rubber top. 
Be 

In stock AA, 4 to 9; A-B, 3% to 9; C-D-E, 3 to 9 


J. J. GROVER’S SONS CO.  -- 
**Soft Shoes for Tender Feet’’ 


Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 
80 Boylston Street Marbridge Bidg., 47 W. 34th St. 


heehee Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second clase mat- 
pril 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of Marth 23, 1879. Subscription price, $5.00 a year. Printed in U.S.A. 
. » o . 
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IN STOCK 


The Evelyn 
One strap pattern of silver and 
gold brocade—$8.75. 
Also in a paisley brocade with 
gold background and black or 
bronze satin with gold brocade 
motif throughout. Turn sole, 
17/8 Spanish heel. AA to C.— 
$9.25 

The Georgine 

Identical with above except that 
this shoe has 12/8 baby Spanish 
heel, and is available only in 
silver and gold brocades. AA to 
C.—$8.75. 

The Lorna 


Paisley brocades, one strap pat- 


tern, collar and straps of gold 
and silver kidskin. Turn sole, 


17/8 Spanish heel. AA toC.— 


$10.75. 
The Lila 


Twin button strap slipper with 
diamond cutout over the instep. 
In several motifs of paisley 
brocade with collars and straps 
of silver kidskin, turn sole, 17/8 
Spanish heel. AA to C— 
$10.75. 


The Flirt 


All white satin one strap slipper, 
2 cutouts on quarter, turn sole, 
17/8 Spanish heel. AAA to C.— 
$7.75. 

Silver embossed floral design. 


AAA to C.—$7.75. 


The Gracile 


In gold satin with brocade floral 
motif throughout. Turn: sole, in 
either 17/8 Spanish heel or 13/8 
baby Spanish heel. A to C.— 
$9.50. 
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They jum into 
evertasting favor! 





TANNERS 
Levor Grain Kid 

Cabrettas” 
Levor Grain Goat 


: or r 
NewYork Gloversville Boston evreties 
Distributing Force 

ARTHUR.S.PATTEN LEATHER CO. Stlouis §GEQWNEWMAN LEATHER CO, Cincinnati 

McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francises 
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Masterpieces 
in calfand suede 
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LATTA BROWN ATTA PREDDATTA RED 
C.D.BROWN & CO MeL. 
. Cannerits and Executive Ofices / Rochester. N. } 
C.17.BROWN COMPANY 7 oy i ranches | CD_ BROWN & CO.. INC. 
ae 90 South Sirect. Boston Alass. \- ~~ ae 130 Ao. Wells Street. Chicago, ill 
— To, SUEDE LEATHERS OF ALL POPULAR SHADES 
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The “DAPHNE” 
Full Chinese Blue Suede 





START THE FIRST OF THE FOUR SELLING 
SEASONS CORRECTLY 

Marking the buying cycle for January, Feb- 
ruary, and March selling (the pre-Easter 
season) we suggest styles having the charac- 
teristics of the shoe above. 

Shown in Chinese blue, full"suede, this model 
is highly representative. It is one of a num- 


ber of exclusive designs created by us for this 
selling period. 


Degen-bipp, In. 

G Brooklyn, N.Y. \) acid NS 
FSY Showroom 607 Marbridde Bldg. New York: Ox by 
Je): Ge wc ict. ace S .: 


DISPLAY <= Sd 
cures LASS) 
iE A CP SALES am ace 


rs OF ee 
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wu you buy shoes made out 


of a suede leather that was as 
soft and as fine as calf— 


—at a price considerably less than calf? 


You bet you would! 


All nght—get your manufacturers to 
show you shoes made out of 





WILO KIP SUEDE 


LIGHT GRAY TANBARK SAND 
TAUPE GRAY WHITE BEAVER 


A number of new shades coming 





Prove the Value of Our Statements 





C. D. Kepner Leather Co. 


Sole Selling Agents WY H L Oo of Wilo Leathers 


139 SOUTH STREET, BOSTON, MASS. 


10 Spruce Street, New York 
308 Leather Trade Bldg., St. Louis, Mo. 
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=Built for Competition Shoes 
In Stock— Ready for Quick Shipment 


Ne. B2530—$4.00 
Black Suede Calf Welt 3 button sandal, straps 
of Black Calf, Light Sole, Edges Close. 13/8 
Cuban heel, rubber lift. A—4 to 8, B—4 to 8, 
C—3 to 8, D—3 to 8. No. 48 Last, Medium Toe. 
No. B2430—$3.85 
—- in Patent Colt. Stage Last, 14/8 Spanish 
heel. 


No. B2332—$3.75 
Black Calf Welt, Luxor sandal, Strap of Patent 
Colt, ee Soles, Edges Close, 13/8 Spanish 
er lift. A—4 to 8, B—4 to 8, C—3 to 
8, D—3 to 8. No, 49 Last, Medium Toe. 
No. B5438 —$3.50@ 


Same in Patent Colt, Strap of Black Suede, 
14/8 Spanish heel. 


No. B2330—$3.75 
Black Calf Welt 3 button sandal, straps of 
Black Suede Calf, Light Soles, Edges close, 8/8 
heel, rubber lift, Rte 8, B—4 to 8, C—3 to 8, 
D—3 to 8. No. 34 Last, Medium Toe. 


Ne. B243=-$3.75 
As above with Patent Colt, with Black Suede 
Straps. B to D—3 to 8 


A Few Numbers from 
Catalog Just Mailed. 
Did You Receive a 


mganeRS 


No. B5430—$3.35 


Patent Colt Welt Plaza 2 strap, Light Soles, 
Edges Wheeled, 8/8 heel, rubber lift. B—4 to 8, 
C—3. to 8, D—3 to 8. No. 46 Last, Modest 
Medium Toe. ; 


No. B5431—$3.35 
Same with Plain Toe. 13/8 Cuban heel. 


aN 


No. B2331—$3.75 
Black Calf Welt Lattice, strap of Black Suede, 
Light Soles, Edges close, 14/8 Spanish heel. 
A—4 to 8, B—4 to 8, C—3 to 8, D—3 to 8. No. 
48 Last, Medium Toe. 

No. B242—$3.60 
As above in Colt with Black Suede. B to D—3 


to 8. 
No. B253—$3.85 
As above, all Black Suede. B to D—3 to 8. 


Ne. B247—$3.60 
As above, all Colt. B to D—3 to 8. 


Lp 


~ 


No. B5439 —$3.50 


Patent Colt Welt Trellis, 2 button, —— of 
Black Suede, Light Soles, Edges close, 13/8 
Cuban heel, rubber lift. A—4 to 8, B—4 to 8, 
C—3 to 8, D—3 to 8. No. 49 Last, Medium 


Round Toe. 
No. B542—$3.35 
As above, all Patent Colt. B to. D—3 to 8. 


No. B551—$3.60 


As above, only all Black Suede with 14/8 Span- 
ish heel. B to D—3 to 8. 


No. B5300—$3.25 
Black Calf Welt, Oval Lace, Medium Soles, 
Black Stitch, 8/8 heel, rubber lift. B—4 to 8, 
C—3 to 8, D—3 to 8. No. 46 Last, Medium 
Round Toe. 

No. B5200 —$3.25 
Same in Bd. Brown Calf. 


No. B5331—$3.35 


Black Calf Welt, Collar Owasco, Collar and 
Inlay of Black Suede, Light Soles, Edges 
Wheeled, 10/8 heel, rubber lift. B—4 to 8, C—3 
to 8, D—3 to 8. No. 53 Last, Medium Broad 


Toe. 
No. B5435—$3.35 
Patent Colt Welt, Plain Toe. 
No. B5436—$3.50 
Patent Colt Welt, Plain Toe, Gray Calf Collar. 


DUNN & McCARTHY 


AUBURN 


TOIT elniiiiieniiiiiinenliiiinenniiiiiieniiiiiielTeniiiiiieniiiiiienliiiiinenliniiiileniliiiiieniiiniien iil 
thru advertising in the Boot and Shoe Recorder. 
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VULCO-UNIT BOX TOES 


“SELECTED FOR SERVICE” 


Strong, durable, water proof and perspiration proof VULCO-UNIT BOX TOES 
furnish a dependable toe structure for heavy service shoes. Add to the life and com- 
fort of your shoes bv insisting thev be made up with VULCO-UNIT BOX TOES 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG, CO. 


argest Manufacturers of Box Toes tn the World 
111 SUMMER STREET. BOSTON. 


Chicago GW. KIBBY & CO. (GR! Me) GEO.A.SPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. } + | St Louis 
1 ie 


Wa * 
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RICKARD 
for 
Welts 
CLAREMONT 


for 
Turns 


a ns Wr 
>) NO feather needed 


? to tickle your cus~ 


tomers fancy if you 
show them Rickard 
welts and Claremont 
turns for. Spring. 
(They're irresistible 
to women. { But 


they do resist wear. 


RICKARD SHOE CO., Weks 
CLAREMONT SHOE CO.., Turns 
Haverhill, Mass. 
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Lx pect Much of » 
HYGRADE 


When we invite you to expect much of HYGRADE 
Suede Calf, we know we are safe in doing so. 

For we are now selling HYGRADE to the most 
discriminating firms—the class who coldly discard 
anything but the finest. 

And we are only making a limited quantity—only 
as much as we can personally supervise and be sure 
that it is quality perfect. 

Let your own sight and touch convince you that 
HYGRADE is the height of perfection—in texture— 
in color—in softness. 


You will fully appreciate the beauty 
of the new shades when you see 


Hygrade JACK RABBIT 


Hygrade AIREDALE 


Samples of any desired color gladly and promptly mailed at your request. 


SAMUEL SHAPIRO 


Sole Selling Agent 
SPRUCE AND WILLIAM STS., NEW YORK CITY 




















PEABODY, MASS. 
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Men 

are 
learning 
the real 
joys of 
walking 


UNDREDS of thousands of men—the kind of men 
you want for customers of your store — are learning 
the real joy of walking—in the Arch Preserver Shoe. 





Dealers handling the Arch Preserver Shoe have found 
that men want to walk, that they are looking for the right 


shoe, and that they invariably are enthusiastic about this 
shoe when‘ they get acquainted with it. They come back 
again and again and send their friends. 


You can build a bigger, more substantial business in 
your community by selling the Arch Preserver Shoe for 
men. You can give greater satisfaction, make sales easier, 
and have for yourself a larger profit at the end of the year. 


We’re telling your community about this shoe, in the 
Saturday Evening Post, World’s Work, Atlantic, Harper’s, 
Scribner's, Century, and Review of Reviews. It’s a better 
shoe, better known. 


If you are interested in the sales franchise—and you 
should be if you want better business—let us hear from 
you. Twenty good styles carried in stock. 


E. T. Wright & Company, Inc., Rockland, Mass. 
Makers of the “Just Wright” Men’s Fine Shoes since 1874. 


THE 


ARCH PAESERVER 


“KEEPS THE FOOT WELL” 


This Trade-Mark is found on the 
sole and lining of every genuine 
Arch Preserver Shoe. There are 
seven patents embodied in Arch 
Preserver Shoe construction. These 
are vested solely with E. T. Wright 
& Company, Inc., Rockland, Mass- 
achusetts, for the making of men’s 
and boys’ shoes, and with The Selby 
Shoe Company, Portsmouth, Ohio 
for the making of women’s and 
misses’ shoes. 


The Talbot Shoe Company, St. 
Thomas, Ontario, is licensed by us to 
make Men's Arch Preserver Shoes 
for Canada. 
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—“We Want You to Use Norwegian 
Veals and Calf in Our Shoes” 


When a prominent retail buyer specifies Gallun’s 
Original Norwegian Veals and Calf it is not because 
of friendship for us, but rather because of Confidence 


in our product. 


No brand of leather could survive the test of a 
quarter of a century of constantly increasing demand 
unless it be a leather of unquestioned quality and recog- 


nized dependability. 


We regard as our greatest asset the Good Will we 
have won from Manufacturers and Retailers who use 
**Gallun Quality Leathers.”’ 





yw 
L 2! 


A smooth finished leather that is pliable, 


Aztec Calf strong and pleasing to theeye. Offered in the 
Fashionable shades. 


Available in black and five colors. A smooth 


Viking Calf finished leather of superior merit. 





A. F.GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 





COIS = —— = — -_——— ——— == =. — 
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New Ones for December 


These latest patterns with the cut outs are advance | 
styles for spring 1924. That’s why we have them J 
ready for shipment now. 


No. 174. 
Price $5.00 


Black Suede One Soop Deby, Cut Out Quarter 
and Saddle, Single Sole, Full Spanish Louis 
Heel, Euclid Last. AA toC. 

No. 173. Same Style in Patent. Price $4.65 





Black Suede Cut Out Two Strap, Dull Kid Straps, 
Single Sole, Military Wood Covered Heel, 
Newport Last. AA to C. 

No. 129. Same in Autumn Brown Suede. Price $4.85 


Black Suede Cut Out Two Strap, Dull Kid Straps, 
Single Sole, 8/8 Rubber Heel, Belmont Last. 
AA to C, 

No. 104. Same Style in Patent. Price $4.15 


Thomson-Crooker Shoe Co. 


18-26 Station Street 


. ——— © <9 eee eee eee ee 


No. 136. 
Price $4.50 


Patent One Strap Dolly, Cut Out Quarter and 
Saddle, Single Sole, Military Wood Covered 
Heel, Newport Last. AA to C. 


No. 135. Same Style in Black Suede. Price $4.85 





Patent Cut Out Two Strap, Black Suede Straps, 
Single Sole, Military Wood Covered Heel, 
Newport Last. AA to C, 


No. 98. 
Price $4.65 


Patent One Strap Dolly, Cut Out Quarter and 
Saddle, Single Sole, Full Spanish Louis 
Heel, Paris Last. AA to C. 


No. 99. Same Style in Black Suede. Price $5.00 


Boston, Mass. 
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felly Service| °°" 


iS SPITE OF STEADY RAIN ALL DAY CASTONIA MEVER Sa® SUCK BUYING 
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Back of the growth and success of any busi- 
ness there is always one dominant reason, 


That reason in the case of Kelly Service is 
the training of its men. 


Every man on the Kelly Sales staff knows 
he is measured solely by his success in serving 
each client. Unceasingly that single idea is 
driven home—each campaign must be a suc- 
cess. 


Conditions, if bad, are something to be over- 
come—if good—something to be capitalized 
upon. Never do they offer an excuse for in- 
different results. 


But such demands are justified by the close 
co-operation given to each man. A weekly 
magazine is provided through which the staff 
may exchange ideas and experiences. A com- 
plete research department provides new selling 
and advertising plans constantly. 


And the message from the Robinson Shoe 
Company, Gastonia, North Carolina, repro- 
duced on this page tells the customer’s view of 
Kelly methods. 


You, too, will find your Kelly man on the 
job night and day and results equally satis- 
factory. 


Our plans in detail are available—free—sim- 
ply write us the size of your stock. 














Joseph Mamolen 
Jersey Shore, Pa 
Hall & Edwards 
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uepings 
SEMINOLE 
CALE Ae31 


Leather is the big factor in selling shoes. 
It has most to do with their appearance— 
and also with their wear. 


Ofall calf leathers, Rueping’s SEMINOLE 
affords most gratification to wearer 
and dealer alike, due to the exceedingly 
fine, smooth grainand the decided mellow- 
ness of feel produced by the Rueping 
process of tanning. 


Specify Rueping’s SEMINOLE Calf 
every time! It doesn’t mean more cost, 
but it does mean more sales. 


Write for Color Card 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 


A smart THOMPSON oxford of Rueping’s 
SEMINOLE Calf, Color No. 31. Made by 
Thompson Brothers Shoe Co. 
Fine Shoemakers 
Brockton (Campello), Mass. 
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Retail Salesmen 


RE-NULIFE, an important chemi- 
cal discovery, is a liquid application 
for shoes that makes them water- 
proof, and adds 50% or more to 


durability. 


A Profitable 
Side Line for 
Shoe Dealers 


Because of the protection it assures against wet 
feet, and the life it adds to shoes, RE-NULIFE 
is a side line for shoe dealers that can be sold 
to many a shoe purchaser. It is odorless—free 
from oils and injurious substances—does not 
affect ventilation—and allows shoes tobe polished 
as usual. 


The largest shoe dealer in America sells 
RE-NULIFE—uses it in his immense repair 
department—and has had more than 40,000 
of shoes treated with it by manufacturers. 
hen you order shoes request the manufac- 
turers to treat them with RE-NULIFE—as an 
extra service to your customers. 
Sold in lots of one dozen and up for supplying 
retail trade;in 1, 2, 3and 5 gallon cans for shoe 
departments; and in bulk for manufacturers. 
Write for prices and ask for sample with which 
to treat the shoes you will wear this winter, 
or send them to us and we will treat them for 
you. We will return them promptly—and you 
will have dry feet all winter. 


» WATERPROOFING, INC, 


546 South Meridian Street 
Indianapolis :: Indiana 


RE-NULIFE 


Waterproofs and 
Increases Shoe-Life 50%, or More 





Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 475 retail stores in 33 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 59 stores in 1922 and 
104 stores in 1923. 


By industry, study, and determination your progress will 
be rapid in our tion. Under our experi 


m 
you are trained to me a manager. When you have quali 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business 


Experience has taught us that some of the test suc- 
ont nee 2 ann, What woe 


are young, healthy, and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition— tested and proven over a 
m= of 21 years: ‘ 


Won gomp to. uo Gat 00 9 chemen ncaa cl ae 
' Duri fed of peovi bility 
pp ge a sets ne ity and effort. 
our new stores are opened, are selected 
A managers 


terest. If you do not possess the 
no ee fa on pines 
‘ou by . C. Penney Company, repay it 
Kom cabsoquent peels off ib eteee. oe . 
Write today for our booklet, “Your 

fully explains our plan. Give your 

years’ experience in our lines of m 

first letter. We may arrange for 

All correspondence strictly 


Address your letter to 


J.C. PENNEY COMPANY, Inc. 
re Paes ese grat 
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F. B. & C. KID 
Will Sell More Men’s Shoes 


Glazed kid will give a man 
the comfort he really wants. 


Nearly all men come to wear 
glazed kid shoes eventually. 


Why not induce your cus- 
tomers to come to it NOW, 
and thereby give them satis- 
faction and 


Sell More Shoes! 


Amalgamated Leather Companies 


INCORPORATED 


22-24 North 5th St. Philadelphia, Penn. 
Factories: Wilmington, Del. 


We know that F. B. & C. 
Kid will give your custom- 
ers a measure of satis- 
faction that you will notice 
in more repeat sales. 


We know—because many 
retail merchants tell us that 
the F. B. &8 C. reputation 
behind their shoes is thor- 
oughly respected by their 
customers. 


Color 53 F. B. &8 C. Kid 
is our recommendation if 
you want the latest and 
richest Brown shade. 


No trouble to send you a 
sample book showing all 
F. B. &8 C. colors. 

















is most often the- ‘N 
Standard Black Kid 


Shoes made of RUBY KID will give the utmost in 
the way of kid leather wearing ability, softness and 


fineness of finish. 


We invite all shoemen who 
have not yet found a black 
kid leather on which they feel 
it safe to standardize, to put 
RUBY to the test. 


To concentrate on RUBY is 
to be assured that shoes 
made of it next year will be 
the same as shoes made of 


‘just as those 
made of it this year are the 
same as those made of it 


it this year 


last year. 


You know we dare not make 
so strong a claim for RUBY 
unless we were sure of the 
duplicate service it gives. 


JOHN R. EVANS & COMPANY 


CAMDEN - 


- New Jersey 


(Branches in All Principal Shoe Centers) 
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“‘The Cat’s Neckhtie’’ 


A remark made by one of our pleased 


Style 937 Light Tan customers when he saw our remarkable 
Eric Boarded Calf 


No. 97 Lace Oxford- 
Bleached Lo = 
— Single Oa 
Sule — Nene grain 
finish — Mohawk 
(combinaton) Last. 
PRICE $4.75 

Terms 2% 30, 

Net 60 days 


line for Spring. 
Calfskin shoes to retail at $6.00 and $7.00, 
and you make a profit. 


A line to go with it to retail at $5.00. 


UNION MADE 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office, H. Harris 1328 Broadway, Marbridge Building. 


YOU’LL SAY 


“T never knew a child’s shoe could be made so 
well—so absolutely smooth inside—so flexible— 
until I examined a pair of 


MILLER’S STITCHDOWNS”” 
The wry STOCK 
Fyne 


Tan 501— 

Smoked > Elk< 502— 844-11 

Choc. 503—11 2 
810— 2%- 8 


S21— § = 8....... 
Pavone ) Sea desc 
815— 2 Tovcccee Be 
SSi— S— 8&....... 


1 x 
White )552— 8%-11...... 1. 
Nubuck) 553—1144- 2...... x 

? 816— 2%4- 8...... 


Your request brings our catalog showing many 
salable In Stock numbers of Shoes,, 
\ Oxfords and Sa 
MILLER SHOE COMPANY 
SALEM, MASS. 
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“CLIFTON” GEM 


Preferred Because Most Perfect 


0 
¢ 
© 
a 


Used with our wet process it produces a 
perfect innersole, as it is easily formed 
in and hugs the lip providing strength 
where strength is most needed. 
You'll Always Specify 
“CLIFTON” Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping cloths 


are recommended for satisfactory re- 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 
SEE BBE SB SBERBSBERBEBERBRE RRB E SB 
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T is important to a shoe manufacturer 
or to a shoe retailer to be able to de- 
pend on the uniform good quality of 

the material in his shoes. 


That is why it is easier for both man- 


ufacturer and merchant to sell shoes Skinner Shoe Satins are 
36 inches wide and are 
made of made in four different 


qualities to meet all 
the requirements of 
the trade. 












Skinner's 
Shoe Satin 


—made especially for use in footwear. 












& 


















WILLIAM SKINNER “& SONS 


NEW YORK CHICAGO BOSTON PHILADELPHIA 
Mills, Holyoke, Mass. Established 1848 


“Look for the Name in the Selvage’’ 
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ELBEE 





“Style Creators 


of 
Brooklyn” 


NNOUNCING OUR SPRING 
LINE FOR 1924 


A galaxy of new and beautiful 
creations, expressing authentically 
the latest style trend in feminine 
footgear. These models will be on 
display at the Hotel Pennsylvania, 
from January 6th to 20th. Our 
Mr. M.A.Gordon will be in attend- 
ance, and all out-of-town buyers 
in New York during that time are 
cordially invited to come in and 
look over the line. 


“Shoes, Which the Patrons You 
Value ~—Most, Will Find 


Irresistible’ 














ELBEE SHOE MANUFACTURERS CO. 
237 Varet Street - - Brooklyn, N. Y. 


Telephones: Stagg 5326-9719 














Stetson Shoes 


Style 30 
Black Calf Bal, 
L’Etoile Last 


INTER, with its cold rains 
and driving snow, will bring 
increased demand for high shoes. 


Remember how some retailers were 
caught with broken stocks by the 
sudden demand for High Shoes 
last year? 


Don’t let it happen again. 


Dept. 5 with its 12 styles of high 
shoes for both Men and Women, is 
prepared to assist you. 


All of Dept. 5’s in stock styles are 
illustrated in Stock Book 33. If 
you haven’t a copy write for one. 


Keep your stocks up by sizing in 
every week from Dept. 5. It’s good 
business. 


Dept. 5 


The Stetson Shoe Co. 


Incorporated 
South Weymouth, Mass. 


BOSTON NEW YORK CHICAGO 
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REATIONS 


=INe- 


(LIGATOR 


AND - 


Cizaro 


ROUSMANIERE, WILLIAMS & (0. 
87 LINCOLN ST.,_ BOSTON, MASS. 


NEW YORK cricaco ST.LOUIS CINCINNAT! ROCHESTER 


TANNERY AT PEABODY, MASS. 
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Last year one concern alone manufactured and sold forty-five million 
more lacing hooks than in the previous year. This year the increase 


will be even larger. 


Below is shown a typical pair 
of winter boots by a promi- 
nent manufacturer of fine 
footwear for men. The lacing 
hooks are evident proof of the 
all ’round comfort and con- 
venience of the shoe—one 
reason why this shoe received 
such decisive approval from 
the public. 





‘LACING HOOKS 


That means a lot to you. It PROVES 
that there is a demand for lacing 
hooks—a demand that is growing by 
leaps and bounds—a natural growth 
that multiplies itself every time a 
pair of shoes with lacing hooks is sold. 
For when you sell a man a pair of 
good shoes with lacing hooks you are 
selling more than that one pair— 
you are selling assurance of con- 
venience and comfort that will bring 
him back into your store many times 
to buy again. One sale now—means 


probably a dozen later on. 


Leading manufacturers of fine foot- 
wear have realized this and have 
taken advantage of it by equipping a 
large percentage of the shoes they 
make with lacing hooks. © 


They are not missing any oppor- 
tunities. 


If you are not featuring shoes with 
lacing hooks you are not making all 
the sales that you can make. Begin 
now to feature, talk and sell shoes 
with lacing hooks—it pays! 








00,000 | 
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Hlerry Christmas— 





We sincerely hope that your sales 
volume during the past year has 
been of the nature that makes 
this a very Merry Christmas. 


And we are just as eager to wish 
you an even more Prosperous 
New Year. 


You’ll start on January second 
to make your record for 1924. 
You’ll work to make that day 
and each succeeding day count 
in bigger sales. 


There’s much profitable slipper 
business to be had next year. We 
suggest that you check over your 
styles and sizes as a basis for 


Make this Resolve: 


Bigger Sales Volume 
in 1924 


ordering what you need to serve 
the demands of your trade. 


Satins, in particular, move rap- 
idly during the winter months. 
And CosyToes Satins are a line 
which pleases the most exacting 
customer. Keep your CosyToes 
Satins well stocked. 


Then, too, the same features of 
quality, style, fit and color that 
make CosyToes Satin an out- 
standing line apply to CosyToes 
in felts, leathers and brocades. 


We’ll serve you promptly in the 
maintenance of a profitable stock 
of slippers. 


Cosy Ides 








The Restful Slipper 


Standard Felt Company 


West Alhambra, California 


CHICAGO 
404 So. Weils Street 


SAN FRANCISCO 
693 Mission Street 


NEW YORK 
115 E. 23rd Street 





—Happy New Vear! 
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This is the advertisement which will 
appear in: 
The American Magazine—December 
Cosmopolitan—December 
and twenty-three other national publi- 
cations during December and January 
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Leather holds 
the center 
of the stage 


OR the past three months leather 

has been in the spotlight. People 
who had taken merely a passing interest 
in leather before, studied leather, read 
about leather, thought and talked 
leather. 

Thousands upon thousands of people 
letters about leather—mighty 
Letters that showed 


wrote 
good ones, too. 
what thought and study had been de- 
voted to the subject. 


The $5000 “Letter about Leather” 
The 


The prize-winners will 


Contest is over. last letter has 
been written. 
be announced at the earliest date 
possible. 

But the interest that has been aroused 
in leather is not going to be allowed 
to wane. The same publications that 
were used to tell the story of the letter 
contest are being used to continue the 
story of leather. People are not going 
to forget that leather is best for soles 


and heels of shoes—that it wears best, 


RECORDER 


that it keeps shoes 
looking best, that it 
is best for comfort and for health. 


Remember—leather doesn’t pull 
through—stitches always hold. There 
is no ugly bulging where shoes are built 
on leather soles and heels. 


What a lot of added interest people 
are going to take in the leather adver- 
tisements after their experience in 
writing about it. Now they know that 
leather wears, and why it wears; they 
know why leather lets their feet 
breathe. 


And you, better than anyone else, can 
help keep this interest alive. 


Talk leather soles and heels—think 
of the host of selling points that leather 
In- 
Get 


them to read the advertisements. They 


has—and they cannot be imitated. 
terest your salesmen in leather. 


will make better and more interesting 


salesmen of them. 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 
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OODYEAR Wingfoot Heels 

wear longer. They keep their 
resilience to the last step. They 
have style and they fit. . 


There is no substitute for Goodyear 
Wingfoot Heels, because there is 
no substitute for highest quality. 
No wonder more people walk on 


Goodyear Rubber Heels than on 
any other kind. 


Goodyear Means Good Wear 


WENGEOOT 
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"Make ft your ening tins 


Very frequently a small initial pur- 
chase from our in-stock department 
has led shoe merchants directly and 
rapidly to adopt the Just Wright 
Shoe as their leading line. 


TWO OF THE TEN STYLES IN STOCK 
Neo. 460. Radio Last, Patent Colt Danc- 


Stock 
See AA Kotte Soe tt c,D, Sil. = 
Price, $5.50 


Stock No. 461, The Same in Dull Calf. 
. Price, $5.50 


E. T. WRIGHT & COMPANY, tnc., Rockland, Mass. 


Makers of the Well Known “Arch Preserver” Shoes for Men 
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The Shoe That Sells Best 


The average buyer of footwear knows little or nothing about the manu- 
facture of shoes. Therefore, when buying they judge only by the visible 
features which meet their eyes. 


So the appearance of the eyelet, located 
as it is on perhaps the most prominent 
part of the shoe, can make or break the 
sale. 


Diamond Brand (Visible) Fast Color 
Eyelets give a finished appearance to 
the upper that attracts the eye of the 
buyer immediately—consciously or un- 
consciously, the consumer recognizes 
the neater appearance of the shoe with 
visible eyelets. 


Diamond Brand (Vis- 
ible) Fast Color Eye- 
lets have celluloid 
tops which always 
look new and never 
wear brassy. 
gocunete cory lacing. 
retain t original 
finish indefinitely, 
and actually outwear 
the shoe. 


But the value of the visible eyelet on 
your footwear does not stop there. Not 
only do they improve the appearance, 
but they increase the comfort, con- 
venience and wear of the shoes—factors 
that make pleased customers and mul- 
tiply sales. 


Sufficient reason, is there not, why the 
shoe equipped with visible eyelets is 
the shoe that sells best? 


United Fast Color Eyelet Company 


Boston, Mass, 
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SHOE 


| Two Stunning Dress Styles 


In Patent and 
Gun Metal 


$4.35 
IN STOCK 


Style 3500-B, made on new “Devon” last, 
Best Patent Colt uppers. Belting-leather inner 
and outer soles. Bevel sole-trim. AA to D 
MB Biveccccoccovcccddcccvcccccccocs $4.35 





Style 3100-B same, except made of selected 
Gun Metal Calf. AA to D widths. .......$4.35 


ne* Bates dealers are handling their entire dress-shoe trade with these 
two fine Bates models. For the mid-winter social season they are almost 


indispensable. 


Our choicest workmanship goes into these oxfords. By using belting leather 
for inner and outer soles we give them unusual flexibility and foot comfort. 
Linings, counter and edge-finishing—including the neat bevel sole finish—are 
carefully designed and constructed to give “atmosphere” to these models. 
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Every store that caters to a demand for men’s correct styles for full dress 
and informal dress wear can profit by having adequate sizing in Styles 3500 
and 3100 permanently on its shelves. 


WZ) ———S 


We always carry these two shoes in stock. 


A. J. BATES COMPANY 
Webster $3 $3 Massachusetts 
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“WE'RE CORDIALLY EXTEND.- 
ING THE SEASON'S GREETINGS 
TO EVERY INDIVIDUAL CON. 
NECTED WITH THE INDUSTRY.” 





Laclories Brockton, Maw Reiferd NashkuaNHe 





Made in New England 
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| the Diana. 
MA neat 7 oxtor oe os 


in chocolate. grain eather 
Has ceucke wed one-buckie 
strap ov. Pag 300 ae ive 
rass eyelets. imitation cor 
tip with soft boxing Alwelt 
rawn over our round-toe 
last #709 and carryi ng. an 
%% heel. 


Not in stock bat ca; hn 
ae on iu hides wAthion 


5 weeks. 
Price #4.00, 3% 30 dayd_, 


MOORE- “#HAFER’ 


_-MHOE "MFG * CO: 
——~ BROCKPORT. N.Y. UL4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34ST. 
JACK E.JESTER,MGR. 
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Lillian Q.Tit&s 
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‘Tre Allen, Goller Shoe Company are offering 
their new styles for Early Spring Selling— 
styles that will create new business and help to 
make the New Year a prosperous one. 

This shce is one of the many new ones—shown in 
a combination of leathers, with Alligator or Lizard 
trimming. 


If New York Says 
“It's The Latest Style’’ 
We've Got It! 














ALLEN, GOLLER SHOE Co. 


a Ss 60 K STREET, SOUTH BOSTON, MASS. BOSTON OFFICE, 207 ESSEX ST. Hie, 


| | 
‘iT 





i) 
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THIS SHOE PLEASES EVERY MAN 


HE Eaton Shoe has a subtle correctness of style and fault- 
less workmanship that instantly win the approval of the 
man who wants his wardrobe to be right. 


The Eaton is a shoe whose style appeals to the smartly dressed 
college man and to the meticulously tailored banker. There is a 
style to suit every taste, a design for every purpose—dance oxford 
to heavy street boot. 


The Funston style illustrated, is an especially popular model— 
smartly styled for the younger man yet unobtrusive enough to 
appeal to the conservative dresser. 


The Funston has all the features that make the Eaton Shoe 
comfortable from the first step: perfect fit insured by the saddle 
insole clasping the instep like an elastic stocking, a rubber cushion 
support for the forward arch, and a construction that holds its 
shape. 

Write today for details of the zaton Agency plan showing why 
Eaton Shoes mean increased business and greater profits for you. 


The BATON Shoc 





Made under the A. E. Little patents 


CHARLES A EATON (@) SHOE INDUSTRIES 


BROCKTON MASS., U.S.A. 


























Sa ame ATTA 
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STITCHDOWNS 


BUILT FOR WEAR 


ss: WitH::: 


USKIDE SOLES 


NATIONALLY KNOWN NATIONALLY ADVERTISED 


Mahozany upper, double Mahogany upper, double 
sole, Goodyear stitched. sole, Goodyear stitched. 


928 U 


Mahogany upper, double 
sole, Goodyear stitched. 


80% OF THE POPULATION 
MUST FIRST CONSIDER COST 


Remember this and that these 
new numbers are priced 
as low as the lowest 


YOUR JOBBER SHOULD HAVE THEM, 
IF NOT, SEND US HIS NAME. 


GREENBERG-MILLER CO., Inc. 


ALLENTOWN, PA. 


SSS SLI SLI SLISISSEI 
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Whitest of White 
pinGLey FOs. 
p, MEANS 8 S, h OCS 
ABRic rqpTWel 


We sell to Wholesalers only 





\ 


O our customers among the lead- 

ing wholesalers we extend our wish 
for an enjoyable holiday season and a 
prosperous year during 1924. 


We pledge our co-operation in a con- 
tinuation of our principal of always 
giving the best value in fabric foot- 
wear and the best service to our 
customers. 








evass 
> 





Dincey Foss Sor (Company 


FABRIC SHOE MANUFACTURERS 
AU BURN BOSTON OFFICES 
MAIN E SALINCOLN ST. 
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Easy on the Feet 
Easy on the Floor 
Easy to Sell 


A brand new feature that 


substantiates 
Manufacturers— 


ARMOR-TRED Send for Samples so that your 
LEADERSHIP salesmen can show what the 


retailer wants. 
Soft, Quiet, Light | 
Rubber Heels Retailers— 


Have your slippers Armor- 
tred- equipped, so that you 
can give the wearer what he 
wants. 


rmor-tred Heels 


The Better Rubber Heel made by Quabaug Rubber Company 
North Brookfield, Mass. 


Made Especially For Slippers 
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Bought Voluntarily 


T= fact speaks volumes for the 
solidity of the Rialto Shoe Company 
and the Quality of its footwear. 


Our shoes have always been sold practi- 
cally without traveling salesmen. 


The confidence in Rialto Styles is 


evidenced by the orders for Spring 
just placed by many of the largest 
stores. 


Rialto quality and quick production 
characterizes our service. 


RIALTO SHOE COMPANY 


Reliable Shoe Makers at 
110 K Street 


BOSTON 
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The quality that is a sell- 1) There is not a woman 
ing element of great im- et buyer that does not seek 
portance. Rice & Hut- “} different footwear. Spe- 
chins footwear is always : cialties, novelties, or sta- 
distinctive—a reason for . ples are always in stock at 
its quick turnover and the ; Rice & Hutchins. Create 
logical choice of 30,000 4 more than one time sales. 
dealers. 


No. 2124 No. 2285 





Black Kid Brickett one-strap pump. Russia Calf Oxford. Imt. square wing 
13-8 Seaaieh "feather Louis heel. D * tip. 10-8 rubber heel. C-D width, $3.50 
$3 


The GREENWICH 
SANDAL 


- = =». , 


Its demand and popularity far 

Say. exceeds our expectations. Made 

If you want a real mA : in Patent Colt, White Elk, 

live, quick selling v. ~~, Smoked Horse, Gray Buck, 
shoe. the Grese- . ' Goodyear Welt. C wide. 


wich Sandal is the 
number. 




















IN-STOCK AT 
RIcE & HUTCHINS, INC. 


13 High Street BOSTON, U. S. A. 


Distributing Branches: 
Rice & Hutchins Atlanta Co. Rice & Hutchins Cleveland Co. 
Rice & Hutchins Baltimore Co. Rice & Hutchins New York Co. 
Rice & Hutchins Chicago Co. Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. Jos. 1. Meany & Co., Inc., Phila., Pa. 
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Merchandising Through Fear 


Solid Business Judgment Must Return or Wrong Styles and Sizes 
Will Destroy Many Businesses 


HE shoe trade today is facing an unparalleled 
io Everyone feels that somehow the other 

fellow is at fault. Tanners point out that if the 
leather buyers would anticipate their wants by placing 
a reasonable amount of advance orders, it would help to 
stabilize the tanning industry. Manufacturers cannot 
see their way clear to do this because the retail mer- 
chants have adopted a hand-to-mouth buying policy. 
Merchants say they are buying as they are primarily 
because of the mutiplicity of styles which has over- 
loaded them on odds and ends. The merchants wouldn’t 
have bought all these styles, they say, if the manufac- 
turers hadn’t shown them to them. The manufacturers 
wouldn’t have made all these styles if the pattern, last 
and leather men had not believed that the merchant 
wanted them. And so the circle is completed. 

The motive that actuates most of today’s buying is 
fear, not solid business judgment—fear that someone 
else is making a few sales on a shoe not carried by their 
own store—fear that every size of foot in town cannot 
be fitted to all the novelty shoes. 


This buying because you are afraid the 
other fellow may have something that 
you haven’t, is poor buying policy. Why 
not definitely decide the number of sta- 
ples, novelties, etc., that your store can 
safely use for a three-month period, buy 
to that number and stop, regardless. Buy 
only what you are sure can be sold in 
your community—not what the big town 
may have or what the persuasive salesman 
says is “‘red hot.”’ 


Definitely decide that the new style you are consider- 
ing, really harmonizes with your merchandising policy 
before you add it to the line. Your established policy, 
we will say, will be to limit the lines to 15 men’s styles, 


35 women’s, 5 boys,’ 12 misses’ and children’s. Four 
new styles of women’s shoes are being considered. The 
decision rests on a check up of this nature. 

Are they in keeping with the town’s conception of 
good taste? Can they be merchandised quickly and 
profitably? Could we get along without them? What 
would be the value of the left-over sizes? What lines 
shall be cut to make room for them? Will the styles con- 
flict with anything on the shelves or anything already 
bought? 

It really pays to analyze your stock from a style as 
well as from a size viewpoint. Some stores have as their 
best sellers, lines that couldn’t be given away in similar 
stores of their own type in another city. What is a bug 
in one locality is a world beater in another. 

The method of buying is worked out by buying on a 
90-day basis. The first step is to determine the amount 
of goods necessary to cover for that period. Add to the 
amount of goods on hand the number of pairs coming 
in, then subtract estimated sales for the period. The 
result will be the number of pairs to buy. 


Making or Muddling Seasons 


ONSISTENCY in merchandising could do a lot 

to clear up the muddle of merchandising this mid- 
winter. William Allen White’s famous editorial ““What’s 
the Matter with Kansas,”’ prompts the query ““What’s 
the Matter with the Shoe Business?” After reading an 
advertisement by one of America’s foremost merchants 
we are prompted to spread the story for all to read, of an 
inconsistency that prevails the country over. It starts: 
“A novel kind of women’s pumps for winter. Made 
of black suede, these pumps are cut as high as oxfords; 
an elastic gore at each side covered with an ornament 
permits the shoe to be slipped off and on. They are 
hand-turned with medium toes, and two-inch Spanish 
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heels and they can be worn all winter on the street; price 
$14, in the women’s shoe store.” 

Read on to the next item advertised: 

“Women will need the warmest of sweaters; nothing is 
better than real Camel's Hair for warmth; sweaters made 
of il are so soft and light they take up little room under the 
coal or suil.” 

The next item reads: 

“Women’s sport coals of hardy furs; coals of Leopard, 
with velvety browns and yellows; raccoon coats including 
some beautiful dark specimens.” 

Then back to shoes, with a men’s line, reading: 

“Men's high shoes of Scotch grain calfskin, all-weather 
shoes of the best liked all-weather leather; heavy shoes in 
either black or tan; cut fully and roomily with broad 
brogue-ish toes; in tan or black at $7.75.” 

Which is the most consistent line of merchandising? 
The man making and selling sweaters or sport coats or 
heavy shoes is working in season. As far as shoes are 
concerned there is no thought of season with the mer- 
chant; there is likewise less thought of season with the 
woman in her selection of footwear because of lack of 
direction, or coaxing, or sales suggestion. 

We are now coming into mid-winter and the oppor- 
tunity for moving the heavier oxfords in the months of 
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January and February. Merchants with these in stock 
should stress strongly the word UTILITY. A group of 
merchants in the northwest have started utility foot- 
wear week. They emphasize particularly: 

“Practical Foolwear, (lace oxfords). Combined with 
spats and wool hosiery, serviceable footwear is styled by us 
for Utility Wear during January and February. You will 
find in our stocks lace oxfords, black and brown, in kid 
skin and calfskin; price $7.65 to $12.50.” 

“Walk and be Healthy!” 





More Wheat—More Shoes 


HEAT farmers are campaigning the country 

with a plea to eat more bread. The thought be- 
hind this is that if all the people would only eat just two 
slices of bread per day, the surplus wheat would be used 
up. Suppose that each person eats an average of six 
slices a day, two additional slices would be an increase 
of 33 1-3 per cent. Fine. Now to carry the idea one step 
further. Let the shoe industry say this to the farmers, 
“We recognize your plight as we are in about the same 
boat. We will help you if you will help us. We will eat 
three extra slices of bread a day if you will buy 50 per 
cent more shoes.” 





The competition for the American Peace Award, 
created by Edward W. Bok, and offering $100,000 
for the “best practicable plan by which the United 
States may co-operate with other nations to achieve 
and preserve the peace of the world,” closed on 
November 15 at midnight. 22,165 plans were re- 
ceived. 

The Jury of Award, consisting of Elihu Root, 
chairman; General James Guthrie Harbord, Colonel 
Edward M. House, Ellen F. Pendleton, Roscoe 
Pound, William Allen White, and Brand Whitlock, 
has been at work on the plans since the middle of 
October, and is expected to have made its choice by 
January first. The Policy Committee which has been 
administering the award now announces that during 
January it will present the winning plan to the 
American people for their consideration and vote. 

This “referendum”’ will be conducted: 

1. Through the daily and weekly press. 

2. Through the Co-operating Council of the 
American Peace Award. 

3. Through Mayors’ committees in many com- 
munities. 

4. Through the universities and libraries of the 
country. 

5. Through local organizations of all kinds. 





‘“‘Referendum”’ to be Held Throughout the Country 
on the Winning Peace Plan 


Organizations whose combined memberships total 
many millions have already agreed to submit a copy 
of the winning plan and a ballot to their members. 

The press of the country covering both the dailies 
and weeklies is generally co-operating with this at- 
tempt to secure from the American people a wide 
expression of opinion on this vastly important sub- 
ject. Many papers, which have a consistent policy of 
not carrying ballots of any kind have made the first 
exception in their history in this instance. 

With so many agencies of such a wide variety co- 
operating, the committee feels that the “referendum” 
should be most effective. However, it emphasizes the 
need of security, not a great volume of ballots repre- 
senting the hasty, unconsidered action of the voters 
but the real opinion of the voters after they have 
carefully read the plan, or a luminous digest of it. 

The Boot and Shoe Recorder is co-operating with the 
Committee of the Award in this matter, and we will 
carry a ballot upon which our readers may state 
whether or not they approve the winning plan in 
substance. 

We commend to our readers this opportunity, per- 
haps the first that has been offered to the American 
public, to register their direct opinion upon what the 
relation of the United States should be to any inter- 
national action looking toward the prevention of war. 














December 22, 1923 BOOT AND SHOE RECORDER 





—Boot and Shoe Recorder 


Vol. LXXXIV BOSTON, SATURDAY, DECEMBER 22, 1923 No. 14 
ARTHUR D. ANDERSON, Editor 





ETTING More Shoes Sold Right: not only “more” but “right”; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail mer- 
chants. The chief purpose of the Boot and Shoe Recorder is to help solve it; 
for this is the basic problem upon which depends the progress of the entire 
allied industries relating to shoes and leather ; their production and distribution. 

















This Week’s Leading Features 


HIS is the time of year when we take stock, make resolutions and then 

turn our thoughts toward the future in speculation as to what it will 

bring. Translated into the terms of retailing, we take inventory, check 
up on the mistakes of this year, plan to correct them next year and then try 
to forecast business conditions. Peculiarly pertinent to this line of thought, 
then, are two of our leading features for this week: 


Looking Into 1924 


and 
Three Rules for Your Success in 1924 


The first of these, beginning on Page 47 are the carefully thought out 
opinions of leaders in our industry. Not only do they discuss business con- 
ditions generally, but many of them make specific recommendations as to 
the ways and means of increasing sales at retai] and of cutting down over- 
head in order to increase net profit. 


HE second presents an unusually good system which, if followed, makes 

our inventory taking a simple problem and aids us through the year to 
avoid many of those mistakes by which we have lost money in the past. The 
article in question will be found on page 56. 


Shall We Have Four Seasons a Year? 


It is still up for discussion and we have thrown open our pages to readers 
who have real opinions to discuss and real reasons for holding those opinions. 
Read what they have to say on the two pages beginning on page 52 and 
then watch for next week’s Recorder where we will talk about 


How to Sell More Pairs During January 
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Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Shoes Flew Across Conti- 
nent 

Boston, Dec. 20—The Shep- 
ard Stores has sent a pair of 
shoes across the continent by 
airplane mail. Dr. C. C. Crane 
of San Francisco, formerly of 
Boston, wanted a pair of shoes, 
the same as he had bought in 
Boston, and he wanted them 
in a hurry. So he wrote out an 
order for them, and —-—_ 
it to the airplane mail 
Shepard Stores, receiving the 
order, filled it and sent shoes 
to Dr. Crane by airplane mail. 
So that four days after Dr. 
Crane ordered the shoes, he 
had them on his feet. 


100 Specialties 
Peabody, Mass., Dec. 20— 
A tanner here has 80 specialties 
in calf leather, and expects to 
make the number 100 for the 
Easter trade. All of his leathers 
are for women’s novelty shoes. 


Good Call for Buckles 

Philadelphia, Dec. 21—Claf- 
lin’s store featured slipper 
buckles in jet, bronze, cut steel 
ahd rhinestone at prices rang- 
ing from $3.50 to $45. There 
was a good response to this 
type of merchandise during the 
holiday shopping period. 


Mules Popular 

Los Angeles, Dec. 19—Mer- 
chants are having a tremen- 
dous sale on fancy mules. 
Many different styles are 
shown, among them is one in 
paisley cloth with heel strap 
and another in hand embroid- 
ered satin with instep strap. 

Stores Advertising More 

Buffalo, Dec. 20— Many 
shoe stores have reduced their 
prices. Many merchants are 
advertising extensively in the 
newspapers, which is_inter- 
preted by many as an indica- 
tion that shoe stores are eager 
to do something to get out of 
the slump which has prevailed 
for quite a period. 

Urge Frequent Changes 

Philadelphia, Dec. 21—The 
Waik-Over stores here are 
urging men to buy shoes to 
harmonize with their clothes 
for every occasion. They say 
that the well dressed man 
changes his clothes often and 
changes his shoes every time 
he changes his clothes. 


Patent Shoes Good 


Milwaukee, Dec. 21—The 
movement of brocades and 


other fancy —_ slippers was 
a ee is week. 
parations for the holiday 
social season reflected in a 
demand for men’s patent 

ther shoes. 


Steady Sales on Evening 
Footwear 
Portland, Ore.—There was 
an unusually heavy holiday 
business on evening and house 
slippers this week. Shoe store 
windows were brilliant in deco- 
rative schemes, featuring the 
holiday atmosphere. Staple 
lines in women’s shoes moved 
slowly, but most merchants re- 
ported overshoes sold well. 


Novelty Heels 

Big shoe stores in large east- 
ern cities are showing novelty 
heels which can be attached to 
women’s shoes. Some have 
beaded effects attached while 
others are of varied shapes. 
One of the new shoes for 


Buckles as Gifts 
Detroit, Mich., Dec. 21— 
Women’s suede and satin shoes 
a ~ ng al as ner Christmas 
ya g LK, drew to a 
close. Evening ‘ae rs found 
an excellent demand, but most 
stores reported buckles sold in 
most cases when bought for 
gifts. 


Effective Window Trims 

Boston, Dec. 20—Colder 
weather, combined with the 
prominence given window dis- 
lays of shoes due to the ef- 
ectiveness of the holiday 
decorative schemes, had a good 
effect on the sale of gift mer- 
chandise in shoe stores. Com- 
mandi window trims in 
many of the stores shows that 
shoe merchants are with the 
leaders in arr smart 
window iroplaye The Queen 
Quality store used a woman 
model, 4 gowned and 
surrounded with gifts, as a 











Winners in Foot Contest Chosen 


Cincinnati, Dec. 20—Winners in the prettiest foot con- 
test promoted by the Cincinnati Enquirer have beennamed. 
Mrs. Charles Partington, wearing shoes from the Queen 
Quality Boot Shop, won the capital prize of $300. Mrs. 
Clara Mohrolz, wearing Endicott-Johnson footwear, was 
awarded the prize for the prettiest feet in walking shoes. 
Wearing shoes from the McAlpin Company, Miss Gertrude 
Arnold won the prize for the prettiest feet in afternoon 
shoes. Mrs. Fred Mervyn carried away first prize for hav- 
ing the prettiest feet in evening shoes. She wore shoes from 
the John Shillito Company. Much interest was manifested 
in the contest. The winners, excepting the capital prize 
winner who received $300, were awarded $100. 

















women, made by a Brooklyn 
manufacturer, carries a nov- 
elty heel. It is triangular in 
shape and is covered with the 
same material that composes 
the body of the shoe. Mer- 
chants selling these novelty 
heels think it only an accessory 
for big stores in large centers 
to handle. 

Steady Note Reported 

Minneapolis, Dec. 21 — 
Men’s and women’s shoes were 
in steady demand during the 
final week of the holiday shop- 
ping. The accessory trade 
assumed great proportions and 
the footwear demand benefited 
as a result of the great crowds 
entering the shopping districts. 
Black is the best betin women’s 
colors, while men are leaning 
toward high shoes, now that 
the weather has been colder 
and more seasonable. 


measure to suggest buying 
shoe merchandise and acces- 
sories as gifts. 
Gift Suggestions 

Philadelphia, Dec. 20—Gift 
suggestions made by the 
Wanamaker store are riding 
boots for women in black and 
tan leathers at $28 and motor 
boots at $12. Brocaded eve- 
ning slippers and rhinestone 
buckles are other suggestions. 


Black Leading Color 

- ws" Dec. 21— 
Black is the most popular 
color in women’s shoes. Dur- 
ing the week women expressed 
deep interest in gold and silver 
brocaded evening slippers. The 
men’s business improved when 
colder weather arrived, and 
also resulted in high shoes be- 
ing in greater demand than 
oxfords. 


Annual Miller Dinner 

New York, Dec. 21—The 
annual dinner and dance of 
the “‘Millerites,” a beneficial 
association of the employees of 
I. Miller & Sons, both manu- 
facturing and retail, will be 
a on the night of February 


Suggested Gift Articles 

Philadelphia, Dec. 20—The 
Christmas gift vault Boot 
made by the Steigerw 
a included evening slip- 

afternoon slippers, bath 

+ dong oxfords, pumps, riding 
boots, puttees, four-buckles 
gaiters, carriage boots, buckles 
and ornaments. 


Brown Suedes Good 

Des Moines, Dec. 21—Black 
satin, suede and patent are the 
leading materials in women’s 
footwear in the order named. 
Dark tones of browns in 
suedes are very popular. Ho- 
siery departments report a 
good demand for flesh shades 
which are being worn with 
black satin shoes. 


Lizard and Alligator 

Indianapolis, Dec. 21—Liz- 
ard skin p coy in the I. Miller 
& Son shoe department at the 
H. P. Wasson & Co. depart- 
ment store sold well this week. 
Lizard skin trimmings, also 
alligator trimmings add a 
smart appearance to a number 
of women’s patterns. The body 
of the shoe is made of material 
which shows the trimmings to 
advantage. 


High Shoes for Men 
Boston, Dec. 20—The ad- 
vent of real winter weather had 
an encouraging effect on the 
men’s trade in some of the shoe 
stores. High shoes sold well 
during the week and heavy 
grain leathers in both black 
and tan oxfords went well. 
Slippers in Demand 
New York, Dec. 20—The 
holiday shopping gave added 
impetus to the shoe business 
this week, especially to the 
accessory departments. Buck- 
les, evening slippers and men’s 
and women’s house slippers 
sold very freely and footwear 
sales showed a gain. 


Style Impetus 
Peabody, Mass., Dec. 20— 
That the big style i impetus in 
footwear for 1924 will come 
from fancy leather is a com- 
mon opinion of tanners here. 
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No good reason can be advanced against the prediction that 1924 is to 
be a year of prosperity to those who set out to make it so and who travel the 
safe and sane path. Everyone knows that the basic industries of the country 
are in good shape and everyone knows also that the prosperity of our basic 
industries is reflected in the condition of retail trade. Confirmation of our 
feeling in the matter is had from leaders in all branches of the shoe and 
leather industry who have wired and written us what they think of the 


prospects. Here they are: 


A Reasonably Prosperous Year 


Business conditions are fundamentally sound and | 
think the shoe industry will have a reasonably prosper- 
ous year. We anticipate a substantial business during 
the year 1924.—Milton S. Florsheim, The Florsheim 
Shoe Company, Chicago, Ill. 


A Record Breaker! 


The outlook for 1924 business is very promising. 
With our automobile factories at highest production in 
their history and the prospects of lower income taxes 
it means the average person will buy better shoes and 
more of them, consequently better business. I expect 
1924 to be record breaker.—Elwyn Pond, Fiint, Michi- 


gan. 


A Healthy Pace 


My candid opinion is that the first four months of the 
new year will go forward at a healthy pace and will 
continue through the year if the agricultural outlook 
continues favorable. No real obstacle of any kind at 
this time stands in the path of American business and 
industrial prosperity. Can anyone honestly become 
pessimistic over American business if they stop and 


think.—Leon S. Hall, President of the Cleveland Shoe 
Travelers’ Association. 


Better Than for Four Years 


The prospects for 1924 are better in our Southland 
and certainly in and about Charleston than they have 
been in four years. Hope founded upon present healthy 
conditions, particularly agriculture, brightens the fu- 
ture to which we of South Carolina look. Merchants 
should clear up during January present stock on hand 
more thoroughly than ever before and thus be in a posi- 
tion to work effectively for better turnover and cleaner 
stock throughout the year.—M. A. Condon, Charleston, 
S. Carolina. 


Conditions Somewhat Complex 


General conditions for 1924 appear somewhat com- 
plex, demanding great care and close attention. Haver- 
hill with its new and unusually cu-operative agreement, 
satisfactory to managers and operatives, occupies a 
strong position for taking and delivering orders. Co- 
operation is established. Haverhill will serve all custo- 
mers better.—Jos. C.. Kimball, President, Haverhill 
Shoe Manufacturers’ Association. 
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A heavy buying movement within the n xt six weeks is predicted by 
those in close touch with steel conditions « 2d it promises well for 1924. 
Large buying in early December was interpreted by some as marking the 
beginning of a producing movement of great proportions, but the more 
conservative of the leaders are inclined to believe it is yet to come—in 1924. 
The larger demand for steel products is encouraging to the steel compan- 
ies. They expect a good year and point to the fact that consumers of steel 
this year accepted the steel they ordered, in spite of slack business condi- 
tions, as an indication that basic business conditions are sound. Users of 
steel are expected to place substantial orders in the near future. 


Normal Buying Next Spring 

This last year wound up quietly and unsatisfactorily 
and J] do not look for material improvement until 
March. With the advent of spring people will again 
resume normal buying. While not over enthusiastic or 
inclined to speculating, all conditions are indicative of 
fair volume of business for 1924.—Maz Sommer, Som- 
mer & Kaufman, San Francisco, Cal. 


Anticipate Increased Sales 


The Southwest holds an optimistic outlook, tempered 
with caution for 1924. Merchants anticipate increased 
sales without loss of profit as in the past caused by 
necessity of unloading. Hoped for relief of tax burden 
means new and large enterprises, more employments 
and more prosperity. The paramount need of the south- 
west is better and cheaper transportation. The spirit 
of the southwest will make 1924 a banner year.—B. 
MeWhirler, Vice-President of the National Shoe Trav- 
elers’ Association. 


Merchandising Will Be Safer 


Our new factory now under way is forceful indication 
of our outlook for 1924. Better understanding that both 
retailers and manufacturers have of style game should 
make future production and merchandising safer prob- 
lem. Labor must conceive and give better co-operation 
to increase sales. In shoe industry, reduction of taxation 
means deduction of all over- 


and it will continue to exist in 1924. It asks only for a 
chance through better methods of manufacturing and 
merchandising. The industry needs simplification, not 
sympathy.—VJ. F. Teeple, Teeple Shoe Company, Wau- 
pun, Wisconsin. 


Cannot Be Less Prosperous 


Unseasonable weather retarded business during 
November and December. However, prospects for 1924 
look very good. All industries in this locality working 
above normal. Wheat and fruit growers hard hit, but 
the basic industry, lumber is prosperous. Cannot reason 
how 1924 can be less prosperous than this year. —R. H. 
Stewart, C. H. Baker Co., Portland, Oregon. 


A Wonderful Year for Some 


All branches of the shoe industry keeping abreast or 
apace of the inevitable progress brought about by this 
fest era of rapid transit calculation. Many look forward 
to 1924 with extravagant anticipation. We are in the 
midst of a checking up and cashing in process that is the 
natural sequence of intense business. It will be a won- 
derful year for those who are wise enough to profit by 
the mistakes of 1923.—W. T. Dickerson, Vice-President, 
P. Sullivan Company, Cincinnati. 


Better for Sensible Merchants 


1924 will be a bigger and better business year for the 
go-getter, a better year for 
the shoe merchant who will 





heads and costs. Considering 
all factors, future is very 
promising to wide-awake 
manufacturers and retailers. 
—I. Miller § Sons, Inc., 


Brooklyn, N. Y. in the whole i 


ustry 


Lots of Opportunity 
We believe that oppor- 





Definite Progress Made 


By FRASER M. MOFFAT 
President of the Tanners’ Council 


The closing of 1923 shows definite progress 


telligent co-operation has developed 

facts are being faced and digested. Our lessons 
of 1923 are finished and we are ready to profit 
in 1924 by what we have learned. We are nearer 
to normal conditions abroad. 1924 should ap- 
proximate normal conditions at home. 


analyze his business, figuring 
his expenses as they exist, 
not on probabilities and set- 
ting mark-ups on present 
volume, reducing same as 
fast as expenses decrease 
through added increasing 
volume. Business for 1924 
will be bigger and better for 
shoe merchants who do 


id ground. In- 
. Essential 








tunity exists. It has, it does, 
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Leaders in the buildingindustry, who claim their business is the second 
largest in the country, ranking next to agriculture, look optimistically 
into 1924, basing their optimism on summaries of the industry for the past 
few years and on present conditions. The building of residences has con- 
tinued at a rate beyond expectations. There is still a large demand for con- 
struction that has not been completed and experts are taking this fact 
into consideration in looking ahead into 1924. However, a slightly smaller 
total of construction volume is anticipated in 1924. It is roughly estimated 
that the total for 1924 will be $4,000,000,000. 


business on a good sound business basis instead of trying 
to do business as they think the other fellow is; most 
money made heretofore by shoe merchants went for 
taxation, but a tax reduction program will enable mer- 
chants not only to make money and save it, but to grow 
bigger, faster and quicker. Watch what every mer- 
chant is doing, but conduct your own business your 
way, provided that has been the successful way for you. 
—Jesse Adler, Adler Shoe Company, New York City. 


Business Will Be Good 


All indications point toward good business during 
first half of 1924. Los Angeles continuing to grow and 
over 900 new factories and industries started this year. 
Shoe business good and believe will continue steady. 
There seems to be slightly more call for lower prices.— 
H. L. Vandegrift, Los Angeles, California. 


Better Business for Better Shoes 


I do not believe that the number of pairs of shoes 
made in 1924 will be as great as during the past year. 
One reason is, there is a reaction from the trend toward 
cheaper footwear and a growing demand for better 
shoes. Better quality means fewer pairs and more gen- 
eral satisfaction. The effort to create a demand for a 
greater variety of footwear is meeting with response 


and will help to keep up the volume of pairs. Each of ° 


us, to hold a place in the fierce 


worthy competitors. Our industry has been through a 
very trying period but the readjustment now coming 
on makes for a more prosperous future.—John S. Kent, 
M. A. Packard Company, Brockton. 


Go-Getters Will Be Busy 


In our judgment, 1924 holds out hope for good busi- 
ness for the individual or corporation who will go after 
it and make it come to them. There will be enough vol- 
ume in any line of endeavor to keep the go-getters busy. 
The Selby Shoe Company, Portsmouth, Ohio. 


Country in Healthy Condition 


We are sure that the progressive up to-date distribu- 
ters of leather and shoes will have plenty of business in 
1924 as the country is in good, healthy condition so 
that there will be general good business. We are going 
after our share as we believe in the adage “If you want 
something, go get it, don’t wait for it to be given to 
you.”—W. T. Hollis, Vice-President, C. D. Kepner 
Leather Company. 


Nothing but a Bright Outlook 


I see nothing but a bright outlook and improvement 
in the shoe business. Just to what extent will depend 
upon conditions generally. lf President Coolidge advo- 

cates tax reduction, it will be 





competition for business, 
must prove his right to suc- 
ceed and only industry, 
coupled with ability and per- 
sistency, will enable a man 
to win in the contest for the 
prizes in business. The law 
of “Survival of the Fittest” 
applies, and a great many 
manufacturers and retailers 
who cannot measure up to 
the standard required will 


make way for their more 


ee that hi 





Expecting an Increase 


By JACKSON JOHNSON 
Chairman of the Board of the International Shoe Co. 


The consuming power of this country is good 
and people generally are able to buy what they 
need. International Shoe 
ing an increase in its volume of business. 
Nothing that could be done would so stimu- 
late business as the passage of the tax bill as 
outlined by Soetaty Mellon. When the people 
h taxes imposed on the man- 

ufacturer are reflected in the cost of merchan- 
dise and that finally the consumer 
these taxes, then there will come a demand 
on Congress for tax revision. 


helpful to business and put 
it on a firmer foundation. 
The shoe business hes passed 
through a very dull period 
the past few months, but I 
think the worst is behind us. 
We still have a great deal 
of hard work ahead of us to 
cope with present condi- 
tions, but I am optimistic as 
to the future and feel sure 
there will be a satisfactory 
volume of shoe business for 


Company is expect- 


Ips to pay 
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Intcommenting]on the agricultural situation, Henry C. Wallace in his 
report to the President points out that the value of leading crops, totaling 
6,947 millions of dollars, is a billion and a quarter over last year and the 
difference even greater compared with two years ago. Perhaps best of all, 
the purchasing power of farm products has also scored an advance, thus 
emphasizing the improved position of farmers who “‘will buy more and 
more freely of the things they need as their position improves.”’ Meanwhile 
Herbert Hoover of the Department of Commerce, says the average price 
index for farm products in 1923 was 139, or ten per cent above 1922. 


1924. I wish all my good friends a very Merry Christ- 
mas and a Happy and Prosperous New Year.—John G. 
Holters, President, The United States Shoe Company, 
Cincinnati, Ohio. 


Men’s Business More Dependable 


Outlook for 1924, is that business will be dull until 
February 15. Business conditions for the balance of the 
year will increase slightly and steadily over 1923 and 
men’s business will be more dependable than since 1920. 
Do not believe first six weeks will be better than this 
year.—Walk-Over Shoe Store, Salt Lake City, Utah. 


Good Styles—Good Profits 


manufacturers and retailers who are wise 
enough to offer styles that will make a person really 
want to buy are bound to find good business. Styles for 
the occasion, properly controlied, will spell larger 


Shoe 


profits. We expect 1924 to 
bring us a large increase in 





Sharp Recovery Late in Year 


Outlook for 1924, January to May, excellent; June to 
October, doubtful, on account of generally accepted 
pre-election doubt and hesitation. If second period ma- 
terializes as expected, look for sharp recovery November 
to December.—Frank H. Miller, G. Levor & Co., Inc., 
New York City. 


Should Be a Banner Year 


1924 should prove a banner year. Fundamental con- 
ditions are firm and favorable. Taxation adjustment 
will be welcomed by big business interests, resulting in 
unprecedented expansion of contemplated projects. 
Confidence on part of retailers will serve as necessary 
stimulus.—Lee Reineberg, York, Pa. 


More Busy-ness in Business 


We will all hanes that sound public opinion is the 
guide of good government, so, 
it seems to me, a sound un- 





business.—Marion Shoe Com- 


derstanding of conditions 


pany, Marion, Ind. 


No Reaction Expected 


Business outlook this sec- 
tion looks quiet for spring 
with improvement later. No 
great reaction expected, as 
we had no boom. Funda- 
mental conditions sound, but 
need better prices for farm 
and mine products. Smaller 
stocks, quicker turnover, low- 
er overhead, necessary for 
profitable selling. Plenty of 
opportunity for merchants 
who do this.—The Broadhurst 
Young Shoe Company, 
Denver, Colo. 





1924 Will Be Better 


By FRANK J. WEBBER 
President of the National Shoe Travelers’ Association 


The year 1924 will get better as it goes along. 
In the next six months conditions in Europe 
will perhaps adjust themselves, so with con- 
ditions in better shape over there it will give to 
our farmers a market for their surplus crops. 
With the farmer doing well every other busi- 
ness does well. Labor generally is employed at 
a high standard of wages and hard to get at 
any price. This proves to us that the capital of 
the country has confidence in the future. 

Everybody should try to be an optimist. It 
does not cost any more, but it helps business 
a lot. Cut out the Presidential year talk. It has 
365 days—same as any other year. The sun and 
moon act the same as in any other year so we 
ought to follow the sun. 

The only thing that is hurtful to the shoe 
business today is the lack of confidence in 
styles. If all concerned would get together and 
put a bridle on the changeable styles our busi- 
ness would be put back to some extent to 
where it formerly was. Any business that can- 
not command confidence is bound to be bad. 








points the way to business 
trend. 

Despite continued uncer- 
tainty elsewhere, we see as 
a whole, condition of general 
prosperity throughout our 
country, though varying in 
degree in different localities, 
and in different. industries. 

The people of the country 
have a buying power that can 
be counted on to such an ex- 
tent, to warrant a forward 
policy in business, within the 
bounds which style trend will 
permit. 

There is good reason to 
believe that the average of 
1924 will be a year of profit 
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Huge orders for steel and other materials and the arrangement of pro- 
duction schedules for 1924 indicate that the automobile industry for the 
coming year promises to be prosperous. The production of both cars and 
trucks for 1923 will show a decided gain over 1922 and present conditions 
indicate a continuance of the extremely good business. The fact that 
automobile manufacturers have placed large steel orders and also ordered 
other materials is interpreted as an accurate barometer, pointing to an- 
other big year. Sales volumes of automobiles continue to be high through- 
out the country and many large Western manufacturers predict capacity 
production will be reached soon after January 1. Makers of popular-closed 
car models report they are behind on deliveries and expect this condition 


to continue some time. 


through progress, with improvement as the year ad- 
vances, to be achieved in a great measure in our in- 
dustry, by adherence to a carefully studied develop- 
ment of style trend, elimination so far as possible of 
non-essentials in making and merchandising, and serv- 
ice to consumers founded on instant readiness to meet 
all normal requirements.—Frank R. Briggs, President, 
National Boot and Shoe Manufacturers’ Association. 


Plenty for Those Who Go After It 


The fact that 1924 is presidential year will cause no 
uncertainties in business. Our next President is already 
insured election. During the past ten days I have 
talked with many dealers in principal cities between 
New York and Chicago. Their sales for 1923 will in 
most cases equal or somewhat better than 1922, despite 
the unseasonable weather of the past 60 days. 

Practically everyone is at work, and at wages, com- 
pared with commodities, higher than duringgthe war 
period. For those manufacturers and retailers who re- 
fuse to accept anything less than the volume their 
organization is able to care for, 1924 will be a successful 
year. There will be plenty of business for those who go 
after it.—J. A. Munroe, Vice-President, E. T. Wright 
& Co., Inc., Rockland, Mass. 


eh 


Conservative Optimism 


We look for 1924 to be as prosperous as 1923, and if 
Congress co-operates with President Coolidge in the 
reduction of taxes we believe it will be more prosperous 
than 1923. 

To the shoe merchants throughout the country we 
advocate conservative optimism; by that we mean we 
look forward to profitable business but are firmly con- 
vinced that the smart merchant will not over-buy, but 
will buy for his requirements only, and keep his stock 
in such shape that he can buy often and be in a position 
to take advantage of any new, authentic style which 
presents itself; that they be absolutely sold on any style 


they buy. This becomes instinctively instilled upon 
their help with the result that such merchandise sells. 
If they take this attitude and if they exercise caution in 
their buying and if their stock is kept in the proper 
shape, 1924—in our opinion—will be a good year.— 
Howard V. Stephens, President, Johnson-Stephens & 
Shinkle Shoe Co. 


Can the Pessimism 


I believe business is going to be just as good as the 
whole people of the United States make it. 

It seems to me that the year 1924 will be good to 
those who have built their business upon a solid basis, 
and I am confident that one of the best moves on the 
part of every merchant will be to gamble less on future 
orders: buy as close as possible to the time the goods 
will be required by the consumer; buy in limited quan- 
tities; place orders often and carefully, considering what 
you have on hand; avoid the duplication of stocks and 
styles, and make a determined effort to clean their 
shelves of the shoes bought in 1923. This will tend to 
put the shoe merchant in a healthier condition, and 
while it may limit production in the factories for a 
while, in the end the result will be to the factories’ 
advantage as well as the shoe merchants.—W. W. 
Willson, President of Massachusetts Retail Shoe Mer- 
chants’ Association. 


A Good Brisk Business 


All indications point to a good brisk shoe business, 
especially for the first six months in 1924. Would not 
care to go on record as stating what the entire year will 
bring forth. Reduction in taxes will certainly help a 
great deal and give captains of industry more courage 
to broaden out and plan for a good healthy growth in 
business. Shoe business will be all right for those who 
have a little courage and systematic planning for the 
approaching season.—F. D. Armstrong, of A. M. 
Creighton, Lynn. 
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Reducing the Waste of Weekly Style Turnover 


Almost as Much Furore Comes from “the Recorder’s Four Season Plan’”’ 
as Attended Tax Reduction—Both Measures Conserve Profits 


HEN we get a batch of letters, all on the same 

\ \ subject, without solicitation on our part it in- 
dicates quite clearly the subject touched upon 

has struck a responsive chord in the minds of our mer- 
chant readers. We are publishing without editing, or 
even arrangement, the letters as they have come in. 


They give an excellent cross-section of opinion on the 
general topic of ““When to Buy and When to Sell.” 


The idea of a four-season plan of selling at retail has 
made such an impression on merchants that it is our 
observation that the topic will be made the biggest fea- 
ture of the coming conventions. 


To Buy in Season or Out 


There is no question but that the majority of mer- 
chants find it difficult to keep pace with style changes. 
A four-style cycle would be helpful, though you will 
find in these letters that some merchants feel that we 
ought to go back to the two-season method of buying 
and selling and still others maintain that being in the 
market 52 weeks in the year, ready for what may come, 
with each new design, is the only real method of mer- 
chandising. 

Patching a Burst Bubble 

We make no particular observation as to the two- 
season plan, except to use the words of a big New York 
merchant, who said, “‘to go back to the old method of 
buying a full six months in advance is to try to patch 
up a burst bubble; the old methods are gone forever; 
forget "em. This is a new world of merchandising—ab- 
solutely different from anything we have ever known. 
It is going to have an absolutely new set of rules in 
1924,—a new set of values—new yard sticks,—possibly 
new fitting sticks and rewards will only come to those 
who are alert in merchandising.” 


Here are the letters: 


On the Dizzy Style Walk 


“T happen to have one of the largest and leading shoe 
stores in Atlantic City, N. J. I believe that too many 
styles are of more detriment to Atlantic City than any 
other part of the country for this reason: Atlantic City 
has over ten millon visitors a year from all parts of the 
world. Atlantic City has a Boardwalk ten miles long 


where these visitors do nothing but display new fashions. 
For instance, at this time of the year we have people 
who wear white pumps and oxfords. We have some 
people who wear shoes made out of lizard leather in all 
colors and still red, blue, green, etc. Color kid shoes are 
still being worn. 

“Now then, colors are not so bad as what the styles 
and patterns are here. The style rage here recently was 
opera pumps made of black and brown velvet, patent 
leather, satin and bronze and black and brown suede. 
We had about three good weeks of this and the style 
died a natural death. Booties with ornaments on the 
side were in demand. These lasted but a few weeks. 


“Now the rage seemed to be for colonials. These I 
imagine will last as long as the goring pumps. These 
gorings lasted but a couple of weeks. Now then, what is 
the new thing for next week, is what the Atlantic City 
retailer is worrying about. It is my belief that in the 
many years that I have been in business, I have never 
accumulated so many styles that died so quickly and I 
know that if it wasn’t for the quick changeable styles, 
there surely would be more profit in the shoe business 
but as it stands today, there isn’t any. I surely do hope 
that you will make every effort to abolish a great many 
of these haphazard styles that are putting the novelty 
shoe game on a poor paying basis.” 

, Jacob Segal, 
Atlantic City, N. J. 


Not Dictate—But We Recommend 


In your letter you propose to remedy the practice of 
shoe retailers who are everlastingly looking to put for- 
ward new and newer styles in their efforts to beat com- 
petitors as a result of which they, that is the majority 
of them, defeat their own purpose by finding them- 
selves with shelves loaded with unsalable merchan- 
dise, for which they have paid good money, but now a 
dead loss, occupying valuable space in the store. 

The remedy you would apply is the curtailment of 
styles: to be changed every 90 days, or as you put it in 
your indorsing the gentleman from Ames, [owa, who 
would not permit the change of styles more often than 
90 days, who in other words, would put a PROHIBI- 
TION on style changes. 
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Such action is entirely against the will of the Ameri- 
can public as has been proven by the efforts of our 
government with the vast recourse at its command to 
prevent the use of somethng that has been prohibited 
by,law: Are not the men and women in the shoe mer- 
chandising business a part of the American public? 
And what resources have you at your command to 
dictate to the shoe merchants so that they will obey? 
Or to the buying public for that matter? 

If ladies bought only what they actually required, 
trade would be very poor; indeed it’s makng shoes 
attractive that has increased the sale of footwear two 
and three times what it was. 

About stores becoming jammed with merchandise 
that is out of date, the individual merchant is to blame; 
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trade and sell the best and as many shoes as you can 

at a profit; above all give as good value as is possible.” 
The Forbes Shoe Co., Inc. New York City. 

By John Forbes 


Any Merchandise—But Not Shoes 


“The present ridiculous style situation has driven 
me out of the shoe business. 

“In a small town like Angola, a town of only 3,000, 
we find turnovers almost an impossibility and the mark- 
downs we are obliged to take on styles that become ob- 
solete are awful. On account of the rapid changes in 
styles, it makes our loss so great that we find that we 
can use the same space in our store to a much better 
advantage by putting in other merchandise where 
styles do not change every month or two. 


he should know what his 
trade calls for and buy such 
styles and quality as he can 
safely dispose of; and not be- 
cause his neighbor is selling a 
few pairs of freak slippers or 
showy colors should he also 
lead up with them. 


Another great trouble in 
controlling style is this: a 
factory salesman calls upon 
you with samples which you 
agree are O.K., but not being 
in a frame of mind to buy, 
you say so and so has a shoe 
in his window that you like 
and think you can sell. The 
salesman gets the idea that 
there is an order waiting for 
him if he can produce this 
particular shoe. He _ there- 
fore writes to his house tell- 
ing them that he can secure a 
large order if they will put in 
that particular last. The fac- 
tory, spurred on by the sales- 
man, puts in the last and 
proceeds to make a sample 
as described by what the 
salesman saw in the other 
fellow’s window, but when 
the sample is finished, it can 
hardly be recognized for 
what it was meant to be. 


I say, “Cater to your own 








Four Seasons in Rhyme 
(Very Anonymous) 


The edict goes forth as per the Recorder 

Four seasons in footwear will now be in order 

If shoe men with judgment will congregate 

They can work out this problem before it’s too 
late. 


There are four distinct seasons in most other 
lines 
But if the poor shoe man is forced to design 
A full line of samples for every state, hee 
He may find himself where the nuts congre- 
gate. 
Season One 


The slogan to start the fall off with good cheer 

Should be just ‘“‘Merry Christmas’ and 
“Happy New Year” 

With a trunk full of samples for Tea, Dance, 
and Street 

And a sprinkling of sports should make orders 


repeat. 
Season Two 


The next Zodiac sign in the Calendars say, 

Build shoes for Easter and Queen of the May, 

Which suggests dainty models for earliest 
Spring 

With a riot of colors in most everything. 


Season Three 


Then comes June weddings and Summer Va- 
cation, 

Which gives the designer a new inspiration; 

He can work all the colors from Beige to Bile, 

And the reptiles from Lizard up to Crocodile. 


Season Four 


From the opening of College to winter sports 
When all kinds of outing shoes hold the fort, 
The Pe of Thanksgiving and the October 


br 
— keep the Mill busy and then some be- 
side. 


Now this seeming millenium can be had 
Provided the leaders through good times and 


bad, . 
With a winning smile, whether merry or sad, 
Will cut out the crazy mid-season fad, 
(For which the retailer will sure be glad, 
As the blooming thing nearly drives him mad.) 
If you’ll keep before you the memo pad 

‘o remind you of the weekly ad. 








J. Stiefel’s Sons, 
Angola, Ind. 
By L. C. Stiefel. 


Sticks to Two Seasons 


“Relative to the agitation 
for less style changes during 
the year, not to exceed four 
style cycles, we cannot see 
hardly how there should be 
more than two. According to 
the Harvard Bureau of Re- 
search figures the average 
rate of turnover in reporting 
shoe stores for 1922 is less 
than twice. According to 
these figures the average 
shoe store in the “tall grass 
country” cannot handle with 
profit more than two style 
changes in a year. 

“Grocery stores with turn- 
overs of once a month can 
take on new breakfast foods 
every month and get away 
with it; but shoe stores with 
turnovers of but twice a year, 
need to handle their style 
matter with gloves. 

“We would be glad to see 
the style cycles limited to 
even four for that would be a 
100 per cent improvement 
over present conditions. We 
are glad to see this matter 
taken up in the way you 
have. You have our support 
and appreciation in the mat- 
ter.” 

Rapp Shoe Company, 
Red Oak, Iowa. 
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Special Hall for Open Forum Meetings 
at N.S. R. A. Convention 


Some idea of 
the importance 
that is being at- 
tached to the 
educational side 
of the 1924 N.S. 
R. A. Conven- 
tion, exposition- 
footwear style 
revue, to be held 
at the Coliseum, 
Chicago, Febru- 
ary ll, 12, 13 
and 14, may be 
had from the fact that the convention management has 
arranged to hold the open forum meetings in Greer Hall, 
adjoining the Coliseum. This hall is spacious and well 
adapted to the forum requirements. The educational 
feature will receive greater attention at the forthcoming 
convention than at any previous gathering of the kind. 
Nothing will be left undone to make the most of oppor- 
tunities to aid men engaged in all branches of the shoe 
and leather business. 

The program calls for one session in the forum a day, 
with a special topic and a qualified speaker for each ses- 
sion. 

Besides the principal speaker, there will be a chair- 
man and ten vice-chairmen and discussion leaders. The 
topics will cover a wide range, including such subjects 
as style, store management, window display, com- 
plaints, insurance, surplus stock, etc. 


Official Convention Badge 


Ask Anything You Want To 


The gatherings will be intimate in spirit. Every man 
will have a voice and is expected to ask questions and 
relate experiences that will be of interest to the others. 
Often a retailer will question a fellow shoe man directly 
—‘How do you handle your complaints? Do you give 
the customer a new pair of shoes or turn the shoes back 
on the factory? Do you give them as little or as much 
as you can? Answers and discussions will follow. The re- 
tailer will have the expert advice of leading shoemen on 
the particular problem or problems that bother him. 

“The forum will do an immense amount of good,” 
said F. E. Foster, chairman of the footwear style revue. 
“Here, for instance, we emphasize the training of our 
salesmen. I may pass along our experiences on these 
lines and hear from a man from New York or some other 
center a thing or two about attractive window displays, 
or from a man in Oregon on his method of handling 
hosiery.” 

Contract With Big Men Helpful 


Retail merchants realize the importance of keeping in 
touch with the leading lights in the industry. Many 
come to the big shoe conventions with the matter of 
contact with the big fellows foremost in their minds. 
They desire to “rub elbows’ with the successful shoe 
men and find out what has been chiefly instrumental in 
making them successful. 

Shoe styles are dependent in a large measure on the 
trend of fashion in dress, and advance information has 
been obtained from leading dressmaking and clothing 
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designers so that the new shoe models will be in keeping 
with the clothes with which they will be worn. 


Appropriate Shoes for Men 


Appropriate footwear is an important item in the art 
of good dressing. Men who spend a considerable time at 
their tailors are usually careless in this respect. They 
will buy one or two pairs of shoes when they should get 
five or six. Therefore, this year’s shoe revue is going to 
accentuate men’s styles. Goodlooking young athletes 
have been chosen to display the masculine footwear. As 
they come on runway, the music will swing in a martial 
temp in keeping with their manly strides, and the revue 
committee feels that it will be a revelation to a good 
many spectators to see the variety of shoes that should 
be included in the wardrobe of a well-dressed man. 

They will see light-weight shoes and oxfords in black 
calf for formal evening wear and “‘patents”’ that are “de 
rigueur” for formal evening dress. Sport shoes will be 
featured, stout models for hiking, laced hunting shoes, 
riding boots in black and tan, as well as models for ten- 
nis and golf, which will be low with broad square heels 
in boarded and smooth calfskin, elks and bucks. Since 
sport shoes are a local problem, subject to the climate, 
the retailer will see a complete line of these models and 
can then choose what is best suited to his own locality. 


How to Educate Women Customers 


Women are more ready to-buy shoes than men, but 
they are unwise in their selection, say leading mer- 
chants. The revue will have models that are suitable for 
housework as well as for social functions. For street 
wear, straps and oxfords are coming in for dressy after- 
noon wear and fancy straps are still correct. Colonial 
pumps will be shown. Silver and gold brocades and 
satin and silk in all colors will be featured in evening 
slippers and heavy sport shoes for winter wear as well as 
white leathers for the Palm Beach clientele. 

Another big feature of the educational side of the 
convention will be the Harvard Bureau of Business Re- 
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search, which will operate at the convention under the 
personal direction of Dr. Melvin T. Copeland, dean of 
the school, and Dr. Lennihan, assistant director, along 
with 15 or 20 experts in various branches of business. 
The Harvard Bureau was formed at Harvard University 
for the purpose of introducing more efficient methods of 
administration in business. 

The shoe trade happens to be the first industry which 
the bureau has gone into in an exhaustive way, and for 
several years experts of the bureau have studied the 
problems of the retail shoe business with the assistance 
of the National Shoe Retailers’ Association. Their ad- 
vice is based on statistics compiled from confidential 
reports turned in voluntarily by representative shoe 
dealers. 

Some of the Harvard Exhibits 


The bureau quarters at the convention will be hung 
with charts showing the average percentage of net sales 
spent on wages, advertising, light, rent, heat, power, 
taxes, buying, managing and insurance. From this a 
budget plan is evolved for every grade of retail shop. 
Several small consulting booths will be maintained for 
private interviews. 

While the educational feature of the convention is re- 
ceiving much attention from the convention manage- 
ment, plans for booths and the footwear style revue are 
progressing rapidly. The chart of booth space shows 
almost all the space taken by manufacturers. A hundred 
Canadian retailers are coming to the big show. The foot- 
wear style revue models have been assigned to the re- 
spective manufacturers and are being measured for shoe 
sizes at retail shops all over Chicago. Many new girls 
have been added to the list of girls who served last year 
in the display of footwear. Edward Beck, in charge of 
staging the revue, has selected a number of handsome 
young athletes to display men’s shoes, and he is looking 
around for more. The display of men’s footwear at the 
1924 convention will be the greatest ever held in this 
country. 


Models You Will See On the Runway At Chicago 
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Three Rules for Your Success in 1924 


Eliminate Odd Sizes—Take Frequent Inventories 
Concentrate Your Buying 


have been indulging in the proud belief that 

they have successfully weathered the period of 
liquidation are beginning to question whether or not 
they really have thawed out the frozen numbers on their 
shelves. 


A S the year nears its end, retail merchants who 


Retail Stocks Disorganized 


It is the old story of cause and effect. The introduc- 
tion of style merchandise has upheld shoe sales, there 
is no doubt of that. But it has also caused excessive 
buying in short lines of style merchandise which have 
accumulated on the retail merchants’ shelves and 
which represent the greater part of his profit for the 
year, if not all. While stocks have not increased per- 
ceptibly in dollars and cents 


Sales are based on a 5 per cent commission basis with a 
guarantee of $100.00 per month. Any amount earned 
above the guarantee is paid the 10th of the following 
month but any shortage must be made up before com- 
missions are paid exceeding the guarantee. Shoes are 
sold at a close margin, sales have increased 36 per cent 
since the installation of this commission arrangement 
and employer and employee are well satisfied. 

Expense and profit are as a rule individual problems, 
Advice helpful to one might be ruinous to another be- 
cause ofttimes local conditions change the situation. 
One rule that must be adhered to is the fundamental 
relationship of one to the other. There must be a suffici- 
ent difference between gross profit over expense to 

permit a profit and naturally 





they have become disorgan- 


the greater the gap the 


ized on account of the many 
style changes throughout the 
year. 

Frequent _ inventories 
will do much to locate the 
weakness in any division 
of stock. In the old days 
of two seasons a year a 
biennial inventory was 
proper, but when there is 
no line of demarkation to 
distinguish one season 
from another and buying 


How to Make Shoes Last Longer 
“More shoes are ruined by shoe shiners than by 


wear. 

This statement comes from one of the oldest and ablest 
traveling men in the middle west. Particularly is this 
true of tan shoes. Shoe shine artists use the same dirty 
cloth for all shades of tan shoes and spoil the natural 
appearance of the leather at one sweep. 

Calfskin shoes are best served if washed with soap 
and water, thoroughly dried and then a touch of paste 
applied which is rubbed down with a clean cloth. This 
prevents the leather from becoming sour or brittle. 

A little advice on the care of the shoe at the time of 
sale will be appreciated by your customer and will 
frequently forestall the return of the shoe for credit, be- 
cause the leather cracked across the vamp. The unneces- 
sary application of shoe paste closes the leather pores 
and by Kendeaien prevents the leather from conforming 
to the bend of the foot. Sooner or later the leather breaks. 


larger the gain. 


Three Other Things to Do 


It is difficult for a mer- 
chant to give these matters 
the consideration they re- 
quire during the December 
month but questions of policy 
for the safe conduct of next 
year’s business must be de- 
cided before that year begins. 
In your outline three prin- 
ciples must be lived up to 





is distributed over a period 





for a successful 1924—the 





of twelve months, isn’t it 

natural to distribute inventories on the same 
basis? Since the primary reason for an inventory 
is to determine the VALUE of your stock, why not 
invoice every 30 days when conditions make it 
imperative. 


Sales Increase Doesn’t Mean Profit Increase 


Many merchants are misled about the actual condi- 
tion of affairs because they note an increase in sales 
over the same month or series of months of a year ago. 

But sales do not always indicate a healthy condition. 
It is what is left that tells the story and that is just the 
reason why an inventory is so very necessary. 


How One Man Cut His Selling Cost 


Gross profit and overhead expense seem to have held 
their own this year although the tendency has been 
upward on both items. One establishment made the 
startling reduction in expense of 6 2-10 per cent by 
revising the system covering salaries paid the salesmen. 


elimination of odd sizes, the 
taking of frequent inventories and concentrated buying. 

Avoid “‘taking a chance” on this or that shoe. Buy a 
line across the board. Either a line is right or it is wrong. 
Be sure it is right. Then put it in and you will not only 
do business but you will do more business on fewer 


pairs. 


How to Make January Sales Effective 


January sales are most successful if advertised direct 
to the consumer. This requires a mailing list that is not 
only correct in name and address, but complete enough 
to act as a direct sales guide. In other words, it is busi- 
nesslike enough to send Mr. Brown or Miss Jones an 
announcement that the January sale begins on such a 
date and that since he or she are regular customers the 
privilege of a prior selection is afforded, but it makes no 
attempt to give the customer a real reason for 
buying. 

If you connect up your sale with shoes having a 
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definite place in the wardrobe, your chances for business 
are greatly increased. 
Your mailing list very likely shows the name of the 


customer, address, date of sale, amount and style of 
shoe purchased. With this information as a guide, 























Figure 1—Record in duplicate of each order placed 

















shoes each customer has on hand and in your January 


sale, sell them the missing pairs. 


direct your selling plan so that the man who bought 


dress shoes is urged to buy 
army shoes for work around 
the house or if oxfords are the 
last purchase, suggest high 
shoes. Sell the shoe not shown 
on the mailing list. That con- 
stitutes the extra pair and 
whether man or woman, boy 
or girl, emphasize the economy 
of buying footwear for specific 
use. Stop the universal habit 
of wearing the same shoe day 
after day regardless of what 
the occasion may be. 

Just as your stock is depart- 
mentized so should the ward- 
robe of your patrons contain a 
selection of shoes from each of 
these departments. If you 
could take an inventory of the 
shoes your customers own, 
would you pride yourself either 
on the number of pairs or on 
the diversified shoes, not styles, 
you found? You can take this 
inventory from your mailing 
list if it is kept properly. Why 
not do it and ascertain what 


Salesman 


Sec Kk Nom Be 


Figure 2—A summary chart for the day’s sales 


Inventories presuppose stock record systems and we 
are, therefore, glad to submit a very simple, but effective 
system for this purpose. 


Keeping Track of Orders 
Placed 


In Figure one, we have a 
duplicate of each order placed 
giving all details as well as 
specifying sizes ordered. When 
the shoes arrive and are opened 
up, check each size from the 
carton, erasing from the card 
any sizes missing. 

Figure two is a summary of 
each day’s sales listed from the 
sales tickets according to sales- 
man’s number, stock number, 
size and selling price. Sales can 
be drawn off according to 
salesmen if desired, thus ascer- 
taining the total sales of each 
salesperson. From this list 
each size sold is given the date 
of sale on Figure one, in red 
ink, using the line representing 
the size as the dividing line be- 
tween month and day. (See 
size 54% AA or 4%4C on dia- 
gram). A glance at the card 
(Figure one) tells what sizes 
are moving and how good the 
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number is in turnover thus aiding in sizing up from time 
to time when necessary. 


Stock Numbers Which Mean Something 


By numbering styles as in Figure three and factories 
as in Figure four a stock number is created which indi- 
cates not only what factory made the shoe and what 
material used in manufacture, but in listing style and 
factory it precludes the possibility of buying too many 
similar styles as well as buying from too many manu- 
facturers. 

This has been the outstanding fault with too many 
merchants the past three years. By using this system 
you would hesitate a long time to buy style number 226 
if your cards showed you had already 25 styles in satin 
on your shelves and no matter how tempting the mer- 
chandise or thé price may be your better judgment 
would not allow you to buy more, if you know how many 
you have, and this the record tells at a glance. 


Concentrate Your Purchases 


The same is true of factories. Seven or eight are 
ample for the average store and it is commercial 
suicide to spread purchases beyond this number. 
By concentrating purchases you reduce odds and 
ends and make it easier to merchandise. 

Colored stickers applied to the upper right-hand cor- 
ner of Figure one can be used to indicate the life of the 
style purchased, using red for 30 days, green for 60 days 
and black for 90 days. 

You don’t buy many 30-day shoes, but you have 
bought a great many more than you ever anticipated. 
If by the use of this card (Figure one) your attention 
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Figure 3—A simple key system for num- 
bering shoe styles 
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was called to any extra hazardous styles which the red 
label does you could keep your eye on such styles and 
those not sold at the end of the time limit would be 
ready for a stiff P.M. A dollar P.M. is not too much. 
Clean it up and get what you can out of it and order 
something else on which you can make a profit. The 60 
and 90-day styles won’t worry you so much but should 
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be looked into frequently to avoid either over-buying 
or running out of middle sizes. 
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Figure 4— Keying the manufacturers from whom you 
uy 











Dealers having more than one store can use this sys- 
tem, but cards must be kept separate and should be of 
different colors. 





Prominent Hosiery Mills Merged 


Formal announcement is made to the trade that the 
Paterson Knitting Mills, Inc., of Paterson, N. J., Mu- 
tual Hosiery Mills, Inc., of Tacony, Philadelphia and 
the Hugo Huettig Company, of Paterson, have com- 
bined their interests and activities under the one cor- 
porate entity of Paterson-Mutual Hosiery Mills, Inc. 

This brings under one control three well-known con- 
cerns who have long been identified with the manu- 
facture of women’s full fashioned silk hosiery for the 
domestic and export market. All of the mills of this 
concern will concentrate on the manufacture of pure 
dye, full fashioned stockings. The entire production of 
the Paterson-Mutual Hosiery Mills, Inc., will be sold 
by their own representatives direct to the retail trade 
only. It is the plan to carry stock in all leading distribut- 
ing centers in the United States and Canada, with a 
New York sales office at 267 Fifth Avenue. 

The officers are as follows: 

Hugo Huettig, president, formerly president of the 
Hugo Huettig Company; Reinhard Huettig, vice-presi- 
dent and general manager, formerly President of the 
Paterson Knitting Mills, Inc., Mutual Hosiery Mills, 
Inc., and vice-president of the Hugo Huettig Company. 
Fred R. Huettig, general production manager, formerly 
superintendent of the Hugo Huettig Company; Frank 
S. Henderson, previously in charge of the Middle West 
territory, now is general sales director. John Thomas 
Miller has been appointed sales promotion manager. 
Main executive offices are in Paterson, N. J. 
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The unique feature of this store is the oblong rotunda which opens up between the display window on 
the street and those in the front wall of the store on both sides of the doorway 


Novel Color Effects Mark Trims in New 
Cammeyer Store 


NE of the handsomest and most unique store 
O fronts in the country has been installed at the 

Cammeyer 34th Street shop, New York. The 
work of installation took several months, during which 
a temporary entrance was used. The new windows were 
completed in time for the Christmas shopping season 
and already have attracted considerable attention. 

The most unique feature of the windows is their 
shape. The front follows the conventional line, with a 
center entrance. From this center entrance, however, 
the windows drop back a few feet and then swing back 
into a sort of oblong rotunda, giving the maximum 
display space that could be devised. 

The background of the windows is of light composi- 
tion stone, worked in panels. The smaller windows in 
the rotunda are separated from each other by small 
archways bordered with real marble pillars. Silk cur- 
tains hung in these archways make the divisions be- 
tween the windows more distinct. 

Flood lights are used for the lighting of the windows; 
a specially devised system permits the changing of 
colors in the screens through which the light passes. 
Some novel color effects in the way of lighting have thus 
been worked out. 

The plate glass in the windows is set in a bronze 
frame and the bottom border of the window and the 
huge side pillars are of black marble to conform with 
other store fronts in the Marbridge Building. 

The seating arrangement inside the store has been 
changed to conform to the new center entrance. A cen- 


ter aisle now runs straight through the store from 34th 
to 35th Street. At intervals floor lamps have been set 
back of the seats as an auxiliary lighting system and 
decorative scheme. 





Haverhill Manufacturers and Workers 
Sign Peace Pact 


Haverhill, Dec. 20—The peace pact between shoe 
manufacturers and employees in the shoe industry 
here, which will govern the relations of both for five 
years, was Officially signed Wednesday. President 
Joseph P. Kimball, representing the manufacturers, 
and Austin E. Gill, general agent for the Shoe Workers’ 
Protective Union, signed the pact. 

The new agreement becomes effective January 1. It 
is subject to amendment or annulment at the end of two 
years upon four months’ notice. 

Representatives of both sides express confidence that 
present relations between employers and employees 
will result in a most prosperous era in Haverhill’s shoe 
industry. Details of the peace pact are printed in a 
complete manner under the Haverhill city department 
on page 76. 





This is a merchandising age. 

Each of us is a living show window, 

Each of us want to sell something, 

So why not dress the show window to show what’s 
inside.— Holworthy Hall. 





— 
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Showing pages, the leather cover and seal of Edwin Clapp ¢ Son, Inc., shoe manufacturers, East Weymouth, Mass., 
printed in the book: “There Score Years and Ten.” The page at the upper left is illustrated with an Arab sandal woven of 
grasses in the Sahara. A veiw of the factory at East Weymouth, Mass., is shown extending across two pages, in comparison 
with pictures of the first factory built in 1853, at the top, and the second just below, erected in 1882. 


A Romance in the History of Footwear 


“Three Score Years and Ten’’ is the title of a book, published by Edwin Clapp § Son, Inc., shoe manufacturers of 
East Weymouth, Mass., treating the history of footwear. The title is significant of the fact that the Clapp company was es- 
tablished in 1853 and has been doing business 70 years, three score and ten years. 

In dedicating the book the following statement appears: “*To all who have found satisfaction in selling or wearing Edwin 
Clapp shoes, this book is dedicated—by those who seek worthy expression of their talents in producing them.” 

The book is attractively illustrated with drawings showing the footwear of the times, including a primitive sandal of the 
early Egyptian era. The footwear of various nations is also shown. Opposite the first page of the story there is a photo of 
Edwin Clapp, second son of James Sylvester Clapp. The latter was founder of the “Clapp Shoe business.” A fitting tri- 
bute to Edwin Clapp is paid in the words: ‘*Whose ability and breadth of vision were responsible for the consistent expan- 
sion that resulted in the business becoming international in ils scope.” 

Illustrations of a man and woman's 1923 shoe, made by the Clapp concern, shows the progress in footwear. 

The opening paragraph is interesting and immediately serves to influence the reader to continue along and finish the 
story. The opening paragraph: “Fitting shoes for the different people who walk into and out of a shoz store each day means 
much more to some salesmen than merely a livlihood. The human element in their business appeals to them. They are in- 
terested in the relation that the shoes bear to the lives of the men and women and children they fit. A pair of well-worn shoes 
seems to tell the veterans of the floor sales staff something about the occupation and character of the wearer. They read them as 
a fortune reader reads a palm,” 
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The Three Biggest Sellers 
Of The Season! 


They Are in Style and 
IN STOCK 





oor 
No. B719 
Black Satin Colonial, Imita- 
tion Turn, 9-8 Flapper Heel, 
Furnished with Bright Silver 
No. B299 Finish Buckle. Widths, B_to 
D. Code “Plymouth” 
Genuine Silver Brocade One 
No. B718 


Strap and Front Strap Imi- 
tation Turn, 15-8 Full Span- 
ish Heel. Widths, B_to D. 
Code “Newport” 


Price $4.50 


Same as above with 12-8 Cu- 
ban Heel. Code “Winnie’’ 


No. B717 


Same as above with 14-8 
Spanish Heel. Code “‘Carlsa” 


Price $3.00 
The December issue of the News is now 
being mailed. We think you will agree 
that it is the most interesting number 

No. B801 


that has been issued this year. If you 
are not on our mailing list, send us your 
name. It will be to your advantage to 
receive the advance style information 
that we send out—and which you can- 
not receive any other way! 


White Satin Grecian~ One 
Strap, imitation turn,* 15-8 
half Spanish heel, B to,D, 
code “Miami” 


Price $3.25 





HAVERHILL A N N A H S O N MASSACHUSETTS 


SHOE CO. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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VAUGHAN’S IVORY SOLE LEATHER 


TRADE MARK REGISTERED 





WHITE — The Summer Staple 


Each year the white shoe gains in popularity. When bot- 
tomed with Vaughan’s Ivory Sole Leather it is light in 
weight, long-wearing—in fact THE sensible shoe for 


spring and summer Wear. 


As Vaughan’s Ivory Sole Leather is TANNED WHITE 


clear through, neither paints, sprays nor enamels are neces- 
sary to obtain a beautiful white edge or heel. 


When ordering specify VAUGHAN’S IVORY 


THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 








Northwest Representative St. Louis 
Edward Zohrlaut J. R. Weyand Co. 
326 Metropolitan Block Milwaukee, Wis. 1627 Locust Street St. Louis, Mo. 
Ohio and Kentucky Canada 
B. C. Poole & Co. Canadian Leather Co. 
220 E. 6th Street Cincinnati, Ohio 323 Craig Street West Montreal, Quebec 


Cuba 
Pedro Gomez Cueto Co. 
Boston Mass 


GEORGE C. VAUGHAN CO. 


Tanneries at Peabody, Mass. 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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No. 563X 
Tan Russia Calf 
PLAIN TOE 
560—Butt., no heel, 1-6........$1.90 
561 —Lace, no heel, 1-6. ........ 1.90 
STOCK TIP 
562X—Butt., sp. heel, 3-8...... $2.35 
563X—Lace, sp. heel, 3-8....... 2.35 


EXTENSION SOLES 
2562X —Butt., sp. heel, 4-8..... $2.60 
2563X—Lace, sp. heel, 4-8...... 2.60 


No. 491 


Tan Kid Shoes 


PLAIN TOE 


490—Butt., no heel, 1-6........ .$1.90 
491—Lace, no heel, 1-6. ........ 1.90 
415—Lace, sp. heel, 3-8......... 2.25 
416—Butt., sp. heel, 3-8........ 2.25 
STOCK TIP 
2415—Lace, sp. heel, 3-8...... . .$2.35 
2416—Butt., sp. heel, 3-8....... 2.35 
EXTENSION SOLES 
2420X —Butt., sp. heel, 4-8...... S 60 
2421X—Lace, sp. heel, 4-8. .. 2.60 
geP SHOES 











-Before Spring! 


Our “In Stock” Depart- 
ment Will Take Care of 
Your Fill-In Require- 
ments in January and 
February. 


Dr. Posner’s In-Stock Service is the 
retailer’s merchandise bank during the 
heavy buying months of January and 
February. Size gaps, as well as style 
vacancies, can be instantly filled-in 
from stock. 


Two of our best sellers for winter are 
illustrated. If you haven’t these two 
numbers in well represented sizes, we 
urge your ordering them at once. 


Our new spring offerings unite 
style smartness with the usual 
Dr. Posner quality; a combina- 
tion certain to attract added sales. 


Write for our new catalog—or send 
for the Dr. Posner representative. 


Dr. A. POSNER SHOES, Inc. 


SALESROOMS 
140 WEST BROADWAY 
NEW YORK CITY - - N.Y. 
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Wos. “Lady Louis” Pat. Enid Tong. Pump, PI. 
Toe, S. S., 98 Lea. HI., Rub. Top, Imt. Turn. 
“Myra” Last. A 4-8, B 3-8, C and D 24%-8.. .$3.85 
1917—Same in Blk. Satin, Blk. Suede Trim... . $3.85 
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Wos. “Lady Louis” Blk. Satin Chorus Stp. 
Mat. Kid Trim, S. S., Pl. Toe, 14-8 
Spanish Cov. Wood HI., Imt. Turn. 
“Stage” Last. A4-8, B3-8, C214-8 $4.50 
1916—Same in Patent........... 4.50 
1914—Same in Blk. Kid!......... 










Style 1915 





<< 


Anot ey Year ~ 


Another year is drawing to a close—a year in which 
many opinions have been voiced relative to the busi- 
ness outlook as it affected the shoe industry. 


But it hasn’t been a bad year. For us, it has been a 
very good year—a year of big gains both in volume of 
business and in numbers of valued customers. 


And the outlook is good. It is good for us because our 
retail customers everywhere are prospering. Let us 
look forward to 1924 as offering new opportunities 
from which we are all sure to prosper. 


This entire organization sends your organization the 
heartiest Christmas Greetings. 


GENTRAL SHOE Co. 


S. Solid Leather Shoes 
ST. LOUIS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Great National Shoe 


ESTABLISHED APRIL |, 1882 


CHICAGO 


Holiday Buying at High Peak 


Indications Point to Retail Sales in All Lines Equalling 
Records of 1922, Which Was an Exceptional Year 


AST year established a high-water 

mark in the retail game and the out- 
look at present is that this year will equal, 
if not surpass it. A veteran La Salle street 
financier is quoted as having said: ““The 
Christmas liberality of the average Chi- 
cagoan this year is the best sort of evi- 
dence to the world that this city is the 
most promising spot on earth right now in 
which to invest any sort of a dollar. Not 
only is confidence general that times will 
remain good, but there is a “rainy day” 
surplus of healthy proportions. 

A report on September 14 revealed that 
Chicago banks held $577,000,000 in sav- 
ings accounts—a gain of $70,000,000 over 
1922—and since, one bank alone reports a 
gain of over $1,000,000 in the last three 
months. This should all be of great inter- 
est to the shoe or leather man interested 
in the Chicago market inasmuch as it is 
the soundest possible evidence that Chi- 
cago is on the doorstep of an era of 
prosperity. 


The Christmas Certificate 


The Walk-Over Shoe store at 4700 Sher- 
idan road is featuring the Christmas gift 
certificate in a very attractive holiday 
window. This promises to be a very good 
bet and is an excellent means of more 
sales of shoes for. gifts. 


Splendid Hosiery Sales 

At O’Connor & Goldberg’s store at 159 
W. Madison Street, an extremely large 
volume of business is reported on ladies’ 
hosiery. Good values are being advertised 
—such as three pairs of either chiffon or 
silk with lace clocks at $5.60. Miss Moore, 
manager of the ladies’ department, esti- 
mates that the sales volume on hosiery 
will run three times greater than last year. 
She attributes the increase to the remarka- 
ble values being offered and to the news- 
paper advertising. Miss Moore remarks 


on the fact that ladies are beginning to ask 
if high shoes are not going to be worn 
again. She is of the opinion that if they do 
they will be most popular in the novelty 
patterns; probably of the eight-inch boot 
type with much fancy open work. 








A smart-looking gold sli designed by 
A. H. Beuhler, Race r- Mandel Bros., 





To Concentrate on Men’s 
Shoes 


J. P. Hartray of the J. P. Hartray Com- 
pany denies a rumor, which has recently 
been circulating, to the effect he was going 
to sell out the first of the year and go east 
to engage in the manufacturing end of the 
shoe game. “I like Chicago,” says Mr. 
Hartray, “‘have liked it well enough to 
stay here in business 30 years, and hope to 
be here 30 years longer.’ He has decided 
to drop his line of women’s novelty foot- 
wear and concentrate on his men’s line, 
commencing January 1. 


Expect to Show an Increase 


Jack Cohon, assistant manager and 
buyer of the shoe department at Mandel’s 
department store, reports a good business 
during the week ending December (15. 
While volume is not quite up to last year 
for this season, he expects to wind up the 
year showing quite a nice increase over 


Getting More Shoes Sold ‘Right 





Lizard Patterns Selling 
Freely 


I. Miller & Sons, Inc., at 39 S. 
State Street is doing a fine volume 
on its much advertised lizard skin 
patterns. This leather is now being 
bought extensively by the wealthy 
classes and indications are that its 
popularity will increase during the 
early spring. 

This store is disposing of its left- 
over stock of red and green sandals 
by bronzing and merchandising 
them from their bargain counter. 

















last year in total pairs sold. Satin and 
patent leather continue in popularity; 
evening slippers are moving rapidly and 
the children’s department is making a 
wonderful showing. Some remarkable pat- 
terns and combinations are being shown 
in evening slippers, the materials being 
imported from Paris. Center straps with 
cut-out sides in Paisley cloth quarter and 
silver cloth vamp, and the same materials 
in other combinations and in varying 
shades. They are going very well at $16.00. 


Reports Gradual Increase 


Ed Blumenthal, manager of Altman’s 
Shoe Store at 4111 W. Madison Street, 
reports a steady increase for the entire 
year, day by day and month by month. 
The total increase for the year he esti- 
mates will run close to 22 per cent. A good 
business is being done on ladies’ novelty 
footwear in satin, patent and some bro- 
cades. Both hosiery and felt goods are 
moving rapidly. There has not been much 
demand for rubbers or galoshes yet, how- 
ever. 


Next Meeting of Trades 
Association 


The January meeting of the Chicago 
Shoe Trades’ Association will be devoted 
to a discussion of ““How the Various Indus- 
tries Can Co-operate in Welcoming the 
Visiting Buyer.’’ As a result of the move- 
ment which has been started by the Shoe 
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Association, it is hoped that a clearing 
house or council of all the local industries 
will be established in order that market 
extension work may be more concerted 
and unified. The Chicago Association of 
Commerce is rendering yeoman service in 
increasing Chicago’s trade territory, but 
would welcome the organized assistance 
of the local industries, each of which has 
its own individual problems, the solution 
of which could be helped by an inter- 
change of ideas and experience. 


Chicago Notes 


P. C. Fleer, general merchandising man- 
ager of The Fair, will resigm on December 
31, to accept the presidency of the J. N. 
Adams Cumpany of Buffalo, N. Y. Mr. 
Fleer has been with The Fair for the past 
17 years, and since becoming general mer- 
chandising manager has specialized on the 
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shoe department. His successor has not 
as yet been named. 

Frank L. McNut, buyer for Feltman 
and Curme, remarks on the unexpected 
popularity of Colonials. He is of the opin- 
ion, however, that the demand will not 
carry over into the spring season, even 
though they can’t be turned out fast 
enough now to meet the demand. 

W. H. Kato, manager of the Alfred J. 
Ruby, Inc., store at 60 East Washington 
Avenue reports an exceedingly good run 
this season on Colonials. Volume on that 
number will run close to 50 per cent of all 
ladies’ business. Evening slippers in gold, 
silver, satin and brocade are also making a 
good run. 

A. Rost, of A. Rost and Son, at 4021 W. 
Madison reports he is doing a remarkably 
good business. His increase this season 
over a year ago will run close to 20 per 
cent. 





MILWAUKEE 


Men Buying Shoes in Earnest 


All Patterns in Women’s Lines Going Equally Well, Although 
Weather Curbs Trade 


AY weather in mid-December kept 
local shoe merchants worried, and 
shoe stores from enjoying the heavy busi- 
ness which should be theirs during the 
early holiday shopping season. Practically 
all of the downtown stores did as well 
as they could expect under the circum- 
stances, but the circumstances were far 
from favorable. Sale of four-buckle arc- 
tics refused to get under way as it ought 
by this time of year, and the fault lay en- 
tirely with the weather man. 
Everything Goes 
In the steady, though not heavy buying 
now going on, there seems to be no par- 
ticular type of footwear in best demand. 
Low shoes, high shoes, straps, pumps 
oxfords, blacks, tans, grays, suede, satin, 
patent, all are wanted and in fairly large 
proportions of the total volume. The pub- 
lic has thus far refused to play favorites. 


Men Are Different 


Men have awakened and are buying in 
earnest, spurred on, no doubt, by price 
concessions made by several firms. One 
large store, member of a national chain, 
has been doing well with broken lines of 
high-priced footwear sold at one price, 


$5.95. Many of the customers are at- - 


tracted into the store by this price, and 
leave with higher-priced and newer shoes. 
Oxfords figure heavily in all sales to men, 
still rating better than 50 per cent of the 
gross sales. Black and tan are about evenly 
divided as to public favor, younger men 
clinging to the tan even in the lightest 
shades while the older men take dark 
brown and black. 


Manufacturers Busy 


Manufacturing activity continues un- 
diminished in Milwaukee, with makers of 
men’s and children’s shoes showing par- 
ticularly fine results from the road trips of 
salesmen. Orders for spring are plentiful 
and are still coming in in numerical and 
unit strength. Buying for spring by many 
retail shoe merchants will be at the 11th 
hour, and although Milwaukee manu- 
facturers are not banking too heavily on 
this, nevertheless most of them are an- 
ticipating heavy spot business at the time 
of the first spring footwear sales and are 
acting accordingly. , 

New Store Nearing 
Completion 


The new combined shoe store and men’s 
furnishing establishment being built by 
Matthew J. Rahn, at 916 Main Street, 
Green Bay, Wis., is nearing completion. 
The walls, roofs, and floors have been put 
in, and the owner expects to be occupying 
the store before Christmas. Apartments 
will be arranged for above the store 
proper. 


Shoe Credit Men Meet 


The Milwaukee Shoe Credit Men’s As- 
sociation held its regular monthly dinner 
meeting at the Medford Hotel early in 
December with four speakers on the 
program. A. H. Heib of the F. Mayer 
Boot & Shoe Company; E. J. Skepper of 
the Bradley & Metcalf Company; H. W. 
St. Thomas of the Helmholz Shoe Manu- 
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facturing Company and Miss Margaret 
Weiss of the Western Grip and Trunk 
Company, spoke. D. L. Sawyer, credit 
manager of the F. Mayer Boot & Shoe 
Company, president of the association, 
presided at the meeting. 


Nominating Committee 
Reports 

Two slates of officers were presented to 
the December meeting of the Milwaukee 
Shoe Retailers’ Association by John 
Geisinger, chairman of the - nominating 
committee of the association. The men 
proposed by the committee are: president, 
A. T. Jenkins, incumbent, and Max 
Diamond; vice-president, Charles Collar 
and Charles Helmbacher; secretary, W. F. 
Wuerl; treasurer, Joseph A. Schumacher; 
directors, William Graeble, Frank Kuc- 
zynski, Clarence Bertler, B. A. Skibinski, 
Joseph Klawitter, and Frank Janecek. 
The nominating committee which brought 
in the slates is composed of the following 
shoe merchants, in addition to Mr. Gei- 
singer: Adam Zarek, George Virmond, 
Clarence Bertler, George Tinsel, Harry 
Lucas. The election of the new officers 
will take place early in January and an 
exciting contest is looked for in the presi- 
dency as A. T. Jenkins, incumbent and 
Max Diamond, now vice-president, are 
both backed by strong supporters. 


Merchants Stage Unusual 
Stunt 


Commencing December 11, a mys- 
terious individual walked up and down 
Green Bay Avenue in Milwaukee pinning 
cash coupons on passing pedestrians, 
which were good for $1 in trade at any 
store on Green Bay Avenue. At intervals 
this gentleman appeared and bestowed the 
Santa Claus-like gifts on the willing 
passers-by. The whole thing was “framed- 
up” by the Green Bay Avenue Advance- 
ment Association as one of many stunts to 
drum up holiday business, and worked 
unusually well, according to association 
officials. 


Make Progress on Factory 


Work of erecting the shoe factory build- 
ing at Horicon, Wis., that is to be used as 
a branch of the Davies Shoe Manufactur- 
ing Company of Racine is getting along 
better than expected, and contractors are 
rushing the work toward completion. 


Public Watches Shoe 
Manufacturing 

Between 600 and 700 people saw em- 
ployees of the Marathon Shoe Company of 
Wausau go through the actual process of 
making shoes in a specially arranged 
demonstration of modern shoe making, 
staged in the new plant of the company 

on North First Avenue in that city. 
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CINCINNATI 


Splendid Response in Stores 


Advent of Real Winter Weather Plays a Part in the Marked 
Improvement in the Shoe Business 


= INCINNATI’S fundamental eco- 
| nomic conditions are sound, the 
people are well employed, they have 
money and they are spending it—with the 
result that the Christmas holiday trade 
here is reaching prodigious proportions. 
The 1923 Christmas trade will be unsur- 
passed in the history of the city.” 

This statement was made by Robert W. 
Pogue, president of the Cincinnati Retail 
Merchants’ Association. Continuing Mr. 


Pogue said: 


Largest Year Ever for Sales 


“The year’s business, too, will be the 
greatest in the history of Cincinnati’s re- 
tail stores, and will show a substantial 
increase over the total for 1922. Thet 
largest gains were made during the first 
six months of 1923, but the other months, 
too, show gains over the previous years. 
Last Christmas season we had perfect 
weather until December 20 and Cincin- 
nati is making a fine showing this Decem- 
ber, notwithstanding the recent warm, 
rainy days. The least indication of clear, 
brisk winter weather sends a great rush 
of buyers. On Saturday, December 8, for 
instance, down town Cincinnati was 
literally packed with shoppers. Never 
have there been greater crowds or more 
liberal purchasers. 


Weather Stimulates Buying 


The arrival of real winter weather with 
ice and snow during the week ending 
December 15 gave an old-fashioned 
Christmas atmosphere to the downtown 
section of Cincinnati and stimulated 
buying to even a further degree. The down 
town retail stores, including the shoe 
stores, are doing a tremendous business at 
the present time. The arrival of winter 
weather was the added factor that was 
needed to bring out feminine buyers in 
full force. The volume of sales on women’s 
shoes has been boosted sharply in the 
past week and will reach the peak of the 
season during the coming week. Men 
have also been buying shoes in increased 
numbers. The sudden coming of cold 
weather brought a rush of men into the 
shoe stores to purchase high shoes. 


Card Party and Ball 


The Potter Shoe Company held a card 
party and ball for the friends and families 
of employees on Thursday evening, Decem- 
ber 13. The proceeds will be spent for the 
Christmas party to be given December 23 
at Memorial Hall for children and widows 
receiving pensions from the Juvenile 
Court. 


Exhibits Hosiery and Shoes 


Frank Brothers’ Fifth Avenue Boot 
Shop, New York City, had an exhibit at 
the Hotel Sinton during the past week. 
Invitations were sent out to a number of 
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Cincinnatians to visit the exhibit and see 
the latest boots, slippers, and hosiery for 
men, women and children. 


Good Call for Lizard Shoes 


The Lizette, a fascinating Rockwood 
slipper in all black, brown or beige lizard 
leather, was featured during the past week 
with success by the Potter Shoe Company. 
Cincinnati women of fashion, who are 
eager to keep in the front ranks of style, 
are taking very well to the lizard-leather 


slipper. 





CLEVELAND 


~ Holiday Season Best Ever 


All Retail Lines Stimulated by the Impetus Offered by 
Christmas Shopping—Women Favor Black Satin 


RADE conditions generally are very 

good. Reference is made to retail 
trade in all stores. Holiday trade this 
season in Cleveland promises to exceed all 
previous records. Buying has been ac- 
celerated by the Christmas savings clubs. 
More money was deposited this year 
than ever before. Retail sales in the city 
as a whole have outrun those in 1922, but 
merchants report there has been little 
reckless or extravagant buying. The de- 
mand has been heaviest for goods of qual- 
ity, where value is present. 

Employment figures have been excel- 
lent in the factories, until recently when 
they commenced to recede. The drop has 
been only seasonal, however. Total num- 
ber on the pay rolls during this holiday 
shopping season is greater than a year 
ago. Bank clearings are running heavier 
than a year ago. 


Black Satin Strong 


Shoe stores here in both the downtown 
and outlying districts of the city continue 
to feel the impetus of the holiday shopping 
period. Salesare in the middle of December 
exceeding those of last year. 

Women are buying anything that is 
pretty and dainty and that has quality. 
Black satin is in the lead with patent 


leather, dark brown, especially the wood 
shades, going strong. Some gray colors 
are being sold, but with light hosiery all 
the rage, the darker shades of shoes have 
come in. 

Many of the merchants here are looking 
for gray colors to come along strong in the 
spring. 


Merchants Meet 


Retail shoe merchants, managers, sales- 
men and buyers met at Hotel Winton re- 
cently, the first meeting in a year. There 
was a dinner, followed by an address by 
Sam Davis, field secretary of the National 
Shoe Retailers’ Association, a former resi- 
dent here. 

Addressing the executives and mana- 
gers, Mrs. Davis spoke of the importance 
of maintaining a shoe merchants’ associa- 
tion in the city. Not_a mere association 
that met now and then, ate a good dinner 
and listened to an address, but one that 
constantly is on the job in the interest of 
all merchants; that looks after trade con- 
ditions and the, welfare of its members. 
That makes a genuine effort to look in- 
telligently into the future and keep the 
merchants posted on past and probable 
future developments. 





ST. LOUIS 


More Activity in Shoe Stores 


Impetus of Holiday Buying Acts Favorably on Shoe Mer- 
chandise in Popular-Priced Stores 


ETAIL shoe merchants reviewed the 

business during week ending Decem- 
ber 15 as improved over the previous six 
days. Two days of rain in the middle of the 
week retarded to some extent the activity, 
but with the advent of colder weather 
Friday and Saturday, buying improved. 


Saturday found the retail shopping dis- 
trict next to a standstill, due to the traffic 
jam of Christmas shoppers. The mobs 
milling on the side-walks made it neces- 
sary to seek the street in order to make 
progress. The popular-priced shoe stores 
were doing the best business with added 





68 


impetus to the stores that were featuring 
felts and other items usually appropriate 
for Christmas gifts. Business was reported 
fair in the higher-priced stores. 


Women Inquire About High Shoes 


One note that was of interest during the 
week was the inquiry for women’s boots. 
This was commented on in two or three 
stores. One store that is conducting a re- 
moval sale disposed of over 1,200 pairs of 
boots. 

Gray is being asked for in spite of the 
constant showing of black shoes. One of 
the largest operators stated that the de- 
mand for black was about 80 per cent, and 
colors only 20 per cent. The belated busi- 
ness on felts was evident and the demand 
for this type of footwear was of an excel- 
lent character. Many high-priced mules 
and boudoirs are being featured. 

Children’s business is reported as good. 








M. E. ROSENBLUM 


Shoe buyer for Stiz, Baer § Fuller Co., St. Louis. 
He was formerly with J. L. Brandeis and Son of 
Omaha, Neb. 





Mendel Adds Shoe Depart- 
ment 


Maurice Mendel’s women’s specialty 
shop has added a shoe department. The 
footwear to be featured was announced as 
that of Sommer’s of New York. 


Tomes Elected Director 


Harry L. Tomes, who recently became 
associated with the Pedigo-Weber Shoe 
Company in the general management of 
the purchasing and manufacturing phase 
of the business, has been elected vice- 
president and a member of the board of 
directors of the concern. 
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To Operate a Chain of Stores 


Baltimore—Officers have been elected 
to promote the shoe business of the United 
Retail Shoe Stores, recently organized to 
operate a chain of stores in various cities. 
The store will feature footwear made by 
the Brown Shoe Company of St. Louis. 
The principle of the concern is to retail 
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standard footwear bought direct from the 
manufacturer in large quantities. The 
officers are: Samuel Glick, president; S. 
Rosenbaum, vice-president; T. L. Bebout, 
secretary and general manager; Louis 
Lutsky, treasurer. Mr. Lutzky resides in 
Baltimore and the other officers live in 
Plainfield, Md. 





SALT LAKE CITY 


First Snowfall Stimulates Trade 


Long Period of Unseasonable Weather, Which Retarded Shoe 
Buying, Finally Broken in Mid-December 


URING the first half of December 
the retail shoe business was un- 
usually quiet and many of the merchants 
attributed this condition to the long period 
of mild weather which extended right into 
the middle of the month. However, a light 
snowfall during the middle of the month, 
the first sign of cold weather, stimulated 
business temporarily. 


Concerning the Shoe Mer- 
chants 


Albert’s, East Broadway, has moved the 
children’s department, to the front of the 
store. 

George H. Parker has been admitted to 
the Solomon Shoe Company as a partner. 


Mr. Parker has been in charge of the foot 
comfort department at the store. 

The shoe department of Taylor Bros. 
Department store of Provo is being en- 
larged. A new shelving system will be 
installed. 


Black and Tan Oxfords 


Harry Cummings, manager of the 
Walk-Over Shoe Company, reported good 
sales in tan and brown oxfords with heels 
from 9-8 to 13-8 at $8.50. 


Good Slipper Sale 


Shoe stores are finding a good call for 
men’s and women’s slippers. Prices on felt 
slippers are established at various figures. 





LOUISVILLE 


Good Tone to Trade 


Black Suede, Patent and Satin Leaders in Women’s Styles— 
Men Buying High Shoes 


LTHOUGH there is a considerable 

amount of complaint being heard 
among clothing merchants regarding the 
dullness of business, shoe stores are report- 
ing good sales. 

There has been no change in styles. 
About the same general styles, colors and 
materials are selling. In men’s shoes there 
is a slight tendency toward high shoes. 
Women’s black satin and patent leather 
and suede shoes in strap effects, continue 


quite good. 


Retail Merchants Meet 


The Louisville Retail Shoe Association 
met at the Tyler Hotel in early December 
for the monthly dinner and business dis- 
cussion. The meeting was devoted to a 
general discussion of the shoe business. 


Closing-Out Sale 


The Travers Company of Cincinnati, 
operating a branch store at Fourth and 
Liberty Streets, Louisville, is holding a 
closing-out sale of its men’s and women’s 


stocks. The company decided to withdraw 
from Louisville, its lease being nearly up, 
and not renewable on satisfactory terms. 


Welfare Club Meet 


The Welfare Club of the Boston Shoe 
Company, which meets monthly, held a 
dinner and dance at the Tyler Hotel, on 
the evening of December 11. 


Louisville Notes 


Byck Bros. recently held a closing-out 
sale of one line of high grade men’s shoes 
at $10.85 and also sold other lines at $7.85. 

Waterman & Taustine, operators of sub- 
urban department stores, have announced 
clearance sales of all shoe stock, including 
women’s and children’s shoes. The com- 
pany is discontinuing selling shoes. 

William Caye, 74 years of age, retired 
shoe merchant, recently died at the home 
of a son, Woolsey Caye, 2120 West Jeffer- 
son Street. He is survived by three sons, a 
daughter, two brothers and two sisters. 
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No. U 235 


Boys Black Kip W.Q. Bal. 9- 
iron oak outsoles, 5-iron grain 
insoles, Leather heel Base. Wing- 
foot Rubter heels. Built with 
the corrective Bottoms, insuring 
healthy feet. Widths C and D. 
Sizes 2% to 6. 

IN STOCK. Price, $3.00. 


‘rr 4 


\ as good as Dads 


The young ‘fellows of today demand 
“man style’ shoes. 


We have added ‘Mauldin Juniors” to 
our speciality line of Men's Dress Welts. 


In style and workmanship they are the 
very kind every boy wants. 


Quality First -- Then QUALITY ! 

















(REEL, Mautpin & (HaMBERS ("Skint fours. u.s.a. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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DWARD A. FILENE is one of the 

country’s greatest merchants. What 

Mr. Filene has to say about merchan- 

dising is well-worth studying. 

In the September issue of “System”’— 
the Magazine of Business—Mr. Filene says 
that the whole basis of successful merchan- 
dising may be summed up in the four 
phrases quoted in the heading of this ad- 

~ wertisement:—*‘THE RIGHT GOODS, 

AT THE RIGHT TIME, IN THE 

RIGHT QUANTITIES, AT THE RIGHT 
PRICES.” Crawford Shoes fit each of Mr. Filene’s 
specifications. 

Crawford Shoes are the “right goods” because they 
are styled by a committee representing the best retail 
and consumer knowledge of the country as a whole. 
Further, Crawford Shoes are made to fit—they will not 
show unsightly gaps at the top and their lasts are made 
to conform with the shape of the foot. Each Crawford 
size fits for length and width regardless of last or pattern. 

Retailers can buy Crawford Shoes at the “right time” 
because of the Crawford ‘Four Season” Plan, which 
enables retailers to feature shoes that are wanted at the 
moment, that are particularly adapted to special seasons. 

Crawford Shoes can be obtained in the “right quanti- 
ties’”’ through the Crawford “In Process” Plan of manu- 
facture which enables retailers to buy in less than case 
lot quantities at any time and get immediate deliveries. 

Crawford Shoes are obtainable at the “right price” 
because of both these plans—the “‘In Process” plan and 
the “Four Season” plan. These enable us to turn stocks 
more readily; effect greater economy in manufacture 
and so offer outstanding values. 

If you do not know the details of these two revolu- 
tionary plans arranged for Crawford Shoes, write us 
today. 


The (rawford Shoe 








SHOE INDUSTRIES 
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“The Right Goods, at the Right Time, in 
the Right Quantities, at the Right Prices” 


TN 








Dealer Influence ts secured thru advertising in the Boot and Shoe Kecorder. 
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NEW YORK 


Lizard Leathers Selling Freely 


Steady Improvement in Trade in Retail Shoe Stores Noted— 
Evening Slippers in Good Demand 


LTHOUGH the shoe trade normally 

receives only slight impetus through 
the medium of Christmas shopping, retail 
shoe merchants here report that business 
is steadily improving. The whole fall and 
winter season has been backward, due to 
a lack of seasonable weather, but at the 
close of last week, this obstacle bid fair to 
be removed. The retail shoe merchants 
expect a fairly good January business as a 
result of the large amounts in Christmas 
bonuses that will be distributed in New 
York this year. Despite reports of poor 
business in many lines, the number of 
firms here distributing bonuses this year 
is about as large as usual, and the shoemen 
always get a good percentage of this money 
right after Christmas. 

Lizard leather shoes and the Pilgrim or 
Puritan pumps are the leading novelties at 
present. Besides these, strapped models 
are selling well in almost endless variety 
of patterns. Business in evening slippers 
and children’s shoes also is running to 
large proportions. 

Merchants selling men’s shoes report a 
better demand within the last few weeks, 
especially for patent leather oxfords for 
evening wear. The new side gore oxford 
and high shoe of all patent is a good seller, 
particularly in the mid-town section. 

The men’s shoe trade here is looking 
forward to a big spring season on fancies. 
The Southern two-eyelet tie is being fav- 
orably considered by many and the predic- 
tion is made that this shoe will attain a 
vogue, made up in heavy leathers. 


Pedemode Store Opens 


Another Fifth Avenue shoe store for 
women was opened last week. The latest 
recruit to the growing ranks on the famous 
thoroughfare is located at 570 Fifth Ave- 
nue, between 46th and 47th Street. The 
new shop is known as the “Pedemode 
Shop” and is devoted to the exclusive sale 
of Pedemode shoes made by Julius Gross- 
man, Inc., The store is operated by Louis 
Livingston, Inc., who also has a store at 
2293 Broadway. 

The store is attractively decorated in 
old English style and has a seating capac- 
ity for about 30 customers. The store room 
itself is about 20 feet wide by 100 feet deep. 
With the opening of the store an attractive 
advertising campaign in the leading papers 
was inaugurated. 


Hecht Company Moves 


The Hecht Fixture Company moved its 
New York show room at 70 West 36th 


Street to 16 West 31st Street. The com- 
pany occupies the first and second floors. 
These quarters will be conveniently 
arranged so that the company will be 
enabled to more successfully follow out its 
policy of the quickest possible service. 


Arrowsmith Company Re- 
organizes 


The Arrowsmith Mfg. Company, with 
principal headquarters in New York, for 
the past 20 years manufacturers of adjust- 
able arch props and foot relief specialties, 
has been completely re-organized, and is 
preparing to enter into the shoe trade field 
in 1924 with renewed energy and optimism. 
R. M. Creveling, who joined the forces of 
the firm when in its infancy and who has 
since been identified with the company, 
will head the new organization in the 
capacity of president and general manager. 
The new company, just organized under 
the laws of the State of New York, as 
Arrowsmith Mfg. Company, Inc., has 
taken over the patent rights, trade marks, 
trade names and designs of the old con- 
cern. 


New York Shoe Merchants 
Elect Ten New Members 


New York, Dec. 12—The election of 
ten new members to the Retail Shoe Deal- 
ers’ Association of New York at the regu- 
lar monthly luncheon meeting at the Cafe 
Boulevard on December 11, brings the 
total membership of the organization up 
to 151, Secretary Jacques Hirsch, an- 
nounced at the meeting. 

Progress was reported on the plan for 
co-operative publicity, including the plac- 
ing of the association’s emblem on store 
windows. 

The meeting was attended by represent- 
atives of the East Side Merchants’ Asso- 
ciation, who are giving a dinner at the 
Hotel Astor on Christmas night. The aid 
of the general association in making the 
dinner a success was asked and granted. 
The committee from the East Side inti- 
mated that the question of affiliation with 
the Retail Shoe Dealers’ Association is 
being favorably discussed by their organi- 
zation. President Hart and John Slater 
are expected to speak on the subject of 
affiliation at the Christmas night dinner. 

The new members elected were Jerome 
Lebenstein, 877 Prospect Avenue, Bronx; 
Le Bouterie, Inc., 882 Flatbush Avenue, 
Brooklyn; Emerson Boot Shop, 38 West 
50th Street; Alfred Glaser, 2395 West- 
chester Avenue, Bronx; Waterman’s, 








& ere to Buy 
Women’s Shoes 


Phillips Shoe Co., Inc. | 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 
Boston Office 
207 Essex Street 





















FASHION FOOTWEAR 












a | Novelties 
Our new models for sae at cting most 
favorable yy a tom and 
pumps in the latest designs end fines ‘thers. 
TESSIER a DOWDOIN. 
2 Washington St., Haverhill, Mass. 
J.W. BARNARD & SON 
Andover - - - Mass. 
Makers of the 


CELEBRATED BARNARD 
COMFORT SHOE 


for Ladies 
IN STOCK 

















Where to Buy 


Ballet Slippers 

















IN-STOCK 
BLACK BALLET SLIPPERS 





BLOG SHOE FINDING co., INC. 
147 Duane St., New York, N.Y. 








BALLET SLIPPERS 
Bleck and unas tent Black mo i oietaly step otep 
ted as the best made professional 

in America by International ead my 


asters of Dancing. 
654 EIGHTH AVE. 


BARNEY'S ~ S NEW YORK, N. Y. 


Only one exclusive agency in a town 








BALLET SLIPPERS 
all styles and 
colors— Black 


Kid Soft Toe 
$1.60 — Box 


Toe $2.85— 
Pack * Satin 
$3.50. 





FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 








BALLET SLIPPERS in Stock 


a 
Bench M 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 
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Where to Bu 


Men’s Shoes 














HOWARD & FOSTER CO. * ~ 
Men’s and Women’s Welts 


Address all Communications to the 
‘actory at 


BROCKTON, MASS. 




















acy Adams Co. 
Manufacturers of 

MEN’S FINE 

SHOES 


Brockton, Mass. 














BOSTONHANS 


Commonweatta Swot & Leatuer Co. 


WHITMAN, MASS. 








One Pair 
Sells 
Another 


T. D. Barry Co. 








Brockton, Mass. 














Ee, 


(P). A. PACKARDCO., maton (P) 











NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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3880 Broadway; Rossiter Shoes, Inc., 515 
Madison Avenue; Bernard Caplan, 711 
Grand Avenue, Brooklyn; Swart’s Smart 
Shoes, Inc., 2543 Broadway; Max Landes- 
man, the Arcade Bootery, 76 Clinton 
Street, and Julius Adelson, 782 Nostrand 
Avenue, Brooklyn. 


Advocate Keeping Up on Sizes 


A short discussion on style was held in 
the open forum session. John J. Holden of 
Oppenheim, Collins & Co., opened the dis- 
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cussion by declaring that any style is good 
now and that the real need of the shoe mer- 
chants is to keep up on their sizes and try 
for quick turnovers. 

In the absence of President Hart, A. 
Gabriel, second vice-president, presided at 
the meeting. 

A nominating committee was named to 
bring in a slate for election at the annual 
meeting in January. It is expected that 
Percy E. Hart will be asked to serve for 
another term as president. 





BOSTON 
Steady Call for Accessories 


Footwear Demand Still Lags, However, as Unseasonable 
Weather Prevails—Evening Slippers Are Good 


LTHOUGH retail stores and business 

sections of the city were crowded 
with shoppers during the week ending 
December 15, shoe stores reported that 
business did not increase to such a satis- 
factory degree for this time of the year. 
Weather continued to be mild until the 
latter part of the week, when a light flurry 
of snow fell and stimulated the shoe trade 
somewhat. 

Buckles, ornaments and slippers, suita- 
ble gifts for the holiday season, sold freely. 
Evening slippers continued to be in de- 
mand in the same popular materials; gold 
and silver brocade and velvet. 

Reports from several of the larger stores 
in the city indicated that most of the mer- 
chants feel that the long period of mild 
weather has been the greatest factor in 
casting a dull complexion over the shoe 
business here. 

However, merchants expressed belief 
that with the advent of the week of De- 
cember 17 the shoe business would show 
a marked increase due to the nearness of 
Christmas. An improvement the moment 
seasonable weather develops is expected. 


Inviting Atmosphere Created by Decorations 


Shoe stores compared very favorably 
with other stores when considering the in- 
viting atmosphere created through the 
holiday decorative schemes. Store win- 
dows and interiors reflected the holiday 
spirit because of exactness and originality 
expressed in arranging decorations of ever- 
green, holly and wreaths. 

Suggestive gifts, including slippers, 
buckles and accessories were prominently 
displayed in shoe store windows. 


Golf Garters 


Among “Christmas gifts” for men are 
golf garters, some of rubber, some of 
leather and some of a combination of 
leather and rubber. They are priced up to 
$1 a pair, the better grades being packed 
in attractive boxes, and at that price they 


look like good merchandise for the acces- 
sories department. 

Besides, there are prospects for a larger 
sale of golf garters next spring, since men 
commonly have the habit of wearing 
knickerbockers and golf stockings when 
out-of-doors for sports or pastimes. 


Moving to Albany Street 

Bray & Stanley are moving from Bev- 
erly, Mass., to the Damon & Ellis factory 
at 93 Albany Street. Bray & Stanley make 
McKay shoes for women, including 
“Warm Line” goods. Damon & Ellis also 
make women’s McKays. It is understood 
that the firms will be merged. 


Queen Quality Business Built 
on Staples 

J. L. Southwick, general manager of the 
eastern group of Queen Quality stores, was 
a visitor in this city during the past week. 
Mr. Southwick is an optimist on retail 
shoe trade conditions. He speaks from a 
20-year intensive study thereof, and with 
a thorough knowledge of the conditions of 
the ten stores over which he has super- 
vision—namely, Richmond, Va., Wash- 
ington, Baltimore, Philadelphia, Newark, 
two in New York, Brooklyn, New Haven; 
and Boston. 


Merchant Must be Versatile 


Mr. Southwick believes that today, the 
shoe man, more than ever before, must use 
his brains, as well as his feet; that he must 
be alert—must be a style man, a merchan- 
dise man, a display man, and an advertis- 
ing man; in other words, that never before 
in the history of the industry must the 
retail shoe merchant show such versatility 
as at the present time. 

It is his opinion that the high-grade re- 
tail merchant, who takes any notice of cut- 
price sales at the beginning of a season and 
unfair competitive methods, is but ac- 
knowledging his defeat, for obviously no 
merchant can remain very long in business 
if he sells his goods at less than they cost. 
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Novelties but 40 Per Cent 


Mr. Southwick believes that colors in 
low sandal effects will sell next spring and 
that we shall see many in bright red, blue 
and green, in addition to the light brown 
shades. “Straps have become practically 
staple,” said Mr. Southwick; “‘they are 
graceful, good fitters, and I believe will sell 
well next year. Oxfords are big numbers 
just now. We are going to sell some lizard 
skin-shoes, in the various colors. But when 
everything is averaged, I believe that 
staples will be the best sellers. Our business 
may be classified as 60 per cent on staples 
and 40 per cent on novelties—in fact, our 
business has built up on staples. 

Mr. Southwick is constantly making the 
circuit of the ten stores under his jurisdic- 
tion; he spends from two to three weeks 
with the local manager of each store. He 
states that a fine “esprit de corps” charac- 
terizes the personnel of each establish- 
ment. One of the results of this is a base- 
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ball team, composed of all of the store 
managers—the line up is the West vs. the 
South and East; a silver cup engraved 
with the names of the winning nine is pre- 
sented each year to the winning team. 


Timson in Boston Office 


Chas. O. Timson Shoe Company of 
Lynn has opened a Boston office and in- 
stock department at 620 Atlantic Avenue, 
where a full stock of “‘Foot-Ease’’ hand- 
turned comforts will be carried. 





Trimble Visits Boston 


. J. R. Trimble of Trimble Bros., Calais, 
Maine, was a visitor in Boston the past 
week. Mr. Trimble reported that his busi- 
ness was “‘first rate.”” He said that oxfords 
for women have been the best seller on 
account of the mild weather, but that with 
the colder weather, men, especially, will 
be buying high shoes. 





LYNN 


Shoes for 10,000,000 Women 


Manufacturers Adopt Slogan as Incentive—Sample Lines for 
the New Year Will Show Broad Assortment 


YNN will make in 1924, most every- 

thing from soft sole shoes for infants 
to comfort shoes for old folks. But its main 
idea -will be to make “shoes for the 10,- 
000,000.” 

For 10,000,000 is the number of women 
“gainfully employed” in this country, and 
they make up the largest class of buyers of 
women’s footwear. They have money to 
spend for shoes, and the good taste to se- 
lect. pretty shoes, and, above all things, 
they need footwear that will serve them 
every day. 

“Time was,” as the historian of Lynn 
writes: “when two pairs of shoes satisfied 
the average woman, one pair of cow hide 
shoes for week-day wear and one pair of 
kid or serge boots for Sunday best.”’ It is 
not so now. The modern woman of “the 
10,000,000” requires an assortment of 
shoes, and to the making and the merchan- 
dising of such shoes manufacturers are giv- 
ing their best attention. 

Sample lines, to be spread in January, 
will show the largest and most varied 
assortment.of shoes ever offered for ‘the 
10,000,000.” 


Suedes and Kids 

Charles MacLaughlin of MacLaughlin, 
Conway Company is partial to suede and 
kid shoes, for the coming spring and sum- 
mer trade. He points out the daintiness of 
such materials, which makes them appro- 
priate for women who really dress well, not 
extremely, as the flapper; but in the mod- 
est way of the women of refinement. 


As for colors, Mr. MacLaughlin chooses 
gray first; field mouse, second, and ivory 
third. It certainly looks like a run on gray 
shades for spring; and later a large run on 
white kid footwear. 


To Larger Quarters 

Merrill, Porter Company have moved to 
the Realty building, at 270 Broad Street, 
where they will make more shoes for “the 
10,000,000.’’ Besides making their familiar 
lines of slippers and comfort shoes, which 
they carry in stock, they will also produce 
a line of novelty sandals for women and 
misses. Good orders have already been 
booked for the sandals. 


Cotter’s McKays 
At the factory of the Cotter Shoe Com- 
pany they are making some unusually fine 
McKays of novelty styles, such as are 





Fine Binding on Uppers 

If a shoe buyer inspects his shoes 
in small detail, he will observe that 
some very fine binding is being done 
on uppers these days, whether they 
be made by the methods of ““Han- 
nah at the Window Binding Shoes,” 
by the French corded method or by 
the Hardenpurl method. 

A Lynn stitcher will stitch a braid 
so closely to the edge of an upper 
that but 1-16 of an inch of the braid 
appears’on the edge of the upper. 
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Where to Buy | 


Men’s Shoes 














HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
















FOR MEN OM THEIR FEET 
DeG\ THIS SHOE CAN'T 8E SEAT. 


EMERSON Nc! 





Boston Uttice: Room 214 United States Hotel 


FREDERICK S. PECK 


Worcester, Mass, 


Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 










Black and Brown 
full szes 3 toll in Stock 
M. GUSTIN CO. J 


Carried Stock 
11 South Strect"| 


C0 TS hog he 


F 
Brockton, 




















Waen ww Your Town We Wiz Visit You 








Stock Dept. 5 
Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 


Do You Know 


That you can buy or sell it through 
. the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Where to Buy 


Men’s and Women’s Slippers 

















PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N.Y. 


HIGH GRADE MULES AND D’ORSAYS 
Made of Satin. Quilted 
Leather, Tinsel and 
Prices from $23.00 per doz. up 























all styler ot 3) Do 
imported Satin Brocadevand Metal Cloth 
$2.10 per pair and up 


wrt MGUSTIN © _newyom 





OF the Bren == 
Wed 
a ye 

“Saarieas™ 





BEST-EVER SLIPPER CO., inc, BROOKLYN, N.Y. 

























Felt Satin and Leather 
Soft Sele Slippers 


No. 7300 Satin in these 
American 





NEW ENGLAND SLIPPER CO. 
ry St., Worcester, Mase. 

















| Where to Buy 
Boys’ Shoes 
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ASheoe forBoys 
That Wears 


. Marston & Tapley Co. 
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worn by “the 10,000,000.” The shoes are 
light and dainty in appearance, and yet 
have substantial soles. The bottoms are 
flexed by a special process, and the stitches 
are pulled down flush with the insole, so 
that the shoes tread perfectly smooth to 
the foot. Arches are slim, snug fitting and 
secure, and heels of wood are of the latest 
mode. 


Trade Notes 


Airedale makes up 50 per cent of the run 
on colored suedes of one North Shore tan- 
ner. 

A. D. Fisher is one of the first of the 
Lynn shoe manufacturers to go South, for 
golf and winter pastimes. 

Watson Shoe Company is making 
“Fetherwelts” in light and dainty styles 
for the winter resort trade, and also, sport 
oxfords for the same trade. 

The Cushing Shoe Company is booking 
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good orders on its Wilson process shoes, al! 
light and dainty, and with wood heels. 

A special machine, for stitching straps 
of “‘movie sandals,” formerly Hollywoods, 
has been devised by Lynn experts. It takes 
3,000 stitches a minute. 

The purple cow is unknown, except to 
legendary fame; but, as a matter of fact, 
red, green and blue cow hide leather is be 
ing made in tanneries of Blubber Hollow 


T. J. Kiely & Co. is stocking welt boots, 
sizes 84-11, 1114-2 and 2 to 6. The boots 
have patent vamps, colored tops, and 
patent cuffs. 

Williams, Clark & Co., made a record 
this year for the sale of their health shoes. 

Spring orders of the Burdett Shoe Com- 
pany show a gradual increase in sales of 
white footwear. 

By reason of new shop rules, Lynn man- 
ufacturers will be able to make quicker 
deliveries. 





BROCKTON 


Style Confusion His Subject 


Shoe Manufacturer Attributes Financial Troubles of Some 
Shoe Stores to This Fact 


AFETY and sanity in both men’s 
and women’s shoe styles should be 
the slogan of manufacturers and mer- 
chants in the opinion of a member of the 
South Shore shoe trade. He said: “In my 
opinion many of the troubles that prevail 
are due to style confusion. The frequency 
with which new lasts and patterns are 
brought to the attention of merchants is 
often the cause of their financial difficulties. 
While style standardization as a whole is 
not desirable, yet if a general plan could 
be adhered to I believe it would be of 
great benefit to the trade. Speaking par- 
ticularly of men’s shoes and realizing that 
there must be more latitude in women’s 
styles than in men’s, let us suppose that 
certain types of men’s lasts were generally 
adopted by manufacturers. At present, 
one manufacturer will recommend a cer- 
tain type of last and instruct his salesmen 
to push it. The next representative visit- 
ing the merchant who has been advised 
to adopt this type of last tells him that his 
manufacturer will have nothing to do with 
that last and advises the merchant against 
buying shoes built upon it. This repeated, 
with variations, puts the merchant in 
serious doubt as to what he should buy. 
If manufacturers of men’s shoes could to 
some extent, at least, agree on adopting 
certain types of lasts and patterns, I be- 
lieve it would be beneficial to them and 
their customers.” 


Proposed “New Shoes Day” 
An editor of the Brockton Enterprise 
writing on the bread saving habit acquired 


by the people during wartime, and the 
campaign now being carried on by bakery 
interests for people to eat more bread to 
help the bakery business, says: 

“We certainly would appreciate it 
here in Brockton if we could get the 
people educated into buying more 
shoes. It would be great to have a day 
every three months the country over 
as “New Shoes Day,” with everybody 
who was anybody coming out in brand 
new footwear and reneving it every 
time ““New-Shoes Day” came around. 
Yet, while that was going on we'd 
have some careful watchers arising 
and denouncing people for throwing 
away shoes before they were utterly 
worn out and saying that the Ameri- 
can people were utterly senseless and 
could put millions in the banks every 
year if they would only use up their 
leather before buying new. Really, it’s 
a hard world to live in and satisfy 
everybody and always be sure you're 
doing the right thing, isn’t it?”’ 


Planning for Chicago Style 
Show 

Shoe manufacturers in Brockton and 
the South Shore district are making early 
and active preparations for the shoe style 
show to be held under the auspices of the 
National Shoe Retailers’ Association at 
Chicago, February 11-14. Several of the 
leading concerns in this city and vicinity 
have engaged space at the big show and 
are preparing new samples. The following 
thus far have booked space as exhibitors: 
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Dunbar Pattern Company, Stone Tarlow 
Company, Inc., Thompson Bros. Shoe 
Company, Tolman Print, Brockton; Ed- 
win Clapp & Son Inc., East Weymouth; 
M. N. Arnold Shee Company, North 
Abington; Avon Sole Company, Avon; 
Richards & Brennan Co., Randolph; E. T. 
Wright & Co., Emerson Shoe Company, 
Rockland. 


Trade Visitor from England 

John S. Paine of Leicester, England, 
representing the United Shoe Machinery 
Company in that country, is visiting in 
Brockton. Mr. Paine was formerly a resi- 
dent of this city and was associated for 
many years in local shoe machinery 
production before locating in England. He 
says that while there is depression in shoe 
business in England he looks for a sub- 
stantial improvement during the coming 
year. 


Butler Once in Shoe Factory 

William M. Butler, who has stepped 
into the spotlight of publicity as manager 
of President Coolidge’s campaign for the 
Republican nomination next year, was 
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once employed in a New England shoe 
factory in his native city of New Bedford, 
Mass. After high school graduation, he 
obtained employment as bookkeeper in 
the factery of Hathaway, Soule & Harring- 
ton. This plant is now occupied by E. E. 
Taylor Company, a concern which also 
operates a factory in Brockton. 


Circularize Communities with 
Shopping News 


The Brockton Shopping News, an eight- 
page paper, containing advertisements of 
retail merchants, including shoe stores, 
was sent through the mails to residents of 
this city and surrounding towns as a meas- 
ure to stimulate interest in the holiday 
shopping period. There was sufficient read- 
ing matter on the first page, giving a 
description of the appearances of the 
stores, particularly stressing the inviting 
atmosphere of the windows decorated 
with colors. 

The paper was printed on newspaper- 
size pages and merchants reported a good 
response. The advertisements contained 
long lists of suggestions for Christmas 
gifts. 





PHILADELPHIA 


Orders Call for Suedes 


Shoe Factories Report a Quiet Tone—Velvets, Alligator and 
Lizard Patterns Going Well 


EVERAL factories here report an ac- 

tive demand for alligator shoes. There 
is also some call for lizard. One factory 
here says it has been using alligator as 
trim for the past six months. 

Present business on the whole continues 
quiet. Several factories, however, report 
they are working at about 75 per cent of 
their capacity which is considerably above 
the average performance at the present 
time. Orders for the most part call for 
black, brown and gray suede, for velvets, 
and for patents. Straps and cut-outs domi- 
nate the situation, though one or two man- 
ufacturers are getting rid of quite a few 
gores. 

Some orders are being placed for Febru- 
ary delivery. They call for colored suedes 
and kid in light brown and gray. While 
some retail shoe merchants believe that 
kid will be better than suedes in spring, 
manufacturers are looking for continued 
good demand for suedes. The trade is 
looking for a good demand for white kid 
and for sport shoes of various kinds in 


spring. 


Reports Increase 


One wholesale house here reports that 
up to the first of November its sales this 
year ran 20 per cent ahead of those for the 
first ten months of 1922. While the un- 


seasonable weather in November and De- 
cember has cut down its sales it still ex- 
pects to show a nice increase over last year. 


Suggest Hosiery as Gifts 

Most of the retail stores here are sug- 
gesting hosiery as gifts both in their news- 
paper advertising and in their stores by 
means of window cards and salesmen. 
J. & T. Cousins is offering boxes of three 
pairs of special pure silk lisle top stockings 
at $5.75 per box and men’s socks in silk 
and wool at $1.65 and with handclox at 





Holiday Trade Good 


Bradstreet’s report on local condi- 
tions says that wholesalers and job- 
bers in shoes are doing a good holi- 
day business with prices remaining 
about the same. Collections are 
poor. The hide and leather market is 
dull. Dun’s weekly review of trade 
for this district says that in the shoe 
industry orders are said to be com- 
ing in satisfactorily though not in as 
large volume as had been hoped. 
There are, however, promises of 
considerable business for spring de- 
livery. 
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Where to Buy 


Children’s Shoes 
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Soft Soles and Moccasins 


Ask Jobber for our 
We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shee Co. 


ROCHESTER, N. Y. 








“FI A M” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 














Bonita: Shoe * Baly 

















DR.A.POSNER SHOES . INC. 


140 W.BROADWay 











Where to Buy 


Shoe Illustrations 
































INFORMATION 
for Shoe Merchants 
“WHERE TO BUY” constitutes a 
source of eee oe that he who 
runs Sean De pages may read 




















Where to Buy 


Standard Shoe Materials 




















The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danversport 95 South S:.. Boston, Mass 








ELDITE 
iILLER 


THOMPSON-FIELD COMPANY. | 


PAAKERS OF HIGH GRACE SHOE SPECIALTIES 
1064 MONTELLO STREET 
BROCK TON .MAS 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 




















De Sines 
Pio: gat Our irecos 


Galena Heim Eaten. 


MILLER, Inc. 
. a New so 











T. W. GODSOE, Pres F. E. JONES, Treas. 
G. DONALD, Vice-Pres 


Fr. E. JONES co. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 
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$1.85. Hanan and Sons is offering ‘‘a hue 
to match every shoe”’ in chiffon hosiery at 
$2.95. Other stores are making similar 
offerings both in the central city section 
and in the outlying parts. 


Numerous Chain Stores 


A number of well-known retail chain 
store systems are well represented in Phil- 
adelphia. There are 12 Henry Clay stores 
here, 11 Newark shoe stores, six Douglas 
Shoe Company stores, five Hallahan, nine 
Louis Mark stores, three of the Dan-Hiker 
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Shoe Stores Co., three of the Tri-Plex 
Shoe Co., Inc., three of A. H. Geuting, 
and two Hanover stores. 


Rubbers and Arctics Being 
Pushed 


Retailers are pushing their lines of rub- 
bers and arctics though the weather has 
generally been too mild to cause any big 
run on them. A number of stores are sug- 
gesting rubbers and arctics as Christmas 
gifts along with shoes, slippers, spats and 
hosiery. 





HAVERHILL 


Peace Pact Is Adopted 


Manufacturers and Shoeworkers in Harmony as Measure 
Is Favored by Six to One Vote 


HOE buyers in all parts of the United 

States will be interested to learn the 
details of the new peace pact ratified last 
week by the ten locals of the Shoe Work- 
ers’ Protective Union and the Haverhill 
Shoe Manufacturers’ Association, the lat- 
ter representing 34 of the largest firms in 
the city. After prolonged sessions between 
committees from the manufacturers’ and 
the labor organizations, assisted by mer- 
chants and professional men, anagreement 
was signed by both interested parties. 


A 48- Hour Week for Nine Months 


An important feature of the new agree- 
ment is that Haverhill factories will be 
open on Saturday mornings with a 48-hour 
week, from September until June. A five- 
day week will prevail during June, July 
and August. This will enable Haverhill 
manufacturers to substantially increase 
their production which is a vital factor in 
the new plan. Manufacturers may, after 
24 hours’ notice, if the union fails to furn- 
ish new operatives, employ new help. 
These, however, are subject to member- 
ship in the union and to shop’s crew rules. 
Arbitration will play a prominent part in 
the new agreement. All controversies are 
to be adjusted by a local arbitration board. 
The general agent of the union will appoint 
one member, the manager of the Manu- 
facturers’ Association the second, and a 
neutral member to be agreed on by the 
general agent and manufacturers’ mana- 
ger will be the third. This arrangement 
will enable the interested parties to settle 
many matters which otherwise might be 
delayed. 

An Economist Proposed 


The employment of a trained economist 
is proposed as a permanent member of the 
arbitration board, one who would be 
capable of investigating thoroughly. local 
conditions as well as those in competitive 
centers as a means of comparing costs of 
living. The services of such a man, esti- 


mated to involve a cost of $10,000 a year, 
would be available to both parties. It is of 
interest to note in this connection that the 
local unions in mass meetings assembled 
ratified the peace pact by a vote of six to 
one. 

Salesmen Take Orders for Footwear 


Immediately following the ratification 
of the new plan, Haverhill manufacturers 
and salesmen sent wires to their trade in 
various parts of the country informing 
them of the outcome and their readiness 
to take orders. Many representatives of 
local shoe concerns packed their grips and 
trunks and made immediate departures 
for various cities and towns to show the 
newest samples and take orders. Through 
the ratification of this peace pact Haver- 
hill’s shoe business takes on a new lease of 
life. It is the concensus of local opinion 
that as a result the city of Haverhill will 
go on to greater achievements in shoe pro- 
duction during 1924. 


To the Pacific Coast 


W. E. Ellis of Ellis Lacer Company is 
making a four-weeks’ trip to the Pacific 
Coast stopping en route at Cleveland, 
Chicago and Kansas City. San Franciscu 
and Los Angeles are his objective points 
in California. In Los Angeles, Mr. Ellis 
has business in connection with his exten- 
sive real estate holdings. Mr. Ellis will call 
on the retail shoe merchants in the various 
cities which he visits for the purpose of in- 
troducing his new “Staso”’ suede for stick 
cleaning and coloring suede shoes. This 
material of which this stick is composed is 
already extensively used in bulk by-tan- 
ners of suede leather. 


Hannahsons Expand 


The Hannahsons Shoe Company is 
planning are-arrangement of factory space 
to accommodate its growing trade. This 
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concern known as, “specialists in satins,”’ 
requires more room for the stock depart- 
ment which is a feature of its business. 
Recognizing the demand for Colonials, the 
concern has placed in stock a black satin 
one-strap colonial pump ‘carrying a large 
tongue and nickeled buckle, with varied 
heights of heels. 


“Price” Talk Everywhere 


“It is surprising what a difference five 
or ten cents a pair will make as to whether 
an order is secured or lost,”’ said a repre- 
sentative of a local shoe concern. ““To the 
average merchant today the price which 
he pays for a shoe is more important than 
ever. Chain stores and one price stores set 
the pace in this regard. Keen competition 
calls for close buying all around. Shoe 
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buyers talk prices first, last, and all the 
time. My pattern may show a desirable 
novelty, my last may be the newest and 
my workmanship the best, yet, if my price 
doesn’t accord with the buyers’ idea of 
what the price should be, there is no sale. 
That’s what we are up against at present, 
with a big demand for shoes to retail at 
“popular” prices. Low prices and high 
production go hand in hand.” 


Opens Boston Office 


L. J. Ewing, pattern maker, with plant 
on Wingate Street, Haverhill, has in- 
stalled a new grading machine, thus 
doubling production facilities. Mr. Ewing 
now has a Boston office in the Rice Build- 
ing, 10 High Street, where he or his assist- 
ant are in daily attendance. 





BUFFALO 


Business Below Standard 


Period of Wet Weather Fails to Act as Stimulus to the Retain 
Shoe Trade 


HOE trade conditions continue to 
puzzle all merchants, wholesale and 
retail alike. The fall was a disappointment. 
After a fairly active trade in the spring 
and summer business fell off with the fall 
months in a most unexpected way. Mer- 
chants attributed this to the rather abnor- 
mal conditions under foot which enabled 
the public to wear out old shoes even 
though the fall was unseasonably cool in 
the average. Still it was not wet. 

In November, however, the fall rains 
made their appearance during the last 
half of the month in a plentiful way, but 
the expected pick-up of business did not 
come. The same has been true, thus far, 
in December. 

“This ought to be a harvest time in the 
shoe trade,” said one of our downtown 
merchants the cther day, “but it isn’t, 
not by a long shot. To tell the truth we 
are not doing half the business we ought 
to be doing at this time and the weather 
cannot be blamed for it, either. We have 
had quite a period of wet streets and 
crossings and with the winter coming on 
we should have all our store force busy 
fitting and selling shoes. You can see for 
yourself, we are not.”’ And he pointed to 
the empty chairs and idle clerks. 

That this condition is not confined to 
one store or Buffalo as a city, is evidenced 
by a iook into most of the shoe establish- 
ments and by reports from other centers. 
It is not a “buyers’ strike.’’ While shoes 
are not down to pre-war prices they are not 
as high as they have been in recent years. 


New Douglas Store 


On January 1, the W. L. Douglas store 
at 366 Main Street, will move into the 


location in the remodeled Iroquois Hotel, 
now known as the Bramson Building at 11 
East Eagle Street. The building which the 
store now occupies has been sold and the 
Douglas store had planned as long ago as 
last May to move around the corner on 
West Eagle Street. The new store is nar- 
rower than the present location, but will 
nevertheless provide adequate space for 
serving men, to which this store caters 
exclusively. 


Weslar Is Honored 


William P. Weslar, one of Lockport’s 
most popular retail shoe merchants, whose 
store is located on Main Street, was hon- 
ored by B. Leo Dolan Post, American 
Legion, by his election as commander at 
the annual meeting of the Lockport 
veterans on December 7. 


Marsh Opens New Store 


C. B. Marsh’s new store at 640 Main 
Street opened on December 13 with an 
entire new stock of footwear for men, 
women and children. The new establish- 
ment is modern in every way and provides 
facilities for serving the public, which 
were not possible in the former location. 
On the opening day with every purchase 
women were given free a pair of Hood 
Rubber sandals while souvenirs were given 
children. The sale of the old stock con- 
tinues at 475 Main Street until January 1. 





F. E. Myers Is Dead 


Ashland, O., Dec. 19—F. E. Myers, 
founder and president of the F. E. Myers 
& Bro. Co., died early this month. 
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Where to Buy 


Shoe Ornaments 
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Price Deliveries Qua'ity 
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oe ornaments. 12 
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yf covered boxes. 8 pair but- 
ton covers Toair ir pins. 
Price $5.40 per box 


wai KAHN & BUICK, INC. 
291 Adams St. 
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D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 


BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R.I. 











Latest Creations in Shoe Ornaments 
We make them in all colors. 
BEADED ROSETTES 
Write for samples. Write to 
THE VANITY 
NOVELTY WORKS 
1261 Atlantic Avenue 
Brooklyn 




















Where to Buy 


Engraving and Printing 




















ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Beach 4960, 4961 
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TOL MAN PRINT, 
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Where to Buy 
Wanted Styles 
An Extra Editorial Service to 
“Recorder” readers, free for the 
asking. Write and tell us what you 
would like to know. 
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Hosiery 











OLLYWOO 
H HOSE 


Reg. U. S. Pat. Of. 


Guaranteed fullfashioned 
Let Your Jobber Carry Your Steck 


Harrington & Waring 
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ROCHESTER 


Favorable Outlook for 1924 


Banker Delivers Optimistic Message to Shoemen—Sale Moves 
Four-Buckle Overshoes 





41 Union Sq. W. New York 
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ILK HOSIERY MILES 


Erle Ave. & Amber St., EplledeS hte 
Ladies’ Full Fashioned Chiff 


on 
“THAT ARE SUPERIOR” 
New York Office, 358 Fifth Ave. 

















J. R. —" co. 
ne. 
' 331 Fourth Ave..NewYorkCity 
LIKE "| 22 Mise he 
FULL @mapeoMED 246 Peachtree Arcade 
BOSTON 





99 Chauncy Street 











Where to Buy 


Shoe Patterns 

















Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 











Coble Shoe Company 
Organizes 


Nashville, Dec. 17—The Coble Shoe 
Company, this city, has capitalized for 
$100,000 and is going to make men’s 
popular-priced welts. Operations will com- 
mence about January 25. George W. Coble 
formerly with Harsh & Chapline Shoe 
Company of Milwaukee and also with the 
Edmonds Shoe Company, Milwaukee, is 
president and is associated with N. B. 
and T. J. Coble, his sons. 


Buys Store at McKeesport, 
Penn. 


Pittsburgh, Dec. 20—Brien, Smith & 
Royer, Inc., operators of shoe stores at 
Greensburg, Uniontown, Franklin and 
Blairsville, Penn., purchased the Carlson 
shoe store at McKeesport, The concern 
has taken over the fifth store and expects 
it to be the biggest of the group. 


XPRESSING himself as “fairly con- 

fident, even optimistic,” on the out- 
look for business in the United States, 
George E. Roberts, vice-president of the 
National City Bank of New York city, 
delivered a message of confidence to 
Rochester business men at the Rochester 
Chamber of Commerce. 

“We have seen the worst of the effects 
of the European situation,”’ said Mr. Rob- 
erts. “Conditions gradually are getting 
adjusted. We have experienced a great re- 
vival of house building, together with 
stimulation of business in industries of 
house building. 

“With the number of people here who 
must be supplied with necessities and with 
our foreign trade in its present condition, 
the outlook is for good times. I do not look 
for any booms and hope that we do not 
have them with their consequent higher 
prices, but I look for the maintenance of 
prosperity on a normal basis,” said the 
banker. 


New Golf Oxford 


A few days before Christmas is an un- 
usual time to introduce a new golf oxford, 
but such was the case last week when the 
Eastwood Store announced a new English 


golf oxford of tan calfskin with rubber sole 
and a pattern that assured a firm stand. 

“Rarely do we go outside of this country 
for any reason to secure merchandise for 
the Eastwood stores,” was the opening 
paragraph of the firm’s newspaper an- 
nouncement. “‘But occasionally something 
new and interesting appears abroad and 
we get it and bring it here as part of our 
job of serving this community im shoes,” 
continues the advertisement. 


Specialist at Phelan’s 


A Dr. Kahler representative was at the 
Phelan Shoe Store demonstrating the 
merits of that make of shoe and examining 
the feet of those who sought relief from 
foot troubles. 


Doehring With Sterling 


W. A. Doehring, formerly with the Niag- 
ara Falls Sterling Shoe Store, is now man- 
ager of the Rochester store. “It’s a case of 
just fitting their imagination these days,” 
said Mr. Doehring, “for every one seems 
to want something different.’’ This store 
recently put on a sale of four-buckle arctics 
and although there was no snow on the 
ground it was reported that the sale went 
over big. 
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ATLANTA C 
Brown Suedes Are Leaders ; 
Spotty Tone to Trade in Shoe Stores During First of Month— 
Good Christmas Business BR 
a 
HE retail shoe business here during Whol le T . 
the first half of December was spotty. - e Trade Satisfactory 
Some stores report trade was better than According to reports reaching Atlanta 
for the corresponding period in 1922. Asa from retail shoe salesmen for the various 
whole, however, trade has been ona satis- Wholesale houses im the city, trade in the 
factory basis, and the month is expected Country districts this season has been pro- 
to show a fair improvement over last year. portionately better than in the larger Bu: 
In the women’s shoe departments and ities, and December will show quite a . 
exclusive women’s stores the gross volume Substantial improvement among : smaller 
of business the first 15 days of December ™erchants over the same month in 1922. 
was about on a par with the same period 
last season, while in the men’s shoe de- . 
partments a majority of the firms will 25th Anniversary 
sel : . 
reine tagin ining sedge sca C.W etusteade 
Brown Suedes Going Well salesman for some years with the J. K. 

In women’s shoes the demand is princi- Orr Shoe Company, of Atlanta, recently Pater 
pally for suede shoes in various colors, observed his 25th anniversary with this Hew 
with the lighter shades of brown leading, organization. He started originally in a Styl 
otter and airedale colors seeming the most small post at $3.00 per week, but his pro- AAS 
popular of all. Business in black suede is motion was rapid and-for some years now ies 
good.Black satin slippers have been selling he has been the company’s city salesman, Orde 


good since the fall season opened. Few 
high shoes are being sold... 


being well known to the trade in Atlanta 
and throughout this district. 
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The Season’s Greetings 


N extending to our many friends the Season's 
Heartiest Greetings, may we also offer this 
beautiful, chic style—fashion’s latest creation 

—as an example of our planning for your success 


during the New Year ? 


As usual, we are one of the first to announce this 
stunning ‘‘ Quaker Model” as being ready for January 
First Shipment. 


But that is our policy—it is the basis on which we 
invite you to join the large and fast growing list of 
successful retailers specializing on 


BrowntiShoes 


for WOMEN 


BROWNbilt Shoes for women have a special, two- 
fold appeal—first, to the women who desire the latest 
styles in first quality footwear at popular prices; and 
secondly, to the dealer, because he can satisfactorily 
please and serve these customers, thus building for 
himself a better and more profitable business. 


Resolve now to handle BROWNbilt novelty footwear 
exclusively during 1924 and be assured of success. 


SWUSWs VROs Gowan, 


MANUFACTURERS ST. LOUIS 
Standard Since 1878 
































BROWNbilt SHOES 


are made exclusively by 
the makers of 





Buster Brown Shoes 
FOR BOYS—FOR GIRLS 


Style AA6 
Pa * ” Tongue P: . Plain 
Tee ting Leather Fite, Light Single 
Sole, Turn Effect. 
Style AA7—Same in Gun Metal Calf. 
AA Sizes 4-8 ASizes3%-8 BSizes3-8 C Sizes 244 
Price $4.60 

In Stock January Ist 

Order now and be the first to show this advance style. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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& HOE 
LEATHER 





AMERICAN 
HIDE &, LEATHER CO \ 


P . 


BUCK FINISH 
SIDES 


In Popular 
Shades of Color 


itl 























It is to the vital interest of all 
Buyers, before deciding, to ex- 
amine what we have to offer. 
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American Suede (Ooze trade- " 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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December 22, 1923 $1 
Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
War December, 1922 Today 
Calf, suede, top grade................ $0.32 .35 $1.40@$1.50 $0.65 .75 $0.60 .65 
Calf, smooth colored, top grade....... .28 .30 1.40@ 1.50 45 50 40 45 
Calf, smooth, black, top grade........ .26 .28 1.30@ 1.40 438 45 a 40 
Side leathers, colors, top grade........ 18 -22 -75@ 1.00 -26 30 28 30 
Side leather, black, top grade......... 16 -20 65 90 24 -26 -26 -28 
CIEL 5 0.60 Gh.ebinedes 4504000 45 50 1.40@ 1.60 .65 -80 -60 -70 
White buck, top grade (side leather)... .28 .30 -.90@ 1.00 35 40 35 46 
PE 65 n6estecd6eesccesce 24 .26 65 -70 24 -26 -28 32 
Elk, for sport shoes................+. 30 42 
Elk, colors, best fancy............... 35 -40 1.40@ 1.65 .80 90 85 1.00 
Kid, colors, top grade................ -28 30 1.35@ 1.60 -70 80 -70 85 
Kid, black, top — hinccecccesoceces -28 .30 1.35@ 1.50 -60 -70 -65 -15 
Kid, medium ,oolors.............++.- .20 24 -70@ 1.10 35 -55 35 .60 
Kid, medium, Ee 18 -22 .60@ 1.00 .30 50 35 -50 
OS eae -06 12 .20 36 ao 18 on .20 
Chrome, patent sides and kip......... 25 a * 85@ 1.05 45 50 40 46 
REE Bn ocsccnevcdccevesceeccesse 40 coe 1.40@ 1.60 -70 .80 45 -75 
Sole Leather (Price Per Pound) 
Green hide sole (sides)... ...........- $0.32 .33 $0.56 .58 $0.34 -" $0.24 $0.31 
BD insta chadadiasesesedeerseesneds il .36 90 ne 46 $0.50 “4 48 
Oe eT 38 39 -92 95 55 -58 40 50 
No. 1 oak bends, shoe mfrs.” use...... 46 AT -98@ 1.05 60 65 50 60 
No. 1 oak bends, finders’ use.......... o¢ 48 1.15@ 1.25 -70 80 -70 80 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
Native steers, as used in sole leather, Sept. 1, 1922 be - | 
GR occgcecesecvesecsese ee 1834 $0.52 @$0.55 os Bt4+] es 13% 
Heavy LS ny | for sole leather... .. we 18 a 50 18 a ll 
Light aative cows, for side leather . HY o4 62 oe 19 ee 10 
cows, for light sole leather... .. as 17 en 50 i 16 “n OTK 
No. ie for heavy and =>. ee 1S 45 50 $0.13 13% $0.07 .08 
¥ call leather. ee egierinekbaaste " 3 any 2g 12% 1 @ UK 12 @ aT 
B.A. hides for sole leather........... :.@ 30 426 26 1646 1% ©. © 19 











Expect Better Tone to Leather Market 
Commencing with the New Year 


O radical changes are expected in 
| \ the leather market during the 
remainder of the year. There is no 
question but what leather and hide values 
are on the lowest possible price level. In 
fact, the leather coming through the tan- 
neries in most instances was made from 
hides and skins higher than the present 
market. The volume of leather business is 
rather small for this time of year, al- 
though there is a fairly strong demand for 
leathers which go into working men’s 
shoes and shoes for the industrial, mining 
and agricultural sections. There is, also, a 
fair demand for leathers for women’s and 
children’s lower grade shoes. 

A turn for the better is expected after 
the first of the year for leathers for high- 
grade and novelty shoes and the better 
classes of footwear. A striking feature of 
the leather and hide markets is their fun- 
damental -soundness. There is no inflation 
of values. There has rarely been a time 
when purchasing of leather could be made 
as today with a feeling of security so far as 
stability is concerned. 

' + 
Sole Leather Situation 

The sole leather situation is unchanged © 

from recent weeks, the demand is.slow and 


prices have receded to a point lower than 
for so1ié~ Weeks. “The union” sole cutters - 


are only moderately busy and purchases 
are made very close to the needs of buyers. 
Even the low prices prevailing do not 
seem to stimulate large sales. Packer hide 
steer backs range from 40c to 44c per lb. 
Country hide union backs bring from 30c 
to 35c. The oak sole market is also quiet 
and purchases are made on a hand-to- 
mouth basis. Scoured oak backs tannery 
run bring 45c to 46c per lb. for medium 
and heavy grades; inferior tannages are 
quoted at lower prices. 


Calf Upper Leathers 


The upper leather situation shows 
practically no improvement over previous 
weeks. Sales are made in small amounts, 
although there is considerable sampling 
going on in the best finishes of calf and 
side upper leathers. The top selections of 
full grain colored calf in the plump weights 
are still quoted at 45c per foot for the top 
grades, 40c for medium and 35c for third 
grades. There are other assortments 
which bring still lower prices. The calf 
leather market is on the lowest price 
basis it has been for some years and there 
is an excellent opportunity for good 
trades. Tanners are conservative in the 
matter of production and are careful not 
to have large accumulations. The top 


selectiogs of colored suede calf bring from | _ 


50c to 60c per foot for medium grades, 45c 
to 55c with the demand only fair, al- 
though makers of suede are busy in com 
pleting old orders. The outlook is for an 
excellent demand for suede leathers the 
coming season. 


Side Upper Leathers 


Side upper leathers are in about the 
same position as calf, although there are a 
great many varieties and there is a fairly 
good demand for the heavier leathers 
suitable for men’s and boys’ heavy shoes. 
There is a fair call for buck leathers and 
there is, also, interest shown in a new 
suede kip which has recently been placed 
on the market. Prices for full grain, 
chrome side leathers bring 28c to 30c per 
foot and cheap leathers downward accord- 
ing to quality. The buck leathers range 
in price from 30c to 44c and the suede kip 
referred to 40c per foot for the first grade. 


Patent Leather 


The demand is quiet for patent leather; 
sales have fallen off in recent weeks. The 
standard tannages are still bringing the 
same prices, the first selections being 
quoted at 45c for patent chrome sides; 
medium grades range from 35c to 40c and 
cheaper leathers down as low as 25c per 
. .. . (Continued on page 83) 
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CUTLERITE 


A COMPOSITION SOLING 


DEVELOPED BY THE LABORATORIES OF 


















ALFRED HALE RUBBER CO. 


TO MEET THE DEMANDS OF 
A HEAVY DUTY SHOE. 


LONG WEARING, TO STAND 
THE ROUGH HARD USAGES 
OF EVERYDAY SERVICE. 





WILL OUTWEAR LEATHER 








WONDERFUL FOR 
GROWING BOYS AND GIRLS 


MANUFACTURED ONLY BY 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
Founded 1837 


WE CONCENTRATE 
AND SPECIALIZE ON 
SHOE BOTTOMS 


YOUR INQUIRIES 
SOLICITED ON 


HEELS, SOLES AND 


SPECIALTIES 
FOR THE SHOE TRADE 





ORIGINATORS OF THE FAMOUS 


RA_JAH SOLES 


Reg. U. S. Pat. Off. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Overshoes as Christmas Gifts Sell Freely in 
Spite of Unfavorable Weather 


OMPARED with 1922 at this time, 
sales of overshoes are lagging. Con- 
trary to last year, the weather con- 

ditions have not served as an impetus, but 
rather in a way to retard the demand. A 
long period of mild, dry weather which 
continued right into the last stages of 
December had an unfavorable effect on 
the call for this type of rubber foot cover- 
ing. Sales in December in 1922 on over- 
shoes, especially in the eastern cities, were 
far ahead of the record for this month. 
However, shoe merchants in the eastern 
cities view the overshoe situation opti- 
mistically and report that the big season 
is ahead. They think that seasonable 
winter weather will provide the necessary 
stimulus to make the present overshoe 
season measure favorably with 1922. 


Many stores report overshoes are sell- 
ing freely as Christmas gifts, particular- 
ly one novelty model for women. 

The fact that every alert shoe store 
proprietor, influenced by the experiences 
of last winter when overshoes sold so fast 
that stocks were quickly exhausted, 
stocked generously early this year in 
order to be prepared for another big year, 
testifies to the opinions of shoemen that 
overshoes are a big item in the rubber 
stock. 

Even the long period of mild weather 
in the East and other sectionsof the coun- 
try which extended into the middle of 
December giving the impression that 
winter was some distance away, failed to 
cause any alarm or discouragement 
among the merchants possessing large 
supplies of overshoes. Many expressed 
the opinion that overshoes would meet 
with a strong demand as soon as the least 
semblance of stormy winter weather made 


an appearance. 
Snowfall in Mid-December 


With the week ending December 15, 
the first indication that winter was near 
was evident when snow fell on December 
14 in a light flurry, but in sufficient quan- 
tities to influence a good call for overshoes 
in some of the shoe stores in Eastern 
cities. The snowfall was followed by the 
coldest weather of the year, real winter 
weather, the kind that shoe merchants 
have been hoping for for the past few 
weeks. They have stated real cold weather 
would stimulate the overshoe demand as 
well as the men’s and women’s “shoe 
business, 


Overshoes Purchased for Gifts 


Several shoe stores report that the 
holiday shoe business was not limited to 


calls for shoes and accessories, but add 
that overshoes, particularly the novelty 
types, were purchased freely for Christ- 
mas gifts. And as a suggestive measure 
many shoe store windows with a setting of 
winter, displayed overshoes with buckles, 
slippers and other articles as ideal gifts 
for the holiday season. 

Coincident with the optimistic reports 
pertaining to the purchasing of overshoes 
for Christmas gifts, many stores state that 
the initialing fad has served to create 
added interest in the demand, especially 
in those stores carrying large stocks of 
women’s overshoes. 


Best Selling Season Is Ahead 


A casual survey of the market, keeping 
in mind the fact that shoe stores planned 
early and stocked in good season for the 
expected heavy call for overshoes, indi- 
cates that the prospects are good for 
another splendid overshoe season. The 
season’s best selling weeks are ahead for 
overshoes; the public is in a receptive 
mood for the article and there’s every 
indication that the weather will be favor- 
able for wearing the rubber foot covering. 


Hood Rubber Branches Hold 
Convention 


The St. Louis and Kansas City branches 
of the Hood Rubber Company held their 
sales convention December 18 and 19 in 
St. Louis. The entire salesforce of both 
branches were brought in for the occasion. 
R. L. Rice, general sales manager, M. P. 
Stevenson, style man, and H. W. Martin, 
all from the factory, addressed the con- 
vention held at the Marquette Hotel. 

The meeting concluded with a banquet. 
William Springer, manager of both 
branches, stated that business for the 
coming year showed every indication of 
being good and the slogan adopted by the 
branches was, “A Gain Every Month in 
1924.” 





Expect BetterTone to Leather 
Market Commencing with 
the New Year 


(Continued from page 81) 


foot. There is a fair call for patent kid and 
colt, the former ranging from 65c to 75c, 
per foot, and the latter from 55c to 65c. 
Glazed kid is only in fair demand, al- 
though the aggregate business is keeping 
tanners fairly busy. There is no change in 
prices of finished leather. Colors of the 
best material are quoted at 65c to 80c per 
foot, for the top grades and downward, 


according to quality. The medium grades 
of kid range from 40c to 60c and other 
selections are quoted downward accord- 
ing to the kind of leather wanted. While 
there are some job lots available of the 
cheaper leathers, there is less of this kind 
of business by far than there was a year 
ago. 


New Lizard Effect 

The Moore Leather Company, 95 South 
Street, Boston, is offering a new lizard 
effect, giving it the name of Chameleon. It 
has a soft fine velvety feel. The company’s 
regular two-tone lizard and alligator goat 
is selling large. Owing to being made on a 
goat, it will hold the grain and finish even 
on turn shoes. 





Dayton Shoemen Hear Sam 
Davis 

Dayton, O., Dec. 18—One of the liveli- 
est and most successful meetings of retail 
shoe merchants was held at Hotel Gibbons 
recently. At this time the Dayton Shoe 
Men’s Club held a banquet and the 
monthly meeting. The principal speaker 
was Sam Davis, field secretary of the Na- 
tional Shoe Retailers’ Association. The 
meeting was attended by more than 175 
shoemen. Louis Miller, manager of the 
Elder & Johnston shoe department, was 
toastmaster. 

The subject of Mr. Davis’ rapid fire 
speech was “Your Job, Your Store and 
Yourself.” He pointed out that the year 
1924 is going to reward fighters for busi- 
ness, and that so many new problems are 
facing merchants today that it behooves 
them to be careful. Mr. Davis said, 
“Business is demanding the very best of a 
man because man is demanding the very 
best of business. Let us analyze, deputize 
and advertise if we want to realize. Ad- 
vertising brings purchasers into the store 
and salesmanship sells to purchasers.” 


“Be Stockkeepers, Not Storekeepers”’ 

Mr. Davis warned the merchants, 
“Don’t be storekeepers, be stockkeepers. 
Take care of your stock and your stock 
will take care of you. Excess stock is a 
liability and every store that is overloaded 
is losing money. You must be more than 
shoe dealers, you must be shoe merchants. 
Get acquainted with your banker before 
you need a loan then maybe you won't: 
need it. The man who hustles the most will 
get business away from the man who hus- 
tles the least.” 

The entertainment program was in; , 
charge of G. B. McClellan of the National * 
Cash Register Company. 
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"Lucky Line 


Ow CUSTOMERS HAVE 
A HAPPY HABIT OF 
REFERRING TO WALK- 
CROFT FOOTWEAR AS 
“THE LUCKY LINE.” 


Walk-Croft. 


-~SMART SHOES FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPAN Y: 


AT THEIR FACTORY IN 
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SHOR TRAVELER ® 


This Department is conducted by Helen M. Haney, Associate Editor 


“On to. Boston for January 7-9” 
Plans Well Under Way for Big National “‘“Get Together’”—B. S. T. A. 


N to Boston, January 7-9, is the 
QO slogan now being sounded through- 
out the length and breadth of the 
country. From the tanning industry; from 
shoe manufacturers and wholesalers; 
from trade associations, and from State 
and local executives, messages of welcome 
have gone forth to salesmen, in whatever 
part of the United States they may be, to 
be present in Boston during the days of 
January 7-9, and partake of New Eng- 
land hospitality. This is the first time that 
the National Shoe Travelers’ Association 
has honored Boston as a national meeting 
place; and never before have more elabor- 
ate convention plans been in the making. 


New England Is Honored 


That New England appreciates the 
honor shown to her biggest city is every- 
where evident. “‘Let me assure you that 
our industry greatly appreciates the 
decision of your association to hold its 
1924 meeting in our historic city,” states 
Herbert T. Drake, President of the New 
England Shoe and Leather Association. 
“There is no organization of our kindred 
industries whose representatives we would 
be more glad to greet. It will be the en- 
deavor of the New England Shoe and 
Leather Association to do everything in 
its power to make the stay of your dele- 
gates a pleasant and profitable one.” 


Secretary Anderson Welcomes Delegate 

President Drake’s message was further 
emphasized by the Secretary, Thomas F. 
Anderson, of the New England Shoe and 
Leather Association, at the Boot and Shoe 
Club Ladies’ night of December 12. 
Secretary Anderson stated that the New 
England Association and the Boot and 
Shoe Club were solidly behind this na- 
iional convention and that they deeply 
appreciated the honor conferred upon 
Boston by the N. S. T. A. boys to hold 
their convention in this city. 

Hospitality Council Confers 

On: December 11, a joint hospitality 

council of the three traveling men’s or- 


Elect Convention Delegates 


ganizations who are to act as hosts was 
held, namely, the Boston Shoe Travelers’ 
Association, the Southern Shoe Travelers’ 
Association, and the Boston Shoe Asso- 
ciates. In the absence of A. L. Puffer, 
president of the Boston group, and of the 
joint hospitality council, executive powers 
were delegated to National Secretary, 
T. A. Delany and B. S. T. A. Secretary, 


“GOOD WILL TO ALL—CO- 4 
OPERATION.” Dy. 
(A Christmas Message from the 
N.S. T. A.) 
(By T. A. Delany, Secretary) 
Another Christmas-tide draws 
near— 
ri A day of plenty and good cheer. 
fe 





We wish to all the allied trade, 

When thoughts of home and 
friendships made 

Shall so gladden every heart 

That brothers all we may im- 
part— 

Good-will to all—co-operation,”’ 

“Unity through association 

Progress, thrift throughout the 
nation. 

And may this doctrine, sound 
and clear, 

Inspire our text for many a year. 









William Noll, who have been perfecting 
the “heavy” work incidental to the con- 
vention’s program. 


Inspirational Messages 

Letters of commendation and welcome 
have been sent to the national office by 
Governor Channing H. Cox and Mayor 
James M. Curley. Letters from the various 
presidents and secretaries of various 
trade organizations are coming into the 
national office at a rapid rate, asking 
that hotel reservations may be made for 


delegates. Arthur ‘‘(Daddy”) Earle write, 
from the Great Northern Hotel, Chicago 
making the same request. Incidentally, 
“Daddy” states that he has been so busy, 
waiting on his customers and traveling 
nights, that he had been trying to find 
time to dictate this letter for three weeks, 
prior to actually performing “the feat.” 
He sincerely hopes that nothing will hap- 
pen to prevent his being in attendance at 
the national convention. 


Banquet to be Held January 9 

The banquet of January 9, to be held 
in the beautiful ball room of the Hotel 
Somerset, promises to be, not only a 
brilliant event, but “the best time ever.”’ 
The affair will be strictly informal, so 
that local members of the trade who are in 
town during the day will not be compelled 
to go to their homes to dress especially 
for the occasion and those who are visitors 
will not be put to any inconvenience to 
go to their hotels and get into another 
suit. Teel’s Orchestra and the Apollo 
Quartette will make things lively with 
instrumental and vocal music; there will 
also be community singing. 


Ladies Will Be Entertained 
The ladies attending the convention will 
be entertained by a committee of ladies, 
who are arranging a program of sight 
seeing, theatre parties and luncheons. 


B. S. T. A. Hold Meeting 
Today 


The annual meeting of the Boston 
Shoe Travelers’ Association is being held 
at the Boston Shoe Trades Club today, 
Saturday, December 22. At this meeting, 
delegates to the annual convention are to 
be selected and election of officers for the 
ensuing year will take place. A luncheon 
at 12.30 is to be served gratis by the club 
to members present. 


Law is not the repression of individual- 
ity. It is the guarantee of it. Without law, 
there is no liberty.—Dr. Frank Crane. 
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Sell Him Solid Comfort I 
PFrELT slippers have a strong mascu- f 
line appeal. During the long winter . 


evenings, when a pipe and the fire-side : 
are pleasant,men naturally want com- 
fortable footwear. 

In buying felt slippers, they want 
to buy a reliable product. Snug-lers 
carry with them the conviction of 
quality, durability and appearance. 

Snug-lers please the masculine 
purchaser. Carry a varied line of Snug- is 
lers, and sell solid comfort. n 








¢ United States Rubber Company “ ; 
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ARTHUR “DADDY” EARLE 


Who travels for Laird, Schober § Co. “Daddy” 
heads the “‘live-wire” delegation from Philadel- 
phia who will attend the National Convention, 
January 7-9 at Boston. Incidentally, Mr. — 
states that he can truthfully report “no kic 
coming.” in regard to business. He thinks that 
the} slower movi merchandise has been the 
medium class of shoes, both in men’s and wom- 
en’s, more especially in men’s. The top and 
cheap grades have had a very fair business 





Best Business Since War Days 


“Harry” W. Le Favor, who travels 
Nebraska and Wyoming for the W. L. 
Douglas Shoe Company, returned to Bos- 
ton on Monday of last week, December 
10, after a 13 weeks’ trip through the 
Rocky Mountain States. “Harry’”’ reports 
“my best trip since war times.”” He spoke 
interestingly of conditions and stated 
that he found he was already introduced 
in many of the new stores at which he 
called for the first time, through his pic- 
ture which had been previously published 
in the Recorder. 


Zingelmann with Capitol 
Shoemaker’s, Inc. 


In a recent issue of the Recorder, under 
this heading, we stated that John L. Zin- 
gelmann “had accepted a position with 
the United Shoe Manufacturing Company 
and would handle a territory from Denver, 
West, with a line of women’s and chil- 
dren’s shoes.” 

This was an error. The name of the firm 
with whom Mr. Zingelmann is represented 
is Capitol Shoemakers, Inc., and his terri- 
tory is Salt Lake City, West. Mr. Zingel- 
mann will not carry any children’s shoes, 
as the Capitol Shoemakers, Inc., line con- 
sists of women’s fashionable patterns, only. 


Evans Reports Good Business 


Robert Lee Evans, who travels Arkan- 
sas and Oklahoma, for the John Meier 
Shoe Company is at the factory after a 
most successful season. 
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A. A. BETTS 
President of P.S. T. A. 





Pennsylvania Elects Officers 


At the annual meeting of the Pennsyl- 
vania Shoe Travelers’ Association, held at 
the club room of the Keystone State boys, 
Hotel Henry, Pittsburgh, Pa., November 
24, the following officers were elected: 
President, A. A. Betts, who represents the 
Cleveland Shoe Mfg. Company; Vice- 
President, E. E. Nicely, manager of the 
Pittsburgh district office of Endicott- 
Johnson Corp., Endicott, N. Y.; Secre- 
tary-Treasurer, E. B. Arbuthnot, Penn- 
sylvania representative of McElroy-Sloan 
Shoe Company; Recording Secretary, 
Louis Shenkan, Pennsylvania representa- 
tive for W. I. Miller, Schuylkill Haven, Pa. 
Directors for two years: Jack Levy, who 
travels for the Friedman-Shelby Branch 
of the International Shoe Company; S. E. 
Berger, who travels for the Roberts, John- 
son & Rand branch of the International 
Shoe Company. Directors for one year: 
C. G. Sellers, big city man fer Endicott- 
Johnson Corporation; George E. Hanley, 
representing A. G. Walton Company. 


Enjoys Increased Membership 


After the election, the members retired 
to their private dining room, Hotel Henry, 
where they enjoyed a splendid luncheon 
and entertainment. The meeting was well 
attended. The association has enjoyed 
rapid growth during the last two years, 
having won the cup for increased member- 
ship for the year, 1922, presented by the 
National Shoe Travelers’ Association, 
with which the Pennsylvania Association 
is affiliated. 


Berkowitz Sells B. E. Cole 
Line 

“Nat” Berkowitz, one of the enthusiastic 
Pacific Coast boys, with headquarters at 
the Heywood Hotel, Los Angeles, has 
recently secured the B. E. Cole & Co. line 
of Haverhill. ‘““Nat” covers the big trade 
of the Coast. He has had a wide experience 
in shoe selling and has a host of friends in 
the trade. “Nat” is always “on the job” 
and is a big booster for the Far West. 
After several weeks’ sojourn in and 
around the Hub, he says that he has now 
taken on New England as another “up-to- 
the-minute partner” in progress and 
“snappy” footwear. 
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W. T. DICKERSON 


Vice-President and Managing Director of sales 
and production for the P. Sullivan Company. 
Mr. Dickerson is very busy hurrying through 
some new and exclusive models of sandals and 
colonials and states that he will start all ——- 
on their respective territories with a com 

of “‘Desirables”’ Fay me = a. the faye. 
Our new “ Hot-F; eet oe, Se “Cooler,” says 





“Larry” Cross Back from 
Trip 

“Larry” Cross, who travels the Middle 
West and Northwest for Reynolds, Drake 
& Gabell Co. is now “Homeward Bound,” 
en route for Boston, and will arrive in the 
Hub in time to eat Christmas dinner. 
After the Great Holiday, “‘Larry’’ will be 
on hand at his Boston office, Room 408, 
183 Essex Street;-where he willgreet visit- 
ing buyers. 


N. H. Herman in Buffalo 


N. H. Herman, for the past ten years 
identified with the former McElwain, 
Hutchinson & Winch interests of Boston, 
now the Hutchinson-Winch Company 
Branch of the International Shoe Com- 
pany, arrived in Buffalo on December 3 
last. Mr. Herman is assisting Walter G. 
Parsons, local representative, to further 
develop new business for “Triangle Brand, 
All-Leather Footwear,” in Western New 
York and Northern Pennsylvania. 


‘““Ed”’ Terhune Returns Home 


E. A., “Ed” Terhune, who travels the 
South for Reynolds, Drake & Gabell Co., 
returned to his Boston office, Room 408, 
183 Essex Street, on Thursday, December 
13. “Ed” made a nine weeks’ trip through 


. Dixie-land and was accorded his usual fine 


reception by his many friend-customers. 
Mr. Terhune will “keep open house” at his 
Boston sample room during January-and 
February, and in March will be off and 
away again for the Sunny South. 
(Continued on page 91) 
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Didi 


You can safely depend on the judgment of 
hundreds of shrewd merchants who feature.Dr. 
A. Reed Cushion Shoes for women. 


They do so because Dr. A. Reed Cushion Shoes 
sell so readily and repeat so surely—because they 
increase sales and build prestige. 
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R-501 Semi-dress Oxford 


Selected black glazed kid. Kid Tip. 
Five Eyelets. Heel Height 1% 
inches. Light close edge welt. 
Last 155. 

In Stock 


Widths AA to E 











JOHN EBBERTS SHOE CO. Ine. 3 


Stock N BROCKTON, MASS. 
rant ag j 183 Essex Bas 651 Morbid Bldg 


Let us tell you the secrets of Dr. A. Reed dealers’ success 


The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 


ic 





- Exclusive Manufacturers . 


UFFALO NEW YORK 


EE 


JOHNNIE WALKER LAST $6.00| 


READY TO SHIP 


There is a big difference in shoes 
and the “Dalton” shoe proves it. 


Send for In Stock Style Catalogue 
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A Rich Natural Permanent Lustre in Satins Is a 
Quality That Appeals Most to Your Customers 


Permanent Lustre Satins 


Have this Quality and also 
the wear necessary to satisfy 


They are made under our personal 
supervision. 


They are prepared with the same 
care and made-to-wear qualities as 
our other fabrics, all of which have 
proven so satisfactory. 


They are easily cleaned. 


J. EINSTEIN, Inc. 


7-11 Spruce Street 
NEW YORK CITY 


Boston St. Louis Cincinnati Milwaukee 
Montreal — Buenos Aires Mexico City 





SEE EER eee Ce ee SSE ee 
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‘“COLONIALS ARE 
BEING WORN 
AGAIN”? 


HERE IS A BEAUTIFUL BUCKLE 
TO GO WITH THEM! 


Original size of buckle—2 4 in. wide by 2 in. deep 


Buckle is nickel plated with patent leather tongue, Also obtainable 
with all leathers, including satin. 

We make in addition to the buckle illustrated, a wide variety of 
other handsome designs—all sizes. 

With the strong demand today for colonials, this artistic ornament 
will enable you to make your models of this type more attractive, 
as well as give keen satisfaction to your customers. Write now for 
sample pairs while the colonial season is going strong. 


WE DO NOT 'SSUE ANY CATALOGS 


THE VANITY NOVELTY WORKS 
1261 Atlantic Ave., Brooklyn, N. Y. 





No. 860 


Martins Genuine Imported 


Scotch Grain College Oxfords 


IN STOCK 
Two Real Sales Geiters 

ight “A” Quality Leather Soles. Bleached Calf Lining 
meth - 3-5 = - 

No. 860—Tan Imported Scotch Grain College Ox. Coach Last 
No. 861—Black Imported Scotch Grain College Ox. Coach Last 
Sizes & Widths: B 6-11, C 5-11, D 5-11. 

PRICE $6.10 
Order Now to Have on Hand for School and College Trade 


FREDERICK S. PECK 


40 Thomas Street 
WORCESTER, MASS. 




















DO YOU KNOW? 


Cinderella Suede Sticks are 

made in over 50 shades— 

ground of solid colors, they 

will thoroughly clean and re- 

color nappy leathers. This 
package contains handy buffer and Suede brush 
that make it easy to use. 


Wire suede brush with felt buffer can be 
bought separately for $2.00 per dozen. 


THEN 


Note that Cinderella ed Slipper Cleaner is 
leasing more people each year of its leadership 
use if does what it claims 
to do—thoroughly clean and 
replate tarnished and worn 
silver cloth slippers. 


Why not use these Cinderella 
Good Will Builders to increase 
your customers’ satisfaction? 


Produced by 
EVERETT & BARRON CO. 
Providence, R. I. 


Makers of highest quality 
footwear finishes 








‘*RADCLIFFE” *“*YALE’”’ ‘“‘“MILTON’’ 
“DUDLEY” “CARLISLE” ‘‘C’”’ 
Trade Mark Names of Our 


“OLD RELIABLE”’ Brands SHOE LACES 


Quality Laces You Can Depend On. 
Attractively Packed. Good Sellers. } 


Order from your Jobber Today 


FRANK W. WHITCHER CO. 


Boston, Mass. Chicago, III. 
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J. “STUART” CAMPBELL 
Formerly representing Thomson-Crooker Shoe 


Company in New York, with headquarters at the 
Graham Building, is now moving out to Los 
Angeles 





Campbell Moving to Coast 


J. Stuart Campbell, who has repre- 
sented the Thomson-Crooker Shoe Com- 
pany in New York for a number of years, 
with headquarters at 127 Duane Street, 
has severed his connections with this 
company, and is moving out to Los 
Angeles. “Stuart’’ will be missed by shoe 
folks in the Graham Building, to whom 
he has been a real neighbor during his 
“residence” among them. He has a host 
of friends in the trade, who wish him a 
continuation of his success in Pacific 
Coast territory. 


Zelsman with John Meier 


Hy. F. Zelsman has joined the sales 
force of the John Meier Shoe Company 
and wil cover Missouri and Kansas. Mr. 
Zelsman is well known throughout the 
trade and is enthusiastic over his new 
connection. Until recently he was con- 
nected with the Samuels Shoe Company. 


Chapman with Church Shoe 
Company 

Julian H. Chapman, secretary of the 
George J. Bertman Shoe Company, has 
resigned to join the sales force of the F. C. 
Church Shoe Company of St. Louis. Mr. 
Chapman’s resignation will take effect 
December 31. His headquarters with the 
Church Shoe Company will probably be 
in Chicago. His territory will include all 
of the larger cities between Cleveland and 
Omaha. 





Pencil manufacturers say the nation’s 
annual pencil bill is more than $50,000,000, 
representing more than 50,000,000,000 
wooden pencils. 
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F. W. STANTON 
Secretary of Southern Shoe Travelers Association, 


who travels the South for Hervey E. Guplill. 





Stanton Returns from Trip 


F. W. Stanton, Secretary of the Southern 
Shoe Travelers’ Association, who covers 
the South and Southwest for Hervey E. 
Guptill, Haverhill, returned to Boston, 
November 22, after 80 days spent in cover- 
ing his territory. Mr. Stanton said that 
all the trade from Baltimore to San An- 
tonio and back North again reported that 
they wanted “Something new,” He feels 
that many merchants have oversold their 
trade; that the average woman, upon 
whom most of the merchants depend, have 
shoes enough to last them for the next six 
months, or a year, and that these mer- 
chants feel the only chance they have to 
sell these women anything right now is to 
again present something new. 

Mr. Stanton relates an instance of amer- 
chant who was making loud complaints 
about business when he called; this mer- 
chant felt that salesmen called on them too 
frequently with too many new styles; he 
said that it was the fault of the manufac- 
turer, and everyone, except the retail mer- 
chant. “‘While we were talking,” continued 
Mr. Stanton, “a salesman froma Brooklyn 
house came in and said, ‘I have something 
new to show you.’ “Why,” said the mer- 
chant, ‘I thought that you had gone.’ 
‘Well,’ replied the salesman, ‘I intended to, 
but just as I was leaving, I received a tele- 
gram from my house, informing me they 
had sent me some new samples and they 
would be here tenight or tomorrow.’ The 
merchant replied, ‘When they come, bring 
them in. Whenever there is anything new, 
I will buy it.’ So there,” said Mr. Stanton, 
“is the whole situation in a nutshell.” 

In Georgia, Alabama, Mississippi, 
Louisiana and Texas, Mr. Stanton found 
that people were ready to buy shoes in 
September and October, but towards the 
last of October and first of November, 
business was a bit dull. 
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CHARLES F. DENHAM 


Who represents Creel, Mauldin ¢ Chambers in 
Kentucky and Tennessee 





Denham Reports on Business 


Charles F. Denham who represents 
Creel, Mauldin & Chambers in Kentucky 
and Tennessee; writes from Bristol, under 
date of November 26 that he stated on 
his spring trip on October 1, and up to the 
above date had covered Tennessee and 
most of Kentucky. He found in every sec- 
tion of his territory, general complaint on 
fall stocks (especially clothing and shoes) 
not moving. Weather was very disappoint- 
ing. In many sections of Tennessee, such 
as Chattanooga, and Nashville, he noted 
cut price sales in clothing, both suits and 
overcoats, of high-grade makes. 

““Merchants are in fair shape on men’s 
oxfords,”’ stated Mr. Denham, “not hav- 
ing many left over and my business has 
been good on oxfords for spring delivery, 
though shoes for immediate delivery have 
had no call, consequently my average sales 
have been far below expectations. I find 
these same conditions prevailing with all 
shoe men with whom I have talked. 


Cold Weather Needed 


“It looks as though, if merchants do 
not have some weather to force business 
that they will have big stocks to carry 
over and salesmen will have harder sail- 
ing next season than this. 

“Cotton prices are good, but very short 
crop, due to boll weevil damage. Kentucky 
coal mines not running, due to no demand 
for coal and also prices lower than they 
can afford to mine it. 

“Tobacco sections of Kentucky not 
good, due to having some 50,000,000 pounds 
of last year’s crop on hand unsold and a 
bumper crop ready. The question is what 
will they do with the big crop this year. 

“Industrial towns in my territory seem 
best for business. Mills of all kinds run- 
ning, cotton mills working over time. 
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- GREELEY 
BOUDOIRS 


sell ail the yeararound. 
They are always in 
style. We aim for 
quality and we hit 
Kid 36" pair ou the mark. 


If your Jobber Cannet Supply You, Write Us. 
x A. W. GREELEY, Haverhill, Mass.5x( 














7 The World’s Largest and Most 
Beautiful Hotel For Men 


HOTEL CLAMAN 
TIMES SQUARE 
43d St. West of Broadway 
NEW YORK CITY 


1000 Rooms and 1000 Baths 


Completely equipped with every 
convenience — an ideal home for 
men m New York City. Quiet re 
finement holds sway. “Atmos- 
phere,” indeed. Yet 

is not used to buoy up the rates. 


$12 to $18 $2 to $3 
Weekly Daily 





r=: Absolutely Fireproof = 











Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 
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GOOD PAPER 


is an aid in obtaining business 


NEWTON FALLS BOND 


A fine textile paper of moderate price. Especially 
suited for business letters which the sender de- 
sires to have carry a splendid impression—without 


‘high cost to him. 


Made in From 
WHITE ADIRONDACK SPRUCE 
and ten colors 


By 
NEWTON FALLS PAPER COMPAN Y 


NEWTON FALLS, N. Y. 
% 


For Sale by 


STONE & ANDREW 
Main Office and Warehouse 
BOSTON, MASS. 


Providence, R. I.--Springfield, Mass.--New Haven, Conn. 
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Black Eyed Susan— 
A Slipper Novelty 





Style 330—Brown Pompom, Orange Inlay, Women’s 
Felt Everett, Roll Edge. 


Style 513—Women’s Glazed Kid Slipper, Pompom 
Ornament. 
Special Inducements for Early Orders a 


C. A. GROSVENOR SHOE CO. 
. - MASSACHUSETTS - 











AT ONCE DELIVERY ON THESE 
POPULAR NUMBERS— 


Why you Should Order Today 


Plain toes, creased vamps 
are the vogue 


They'll sell quickly. 
They'll bring good profits. 
They'll satisfy customers. 
Best leathers. 

Best workmanship. 

Low price. 


Stock No. 400—Men’s Black Imp. $5 75 Stock No. 1000—Women’s Black Calf 


Calf... Stock No. 1050—Women’s Tan Wil- 4 90 
low Calf. e 


Stock No. 450—Men’ s } Aueome Sees 


P. B. KEITH SHOE CO. $3 BROCKTON, MASS. 


MEN’S AND WOMEN’S FINE SHOES 
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eAnnouncing Newest Spring Shades In 


7. ; 


Rapallo 


Color 14 


Eminence 


Color 15 


FLOWER CITY~ 


Beach : 
Color 18 : 1 


Normandy 


Color 27 


| Kea catasedairs is only a reasonable 
characterization of the newest 
SCHERER colors for Spring. 


You naturally expect the utmost in 
colored Glazed Kid when you ask 
tor SCHERER’S. 


Prepare to be enthusiastic over the 
warmth and sheen of- these latest 
shades produced by ‘‘master hands.” 


Egyptian ‘Red 


Color 36 


Parrakeet 
Color 13 


A 

A 

* Oscar Scherer & Bro., Inc. 
R Originators of and leaders in Fancy Colored Kid 
3 


29 Spruce St., New York 
Factory at Newark, N. 7. 


-_ | 2 wet it 


‘** Dd a> > o> D> 





The Latest Colors of Absolute Fashion Authority 





BEAUTY BROWN 
No. § 
EMINENVE 
No, 15 


CHERRY 
No. 19 


CHRYSANTHEMUM 
No. 30 


MOTH 
No, 23 


EGYPTIAN RED 
No, 3 
IVORY 
No, 41 


NORMANDY 
No. 21 


PECAN 
No. 12 


RAPALLO 
No. 14 


SAHARA 


SEAL BROWN 
No. 10 


CHESTNUT BROWN 
No. 8 


CORSICAN 
No, 38 


PARRAKEET 
No. 13 


CONGO 
No, 34 
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He Increased His Business by Considering 
Customers’ Comfort 


ie eee: Sima 2. 


te eg 
ers 


5 Laue. Ce en 2 Tees ve Sal m 
View of the entrance to Thomas Bool Shoppe, Buffalo, where the proprietor invites 


return visits by offering comfortable surroundings and the best of service. 


y ,» YNVIRONMENT and service were two objects 
L. B. Thomas had in mind when he planned the 
retail shoe store bearing the name of the Thomas 

Boot Shoppe, at 11 West Chippewa Street, Buffalo. It 

was with the idea of giving Buffalo “something differ- 

ent”’ in shoe stores, that Mr. Thomas visited several of 
the larger cities. 

The shoe merchant was impressed by the fact that 
Buffalo would patronize an exclusive establishment, 
richly appointed, where the comfort of the patron was 
paramount to the actual selling of shoes. For 
the shopper, either male or female, whose 
time is limited, this city is adequately sup- 
plied with the kind of stores where quick 
service and good fit are obtainable in the 
minimum length of time. Such stores line 
Main Street and they depend on newspaper 
advertising and their location to turn over 
their stock. 

Lavender and gray was the color scheme 
selected by Mr. Thomas for his store and the 
effect is splendid. The store is 60 by 18 feet 
and the floor is covered with a heavy Wilton 
purple rug. Through the center of the store 
are willow chairs of gray with lavender bor- 
ders with settees of similar pattern near the 
entrance where two small show cases form a 
sort of alcove. 

The walls are tinted gray with stenciled 


lavender designs. Six pairs of electric candle 
lights of gray with lavender and gray shades 
break the monotony of the rows of shelves 
where even the boxes fit in with the general 
scheme with their gray body and lavender- 
edged covers. Four drop lights suspended 
through the middle of the store illuminate 
it to daytime brightness. Beneath each set of 
candle lights are panels of beveled mirrors. 
Mr. Thomas, who studied orthopedics 
specializes in correct fitting footwear, be- 
lieving satisfaction is one of the biggest fac- 
tors in building up trade. A perpetual in- 
ventory of the stock is kept and depleted 
sizes and widths replenished at frequent 
intervals so that a complete range is always 
available from which to select a perfect fit. 
While designed to cater to the best class of 
shoppers, the prices do not prohibit trade 
from the medium class of patronage. For 
women the shoes range from $5 to $10 and 
for men, $5 to $8.50. Mr. Thomas has a good 
reason to feel proud of his establishment. 


Charles A. Lamey Dead 


Lewiston, Maine—Charles A. Lemey of Lamey- 
Wellehan, of this city, is dead. He died Sunday morn- 
ing, December 9, after a two week’s illness. 

Mr. Lamey was a member of the Chamber of 
Commerce and a Fourth Degree Knight of Columbus. 
He was highly esteemed in this city. Al] business houses 
here closed during the funeral. Mr. Lamey leaves a 
widow. The business continues under the same name. 





Interior, showing how the proprietor stressed his idea of incorporating pleasant 


surroundings by choice of willow chair settees. 
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No most, Need 


A Shoe Be Greas 
‘Io Be Waterpro me 





















No longer need a shoe be greasy \ 
to be waterproof. You can now 
buy shoes, treated on soles or 
uppers with KORITE, that re- 
markable waterproofing which 
does not leave a sho? greasy or 
sticky. 










Where ordinary waterproofing 
processes darken the leather, and 
make it impossible to dress or 
shine it properly, KORITE does 
not perceptibly alter the shade 
of the leather, and permits the 
same perfect shine as an un- 
treated shoe. 


At the same time, KORITE 
livens and feeds the leather, pre- 
venting it from drying and crack- 
ing; it lengthens its durability 
and produces comfort in a most 
remarkable degree. ) 
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Prominent ‘manufacturers are 
treating many of their lines with 


amen 
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KORITE for the added satisfac- lal 
tion of their customers. 1d 
We will be glad to direct you " 
to them. Na 
KORITE§PRODUCTS he 
lem: & J£ INCORPORATED it 

292 Main Street 7. 
Cambridge Mass. t 

2 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the Shoe and 


Leather Trade 








BUSINESS REVERSES 


Aliceville, Ala.—D. Powell & Co., general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Bessemer, Ala.—Beavers & Bance Shoe Co., 
ported receiver appointed. 

Decatur, Ala.—Freeman & Cohen, boots and shoes, 
etc., reported petitioned or petitioner in bank- 


shetheld, Ala.—L. Feldman, boots and shoes, etc., 

reported offering to compromise at 25 per cent. 

Tuscaloosa, Ala. ye _— Co., (E. =. Lati- 

ietor) ts and shoes, repor peti- 
tioned on petitioner in bankruptcy. 

Cc eennenl, “7° —Bayless & "Carlisle, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

- City, Ark.—W. R. Stephens, general merchan- 

dise, reported petitioned or petitioner in bank- 


south ‘Norwalk, Conn.—Self Service Shoe Store 
Freedman & Klein, proprietors) ts and 
<a reported petitioned or petitioner in bank- 


ruptcy. 
Wa ay ky nn.—Joseph Schnierer (The Boston 
oe y+ boots = ~~ etc.,-reported peti- 
Agens, Ga. Blue Ribbon isos ~ ¥ (E. C. Old- 
) boots and shoes, etc., reported 

etition or petitioner in bankruptcy. 
— anta, Ga.—M. B. Owen (M. B. Owen Shoe Co.) 
ts'‘and shoes, reported petitioned or petitioner 


pay 
Boston, Ga.—Saul Waitsman, general merchan- 
— — petitioned or petitioner in bank- 


poe Ga .—Georgia Alabama Cash Store (H. H. 
Wicks, proprietor) general m ny reported 
petitioned or petitioner in bankruptcy. 
pores, Ga.—C. 8. Lee & Co. (Lee. & Thornton) 
genera! merchandise, reported petitioned or peti- 
tioner in a ptcy. 
Eastman, Ga. — = J. Swartz (Union Dry 
—— _ ) general merchandise, reported peti- 
= peas in bankrup =F 
Ideal Ge: S. Snelgrave, genera merchandise, 
reported petitioned or petitioner in bankruptcy 
Savannah, Ga.—Sam Clark (357 W. Broad Street) 
boots and shoes, etc., petitioned or peti- 


iP 
Glickman & (Globe Clothing Co.) 
boots and shoes, etc., reported petitioned or 
petitioner in kruptcy. 
Tenenbaum, boots and shoes, reported 
Pcp a em -: in bankruptcy. 
Social Circle, —Malcum Bros., general mer- 
~ chandise, reported petitioned or petitioner in 
ptcy. 


St. Charles, Tll.—The Boston Store (I. Zimmer- 
man, pro; ) boots and shoes, etc., reported 
in bankruptcy. 


3. T. lool boots and shoes, reported peti- 
tioned or petitioner in bankruptcy. 
G eee, & Ta.—Dunn & Dudley Co., Inc., depart- 
. reported receiver appointed. 
Lake J Aether. * La.—Emerson L. Marquart, general 
marchandion reported petitioned or petitioner in 
ite 


iL. 
Lesnsllie te .—John Dore, general merchandise, 
offering to gen ye at 10 per cent. 
d, La.—James H. Leach, 
= reported petitioned or oclisiens in bank- 


Natetitoches, La.—John Melvin Norris, general 
merchandise, reported petitioned or petitioner 


in bankruptcy 
Portland, Me.—Clark & Friend, department store, 
reported assigned. 
Boston, Mass.—Automatic Heel Co. (621 Albany 


Street) rubber heel manufacturers, reported offer- 
at 15 per cent. 


shoe manufacturers, reported petitioned or peti- 
tioner in bankruptcy. 
Karl F. ‘offering to shoe manufacturers’ goods 
reported offering to —— aang ed at 40 per cent. 
Revere, M ~ie, William Deskin, boots and 
shoes, etc., a. onpested offering to compromise at 30 


cent. 
olen, Mass.—Berken & Kahn, Inc., boots and 
. etc., reported petitioned or petitioner in 


itcy. 
Cloquet, Minn.—Walter 8. Koloski, boots and 
j exgened 





Tunica, M Miss.—R. M. Owen, eral oy 
reported petitioned or itioner in bankru Cloth 

Louis Wa — ee po loth- 

2 ) boots and shoes, e igned. 

lene City, N. J.—William Rhos att (89 ) Newark 

Avenue) boots and shoes, —~ meeting of 
creditors called 

Brooklyn, N 


. Y¥.—Herman Schelin (1567 Pitkin 
Avenue) retail leather and novelties, reported 
petitioned or petitioner in ey 

M. L. Fischer, Inc. oe Powell Street) manu- 
facturers So ted petitioned or a 
tioner in bankru vag A > aoe receiver appointed. 

Morris Seidman (81 Tompkins Avenue) boots 
and shoes, el petitioned or petitioner in 


ete Ti 
Cedarhurst, N. Y.—N 
merchandise, 





& N , general 

petitioned or petitioner in 
——y receiver appointed. 
Cayuga, N. D.—John S. Sapa, general merchandise, 
Elgin, N. D.—Engelhardt Bros., boots and shoes, . 
Lisboa, —Li Farmers Co-operative Co., 
merchand 

Oakdale, N. D.—C. A - Larson, general merchandise 


petition tioned or petitioner in bankruptcy. 
Portland Junction, N. D.—Madnus P. Pladsun, 


Cleveland, O.—Harry J h20 St. Clair 
Avenue} (733 E. 152nd Street) boots and shoes, 
etc., reported + or petitioner in bank- 


mn wee Leo § & Co.,) (2332 Woodland 
Avenue) : $PtT dissomivn Sea 


reported to com: ise at 25 per cent. 
Nelsonville, (yam Se Shoe Store, boots and 
shoes, etc., reported petitioned or petitioner in 


Sapula, .— Hub Shoe Store Inc. boots and 
shoes, reported ing general extension. 
Harrisbur; Reea—teere Gordon (1918 N. Sixth 
— “boots and a ieee reported offering to 
Nanty Glo, ins at 20 pes or Kline, general merchan- 
dise, reported petitioned or petitioner in bank- 
Philadelphi , Penn.—Jacob Divac, wholesale boots 
and reported offering to compromise at 


25, 
(711 Ranstead Street) manu- 
a. of sf isather goods apuees petitioned or 


itioner 
Woonsed ket, R I.—Na Falk (The T 


Shop) boots and shoes, tc., reported 
~g 1-—y - ose and ait 


poigted & Gurvitz (530 Clinton Street) boots 
a , Teported petitioned or petitioner in 


Baxter, ay .—Reyard C. Maddux, general mer- 
chandise, petitioned or petitioner in 


Terarkans, ere_—A. S. Roth (Dallas 
boots and shoes, reported eel a 
caiieas in =, ptcy. 
th, Va.—The Dollar ‘Store (900-902 
High Street) mays peti- 
Se oe oe 
Piedmont, ol S. eller, general 








i promise 
pacob Baber ge 
its 
Witt Bros. Shoe , £- and shoes, (1034 
Washington a, ene petitioned or peti- 


tioner in PShos "Co 
Lincoln Mt ax sa ho 
ae = treet) ) boots, ad an 
goa 3 cat Bou 
orris PShee Co., w le and retail 


and —- reported assign 
Danvers, heya phe Sine Co., shoe manu- 
facturers, reported offering to compromise at 15 


cent. 
Haverhill, Mass.—Holtz O'Connell Shoe Co., shoe 
cturers, reported offering to compromise 


cent. 
Lynn, Mass.—Finger Shoe Co. (411 Broad Street) 


,. Wis.—Max Wittenberg (705 Grand 
Avenue) hoe and .» reported offering 


BUSINESS CHANGES 


Til.—Samuel Stern (120 North Cicero 
and shoes, reported sold out to 


Flora, [il.—Gahans Bros., Inc., 
etc., reported selling or sold out. 


Wabash, Ind.—L. E. Carter, boots and shoes, ro- 
ported selling or sold out 
Bangor, Maine—J. F. Parkhurst & Son Co., leather 
is manufacturers, reported sold out to 
muel Cohen. 
Kittery, Maine—The Elastic Ballet Shoe Company, 
manufacturers of slippers and incorporated 


Augusta, a & Hinck, general mer- 
, recently commenced business. 
Boston, Mass.—Adams Shoe Company, boots and 
shoes, pagenpeeated © $25,000. 
R. F. Amid - +; — ll wholesale boots 


an of ‘shoes, a L. Paine re 
Charles C kins (159 Kingston Street, 
wholesale boots Tome shoes, recently commenced 


business. 
Fall River, Mass.—J. E. La Liberte, Inc., boots 
and shoes, etc., yg $50,000. 
Lynn, Mass. —Brophy Shoe —wapeny, chee 
(peeamastasens, reported moved to 69 A Street, 


Bosto; 

Salem, Bo. —Lincoln Shoe Company, shoe manu- 

facturers, repérted moved to L 

Wakefield, "Mass.—C. Bonfanti Co., Inc., boots 
and shoes, etc., incorporated $10. 000 

Haverhill, Mass. ‘—Brenner & Brody Shoe Com- 
Brees manufacturers, capital stock increased by 

Benton, Ha Harbor, Mich.—Cleland Son, boots 
and shoes, reported succeeded b Frank Cleland. 

Harbor Springs, Mich.—Max Weiss, boots and 
shoes, etc., reported sold or closed out business 


at Harbor Springs and moved to Detroit, Mich. 
Hein, 3 Mich.—Burdick & Derby (B. &. D Shoe 


ported partn ved and suc- 
ceeded by Harry C. Burdick, 
.—Chesebrough & Andrews, gen- 
7 reported succeeded by H. 


Detroit, Mich.—Armstrong Tanning Company, Inc. 
(2900 Hart LAvenes tennam, reported succeeded 


.. 4 Phili. C. Ar 
Carth ar “Ge ‘Boot 


sold out to D. W. 
Greeley, Neb.—L. D. 7 boots aad shoes, etc., 
i ee 
cer, Neb.— er 7 general mer- 
chandise recently cuennaeed Garoas 
Bemer, Neb.—H. F. Ehler, general ‘mabenie, 
recently commenced business. 
Orange, N. J.—Raphael Bloom Wud Main Street) 
re sold out to Charles B) 
— Ai. N. J. NJ = Kowene & Somes, boots a 
8 an ip dis- 
solved and succeeded by David Kosene. 
Brooklyn, N. Y.—Trinity poe ee Co., Inc., shoe 
manufacturers, incorporated $30,000 
ge Ra tt ag 
out 
aham Matt 6 eset Street) manufacturer 
of shoes, out business. 
a & Levine (611 t Sutter A: Avenue) — 


. reported succeed: 

ee 3 Mizrachi (Mapleton p boy 5d ey ‘(esol 
20th Avenue) boots and shoes, dis- 
ae here and moved to 


Panam: 
New York ‘City—Isaac Rosen (143 Orchard Street) 
boots and shoes, sold out to wife. 
Rosenblum & Janovici (2161 First Avenas) 


boots and p dis- 
solved and succeeded by L. suppres. 





reported 
Panama City, 


New York City— Sa tne a boots and 
shoes, etc., go 
lome Comfort Corp. ny fe , in- 





Balas $10, 000. 
alais Royal myth manufacturers of shoes, 


ated $50,000. 

Richwond ill, N. Y. —Levy & } Bariee, bese and 
shoes, reported partnership dissol suc- 
ceeded by Maurice Lev 

Cleveland O.—Gekco ‘Compenr of Cleveland 
boots incorporated $100,000 

— on ae M. NaDene, - general merchan- 

commen 

Portland, ee eck Ir. ¢ (243 Washing- 
ton Street) boots and shoes, etc., reported suc- 


J. 
New Havea Mills, Vt.—H. S. general mer- 


x 
eae ee ele 


. | out and moved to Smii Va. 
Huntington, W. Va.—Bon Ton Boot boots 
ont shoes, bp rapeseed sold out to J. J. Henry 


D. L. Pattison, 
Dalton, Wis. pee | Stein, boots and shoes, etc., 
|d or closed out business and moved to 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 


Birmingham, Ala.—L. Levy, boots and shoes, etc.’ 


reported petitioned or petitioner in bankruptcy 
and receiver appointed. 

Dothan, Ala.—Beall & Beall, boots and shoes, etc., 
reported petitioned or petitioner in bankruptcy 
and receiver appointed. , 

Paul, Ala.—D. y' Hildreth, general merchandise, 
eported petitioned or petitioner in bankruptcy. 

Sheftield, Fama Feldman, boots and shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Griffithville, Ark.—S. G. Couples, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy and receiver appointed 

Fresno, Cal.—Joseph Shyer (Family Shoe Store) 
boots and shoes, etc., re ed assigned. , 

Bridgeport, Conn.—Joseph Copresti (2038 Main 
Street) boots and shoes, reported petitioned or 
petitioner in bankruptcy. 

Hartford, Conn.—lIsaac Ersafzof, boots and shoes, 
etc., reported petitioned or petitioner in bank- 
ruptcy. 

Atlanta, Ga.—Mrs. Rosa Brown (242B Edgewood 
Avenue) general merchandise, report peti- 
tioned or petitioner in bankruptcy and receiver 
appointed. 

Baxley, Ga.—Wolfson Dry Goods Company, 
boots and sho’s, etc., reported offering to com- 
promise at 25 per cent. 

thicago, Ill.—Felsenthal Bros. & Co. (300 So. 
Franklin Street) manufacturers of leather 
novelties, reported assigned. 

Louis Keller (4032 Armitage Avenue) boots 
and shoes, reported assigned. 

Nathan Kolkey (628 North Central Park 
Avenue) general merchandise, reported peti- 
tioned or petitioner in bankruptcy. 

Charles A. Schram, proprietor, (A. Weber & 
Co.) (355 E. 47th Street) general merchandise, 
reported assigned. 

Evansville, Iil.—Walter P. Heck, boots and shoes, 
etc., reported petitioned or petitioner in bank- 
ruptcy. 

Indianapolis, Ind.—Aaron Trattner, boots and 
shoes, etc., reported petitioned or petitioner in 
bankruptcy and receiver appointed. 

Centerville, Ta.—E. Bloom, general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Louisville, Ky.—Samuel Weinberg (453 South 
Seventh Street) general merchandise, reported 
petitioned or petitioner in bankruptcy. 

Baltimore, Md.—Edward Philip Tuerke, (1 No. 
Calvert Street) leather 8, reported peti- 
tioned or petitioner in bankruptcy. 

Boston, Mass.—Automatic Heel Com ny, heel 
manufacturers, reported meeting af quien 
called. 

E. Gately & Co., boots and shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Globe Leather Company, Inc., (258 Purchase 
Street) manufacturers and jobbers of leather heels 
and soles, reported meeting of creditors called. 

Lynn, Mass.—Harney, Tracey & Crehan, shoe 
manufacturers, reported Charles C. D. Moore 
appointed receiver. 

New Bedford, Mass.—Philias Gregoire (1570 
Acushnet Avenue) boots and shoes, reported 

; ss to compromise at 30 per cent cash. 

Framingham, Mass.—R. H. Long Co. reported 
petitioned or petitioner in bankruptcy. 

Haverhill, Mass.—Woodman Bros., shoe manu- 
facturers, reported petitioned or petitioner in 
bankruptcy. 

Lynn, Mass.—E. L. Glennon Shoe Company, 
7? of shoes, reported assigned to 

b r 


Shelburne Falls, Mass.—A. M. Shor, boots and 
shoes, reported assigned. 
Detroit, ich.—Samuel P. Cohen, (8114 W. 
efferson Avenue) boots and shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Hendin Bros., (Max Hendin) (1800 Spring- 
wells Avenue) (2920 St. Antoine Street) boots 
and shoes, reported offering to compromise at 
20 per cent cash. 

Waubon, Minn.—James A. Wirtz (The Golden 
Rule) general merchandise, reported assigned. 
Rosedale, Miss.— I. Mostkoff, boots and shoes, re- 
: ted petitioned or petitioner in bankruptcy. 
Silver City, N. .—Koehler Leather Company 
(Herman G. Koehler, proprietor) boots and 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 
lyn, N. Y.—B. S. P. Shoe Company, Inc. 
(441-447 Blake Avenue) manufacturers of turns, 
re ed offering to com ise at 35 per cent. 
Burger, (397 Sutter Avenue) boots and 
shoes, reported petitioned or petitioner in bank- 


ruptcy. 

Abraham Sperge!l (1619 Mermaid Avenue) 
baste and shoes, reported meeting of creditors 
called. 

Samuel Zacker, (610 Wythe Avenue) boots and 
shoes, reported offering to compromiseyat 25 per 
cen 


t . 
Mariners’ Harbor—Louis Rubin (2860 Richmond 
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Terrace) boots and shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. 

New York City—Arnold French Bootery, Itc. 
(1536 Broadway) boots and shoes, reported peéti- 
tioned or petitioner in bankruptcy and receiver 
appointed. 

eckman Bros. (4029 Third Avenue) boots 
and shoes, reported meeting of creditors called. 

Jacob Frank (122 Mott Street) boots and shoes 
reported petitioned or petitioner in bankruptcy 
and receiver appointed. 

Irving Cohen (Irving Boot Shop) (300 W 
125th Street) boots and shoes, reported offering 
to compromise at 40 per cent. 

Harry Rothman Inc. (826 Westchester Street) 
boots and shoes, reported petitioned or petitioner 
in bankruptcy and receiver appointed, 

Joseph Sebwaste (35 E. Fordham Koad) boots 
and shoes, reported meeting of itors called. 

Wagman & Shapiro Inc. (126 Fifth Avenue) 
leather goods, reported receiver appointed. 

Grifton, N. C.—C. W. Witherington, boots and 
shoes, reported offering to compromise at 33% 
per cent. 





MISCELLANEOUS 








Richmond 


70 West 46th Street 
Between Fifth Ave. and Broadway 
NEW YORK 


Convenient location 

For motorists in the heart of the 
usement section. 

Garage near by. Moderate prices 
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SHOE STORE 
CHAIRS 
SETTEES 








WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 







































7 o more MYERS NOISELESS 
CUSHION TIRE STORE LAD. 
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“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 


CURVED JAW _NIPPER 


Just the Tool for That Nail 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 


of shoes. 


*“*Manchester”’ 
Trade Matk Reg. U. S. 
Pat. Off. 








ni s are made of 
ie ade tool steel, 


nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. ‘ 
Be sure and specify 
Genuine 


“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if your 
dealer cannot supply 
you. 

Price, $4.00 


Frank W. Whitcher Co. 
Patentees and Manufacturers 
Boston, Mass. 





Chicago Branch 
161 W. Lake St. 























“VARNUM” 


(Trade Mark) 


SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply? 


THREE STYLES 
No. 1, 2, 3 


English, French, American 
Standard Measures 


Price No. 3 
MOST POPULAR 


$1.50 Each 


“Varnum”™ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attra™ 
tive fixture for the store, also a 
long wearing and useful one as 
well 










Ps be Pr ie ete brie ly iy) 


wap kN teres 
Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 
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issue: 

Space 1 time 7 times 
1 ia........ $8.00 $4.00 $3.50 
2 in........10.00 8.00 7.00 
S im... ..20- 1888 12.00 10.50 
4in........20.00 16.00 14.00 





Recorder rates for space less than one-eighth page per 


13 times 26 times 52-times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per 
inimum amount 


$3.00 $2.50 desire 
6.00 5.00 
9.00 7.50 must be counted in 


12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


replies fc ed’ direct wo their ad word 
an ty ea t and paid for accordingly. Answers 
postage. 


ye een en 


~~ word - each ingestion, 
- ‘ts. an 
seventy-five cen’ ‘or other ont 
ing will be received 
week jica date. advertisers 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





W ANTED—tThree live salesmen for [linois, 
Indiana, and Iowa, capable of taking hold of ‘a 
real quality, middle western made line of men’s 
$5.00 RETAIL Welts. The best selling and repeat- 
ing line of real values in the field today. A regular 
— for a regular **Go-Getter’’ producer. Do not 
pply unless you have the connections and the 
following to put over a volume of business. Six per 
— straight commission paid weekly. Address 
E-457, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





GALESMEN WANTED—A real line of McKays 
and turn comforts and short line of novelties 
open for a few real salesmen to retail trade. Large 
manufacturer with in-stock proposition. Terri- 
tories open: Wisconsin, Illinois, Lowa, Minnesota, 
Mississippi, Kansas, Michigan, Indiana, Oklahoma, 
Virginia, ‘exas and Arkansas. Straight commission 
basis. Only successful men with trade acquaintance 
desired. Address E-483, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





OSIERY SALESMEN—Salesmen calling on 
retail shoe trade to handle strong and popular 
priced line of men’s, women’s, and children’s 
bosiery, either exclusively or as a side line. Several 
excellent territories now open. Strictly commission. 
Address K-583 care Boot and Shoe Recorder, 127 
Duane St., New York. 





WANTED—Hig! h Grade Salesmen to carry our 
well known line of *‘Soft Soles’? and Inter- 
mediate ‘“‘Self-Starter’’ Infants’ walking shoes. 
50 live numbers carried IN STOCK. High rate of 
commission paid. If you are a producer, get in on 
this profitable side-line proposition. Full details 
in first letter. The Carpenter Shoe Co., Inc., 
Rochester, N. Y. 





GALESMEN WANTED—Popular-priced ladies’ 
“7 novelties and staples in-stock. veral terri- 
tories open. Commission basis. Address E-484 care 
poet and Shoe Recorder, 207 South St., Boston, 
Mass. 


A manufacturer making a general line of guaranteed not to rip chil- 
dren’s play and school shoes and women’s novelty sandals, etc., want a 
salesman who works his territory close to represent them in the states of 


Texas, Virginia, West Virginia, Iowa, and North West. First letter give 
present connection, amount of shipments, etc. E. J. Ramsey Company, 
347 Rider Avenue, Bronx, N. Y. 








WANTED 


rienced shoe salesman, with estab- 

fia ed trade preferred, for Alabama and 
Georgia, for strong Ity line ‘s 
McKays and Welts. We have covered ty. 
for years want strong, energetic man at 
once who can increase business. Give full 
rticulars, experience and references in 
Fret letter. Cahill Shoe Co., Cincinnati, O. 











DIFFERENT STYLES 


Salesmen to take orders for chil- 
dren’s and Misses’ Special featured 
Flexible Goodyear stitched shoes, 
only 6 numbers, sold in 18 Pr. cases 
only. In stock for delivery after Jan. 
Ist. Special terms to big salesmen. 
Address 1591 Fredrick Ave., Milwaukee, 


Wis. 











FERST CLASS traveling salesman wanted 
for southern territory. Must be a man who sold 
Brooklyn high-grade shoes. No others need apply. 
Address E-486 care Boot and Shoe Recorder, 
207 South St., Boston, Mass, 


WANTED—Real | producers to carry as side line, 
our well known “Soft Soles,” Intermediate “‘Self 
Starters” and 1 ! 5 turns, large stock dept. 10% 
oe paid. C. H. Hawkes & Son, Rochester, 





Wisteuna manufacturer of high-grade work 
Pair. sport shoes will have the following terri- 

tories open ey 1: Virginia and West Virginia, 
North and South Carolina, Kentucky, Tennessee, 
iana, Kansas 


innesota, Illinois, 
7 per cent "paid each ate = "ali orders shipped. 
ability to tr must have confidence enough in own 
ty to travel on straight commission sis. also 
are pat. to furnish 
a ability and clean record. poe 


E471, care Boot A, A wae Recorder, 189 W. 
Madison St., Chicago, Tl 








SALESMAN calling on retail trade in one or more 
of the following states: North Dakota, South 
Dakota, Be braska, Kansas City, Oklahoma, to 
take on side line of women’s medium priced cut- 
outs and straps in McKay imitation turns and 
imitation welts, on commission. Good line of 
sam Address E-485 care Boot and Shoe Re- 
ler, 207 South St., Boston, Mass. 


ETAIL SHOE SALESMAN wanted at once. 
ust be first class salesman and a thorough 





shoe man, capable of handling all lines of shoes, 
especially women’s. Young man preferred with 
ambition for permanency and progress. Give 
references, age, height, weight and, if possib!e, 
photo, also salary wanted, when answering. 
Address Swing’s Walk Over ‘Boot Shop, Bartles- 
ville, Okla. 


three references, etc. 
207 South Street, Boston, Mass. 





NEW NUMBERS — 


Comprise Our New 1924 Line of 


FELT SLIPPERS 


Manufacturer making a general line of Felt and Satin Slippers 
desires the services of several experienced salesmen with established 
trade to represent them to the wholesale trade in the following States: 
Texas, New England, New York, Pennsylvania, Maryland, Virginia. First 
letter give territory covered, present connection, amount of shipments, 
Address E482, care of Boot and Shoe Recorder, 






WANTED Salesmen to carry the well-known 
line of “Tootsies Better Babies Shoes” and 
“Tootsie Hikers.”” Can be carried with non-con- 
flicting line. Highest rate of commission. References 
required. The Mater-Mack Co., Rochester, N. Y. 


ANTED—Salesman with established shoe ac- 
counts in the State of Texas, to carry as side 

line on commission basis, our well-known line of 
Hapytoz Turns, made in sizes 2 to 5 with mock 
hele, and 3 to S and $14 to 8 spring heels Line con- 
carried in compact sample grip. 





sists of 80 samples 


Every number shown is manufactured in our own 

factory and carried IN STOCK for immediate de- 

livery. We pay the highest rate of commission. 

on x y unless you already have large follo 
ished shoe acc ounts in Texas. Im 

onsen 's Shoe Corp., Rochester, N. Y. 





SNAPPY STYLES 









EXCEPTIONAL opportunity for salesman to 
handle a money-making and nationally known 
line of ladies’ turn comforts, sandal, oxford and 
omy boot, boudoirs in colors (leather soles and 
eels), pallet slippers, both soft and hard — 
— slippers. In stock, and fitable m: 
er rej ti ition. handled _ as 
side line. Address F459, care Boot and Shoe Re. 
corder, 207 South St., Boston, Mass. 
ALESMEN Sr acomany ) —y te 
S line branded ladies’ hosiery. Sold 
shope ‘acon = th Easil 
g' + 1 coun y 
territory co - By y A — 
yy K-579, ome » Boot and Shoe Rec “aE- oy 1 
Duane St., New York, ° 


| pate Minnesota, Wisconsin and Kansas ter- 
January 1. #7 86. Us ———_ 

ed. - retailing at $5.00 es ay 

factory in stock service. dares, Et \.- 

respondence in confidence. ASirese e411, care 

Boot and Shoe Recorder, 189 W. Madison St., 

Chicago, Ill. 











ay yp pee 4 salesman to represen 
ass 


— ears. yn Ry TD nt 
required. other need y 
Edmonds Shoe Company, Milwaukee, Wis. 





Salesmen to carry as side 
line, a real good line of stitch- 
downs for the retail trade. 

States of Kansas & Missouri. 

States of Nebraska & Iowa. 

States of Illinois & Indiana. 

State of Oklahoma. 

Give full particulars and ref- 
erences, also territory being 
covered. 

S. RAUH & COMPANY 
310-6 Avenue 
New York, N. Y 
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SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 





E want at once several good salesmen to sell 
our line of men’s fine welts to retail at $5 and $6. 
We allow 6 cent discount to the trade; five 
styles carried in stock. Brockton a. 
Strictly commission basis of 6. per cent 
Kelley Shoe Company, Stoughton, Mass. 





WANTED— Good salesmen with established 
trade to carry (with their present lines) 14 
men’s welts to retail at $5.00. All carried in s 
Commission basis only. Commissions paid each 
month. State : — are you cover and what 
line you carry. es ready now. Address E-278, 
care Boot and oa yen 189W. Madison St., 
Chicago, I. 


Wanted: Side line salesmen for Okla- 
ma, Kansas, Missouriand Virginia. 
General work shoe line consisting of 
Men’s and Boys’ shoes, hi-top Pacs 
and cruising boots. Wisconsin manu- 
facture . Address E-487 care Boot and 
Shoe Recorder, 189 W. Madison St., 
Cc hicago, Illinois. 





A BIG JOB 
FOR A BIG SALESMAN 


MENZ“EASE” will offer the 
coming season A SOLID 
LEATHER—FULL VAMP line 
of service shoes and an all 
leather line of Dress Shoes at 
popular prices. 


WE WANT four experienced 
salesmen that can sell the 
volume .buyers—salary and ex- 
penses—write full details re- 
garding self. 


THE MENZIES SHOE COMPANY 
FOND DU LAC, WISCONSIN 








Salesman: We have openings from 
January first in following territories, 
New England States, Middle Western 
States, and Southern States, for sales- 
man to handle the widely advertised 
line of “SPORTSMAN” leather puttees 
(leggings) as side line, commission 
basis. Fisher Concesting Co., 413 
Broadway-NYC 








WORK SHOES 
We specialize on three numbers. 
EASY SELLERS 
Exceptional opportunity for one who 
ean produce. 

No objection to non-conflicting 
line. Address E 489 care Boot and Shoe 
sapeauaen, 207 South Street, Boston, 

ass. 





SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an opportunity to salesmen 
with ability to sell one of the best 
known men’s fine shoes in America, 
of first quality, — leather. A factory 
that is recogn ing foremost in 
shoe pn om 
Immediate attention given to appli- 
cants that can furnish a record of past 
formance that shows they were 
oten in their organization as sales- 
men. Must be able to finance them- 
selves, and come to the factory for per- 
sonal interview. All correspondence 
strictly confidential. Address E-477, 
care t and Shoe Recorder, 207 
South St., Boston, Mass. 

















HOSIERY SALESMEN 


Several profitable territories open to 
high grade shoe salesmen who wish 
to carry several good selling numbers 
of ladies’ silk hosiery on which we can 
~ e excellent service. All active num- 

rs. Commission basis only. Address 
K-584 care Boot and Shoe Recorder, 
127 Duane St., New York. 





POSITION WANTED 


BUYER AND MANAGER—Desirous making 
change. Eighteen ears experience men’s, wo- 
men’s, and — s s shoes. Retail.’ Address E-501 
Boot and Shoe Recorder, 801 Leather Trades 
Bidg. St. Louis, Me 











WANTED—Salesmen to sell our 
popular priced Men's Dress Welts in 
Nebraska, Illinois, Indiana, Michigan 
and southern Iowa. Only experienced 
shoe sal inted with the 
trade need esely. LaCrosse Boot & 
Shoe Mfg. Co., LaCrosse, Wis. 











7OUNG MAN 28 years old, not married, with 
six years experience in retail shoe and ‘Sime 
furnishing business wants to make change. 
line peeluved. Would accept with d 
store or chain store with possibility of — 
Can give pat of reference from present quaheun. 
Address C. C. Jenkins, Box 102, Way Cross, Ga. 





GALESMAN, 28, hustler, — pany eee Eastern 


gressive shoe and sl 
for volume Ss 
Shoe Recorder, 207 South Street, Boston, Mass. 





I WANT a good salesman who can sell 

stitchdowns to large trade and 
develop into a sales manager. Write or 
wire to A. H. Kreider, care Maryland 
Shoe Mfg. Co., 56 E. Washington St., 
Hagerstown, Md. 





cen gp SALESLADY — Model desires 

position in Boston of W 

Manufacturing Concern. Six perience—4 

Foot. Best of references. Address E-503 care Boot 

a Shoe Recorder, 207 South Street, Boston, 
ass. 





BUYER & MANAGER WANTED 





High Power Salesman 


WANTED" by live shoe manufactur- 
img concern to cover Pennsylvania 
and Ohio. Strongest popular p 
lines novelty light welts on the market. 
Big proposition for a big man. Must 
have —~ — ,!- n territory and 
a successful record. None other need 
apply. State full details and refer- 
ences in first letter. Address E-488 
eare Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 











WANTED ‘Shoe Buyer and @x- 
jenced in women’s and children's "ol 


per 
= yy hk , e-4F, tt. Hont- 


ington, West Va. 





MANAGER WANTED 


MANAGER WANTED—Experienced 
man to manage shoe store in Ce. Penn. 


8 one town. cellent opportunity. Address 
58, Greensburg, Pa. 





WANTED—By Public Accountant—Man under 

thirty-five with shoe factory experie 

familiar with shoes. Address cos E-490 care 

aeet and Shoe Recorder, 207 South Street, Boston, 
ass. 





WANTED Services of a man experienced in 
the rubber business, who can act as Execu- 
tive, make the purchases and have general charge 
of the business of a successful wholesale rubber 
concern. This is a rare opportunity for the right 
man. Make application, ee with references, 
and Address 1 care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 





OPPORTUNITY 








OPPORTUNITY 


Enterprising shoe manufacturing 
company with clean successful record 
invites new capital for a safe expansion 
program. Promising future for the 
right party. Preference will be given 
to capable sales ive who can take 
charge of selling. Give full credentials 
im first letter. Address E-492 care Boot 
and Shoe Recorder, 207 South Street, 
Boston, Mass. 

















LINE WANTED 


WANT ACTED — Cie Line. Texas and Oklahoma. 
Ladies priced turns preferred. Car- 
ried in stock. wt) above states twelve years. 
Have following. Address E-500 care Boot Shoe 
ecorder, 207 South Street. Boston, Mass. 








YOUNG MAN 26, medium grade line women’s 
and children’s shoes for Eastern Penna. Whole- 
saler or jobber. Address E-497 care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





ALESMAN with a large following throughout 
Se ctate of Cate hio, wishes to connect with a 
manufacturer line of women’s novelty 
line, popular price. Would also consider a 
line of children’s shoes. Will vailable January 
Ist, 1924. Address E-498 care t and Shoe Re- 
corder, 127 Duane St., New York, N. Y. 


ANTED—Live wire line of Women’s Flexible 
McKays and — for wholesale trade on a 
commission basis from aa a by 
long established Boston Selling Address 
id Shoe Roorkee s 207 South 





Street, Boston, -Mass. 





FOR RENT 


Fes yay store rooms, 
business heart 
Sines 12 Test ‘and 10x75. y-& for 





703 
Pa. 
Im- 


‘Reading, 
lines. 


of R 
any 
ion. 4 147 Penn 
yy -ylecamdlmmaee 





Parties having valuable lease for 

of years on store foot front, — 

location, in live City of 200,000, 

ticularly adapted for shoes, ‘will j= 

let store b condi- 

tions render them unable to make use 
E-496 care Boot and 
207 South Street, 
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FOR SALE 


WANTED TO PURCHASE 





Fes My miles from Chicago, family 

Established trade. New stock— 

inventories | ‘s, 500. —— for $4,500. Will do 

$15,000 a Cheap Good lease. Address 

E-493 Boot rr Shoe. ecesden, 189 W. Madison 
St., Chicago, Ill. 


FoR SALE—Neighborhood Cleveland Shoe Store. 
Up to date fixtures, good lease, clean stock. 
Fixtures and stock inventories is, og Stock - 
be reduced to suit buyer. Job 








wanted. I Ee Schwartz, 752 Font “a2 Street, 

Cleveland, 

Fe! SALE nee be be egy Wap ler = 
ongins 280 Eight mont 


Perfect. — ty cheap. 433 Grand ‘St, 
New York. Talotbone Groen 52 9245. 


R SALE—Shoe store in business section of 

Providence. Established 10 years; 35 ft. long, 
12 ft. wide. A new up-to-date stock. Retiring f from 
business. Ad E-494 care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 








R SALE—A Good Slore in a Good Town— 

This is an ng Ty IF old shoe 
store in a good, live town. Poor th only makes 
me give it up. — lease expires April 1, 1924 and 
I have a three y tion beyond that date on the 
store. | must ell b ore April 1. I have built up a 
ae substantial business in a central location of 

lisle, Pa. It is a busy manufacturing town of 
11,000 inhabitants, with several large factories 
and many small ones. I also draw on the college 
trade of Dickinson College and Law School and 
the steady business of the farms surrounding 
Carlisle. Tr sincerely feel a buyer could make this 


opportunity yield profits ® the future. For 
further particulars, p= An W. C. Stuart, 30 West 
High Street, Carlisle, Pa. 


FOR SALE 


In a prosperous Eastern Massachu- 
setts City of 40,000, a family Shoe 
Store established more than quarter 
of a century on quality foot gear for 
“the whole family.’ Excellent loca- 
tion with favorable lease. Attractive 
shop inside and eut. Clean stock of 
about $25,000. Could easily be reduced 
to the advantage of any prospective 
interests. Exceptional opportunity for 
a couple of hustlers. Solicitions will 
be tr d fidential. Address E-495 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


























WANTED TO PURCHASE 








et A Ft —_ ra ishert ~ hay or os 
as merchandise. Gee no object. 


For 30 years our 
Bank and mercantile reference 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 








CASH PAID 
sudo ty at 


KIRSCH-BLACHER CO.., Inc. 
293 Church St., New York, N. Y. 
Phone Canal 0679 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will 
yd, Ff, To - eteck. of cheen 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 











HIGHEST CASH PRICES PAID 


1890. 
MAX GLAUBERG 
52 Lispenard Street, New York City 
We also purchase clothing, hats, furnish- 
ing goods, etc. Phone Canal 9633 








CASH PAID 


pe cise eee of guuhe ante ff chemo 
for other merchandise. Leases taken over. We 


Kalter Cerf. Bereantiie Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5163. 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N Y 
P sow SELL ne 6874 
WILL FOR 
BUY { SURPLUS STO sTocks CASH 
Bargains in shoes always on ry --3 for special 
sales and bargain basements 














MISCELLANEOUS 











IMPORTANT 
TO 
MERCHANTS 


We are insuring retail shoe 
merchants today as we have 
been doing for the past five years. 
Our policy will interest you. It 
means a saving of at least 25 per 
cent on your insurance costs. 
Don’t be misled by any reports 
to the contrary. Cut this ad- 
vertisement out as a reminder 
of the first and foremost com- 
pany to specialize in fire in- 
surance for retail shoe mer- 
chants. Better still, write today 
for sample policy. 


FITCHBURG MUTUAL 
FIRE INSURANCE COMPANY 


Fitchburg, Mass. 

















Milbradt Rolling 
Step Ladders 


are made in a great 
;| many styles to suit all 
= kinds of stores and 


able = to get along 
help, a = 
wear age 


Write for our lates’ 

catalog shaniantl 

atyles of ladders as well 
as other store fixtures. 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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‘The Crawford 


Arch Supporting Shank 
keeps the Arch Young 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 
porting Shank prolongs that youthful, ee ee 
springy walk in those who are leaving the shank to the insole, and which is 


flush with the insole, you will find this 


youth behind. trade mark. Look for the trade mark. 
It is your protection. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. f] 


SPLIT RIVET 


LOCK! SHANK 
The Crawford Arch Supporting Shank Sinote 
is built right into the shoe — fitted be- x 
tween the inner and outer sole and vy 
locked to the insole. It cannot abrade 


the skin. Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Dealer Influence is secured thru advertising in the Beot and Shoe Recorder. 
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REPGO DYE 


and 

* coloring biack, all kinds of russet, taf ©" 

®ather shoes. ; 
DIRECTIONS wit 

x WELL before using. Clean the surface eit 
a 3 Apply the dye freely and evenly ot P 


with a hand or machine brusb- ptt e 
leathers, 4 


D> tot allow IMPORTANT 
ther quic the can to stand open any longet t 
Sey it If, however, evaporation takes place 

SP ntition add a little wood or denatured alco’ 


UNITED 
“Hor REPAIRING MACH 


COM" ANY ; 
BostTron, MASS: 





For Sale by Shoe Findings Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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The “AdorA” shoe is produced in a locality where the most skilled.turn shoe 
workers are born and bred. Generations of men and women have developed 
the highest possible degree of efficiency in turn shoemaking. In recogni- 
tion of what seems to be an almost inevitable demand for sandals the 
coming season, we have added to our line three new and attractive patterns, 
attractively priced. These we. believe are going to be big selling numbers. 





“ZAZA” 


> 
| 
/ | 
IS fi | | 
) 
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S 
| 


< 
< 
< 
< 
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A Snappy Spring Sandal just added to our regular line. Illustration 
shows it in Patent Chrome. Carries 9-8 heel. Medium toe last. We 
show the same above in the new shades of Gray and Tan Nubuck; 
also in white and colored leathers. 


1 
F. E. Adams Shoe Conon 


Seabrook. N. HL 


Boston New York Chicago S 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bidg., Room 810 (ott 


Al 





S\ 





Address all correspond to the factory AF 
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every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second class mat- 
Office at Boston, Mass., under the act of Congress of March 23, 1879. Subscription price, $5.00 2 year. Printed in U.S.A. 
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They jumped into 


evertasting favor! 


NewYork Gloversville Boston 

Distributi ng Force 
ARTHUR 5S. PATTEN LEATHER CO. StLouis GEOW NEWMAN LEATHER CO, Cincinnati 
McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 


























_—~— 
Sito v ., Que. 
TANNERS 


Levor Grain Kid 
Cabrettias” 
Levor Grain Goat 


“Chevreties” 


of Gmeuca 
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“Three of a Kind 
Beats a Full House” 











“That is not good poker but it is good stock 
keeping. I used to have my shelves piled with 
all kinds of arch-support shoes. Never knew 
where I was at. 


“‘Now I’ve cleaned them all out but three, 
FISHER’S Nos. 078, 054 and 018. Why tie 
up my money in an unmanageable stock of 
arch-supports when three well selected models 
will fill every need of my customers? 


“Three of a kind, certainly—all FISHER 
Arch-Supports. I’m the dealer and I’m in the 
shoe game to stay.” 


FISH 





FISHER’S 
ARCH-SUPPORTING 
COMFORTS 


Special Arch-Support Construction 


IN STOCK 


Genuine Vici, Flexible McKay. Triple E Wide, 
Full Ankle Last. Reinforced Spring-Steei Shank 
(3 rivets). Extra long Instep and Arch-Supporting 
Sole Leather Counter. Soft Leather Covered Cushion 
Insole, High Quality Outer-Sole, Wingfoot Rubber 
heel. 


No. 078—Boot, 7 }z-in. Qtr.................$2.85 
Oe ES Sere eer 
No. 018—One Strap 

Be SE ID Gs. « « hh bec cccncsseccce 2.50 


Black or_Brown Vici, 
5 Per Cent, 30!Days. 


TSHER Of 


LYNN, MASSACHUSETTS 


Boston Office: 216 Lincoln Street 


Chicago Office: 189 W. Madison Street 
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The Buckminster 


In Tan No. 057 
In Black No. 059 


A Boarded Viking Oxford of medium 
weight — equally desirable for Winter or 
Spring wear. Extra heavy 15iron single 
sole with § inch heel. 


AA,A, 7-12 ~ B, 6-12 C, D, 5-12 


The dealer who ties up aggressively with the Nettleton national 
advertising finds the Nettleton name a valuable ‘asset to his store. 
Dealer co-operation of the highest type and an In-Stock Department 
containing 30 styles of Shoes, Oxfords and a Riding Boot help 
to make the Nettleton agency a valuable one for the aggressive 
retailer. 

Write us for our new catalogue — and 
the story of “The Nettleton Idea”. 


A. E. NETTLETON CO. 


H. W. COOK, President 
SYRACUSE ° . - NEW YORK 


lettleton 


SHOES oO F weO RTH 


MEN LIKE TO SAY THEY WEAR THEM 
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» sew DAN YP», 


V 


Shoe at left, shown 
by courtesy of 


Claremont Shoe Co. 
Haverhill, Mass. 


Made of 
“Vole Kid 
Color 19 


Camel 


Quarter Lining 
Color 222 


Autumn Brown 


ADOT ADCS 
7 
SO 


MS 


D7 


Shoe at right, shown 
i by courtesy of ie 
4 


I. Miller and Sons 
Brooklyn, N.Y. 
Made of 
“Vode Kid 
Color 170 
Oriental Pearl, 
Trimming of 
Patent, Silver Edge 
Beading 
Quarter Lining 
of Color 70 Gray 


c 
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‘Vode Kid 


We Do Not Plan With 
Shoes Only In Mind 


We never relax in painstaking study of 
the general color trend as applied to 
fashion. 


What will be the preferred colors in dress 
is now an all important question with our 
customers. 


Our information on this subject is as far 
advanced and authentic as, we think, 
anyone can have. 

The success with which VODE Colors 
are employed by the most critical makers 
of footwear is plain index that our 
sources of information are “right.” 


The tendency toward the featuringof certain patterns of shoes in a 
variety of color combinations for different occasions is steadily grow- 
ing. 
The comprehensiveness of VODE colors, coupled with their peculiar 
richness, will unquestionably aid you in following this profitable 
style tendency. 


We recommend for Spring: 


Color 17 AIREDALE Color 51 FAWN 

Color 19 CAMEL Color 111 TAN 

Color 112 BOMBAY Color9 FOG GRAY 

Color B GOLDEN BROWN Color70 JACK RABBIT 
Color A HAVANA BROWN Color 170 ORIENTAL PEARL 
Color 222 AUTUMN BROWN Color6 CHINESE YELLOW 
Color 50 WHITE Color 38 BLUE 


Color 39 MIDNIGHT BLUE Color 61 MEDIUM GREEN 
Color 140 LIGHT BLUE Color 361 YU CHI 

Color 48 LAVENDER Color 161 KARA 

Color 340 CLOISONNE’ Color 62 APPLE GREEN 
Color 46 RED Color 546 CHINESE RED 
Color 246 LACQUER Color 211 YUCATAN 


A decided finishing touch to the Shoe—Quarter Linings of GRAY, W HITE, CAMEL, 
GOLDEN BROWN, AUTUMN BROWN and FAWN shades of “Vode Ka 


The Standard Kid Co. 


Headquarters 


NEW YORK 
CHICAGO 


Boston, Mass. 


CINCINNATI 
ST. LOUIS 


PHILADELPHIA 
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argest Man Ufacturers of Box Toes in the World 
ill SUMMER STREET. BOSTON. 


Re, St Lowis 





= 








QA Ties 
“SELECTED FOR SERVICE” 


Strong, durable, water proof and perspiration proof VULCO-UNIT BOX TOES 
furnish a dependable toe structure for heavy service shoes. Add to the life and com- 
fort of your shoes by insisting they be made up with VULCO-UNIT BOX TOES 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


MPCs, CO. 


BR} GEO.A.SPRINGMEIER CO. Cincinnati 
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Fallen Arches and Flat Foot 


For 20 years the Arrowsmith Arch Props 
have been relieving and correcting painful 
foot conditions. 








Arrowsmith Arch Prop adjustable to all 
conditions. 


Arrowsmith Arch Props fit inside any shoe. 


TRADE 
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eAnnouncement / 


A complete reorganization of this company having 
been effected, we are now in a position to handle our 
old trade better than ever. The well-known Arrow- 
smith Foot Specialties will be manufactured and 
distributed under the following trade names as here- 


tofore: 


Adjustable Arch Prop 
**Universale”’ Leather 
Arch Adjuster 
**Universale”’ Sore Heel 
Elevator 
**Foot-o-print”’ 
**Anterior-Metatarsal’”’ 
Arch Prop 
Improved ‘‘Foot-Pad”’ 
Arch Prop Adjuster 
Improved 
Special Arch Prop 
Instep Supporter 
Featherweight-Arch 
Support 
Surgeon’s Foot-Brace 
“First-Aid” ‘“Foot- 
Restur”’ 
“Kant-Slip” Arch 
Support re 
*‘No-Pain’”’ Arch Sup- 
port 


Harvard Arch Support 
Foot-Arch 


“First-Aid”’ Heel 
Cushion 


“‘Insyde Heel-Grip”’ 


“Anti-Sweat”’ Inner 
Sole Medicated 


Bunion Shield 

*“Curo-Bunion”’ Salve 

“First-Aid”’ “Curo- 
pad” 

“First-Aid”’ “Toe- 
Strate”’ 


*Cal-Corn-O”’ 

Corn Plaster 

Comfort Soap 

*Curo-Foot”’? Balm 

**First-Aid’’ Foot Pow- 
der 

**First-Aid’’ Foot Com- 
fort Set 


Do not failto specify “Arrowsmith” Goods—The Gen- 
uine Goods of Superior Quality. Be the live one in 
your town! Reorganize with us! Take on Foot Relief 
Service. Make bigger profits! 





Write for Catalog and New Low Price List—Rush! 











ARROWSMITH MFG. CO., Inc. 
148 Chambers Street 
=== NEW YORK, N. Y. == 
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United Last Company Service at Auburn, Me. 





The firm of Fitz Bros. Co. is one of the Fitz Bros. Co. bring to the shoe manu- 
pioneer last manufacturing houses of facturers of Auburn an experience in 
the United States. last making second to none. 


Its founders, Amos and Ira Fitz, were 
the originators of the Teleseope Last, 


and numerous other advances in the 
last making art. branches is joined with theirs. 


As with all United Last branches, the 
accumulated experience of all our 


UNITED LAST COMPANY 


Headquarters—BOSTON, MASS. 
TEN FACTORIES SEVEN SHOW ROOMS 


BROCKTON ROCHESTER BOSTON 


212 Essex St. 
NEWARK HAVERHILL Os NEW YORK 
LYNN AUBURN SQ Ye, 1402 Bush Terminal Bldg. 


CHICAGO "ST. LOUIS AS W//7 003 Syren st. 


NEW YORK MILWAUKEE ‘a ST. LOUIS 
SA) yp Adv. Bidg., Rm. 303 
A » ; CHICAGO 
Affiliated Company Peoples Life Bldg., Room 301 
United Last Company, Ltd. PHILADELPHIA 
331 Arch St. 


gue ge MILWAUKEE 
with Branch Office at Toronto 10 Metropolitan Bldg. 
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B “47L 
Women’s Field Mouse Kid quarter and vamp, 
Airedale ooze caif vamp collar, Iris 1-strap Sandal, 
McKay sole, Savery Test, 1%- inch covered fuli 
Louis heel. Price $6.5 


B 0588D 
Women's Airedale Ooze calf quarter and vamp, 
Rosita 3-strap sandal, imitation collar, ti  ayheng 
stay, Savery fast. turn sole, 134-inch full 





Style Shoes of 


Quality 
For Early Spring 


Two advance Spring styles that have 
the correct degree of smartness to 
attract women who admire fashion- 
able footwear. 


They are not carried in stock, but we 
can make them to your special order, 
in a variety of Spring colors, and 
ship them within three weeks from 
receipt of order. 


Have you seen our com- 
plete line of Style Shoes 
of Quality forearly Spring 
selling? If not, wire us 
and we will have one of 
our salesmen call on you. 
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Cash Checks 





Alden fine shoes 
Many styles $9.50 


There are twenty-five styles of Al- 
den fine shoes and oxfords for men 
on special display this week in our 
big center window ranging from the 
heavy double sole grain shoe for 
heavy weather to the strictly for- 
mal full dress shoe. Most styles 
$9.50 a pair. 


Alden shoes are the first fine shoes 
that have sold for less than $10.00 
since the war. The reason this is 
possible is that the Alden shoes are 
standardized, using only certain 
leathers, lasts and patterns in com- 
bination and the saving in manu- 
facture thereby is enjoyed by the 
ultimate consumer. 


ONLY HERE IN SACRAMENTO 


7th and K 


(= 
C.H.ALDEN CO 
ITY 


U.s.% 


A Prominent 
Retailer’ 
age 


The ALDEN Shoe 


Explains the Alden Idea 
to His Customers 


The advertisement shown here 
illustrates exactly what our plan 
permits every store retailing 
Alden Shoes to offer men who 
want truly fine shoes at reason- 
able prices. 


The past four years during which 
we have concentrated upon a 
limited rangeof standard styles, 
leathers, lasts and patterns have 
proven beyond doubt that the 
economies we have effected have 
greatly assisted Alden dealers 
in giving better value, at no 
sacrifice of profit. 


Our plan also includes quick 
delivery service on certain 
lines altho’ this is not an 
in stock proposition. 


*LAVE NSONS, Inc., of SACRAMENTO, one of the 
best shoe retailing establishments on the Pacific Coast. 


C. H. ALDEN COMPANY 


Boston Office) 
10 HIGH STREET 


Factory 
ABINGTON, MASS. 











SS — 
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GREETING! 


T, our customers and those who 
may be our customers we extend the 
wish that the coming year may prove 
a most pleasant and prosperous one. 
With this greeting goes the desire to 
serve our trade well and faithfully 
during 1924. 





Our Spring line will be shown at the Imperial 
Hotel, Broadway and 32nd Street, New York 
City, during the month of Fanuary by our Mr. 
John M. Hartman. 








Thomson-Crooker Shoe Co. 
18-26 Station Street Boston, Mass. 
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NEW EFFECT 


FROM THE 


O'CONNOR 


& 
GOLDBERG 


CHICAGO SHOPS 
MADE FROM 


FBsCWHITE 
GLAZED KID 

















White Glazed Kid Shoes Are 






Indispensable To Her Summer Wardrobe 


HATEVER else she buys for 
whatever occasion, she knows 
she cannot get along without some 
dainty white kid shoes for next 
summer. 
You know she’ll have crisp white linen suits, 


and fluffy dresses of airy organdie voile and 
muslin. 


To wear with such dresses any but shoes of 
pure, gleaming white glazed kid, or any that 
give her feet a heavy look is in questionable 
taste. 


F. B. & C. White Glazed Kid has been largely 
responsible for accentuating the staple mer- 
chandising value of white glazed kid. 


Its quiet elegance is accentuated by its highly 
glazed surface—the despair of imitators. 


‘‘The Glaze That Stays’’ 


Dirt and dust cannot easily adhere to F. B. & 
C. White Glazed Kid shoes, and such as does 
may be instantly brushed off with a soft cloth. 
The glaze remains indefinitely. 


Amalgamated Leather Companies 


INCORPORATED 
22-24 North 5th St., Philadelphia, Penn. 


Factories; Wilmington, Del. 


Stores that boast the patron- 
age of gentlewomen almost 
unfailingly call for F. B. & C. 
White Glazed Kid in placing 


orders. 


With them nothing takes the 
place of the original F. B. & 
C. White Glazed Kid which 
we presented the shoe world. 
We hope to be able to supply 
F. B. & C. White Glazed Kid 
to all who require it for the 
coming months. 


We hope—because, as in for- 
mer years, the present de- 
mandindicates that late orders 
may have to carry a sub- 
stitute. 
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They‘re all coming to 
DRYDEN Double-Wear 
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SPORT SOLES 





a#4 
Its a Hit! 


For all sport shoes in 1924, VULCREPE SPORT 
SOLES will be the thing! 


So say most dealers and manufacturers who have 
seen it. 


Dryden Double-Wear VULCREPE Sport Soles 
makes shoes more saleable because it is sporty in 
appearance. VULCREPE is comfortable be- 
cause it is as soft and springy as a sole can be 
that is firm enough to afford protection from 
stones and sharp objects under foot. 


New, but not untried, for 
VULCREPE is of a compound All the advantages of Unvulcanized crepe with 


that has successfully stood none of its disadvantages. 
every test of wear. The 


knurled tread surface gives a “There’s Double Wear in Every Pair.” 
sure, firm grip on either 


pavement or turf. 


“ll ») DY IDIEIN 
ACHICAGO --- BOSTON - DETDOIT - St LOUIS 
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©The Essentials - to perfec footwear 


You want them all—the essentials to perfect foorwear. 
You want the individuality and style that exclusive shoe 
designers best express with Vici kid. 

You want the distinctiveness that comes in the lustrous 
colors of Vici kid and the elegance that comes in its finish. 
You want the fic that is assured by its pliabilicy and the 
service assured by its quality. 

For more than thirty years Vici kid has been universally 
approved as the essential leather for fashionable footwear. 
Tell your dealer you want shoes of Vici kid. No other 
leather combines ALL the advantages of Vici kid. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agents: LUCTUS BEEBE & SONS, Boron 
elim Age es = ah pore of he wort 


This advertisement appears in The 
Saturday Evening Post, issue of 
December agth and The Literary 
Digest, issue of January 12th. 
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Vici kid for 
shoes of quality 





This is the trade mark 
of VICI kid 


VICI kid was created by 
Robert H. Foerderer in 
1890 and has been manu- 
factured by Robert H. 
Foerderer, Inc., exclusively 
for 33 years. 


VICI kid is the most satisfactory of all leathers 
for shoes of quality. Its colors, finish and work- 
ing qualities meet the most exacting require- 
ments of the style designer. 


It is only natural, therefore, that shoes of VICI 
kid should give the retailer a ready answer to 
the demand for distinctive patterns and color 
variety. 


Discriminating men and women choose shoes 
of VICI kid for their finish and coloring, their 
fine appearance and all-around satisfaction. 


Show shoes of VICI kid to the customer you 
want to please. No other leather combines all 
the advantages of VICI kid. 


ROBERT H. FOERDERER, INC. 
PHILADELPHIA 


Selling agents in all parts of the world 


VICI kid 


Reg. U. S. Pat. Off. 
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Q Prosperous New Year 


That 1924 may bring to all our friends success, happiness 
and all manner of good things is our sincere and heartfelt wish. 





At the same time we desire to express our appreciation for 
your generous consideration in the past and to pledge ourselves 
to serve you faithfully in the coming year. 


C. P. FORD & CO., Inc. 
ROCHESTER - - - - NEW YORK 
New York City: 127 Duane Street 


Your Opportunity 


Get the best values in the market. Just ask 
to see the wonderful shoes we are making; all 
Calf Skins, Tan and Black, to retail at $6.00 
and $7.00, priced so that you can make a profit 
for yourself. 


Terma 2% 30 We can also satisfy your customer who wants 
eatin: them for $5.00. 


UNION MADE 
Weber Bros. Shoe Co. 


NORTH [ADAMS, MASS. 
New York Office, H. Harris, 1328 Broadway, Marbridge Building : i 
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ucoings Seminole Calf 


_Wo 31 





Take two shoes of the same last, pattern and make— 
both made from calf of approximately the same 
shade but of two different tannages. Compare them 
for: appearance, salability and worth. You will find 
that the leather defines a marked difference between 
the two shoes, even though they cost the same. 





A host of careful buyers, who have studied the rela- 
tive merits of different leathers, make sure of getting 
the most for their money by invariably specifying and 
insisting upon Rueping’s SEMINOLE Calf. 

Write for Color Card 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


Branches : Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 





A “Certified” Shoe of Ru eping’s 
SEMINOLE CALF, Color No. 31. 
Creased vamp; _ toe; light 
leather box; blac’ piping on top; 
sloop edge; 14 sole. Stock No. 861. 
Price, $6.00. Made by 


STONEFIELD-EVANS SHOE CO. 
Rockford Illinois 
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No. 5120—High Grade 
Turn, Embossed Silver, 
cut out quarter, 13-8 Baby 
Spanish heel. Same in 16-8 
Spanish and 12-8 Block 
heel. 


Widths A to C 


Limited Number on Hand 





YOUR LAST CHANCE TO BUY EVENING SLIPPERS 


—AND AT A PRICE 








The “ULTRA” 


| 











MOLTO en TT eniiiy 
IN STOCK 
HOU 


No. 5125—As 5120 with- 
out front strap. Two cut 
outs on quarter. Also 
16-8 Spanish and 12-8 
Block heel. 

















SPECIAL INDUCEMENT! 


12 Pairs to a Width (the minimum) 


$4.50 ner 


10 Days 


M. J. SAKS SHOE CORP. 


157 Duane St., New York 


Sizes 3 to 8 





Wire Your Order 


















No. 6510—Black Kid retuned Black 
Ooze Tongue.. ‘ . .83.80 








Made on order, in 12 
pair lots only. De- 
livery in about 3 
weeks. 
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|GARDINER’S “600 LINE”— 


This line will fit in be- 
tween your comforts and 
your extreme novelties. 
It appeals to more Wwom- 
en than any other type of 
footwear. 


Introduced, experiment- 
ally, by our salesmen, 
these Hand-Turned, Su- 
preme-Fitting shoes have 
been so successful that we 
are making them a per- 
manent part of our line. . 











flesees 





H. K. GARDINER COMPANY 
PITTSFIELD, N. H. 
Boston Sample Room, 134 Lincoln Street 


SS SS SS _— > SS 
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No. 651—Black Kid One-Strap, Imi- 
tation Tip 3.30 








No. 641—Black Gun-Metal Calf 
Strap Cut-Out Sandal 


See —_) 
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In Stock 
No. 173—PATENT LEATHER - No. 273—DULL CALF 
Danse Last - AA to D - 5toll 


$5.00 


‘Buy Good Shoes from Stock 


—for Better Business at Lower Cost 


ce Stock departments are kept full of 
correct, good -will- building shoes. The 
wide style selection and complete size range 
enable you to buy to satisfy any demand, 90%. 
Prompt, efficient service allows you to order 
moderately and reorder with assurance. The re- 
sult is quick, clean turnover, greater profit and 
buying problems simplified. Write today for 
Catalogues of J. P.Smith Shoes and Dr. A. Reed 
Cushion Shoes in stock. 


J. P. SMITH SHOE COMPANY 


CHICAGO NEW YORK 


671 N. Sangamon St. 148 Duane Street 
Tel. Monroe 4550 Tel. Canal 4150 
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a king Shoes 


Here is a New Sole that is Really New 
Vulcanized Crepe with Ground Cork 
It Should be Sewed tothe Shoe 
It Will Not Spread—No Retrimming Necessary by Wearer 


Armstrong’s Cork-Crepe Soles are made of coarsely ground cork, 
the best quality crepe vulcanized with a reinforced tip. This gives 


a pebbled, rough surface. 
Cork is used for bottle stoppers because cork will grip even the 


slippery surface of wet glass. 
Cork and crepe make a sole that cannot wear smooth. The new 


Armstrong Cork-Crepe Sole always gives just the “purchase” 
for golf, exactly the “hold” for bowling, and sureness to the step 
in walking. 

The little particles of cork grip—and hold. 

Many manufacturers will show Armstrong Cork-Crepe Soles on 


their Spring lines. Ask for them on your shoes. 
Armstrong Cork Company, Shoe Products Division, Lancaster, Pa. 


Cork - Crepe 
Soles 
{QAO yl 
































=) HERE is a shoe for every occasion, and a Jeather for every shoe. In this day of specializa- 
tion, with specialty shoes fast growing in proportion to the total volume produced, it 
behooves the progressive merchant to avail himself of all available data which will 
enable him intelligently to specify those specialty leathers which are most suitable for the 
specialty shoes which he orders. 

Fred Rueping Leather Company, pioneers in the development of specialty tannages, will 
gladly supply you with literature which will materially aid you in buying specialty shoes 
and your salespeople in selling them. 


RUEPINGS 
RUE-SUEDE 


E points on which a dealer most needs 
assurance with regard to suede shoes are: 
























Will they wear well? 
Will they hold their original finish? 
Will the nap become rough and hard? 


The booklet, “‘The Story of Rue-Suede’’ 
explains the “how and why” of these things 
andsuggests a basis on which you may judge 
the true worth of a piece of suede leather, 
be it RUE-SUEDE or any other tannage. 





RUEPINGS 
RUE-BUCK 
G VERY community affords a good mar- 


ket for buck shoes, of the right sort. 
However, it is important that they be of the 
right sort if “grief” is to be avoided. 
The quality of buck leather is determined by the 
method of tannage. RUE-BUCK is produced by 
a process having many salient features not dup- 
licated elsewhere. The skins used are carefully 
selected for this purpose; not rejected for other 
purposes. 
RUE-BUCK is a product, not a byproduct. The 
difference will show on the right side of your 
ledger. 
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RUEPINGS KIN KIN 
SPORT SHOE LEATHER 


HEN sport shoes first came into vogue the leather used in them was 
of an elk tannage such as used in work shoes and boots. 


Recognizing the sport shoe as a specialty shoe and realizing the need of a 
specialty leather for the purpose, Fred Rueping Leather Company at once 
proceeded to evolve the tannage which is now known the world over as KIN KIN 
SPORT SHOE LEATHER. 


Bringing this tannage to its present stage of efficiency required years of research 
and experiment The result is an outstandingly fine grained, soft elk tanned 
leather that excels not only in refinement of finish and tensile strength, but has 
the added unique feature of elasticity, affording full freedom of motion to the 
foot and preserving the original shape of the shoes. 


Write for “‘The story of KIN KIN’’ a copy for 
yourself and for each of your salespeople 
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cA Color Display That Gives 
Character to Your Store 


HEN you display Daniel Green Slippers at Christ- 

mas or other times, don’t make the mistake of 
massing them for color in a wholesale way that gives the 
impression of a cheap quantity product. 

Daniel Green Slippers will benefit your store the most 
if you do full justice to their quality in your display and 
enhance it as much as possible. 

One of the best ways of doing this is to use a few yards 
of satin of contrasting or neutral color under and behind 
Daniel Green Slippers in your window or case. Drape it 
in the soft folds and “billowed effects” that your window 
man well knows how to make. 

It gives you your one chance to do color advertising in 
your display, and it will give your store a list that will 
amply repay you both directly and indirectly for the trouble. 


PP PSS SP SPP PSPSPS 


DANIEL GREEN FELT SHOE COMPANY 
DOLGEVILLE, NEW YORK 


New York Sales Office Chicago Sales Office Boston Sales Office 
‘116 East 13th Street 189 West Madison Street 10 High Street 


Daniel Green 
Cony Slipp ers 
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TRADE MARI REGISTERED 


THE FINEST WELT MADE 
PARAMOUNT IN STYLE. SUPERIOR IN SERVICE 





ANOTHER DECIDED WATSON SUCCES$ 
MADE ON ORDER 


ALL PATENT ALL SVEDE OR SVEDE 
WITH CALF KID ALLIGATOR OR 
LIZARD TRIMMINGS TO MATCH 


TO RETAIL AT TEN DOLLARS. 


WELT CONSTRUCTION —~TURN APPEARANCH 
MADE POSSIBLE ONLY BY 
EFFORTS CONCENTRATED ON ONE PERFECTED IDEAL 


MADE ONLY BY WATSON—ONLY WATSON COULD 


‘Watson Shoe 


LY NN--MASSACHUSETTS 


BOSTON OFFICE 183 ESSEX ST 
NEW YORK OFFICE 
BARCLAY BLD-B'WAY AT DUANE ST 
A.G. SMITH IN CHARGE 





BOOT AND SHOE RECORDER 


————— a —_— nD — SS DE TEEN Sra free Ore 
eal el re (eS 5 OS OO Ot Soe 





cars Dens - 


Mr. H. L. Nunn 


=—— 


NUNN BUSH & WELDON 
SHOE COMPANY 
MILWAUKEE, WISCONSIN 


‘“*‘JUDGE IT BY ITS USERS’’ 
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pier Letter 


To H. L. NUNN 


Dear Mr. Nunn: — 


A few evenings ago I stopped in front of a new shoe store on Broadway 
near 42nd Street featuring Nunn-Bush shoes and, while admiring the 
shoes in the window, I recalled a portion of one of your advertisements 
which I recently saw—‘“‘There is but one ideal that governs the Nunn- 
Bush policy—a firm determination to produce nothing short of the very 
best.” 


I could not help thinking how great a satisfaction it must be to manu- 
facture so fine a product and to have each pair stamped with your own 
name. And I was also most strongly impressed with the thought that 
since we are not in a position to market our product in a similar manner, 
the next best thing we can do is to see to it that in doing business with you 
we never lose sight of your responsibility to your individual customers. 


In other words, we subscribe to a similar idea for New Castle HAVANA 
BROWN Kid to that which you have always before you—the construc- 
tion of Nunn-Bush shoes. 


While we have never expressed this creed in concrete form, we hope 
and believe that the service we have been able to give you over the past 
few years has proven that. our business standards are very much the 
same. We trust that for many more years we may continue to serve you 
and your organization in the same spirit. 


Yours very truly, 
NEW CASTLE LEATHER CO., INC. 
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OLAR KLOTH 


OTHING has been left un- 
done to make and maintain 
POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 





Distinguished for its Fine Face and 
Even Weave, which give it an 
individual character that is reflected 


in the shoe. 


Thomas, Lake & Whiton, Inc. 


179 South Street 
Boston, Mass., U.S. A. 
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A Trade-Mark Known To Millions 


T is difficult to grasp this word “millions.” Some speak of 
millions of dollars—but not many ever saw a million 
dollars in a single pile. 


Some cities have millions of people, but no shoe man has 
a million customers. 


But when we say that millions of people have become 
familiar with the Armstrong name and the Armstrong Circle 
A Trade-mark in such magazines as the Ladies’ Home Jour- 
nal, Saturday Evening Post, Designer, Delineator, House and 
Garden, House Beautiful, we mean just this. Among that great 
mass of people, there are some who buy their shoes right in 
your store. 


They know the Armstrong name. They know that the 
Circle A Trade-mark stands for quality and durability. 


It means the same on heels as it means on linoleum. 


Specify Armstrong Circle A Heels and you will be able to 
say to your customers, “Yes, that is the best heel I can get. 
It’s made, you know, by the same company that makes 
Armstrong’s Linoleum.” 


ARMSTRONG CORK COMPANY 
Shoe Products Division 
LANCASTER PENNSYLVANIA 


Armstrong 
Circo H ee ls 
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One of the steady sellers in Edwin 
Clapp shoes. An artistic combination 
of style and fitting qualities. De- 
signed and built according to the best 
traditions of 70 years in highest 
grade shoemaking. 


Edwin Clapp & Son, Inc. 
EAST WEYMOUTH, MASS. 


We shall exhibit at the N.S. R. A. Convention, 
Chicago, February 11-14, 1924. Booth No. 83 
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“LEV SANDAL’ 


WINNER BY MORE THAN A TONGUE’S LENGTH 
LEADS FROM THE START 
IN THE 1924 SEASON’S RACE 





ag ee 
£6. Gg, pat: ° 


THE MARK OF GOOD BREEDING 


WATCH THE NEXT ISSUE 


We shall show an impressive picture of the talk of the country 


“ZEV SANDAL” 


Designed by, and all rights protected by, 


COLLINS & STAPLES 


Manufacturers of Women’s Turn Shoes 


HAVERHILL, MASS. 





Some of the concerns which have been licensed to make it: 


Witherell & Dobbins Company Prouty-Daniels Co. Globe Shoe Co. L. B. Dudley Co. 
Geo. B. Leavitt & Company Herbert Humphrey Company Diamond Shoe Co. McElwain, Holmes & Talbot 
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IN STOCK : 


3 °W’S 


e2 Pat. Chrome, Field Mouse 


Top, 3 Bar Collar, Rubber 


Q Heel, McKay 


330—11'4 to 2, D & E, rubber heel. 
331—8\4 to 11; D & E, rubber heel 
332—8 to 11, D & E, spring heel. . 
234—4 to 8, D & E, hand turn, spring heel . 


FQ Same in Tan Calf, Smoked Elk Top 
345 4 —Growing Girls’ 245 to7,C & D, rubber 
heel, broad toe. . 
8510 Growing Girls’ 2% to 7, ‘C&D, 
rubber heel, medium round toe ....... 3. 
© 2, D & E, rubber heel . 
AL. ) & E, rubber heel . 
>» 11, D & E, spring heel. 
fy to 1i, D & E, spring heel, 





‘Honest 


0 
Leqther 


Only laboratory test- 
ed oils and greases, 
meeting rigid require- 
ments, go into ASH- 
LAND OAK. 





We know they are as 
honest as the leather 
they safeguard. 


I 
I 
- 2.60 
& E, welge heel, hand 
: 2.05 


Child's Turn in Combination Leathers, Plain Toe, 
Button, Wheeled Edge. 


200—Child's Patent Vamp, Dull Top, Wedge 
ET itksKenvendanncannesel $1.75 


201—-Infant's, No Heel 1-5 


214—Child’s Patent Vamp, Field Mouse Top, 
Wedge Heel, 3-8....... ° -1.75 


Child's, Turn, Wedge Heel, Pony Cut, Tip, Lace, 
Wheeled Edge, Natural Sole. 


216—Tan Calf, V Fox, 4to8, D& E...... . $1.85 


Weimer, Wright & Watkin Co. 


39 S. Second Street, Philadelphia 





Nothing takes the place of Leather 





OU won’t see the greases 
in HONEST sole leather. 


Their invisible presence in Ashland Oak 
protects the feet from wet pavements 
and cold—adding much to comfort and 
wear. 


ASHLAND LEATHER CO. 


BOSTON + CHICAGO «+ ST.LOUIS 





> 
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The Supplementary Sale 


N designing Eaton-Brewster shoes, the merchant’s interests are deliberately 
considered that he may make a more-than-ordinary turnover. 


Let us take two of the many Eaton-Brewster models and consider the pos- 
sibilities of the Supplementary Sale, and extra profit. Suppose you have sold to a 
customer this distinguished brogue model in the newly imported TAN GAUNT- 
LET GRAIN—a “downtown” business shoe which thoroughly fits and pleases. 


Now—the Supplementary Sale! 


With the stage of fit, comfort and appearance set, with sales resistance at a 
minimum, you offer him this other model With exactly the same fitting qualities, but 


in a modified brogue of BLACK HOLSTER CALF—an “after-dinner” shoe which 
he knows will fit him. 


With this Eaton-Brewster argument, as sound as it is tactful, it is not hard to 
make two profits grow where one grew before. Our customers are doing it every 


day. 
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EATON-BREWSTER COMPANY 


BROCKTON, MASSACHUSETTS 
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Start the New 
Year RIGHT— 
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by stocking up with a quick 
selling, well-known line that 
is at your elbow ready for 
shipment at all times. 


DD DDD DD 


ay 


HERE is no need to fret and fume and 

worry over the coming year or to make 
resofutions that it will be your best year, 
come what will. IT CAN BE YOUR BEST 
YEAR! Just tie up with Rice & Hutchins’ 
service and stocks. Forget overstocking! 
Order when you want to, what you want, 
and in any quantity you need. There is a 
Rice & Hutchins branch within hailing 
distance of your store, stocked with a most 
complete line of footwear for every occasion 
for every member of the family. 





Mr. Dealer, a successful year is ahead for you if you 
will take advantage of the opportunity to keep your 
stocks clean, fresh, and sized up—all the time. Op- 
portunity and Rice & Hutchins service are one and 
the same. 


RICE & HUTCHINS Consider the Educator made for men, women and 
— children—the fastest selling shoe on the market; the 
$4.00 All America, style shoes for men; the Armada, the 
Modified Educator, and Rice & Hutchins style shoes 
for women. These well known nationally advertised 
brands create more than one time sales. 
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GREENWICH 
SANDAL 
Are you ready? Start the New Year right! 


WINDSOR 
FLEX-WELT 


WEE Rice & HUTCHINS 


13 High Street BOSTON, U. S. A. 


Distributing Branches: 
Rice & Hutchins Atlanta Co. Rice & Hutchins Cleveland Co. 
Rice & Hutchins Baltimore Co. Rice & Hutchins New York Co. 
Rice & Hutchins Chicago Co. Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. Jos. 1. Meany & Co., Inc., Phila., Pa. 
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The Trade Winds Freshen as New Year Opens 


Take an Inventory of the Old Year and of Your Store’s 
Qualifications for Service 


HAT general conclusions are we going to draw approximately a 5 per cent increase within the year 


\ \ as to the business year of 1923, and from these 

to paint somewhat of a picture for 1924. On the 
average, merchants and manufacturers enjoyed ten 
months of good business and two months of particu- 
larly poor business in the year 1923. 

How does this compare with former years? Let us go 
back to the pre-war period and we find that the ma- 
jority of factories started shoemaking March first and 
continued brisk until the shut down of July and 
August. Then factories resumed shoemaking through 
the fall months with a similar shut down in January 
and February. This made eight good months out of 
every twelve and it was quite general in the industry. 

All things considered, 1923 was a fair year, much 
better than 1922 and to many, infinitely better than 
1920 and 1921. Taking a clear view of the year from 
the merchant’s viewpoint, he made money in ten 
months and lost it in two. We feel certain that the 

Harvard report of this year will at least show a better 
standing than the 50-50 zeroes of 1922 when there was 
no profit and no loss. 

To verify our own conclusions, we have an com- 
parisons with the reports of the Federal Reserve dis- 
tricts and banking statements and we find that the 
level of wages for the year 1923 has been higher than 
in any previous year and that on the beginning of 1924, 
this scale of wages shows no reduction. 

Basic data of business shows a general upward trend 
to wages and a similar increase in the cost of living. 

In the cost of living, a New York banker finds that 
two months of the national rent goes for taxes and that 
in the city of New York, one-sixth of every man’s yearly 
rent is taken to run the city. This shows that merchants 
and manufacturers have got to do a little “tax think- 
ing” in their own home town. Food prices have had 


and all the sundries show increases. 

By all these tokens, we see that public earnings are 
on the average, high and that it is up to the merchant 
to render good service to get his proper share of busi- 
ness and his ultimate profit. 

It is obvious that this country is on a much better 
footing than any other nation in the world and that 
we can look toward 1924 with not only hope, but ex- 
pectation of a steady and gradual increase in business. 
The winds of adversity can’t blow in the same direction 
continuously and before long, the trade winds will 
freshen as Easter approaches. 

What effect did the old year have on you as a mer- 
chant? Did it make you a better merchant or are you 
where you were a year or five years ago? Progress comes 
only in proportion to the amount of effort we use to 
urge it along. Progress is encouraged by new ideas and 
January the beginning of a new year is an ideal time to 
install new ideas int® your business and acquire new 

hopes for a greater progress in 1924. Progress is born of 
experience. The problems of the past were many and 
perplexing, stimulating you for the emergencies and 
experiences which may arise out of the new year. Your 
progress will depend on how well you solve these 
problems. 

Business succeeds because of ourselves but at no 
times does it exceed ovr own limitations. The measure 
of our success is only as great as our own capabilities 
make it. The problem which confronts each of us and 
on which our success depends is to locate our capa- 
bilities. Our greatest men today are great because they 
have successfully solved their own qualifications. A 
different environment or some minor circumstance in 
early life may have changed their course into a differ- 
ent channel where perhaps at the most they would be 








42 


only commonplace workers. But subconsciously having 
learned wherein they were best fitted they applied 
themselves to the propagation and development of these 
inherent talents for a successful life. 

The foundation determines the height to which your 
business can build. If fundamentally sound the super 
structure is sure to be safe if you adhere to the plans 
originally made. Deviation from a policy once estab- 
lished is always a hazard. Once having determined the 
character of your business adhere tothat determination 
but first be sure you are right. If you decide on a care- 
fully planned budget for the year stick to it through- 
out the year. As the months slip by do not vary your 
original plan of procedure because some unheralded 
incident has arisen for which no provision has been 
made. Perhaps unlooked for competition may arise. 
This may mean greater advertising and dressier win- 
dows. If it does, it merely sharpens your ability and 
your competitor makes of you a keener merchant. So 
do not be thrown out of balance should circumstances 
jar your basis of operation for after the storm is over 
the sun shines more brightly. 

After taking an invoice of your stock why not in- 
ventory your own qualifications. Put down the reasons 
why you think yourself a capable shoe merchant and 
against this enumerate the items in which you are lack- 
ing. If you are as honest in invoicing yourself as you 
were in your stock inventory, you will have a keener 
conception of who you are and what you can do. Hav- 
ing before you the inventories of yourself and your 
merchandise, carefully plan your method of operation 
for the coming year. You can easily see wherein you are 
strong and where you need help. If you are weak in 
buying novelty shoes employ some one who can give 
you the necessarv help. If in need of additional capital, 
consult your banker. If your stock is top heavy, confer 
with your salesforce. Plan with them the best way out. 
Be alert at all times to what your inventories disclosed. 
From these vou have decided your policy which was 
one consistent with the ambition you originally had, 
to lay a foundation for a progressive business. 


The Buckle Tax Muddle 
HE tax collector we have with us always. He is 
not letting a single item get by his vigilant eye. 
Just because the flapper-colonial comes into style 
and some of them are silver plated, Internal Revenue 
Deputy Estes at Washington, makes a specific ruling on 
this particular buckle. 
If you look back in our issue of December first, page 
63, you will note the previous ruling on buckles relative 
‘to the “ordinary commercial steel buckle used on 
ordinary colonials.’’ Upon these evidentally, there is no 
basis for taxation. As the bureau has said in that ruling, 
“It is not intended by Article 21 of Regulations 48, to 
impose a tax on shoe buckles regardless of the material 
of which made and regardless of their utilitarian value, 
but it is intended to tax shoe buckles primarily designed 
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as articles of personal adornment. A shoe buckle de- 
signed as an article of personal adornment and display 
is taxable as jewelry, even though it may also possess 
utilitarian value.” 

Thus you see the subject of colonials is very confus- 
ing in the minds of the Internal Revenue Bureau, but 
not so confusing in the minds of the merchant. Evi- 
dentally, the intent is not to put a tax upon ordinary 
commercial buckles because they serve a purely utili- 
tarian purpose. The cost of the buckle is so small that 
a 5 per cent tax thereon would be insignificant. 

Inasmuch as there is a possibility of a variation of 
interpretation by the different Internal Revenue offi- 
cials of the country, you should, if in doubt, get an 
official ruling because the tax attaches to the total price for 
which the pump is sold including the buckle, unless the 
price of the buckle is billed separately, in which case tax 
attaches only to the price of the buckle. 

It is obvious in many of the colonials that the buckle 
is only of utilitarian value to conceal the goring. It is of 
cheap metal, tinned over and it should not be the intent 
of the government to put a tax thereon. 

We have asked our Washington representative to get 
a clear distinction between buckles taxable and non- 
taxable and hope to have it in an early issue. 

The colonials are swinging into popular demand, as 
preliminary sales indicate, and it is well that we know 
at an early date, the exact status of the tax. 


The Woodpecker Taps and Taps 


HEY tell a story of the farmer and his pigs that 
illustrates pretty well the retailers’ situation 
today. 

The pigs were accustomed to roam in the near-by 
woods and when the farmer wanted them he simply 
rapped on a tree. One day he arrived at the edge of the 
woods and saw his pigs running as hard as they could 
from one tree to another, ignoring all his efforts to 
attract their attention. For a moment he could not 
comprehend what was wrong but presently he caught 
sight of a woodpecker flying from tree to tree and the 
pigs trying to keep up. The tap, tap, tap of the wood- 
pecker had fooled them. 

Isn’t that about the situation in the shoe business? 
The old-style bird busy tapping this style today and 
another tomorrow and you, Mr. Merchant, are out of 
breath trying to keep up. You'll have to listen closer 





‘for the old familiar “profit” tap if you expect regular 


rations. 

January is as good a time as any to decide which call 
you will heed. Do not be misled by extraneous noises 
that always pop up when not expected. Reverses, bad 
business, tight collections, and hard luck are all in the 
woodpecker class keeping the mind chasing first one 
then another and diverting attention from the genuine 
call, which, after all, is the only one that leads to a 
profit. 

Better follow the goose that lays the golden egg. 
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ETTING More Shoes Sold Right: not only “more’’ but “right”; sold 
(5 for the right: purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail mer- 
chants. The chief purpose of the Bool and Shoe Recorder is to help solve it; 
for this is the basic problem upon which depends the progress of the entire 
allied industries relating to shoes and Jeather ; their production and distribution. 

















This Week’s Leading Features 


‘| N January, sell what you have.” 


week’s issue and headed: 


January--The Month of Selling 


through. 


on pages 58 and 59. 





So reads a footnote in the recently published report of the Joint 

Styles Committee composed of manufacturers, retail merchants, whole- 
salers and traveling salesmen. It is decidedly pertinent. But how to do it is 
another question. Unseasonable weather has prevailed to date andmay 
continue to prevail. Rubbers and overshoes haven’t moved as they usually 
do. Just the same, there is a way to do it and we think we have solved the 
problem for you in a six-page section beginning on page 45 in this 


In this section you will find tried and proven ways—advertising ideas 
which have been used to advantage and can be used again if you will take 
time to study the principle underlying them and then study how to apply 
that principle to your own needs. A decidedly helpful article all the way 


Ba if January is the month of selling it is also the month of buying. 
Spring shoes cannot be made in a day and the forehanded merchant 
will.want to be thinking seriously of what will be on his shelves when the 
bluebird comes from the South. Particularly will he want to know about 
color and so we have prepared a color guide for Spring, 1924, which shows 
at a glance what dress colors will be good and what shoe colors should be 
sold to go with the fabric colors. Read “‘Here’s Your Color Guide for Spring,” 
beginning on page 54. “Keeping Step with Fashion,” is another style note 


So here you are—helps which will increase your sales in January and 


which will help you to purchase intelligently for the months to follow. 
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*“Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Entire Floor Devoted to a 
Sale 

Philadelphia, December 27 
—A large department store 
having a shoe section recently 
devoted an entire floor to 
tables full of shoes at a low 
price. Large signs designated 
the sizes on each table and an 
extra large sales force was 
hired to handle the customers. 


Slender Straps Popular 

Lynn, December 27—Manu- 
facturers report slender strap 
models are being ordered in 
large volumes for spring. 


Fat Ankle Models 

Fat ankle shoes during 1923 
sold very freely in all sections 
of the country and manufactur- 
ers report this type reached a 

eat peak in the past year. 

here is strong indication that 
fat ankle shoes will sell well 
again in 1924. 


Evening Slippers Good 

Pittsburgh, December 28— 
Shoe stores here are com- 
mencing to benefit because of 
the response made by both 
men and women here in buy- 
ing “Shoes for the Occasion.” 
Particularly the women are 
buying freely of all types of 
shoes. Evening slippers are 
going well at this time, es- 
pecially in brocade patterns of 
gold and silver. 


Novelty Lizard Pattern 

New York, December 28— 
One of the most recent of 
women’s novelty shoe patterns 
is a lizard slipper on a strap 
model. It has a square toe and 
square heel. Lizard and alli- 
gator models are selling well, 
in slender strap numbers. 


Simplicity in Women’s 
Spring Models 
Brooklyn, December 28— 
Shoes being made here by 
some of the manufacturers of 
women’s smart patterns for 
spring wear indicate more 
simplicity in models. Straps 
are slender and in the spring 
strap models will be numerous. 
Light brown shades at this time 
promise to be very popular. 
Novelties in Haverhill 
Haverhill, December 26— 
Manufacturers are giving the 
women’s novelty shoe pattern 
subject due consideration. Or- 
ders coming in indicates that 
novelties will be worn ex- 
tensively in the spring. 


Light Topped Boots 
New York, December 27— 
Men’s light topped boots are 
selling fairly well, particularly 
on the button patterns. 


Showing White Shoes 

Cleveland, December 26— 
As a measure to reach Cleve- 
land people who plan to go 
South soon during the mid- 
winter period, several shoe 
stores are displaying white 
shoe patterns in both men’s and 
women’s models. 


20,000 Reptile Skins 
Boston, December 27—A 
leather house here had de- 
livered 20,000 embossed alli- 
gator and lizard skins all on 
sample orders. 


Lure of the Runway 

Chicago, December 27— 
The lure of the runway has 
taken the place of the lure of 
the silver screen, for 2500 
oung women asked to be se- 
ec as models on the run- 
way of the big style show of 
the national association. Some 
of them were once “movie 
queens.” 

New Model Service 

New York, December 28— 
A new model service here dis- 
plays models of new style shoes 
all pulled over. The buyer se- 
lects a few models, and his 
manufacturer buys them, at 
$5 each, and makes up shoes 
according to the number of 
airs ordered by the buyer. 

he models are for his exclu- 
sive use. ey 

Knee High Boots 

Salem, Mass., December 27 
—A pair of knee high boots 
was seen here the other day, 
the first for many years. They 
were worn by a “rube” ad- 
vertising a _ theatrical per- 
formance. The last pair of 
knee high boots worn here- 
abouts were the favorite win- 
ter footwear of an old fashioned 

ntleman and scholar. He 
imported them from Paris, 
having had his foot measured 
and a last made while visiting 
there. The boots are now in 
the collections of an historical 
museum, where they are pre- 
served as a type of footwear of 
other days. 


Light Welts Good 
New York, December 26— 
Light welt shoes in novelty 
style for women have sold 
better than was expected. 


Makes Custom Lasts 

Lynn, December 26— W. H. 
Kay, Inc., has bought the last 
factory at 703 Washington 
St., Lynn, and will move in to 
it from its factory on Bennett 
St. This firm makes custom 
lasts, or lasts to the measure of 
the foot. 

Shoe Stores Sold 

Boston, Mass., December 27 
—Several retail shoe merchants 
here did a favorable Christmas 
business in knitted goods includ- 
ing stockings, vests and scarfs. 


The Step In Patterns 


Chicago, December 26— 
“Step Ins” or gore style shoes 
are having a good sale. The 
wearer just steps into them, 
with the aid of a shoe horn. 
They are time saving as well as 
fashionable. 


Imported Brocades 

New York, December 27— 
A merchant here is offering 
“brocade slippers, our own 
importation” for holiday festi- 
vities. These brocades are re- 
commended for the endurance 
of the brilliance of their lustre. 


Paris Colors 
New York, December 26— 
An importing house here is 
offering “Paris Colors.” It is 
importing colored kid from 
Paris. 


Light Welts for Men 

Chicago, December 27— 
Light welt dancing oxfords for 
men are selling uppers in a 
plain lace pattern. They are of 
patent or dull black calf 
leather. Soles are very light and 
flexible. Merchants represent 
that a man wearing them can 
dance longer and with more 
ease. 


Silver Front Gore Pump 

Boston, December 27—One 
of the new and dainty models 
at the Thayer McNeil Com- 
— store is a silver brocade, 
ront gore, pump; with lattice 
work at the sides; the instep 
ornament is a rosette of silver 
ribbon, ornamented at the 
center with an aquamarine 
stone. This model carries a 
16-8 heel. — 
In Dainty Velvets and Satin 

Boston, December 27 — 
Thayer McNeil Co., reports 
a run on velvet slippers for 
evening wear. Another favorite 
is a white satin brocade one 
strap with a 14-8 Spanish 
Louis heel. 


Shoes for Southern Resorts 

Boston, December 27 — 
Shoes and hosiery for South- 
ern resorts are now being shown 
in store windows and interiors. 
Department stores carrying 
shoes are displaying them in 
connection with costumes ap- 
ropriate for summer climes. 
ordan, Marsh & Co., has 
been devoting one of its win- 
dows during the past three 
weeks to a typical Palm Beach 
garden setting, with plaited 
grass tables and chairs. The 
women models were gowned in 
white, with a dash of trim- 
ming in sunflower and apple 
green shades, while the foot- 
wear was in spotless white. A 
strapped and cut-out model in 
linen was shown, as well as an 
oxford in buck. 


Half-Million Dollar Fire 

New York, December 26— 
Loss of approximately $500,- 
000 was sustained on Saturday 
night, December 22, in the 
$1,000,000 plant of Rosen- 
wasser Brothers, shoe manu- 
facturers, Long Island City, in 
one of the hardest fires that 
the New York department has 
had to fight in years. Morris 
Rosenwasser, president of the 
firm, could make no accurate 
estimate of the loss. No em- 
ployees were in the building at 
the time of the fire. Tons of 
hides and finished shoes await- 
ing shipment were burned or 
damaged by smoke and water. 


Promising Year Ahead 

~ Salt Lake City, December 
26—Shoe merchants are eagerly 
looking into 1924 as a promis- 
ing year for the shoe stores. 
Economic conditions here are 
good and there is good reason 
to feel optimistic concerning 
the new year. 


Bags for Hosiery 

Philadelphia, December 26 
—One of the shoe +“ in = 
city is —— a feature o 
opented bags for holding ho- 
siery. They are of heavy silk in 
pastel shades and have a but- 
terfly appliqued on the front. 
The price is $3.50. 


Suede Sandal in Mandalay 

Boston, December 27—An 
exquisite creation in a Manda- 
lay brown suede sandal, cut 
down to the shank, with a 
little silver slide buckle, and 
16-8 Spanish heel, was noted 
at the Thayer McNeil Com- 
me down store the past 
week. 
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There seems to be an utter lack of reasons for clear- 
ance sales at present because sales follow naturally a 
brisk selling season for a clean-up. 

Up to now stocks have been clearing themselves 
gradually. Manufacturing has slowed down to let stocks 
catch up with demand. Demand has been accumulating, 
that’s certain. Business let up just enough to allow the 
wearing out of clothing bought in a year that on the 
whole was a profitable one. The very speed at which 
business traveled during the greater part of the year 
brought on a condition where the buying public felt it 
time to take inventory of stock-on-hand and the 
weather showed them their ward- 
robe was sufficient for the time 


Her Diary 
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January—the Month of Selling 


Emphasis on New in Advertising—Absence of Sales Noted in 
Up-to-the-Minute Survey 


home town sooner or later. But, the merchants have 
taken all these things into account. Advertising shows 
that, and for this reason particular emphasis is placed 
on what is going on outside of the store. 


Merchants’ Efforts Outside the Store 


Merchants’ houses are in order. During the last two 
or three months there’s been a general cleaning up 
inside and attention is directed to the public. With 
nothing internal needing immediate attention the 
public’s purse and need are being measured carefully 
and the relation between those two and the shoe store’s 
product is becoming the real 
foundation for business. 


Her Diary 
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The Outlook as Seen by Others 


Secretary Mellon can see in 
1924 the same factors operating 
that created business in 1923. 

There is very little unemploy- 
ment; people have been very 
generally busy right straight 
along. Strikes have been few and 
far between, and the cost of liv- 
ing is lower than it has been for 
the entire year of 1923. 

The farmers’ income for 1923 
is greater than that of 1922 by 














When a merchant advertises 
at the beginning of January that 
Fall and Winter stocks have 
been cleared away, that merchant 
words his advertisement con- 
structively because he is meeting 
a new demand. That is an 
extreme case yet provides a 
basis for the fact that there is a 
new feeling in business. The old 
order of January clearances is 
swallowed up and forgotten in 
a year that operates in the matter 
of purchasing more on require- 
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more than $1,250,000,000, and 
when the farmer is prosperous 
everybody stands a_ greater 
chance for prosperity in the ebb 
and flow of money, from the 
factory to the farm and back again. 


714 FIFTH AVENUE 


ht 


Money is flowing into this country from abroad from 
investors who want their money to be safe from the 
uncertainties that attend investment abroad. The 
foreigner has more faith in the United States than in 
his own country so far as finances are concerned at any 
rate. * 


Off to a New Start 


The New Year—new feeling—new demand—new 
stocks, it’s the newest New Year however you look at it. 
That isn’t say-so either, if one will look at the advertis- 
ing of today. Prosperity and basis of prosperity may be 
talked about generally—generalizations are vague at 
the best—the merchant with a definite local problem on 
his hands cannot see much beyond it to general under- 
lying causes for improvement notwithstanding the fact 
that every condition of the country is reflected in the 


Between’ Sith and Séth St. Between Sith and Séth Sta sng 
3 very limited two seasons, then an 


Attention-Value Is Nine-Tenths Originality 


ment than on season. First the 
idea of four seasons in the 
714 FIFTH AVENUE = shoe business rather than the 
interlapping of seasons with a 
resultant steadiness of demand. 


Find Your Parallel in Advertising 


In the scramble to attract attention it is refreshing 
and profitable to take a retrospective view of advertis- 
ing. The only test of advertising is whether it is prof- 
itable or not. 


The Formula 


It is like the problem of a doctor. First a diagnosis, 
then the prescription. Every treatment is based upon 
precedent to a great degree, actual conditions of course 
determining how closely precedent is to be followed. 
Each patient presents an individual case; however, in 
treatment there is more than one formula. There are 
Homoeo—and other “paths” in medicine. It is the 
selection of treatment that counts. 

There are advertising formulas galore, there are 
cases paralleling one another; the merchant’s problem 
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as the doctor's is one of selection based on analysis. The 
experience of years of practice in advertising is at the 
command of the merchant just as centuries of practice 
in medicine are at the command of the physician. 

The true professional is the one who can prescribe 
and follow methods that, taken from a mass of possi- 
bilities, logically promise the most. 


Select the Paralleling Store to Yours 

Somewhere there is a store whose advertising case 
runs about as yours. Towns and cities passed through 
on a coast-to-coast trip have a striking sameness. The 
universal traits of homemaking and pursuit of hap- 
piness are carried on regardless of distance or place. 
Some are richer, some poorer, but fundamentally the 
same. The mansion is essential to one; the cottage fiils 
the needs of the other, and both are satisfied with the 
expression of a human trait. The rich present a problem 
of a kind; the poor another peculiar to the poor, etc. 

The store many miles distant can have the same 
difficulties as yours and you can learn a great deal from 
the successful store’s advertising. 

By adaptation, from the best and turning to account 
in principle, any merchant’s advertising will progress in 
power. The real adaptive ability will take care of the 
matter of copying. No ad. should ever be copied in follow- 
ing a method. Mere copying is just a sign of weakness. 


Business Progresses on Ideas 

The greatest and swiftest progress is always made in 
the field where ideas are abundant. Where ideas are 
exchanged in helpful fashion progress is greater still 
The manufacturer would rather have his competitors 
know what is necessary to the conduct of a profitable 
business than to be forced to meet killing competition. 

The merchant who conducts his business on the 
principle of value received is always glad to see another 
merchant adopt methods that lead to a higher appre- 
ciation of all that value received means. The great fault 
in merchandising is not that merchandise is unworthy 
of its price, but that its real worth is not properly 
conveyed to prospective buyers. A true appreciation of 
value always leads to a willingness to pay for it, anda 
willingness to pay for value inevitably leads to a still 
greater appreciation of value. The ball rolls and grows 
with each turn; the circle widens. 


Index to Ad. Analysis 


To be of any value retrospection must take into con- 
sideration all the foregoing ideas and principles. 

The merchants’ stores, ideas, ideals and merchandise 
are reflected in their ads. shown here. That is so in any 
case, in all advertising, because advertising is to busi- 
ness just about what the face is to the mind; it shows 
up what is underneath. 


Some Striking Features 


In all the ads. shown one will notice the absence of 
price display. Wherever the price gets an important 
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position in the advertising, as it does in one or two ex- 
ceptional instances, it is not because it is a low one. 
Rather it is because the merchant feels that the price 
must be used to demonstrate from one angle the abso- 
lute worth of the shoes. 


The Street Shoe 


Another thing, eachad. is given over completely to the 
subject of one type of footwear. If it is a street shoe the 
whole appearance of the advertisement is devoted to the 
street. The copy stresses the importance of walking, the 
subject is carefully covered, one style is shown and the 
complete price range and leathers in that style are 
given place for selling. 


Afternoon Styles 


Afternoon footwear is singled out from the general 
run of footwear. The ads. are planned and written to 
attract the woman who likes to dress up afternoons 
when calling upon her friends. Without making any 
fuss about it this type of ad. fills a need that is felt by a 
vast number of women. 

And then in the evening advertising—just filled with 
the spirit of the dance and the romance that evening 
lights cast about the pleasures after work—there isn’! 
the slightest chance of getting used to wearing one shoe 
for any two occasions even when the lines are so care- 
fully and surely drawn. 


The Health Shoe 


The ort hopedic advertising is another angle that must 
be intelligently handled and kept from infringing upon 
the other types of shoes. The delicate subject of per- 
sonal health is taken up from so many sides and so 
effectively as to supply a merchant with inspiration 
sufficient for a whole season. 


Sports Draw Many Ads. 


In the matter of sports shoes the college girl seems to 
get the greatest attention on the basis perhaps of get- 
ting the advantage of the college life stimulus at the 
very start of a style’s run. 

Low-heeled shoes are featured under this heading, 
and shows that one feature on a shoe may decide its 
classificat:on. ° 


Rubber Advertising 


Merchants seem to be waiting for the stormy weather 
before trying to sell this type of footwear although 
there is need for being forehanded in this as in other 
lines. 

To establish a store as rubber goods headquarters in 
advance of actual buying is to lead readers to that store 
as a natural consequence when the need is felt, and is 
good business. Otherwise the demand is filled on a hit- 
or-miss basis. 
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The Accessory 


Hosiery as yet seems to be the 
one prime accessory of the shoe 
store. The type box as used in 
many advertisements presents an 
opportunity of showing accesso- 
ries that as yet is not fully taken 
advantage of. 


Salesmanship as Displayed in 
Merchants’ Own Words. 


On Street Footwear: 
“Some months ago we began 
to scour the Eastern markets for 
the best values procurable . . 
we began to concentrate in a big 
way upon crowding all the style 
and value we possibly could into 
a great price group at $10. 
“Today thousands of women 
are wearing and talking about 
these shoes.” 
W. M. Laird Company 


“A high ranking shoe of soft, 
serviceable black or tan calfskin 
leather with lots of life made into 
shoes for gentlemen.” 

Hofheimer’s 


“Let Your boy try and wea 
out a pair of these oxfords. That 
challenge goes for golf stockings, 
too.” 


Steigerwalt 





“Are Your Shoes Correctly 
Fitted? 

“No ‘hit or miss’ methods of 
fitting your feet properly at 
Pokorny’s—the wrong shoe for 
the right foot is the beginning of 
foot trouble. 

“Our salesmen are trained in 
the art of correct fitting which 
means that we do even more than 
give you shoe style and shoe 
value—we give you shoe service.” 

Pokorny’s 


In the above the quality of 
wear is convincingly treated. 
There is little question left 
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The Subject Here Is Street Shoes 


Proving a Shoe Is Rightfully Limited 


in Usage 
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AD ANALYSIS 


quality te & Silk—Location of store and 
ity features. 

F. E. Foster Co.—A study in simplicity 
and charm. 

W. M. Laird Co.—A newsy treatment, 
good copy, rangeof style completely covered. 

See forceful copy. Easy 
to read. 


Hofheimer’s—Description next to shoe, 
sales copy below. Layout worth studying. 
Women’s Shoe Sto of a series 
in layout. Proper prices 
display. Distinction achieved. 
Pokorny’s—Domination the keynote. 
Reyer The 4 ion of quality settled 
e's— tion o ity se 
in layout and olliing “talk.” 
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Afternoon Footwear Advertisements 
Pretty Shoes Fit into the Active Woman’s Day Between 


the Hours of Two and Five 











Made E cpressly For 


HANAN & SON 





mANAN & SON 
1328 Chesteut St. 














Remarkable Values for Women 























The Costume Bootery of 
O'CONNOR & GOLDBERG 
at 23 and 25 Madison Sc. East 








A DISTINGUISHED O-G COLONIAL! 


A beautuful pattern, with extremely 
short French vamps featured in 
DULL KID or PATENT LEATHER. 
Complete with buckle, as illustrated. 


Twelve Dollars and a Half 
( 
| Also presented om the O-G Uprown Bastery - 4616 Sheridan Rood 
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STYLE LEADERS 


ALWAYS FIRST TO SHOW THE NEW 
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AD ANALYSIS 


Hanan & Son—Attracts the discriminat- 
ing woman. Selective. 

Hirschman’s—Resourceful method of 
handling price display. Hosiery gets a place, 
too. 

Imperial—An admirable way of utiliz- 


ing every inch of large space. Real sales- 
manship all through. 

O'Connor & Gol —The illustra- 
tion attracts—the copy sells. Concentration 
the basis. 

Fontius—A clever turning to account of 
a style feature. 


regarding the value of shoes thus 
talked about. Objections are 
taken care of simply. The ele- 
ment of “You”’ is strong in them 
all. 
On Afternoon Shoes: 
“Nowhere is the trend of 
Foot-fashion more admirably 
manifested than in the artistic 
creations of Hanan.” 


Hanan & Son 


“The Imperial Introduces 
Style Leaders. Always First to 
Show the New. 

“After a remarkably success- 
ful season we have cleared away 
early fall and winter stocks and 
announce a complete and inter- 
esting showing of advanced foot- 
wear models. 

“Our buyer is just back and 
brings many Parisian novelties 
and styles being shown in the 
smartest Fifth avenue shops.” 


Imperial Shoe Store 


On Evening Footwear: 

“Three irresistible new styles 
of evening slippers are ready to 
help you make your party a 

of course you 
know how good Kayser silk 
hosiery is. Exceptionally beauti- 
ful stockings to match gold 
slippers.” 
Sorensen 


“What makes the smart 
woman smart? Her shoes have 
much to do with it. . . always 
she is seeking the newest of the 
new. 

“Now once each month we 
present not just the newest, but 
the best style of the month, com- 
bining the features most in 
favor.” 

Zesmer’s Bootery 
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“A Psychological Fact! 
“More quality is to be had ina 
shoe for $12 when purchased 
from an establishment whose 
prices start at $12 and end at 
$42 than from shops whose 
prices end at $12.” 

Henning 


“In a season of glittering 
fabrics, foot fashions follow the 
lead in Brocaded Evening Slip- 
pers with trimmings of kid.” 


Stewarl § Co. 


“Think of the really well- 
dressed women you know. In 
every instance you will recall the 
loveliness of their shoes and 
hosiery. Women will find that 
the kind we sell add charming 
completeness to any costume.” 
Volk’s 


On Orthopedic Shoes 


“Activity Is Joy with Her! 

“All my friends are the up- 
and-going kind. Women who do 
things. But I have one friend in 
particular who seems to take a 
keen pleasure in any kind of 
activity—and she’s quite stout, 
too. She says it’s merely a matter 
of shoes—the right kind of shoes. 
This friend of mine wears Lane 
Bryant ADAPTO shoes and she 
says they fit and support her feet 
so perfectly that even a day’s 
Christmas shopping such as we 
had last Friday doesn’t tire her. 


“Tabby True.” 


“. . . Adapto shoes are es- 
pecially designed by Lane Bryant 
to meet the requirements of 
stout women.” 


Lane Bryant 
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The Line Between Daylight 





and Candle 


When the Lights of Evening Glow 
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Silver Slippers 
imported fabric that’s as 
q® as we can find for 
footwear use! 
Gold slippers too of same 
You will realizé on sight 
or when you ty ¢ . 
that we have not - 
Pe 


= anes 


Pecemeneed Peer 
103 South High St. 
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In a Season of Glittering 
Fabrics, Foot Fashions 
Follow the Lead In 
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Sorensen—A notable example of what 
can be done with an out of the ordinary 


shoe. 


Zesmer’s—Built on an idea of one 
special a month. 


Stewart 


the brocade itself. 


AD ANALYSIS 


& Co.—lIn type as dainty as 


Petot Shoe Co.—A low 
with no loss of quality ‘“‘feel.’ 

Volk’s— Distinctive illustrations that 
lead one into interesting copyffor sales. 

The Mirror—An economically prepared, 
effective showing. 


Henning—The editorial in an ad rightly 
handled. 
price featured 
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The Type of Footwear Changes 


Light Is Cleverly Drawn in Advertising 


Like This 
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AD ANALYSIS 


C. H. Baker—Accessories have their 
place in an ad that picks its readers. 

Sanger Bros.—Plentiful copy does not 
interfere with shoe display. 

Sorosis—The box with hosiery special 
ought to be in every ad. 


Hahn—For evening footwear finely 
illustrated. 


Pharaoh-O’Connell—A touch of Eng- 
lish Bootmaking for distinction. 

Ruby—Good name display with layout 
of styles that excite interest. 

Fyfe’s—For study by merchants in 
University. towns. 














“For Feet of Unusual Pro- 
portions. 


‘The woman with— 


—an unusually slender foot 
—an unusually wide foot 
—an unusually long foot 
—an unusually short foot 
“Will find her size here. 


“The most complete shoe size 
range in the city.” 


Evans & Schwart: 


“There’s the new Pedemode 
shop. 

“Tell Pierre to stop, Marion. I 
want to take you in.” 

“It’s no use—I can’t get fitted 
in a smart shoe. I’m resigned to 
dowdiness and comfort.” 

“That's all nonsense—I used 
to have my shoes made to order 
until I found Pedemode’s.”’ 

“But —” 

“Don’t argue, my dear. The 
fitters in here know more about 
feet than anyone you ever met 
and the shoes are stunning.” 

(An automobile conversation.) 


Pedemode 


Real Salesmanship in Copy 

And so it goes. Merchants are 
getting right down to common- 
sense selling in advertising. 

January is going to be a big 
month, not so much because 
fundamentals are right but be- 
cause the individual merchant 
has left his shop that is in selling 
order to cast about for a means to 
connect his product with his 
public’s purse—to fill January 
needs from what he learns out- 
side the shop. 

Advertising is right down to 
the business of selling. And you 
can’t beat selling. 
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BY JOHN W. ALEXANDER 
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IN THE CONGRESSIONAL LIBRARY, WASHING TON,D. C. 


AN 


OUTLINE OF LEATHER 


TWELFTH OF A SERIES 
By FRANK R. SPALDING 


N addition to the millions of raw goat skins and 
hair sheep imported from almost all parts of the 
world into the United States each year and con- 

verted into shoe and fancy leathers, there are quantities 
of skins tanned by the natives in India and the majority 
of them are sent to London and sold through the Lon- 
don auctions. These skins are tanned in crude vegetable 
tannages and whether they are used for bookbindings, 
where by far the largest proportion are used both in 
England and this country,or for cheaper grades of shoe 
leather the original tannage is largely washed out and 
the skins retanned. Besides the quantities that have 
been for years used in bookbindings, many of these 
India tanned skins are used for shopping bags, collar 
boxes, traveling bags, belts, linings and novelties. 

To prepare these India tanned skins, they are first 
washed in borax water and then in clear warm water. 
\s the borax may darken the color, they are given a 
bath inweak solutionof sulphuricacid to brighten them. 
They are then put in a paddle or vat with a strong 
sumac liquor for 30minutes to an hour, then struck out 
and dried. They are then ready for coloring. 

When they are to be used for shoe vppers, they are 


retanned in chrome. It has never been possible, how- 
ever, to wash the old tannage completely out so that 
when tanned in chrome they are as strong in the fiber 
as the skins that come to us in a raw state. 

For bookbinders the skins, after they are colored and 
finished, are split into the desired thickness as the book- 
binder’s leather must be thin to cover the backs and 
fold over the corners of books. The flesh split is often 
given a coating of varnish and used for cheaper grades 
of patent leather. 


The Romans Tanned Skins in Oil 


In our first article we told of specimens of leather 
thet have been handed down by the Chinese that have 
been proved to be more than 3000 years old, and that 
the Romans at an early period of their history made 
leather by tanning skins in oil, alum and bark. Scripture 
also proves that the manufacture of leather is one of the 
oldest of the industries, for if we turn to the Bible in 
Genesis III, 21, we read, “Unto Adam also and to his 
wife did the Lord God make coats of skins and clothed 
them.” 

The first method of preserving hides and skins from 
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The raw stock on its way from India to the American tannery and thence through factory to store and ultimately to the foot. The search 


for fine skins goes on, for leathers from small areas are in greatest demand. 


putrefaction and keeping them in a pliable condition 
consisted in treating the pelt with the brains and grease 
of the animal itself. The brains and grease were pounded 
in and the skin stretched or primitively staked. Then 
followed the smoke treatment and then salts and alum. 
The dying of the leather with vegetable dyes undoubted- 
ly led to the vegetable tanning materials. 


North American Indian Tannage 


John Motheral, in the Leather Manufacture, gives a 
description of the process by which the North American 
Indians have for ages dressed deerskins into leather. 
Their method of tanning and dressing has produced 
leather that is renowned for toughness and durability. 

The skin is fleshed, and all superfluous flesh and 
membrane removed. It is then soaked in water to 
swell and free it from blood, when it is ready for grain- 
ing which is done with a case knife or butcher’s knife 
on a beam having a diameter of six or eight inches. This 
way of removing the hair and the grain makes Indian- 
dressed buckskins of the highest class. 

Another way of preparing the skin for graining is, 
after the skin has been fleshed and soaked, to treat it 
with a weak lye for two or three days and then grain it. 
But this does not yield a product equal in toughness to 
that of the former method. 

The skin being grained is then ready for the tanning 
or tawing process which is done with the brains of the 
deer, cattle, horse or hog. Briefly, the brains are pre- 


pared by putting them in a bag of loosely woven cloth 
and boiling them an hour in soft water. 

The water is then poured off into another container 
and cooled until one’s hand can bear the heat. The bag is 
then rubbed between the hands under this water until 
the brains are forced through the cloth. 


Buckskin Stretched and Kneaded 


The buckskin is then kneaded and stretched in the 
liquor for an hour at intervals of ten minutes, and is 
allowed to soak for two hours (over night in winter), 
followed by more kneading and stretching. 

The skin is then partly dried after which it is stretch- 
ed every way until dry, folded, wrapped and put away 
for two weeks or more. The skin is now ready for the 
smoking process which colors and retans it, bringing it 
into the condition whereby it can be washed with soap, 
yet it dries soft. 

Smoking is done with a slow fire of decayed wood and 
is continued on both sides until the color is light yellow 
or yellowish brown. The Indian stretches the skin over 
the end of a barrel and conducts the smoke to it, but a 
smoke house such as is used in canning meat will do as 
well. 

After being smoked, the skin is scoured with soap in 
lukewarm water, rinsed, dried for a week, dipped in 
water for a few seconds, folded and covered for a day, 
stretched and dried. The skin is then soft and 
pliable. 














December 29, 1923 


Reduced Railroad Rates for Retail Shoe 
Merchants Who Attend N.S. R.A. 
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Convention 


plan of reduced rates for retail shoe merchants 

who travel over their roads to the convention, 
exposition and footwear style revue to be held at the 
Coliseum, Chicago, February 11, 12, 13, and 14. The 
National Shoe Retailers’ Association has forwarded the 
details of the new plan to prospective visitors to the 
convention, who are urged to carry out the instructions 
of the railroad companies if they want to obtain cut 
rates. 

Shoemen will purchase their tickets to Chicago at the 
regular tariff, requesting certificates to the convention 
city. These certificates must be obtained at the starting 
point; if not at home, at the nearest station where cer- 
tificates are issued. They are to be turned in to George 
M. Spangler, manager of the N.S.R.A., on arrival in 
Chicago, and validated by the special agent of the carry- 
ing companies, who will be on duty at the Coliseum, 
February 11-14. The bearers of validated certificates 
will be entitled to return tickets at one-half the regular 
fare over the same routes, to the point at which the 
certificates were issued. This consideration on the part of 
the railroads will be extended to the shoemen’s wives 
and any other members of their families who may 
accompany them to the convention. 

Many wives of shoemen, who do not have to stay at 
home and “keep shop,” will take advantage of the 
opportunity to visit Chicago, and the big convention, 
relieved by feminine spectators, will have its social 
aspect. For the benefit of those who enjoy a good time, 
there will be balls under the auspices of the N.S.R.A. at 
four of the leading hotels of the city, and, while con- 
vention business rules throughout the day, dancing will 
take up most of the convention nights. 


FR means have united on a new certificate 


N.S.R.A. Conventions Always Very Instructive 

The N.S.R.A. conventions, say leading retail shoe 
merchants, pull many shopkeepers out of the rut, so to 
speak. They will return to their homes with a fresh 
‘‘slant’”’ on their stores, a more comprehensive apprecia- 
tion of the needs of the home towns, a cosmopolitan 
point of view, and their heads crammed full of the 
latest styles and new dodges on window display and 
store management. All the big retail shoe merchants 
will be present, and small merchants will have the 
opportunity to get together and talk over their problems 
with successful men who have proven their ability to 
operate successful shops. 


Registration to Be Speedily Handled 


On arrival in Chicago, shoemen are to register at the 
Coliseum. No tedious waiting lines will keep them 


standing by the registration booth this year. The 
registration will be handled at the main Coliseum 
entrance, by means of windows on both sides of the 
lobby. The visitors will simply step up to the window, 
state their names, addresses and the hotels at which 
they are stopping, purchase their badges and walk into 
the Coliseum, a dictaphone having already recorded all 
the information necessary to the records. 

The badges will represent a map of the United States, 
with rays from N.S.R.A. headquarters in Chicago 
radiating to all parts of the country, and is designed to 
typify the nation-wide scope of the activities of the 
National Shoe Retailers’ Association. 





Winners in $5,000 Leather Contest Are 
Named 


New York, N. Y., December 21—Winners in the 
“Nothing Takes the Place of Leather’’ essay contest 
were announced today by T. E. Elcock, president of 
the American Sole and Belting Leather Tanners. The 
first prize of $2,000 was awarded to O. H. Dennis, of 
422 West Seventh Street, Erie, Pa. The second prize of 
$500 went to Lawrence L. Lewis of Fresno, Cal., and 
the thind award, $200 was given Edward Miles, of Con- 
cord, N. H. There were in all 118 prizes, totaling $5,000. 

The 44,000 essays entered in the contest were from 
every pait of the world, and represented every intel- 
lectual giade from tannery laborer to college professor. 
Among the notable contestants was George B. Christian 
of Marion, Ohio, secretary of the late President Hard- 
ing. He will receive a cheque for ten dollars. 

The judges were Martha E. Dodson, associate editor 
of the Ladies’ Home Journal, Frederick C. Hicks, 
president of the University of Cincinnati, and Fraser M. 
Moffat, president of the Tanneis’ Council of America. 


W. T. Sheill Dead 


Detroit, Mich.—Another prominent manufacturer in 
the Sporting Goods trade passed on Tuesday December 
18, in the person of Mr. Wm. T. Sheill of the Witchell- 
Sheill Co., of Detroit. 

Mr. Sheill has been in poor health for several years, 
but his friends are shocked at the suddenness of his 
passing. He was President and General Manager of the 
firm he was associated with. 

He was a member of Palestine lodge number 357 
F. & A. M. and Detroit Commandery Number 1 K. T. 
and under the auspices of the Knights Templars the 
funeral services were held at the Masonic Lodge 
Thursday, December 20, at 2 P.M. 
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Here’s Your Color Guide for Next Spring 


Blacks Will Lead at First of Season—Browns Will Be Good 
and, also, the Newer Greys 


By EUGENE PEIRCE 


first of the world’s three greatest poets, but he 

was also the world’s first fashion writer since he 
gratified his age with such a description of a Grecian 
nymph as the following, written about one thousand 
years before the Christian era. 


[ ies of the Grecian bard, was not only the 


“E’en as she spoke the gold throned morning came 
“On me she put a cloak and tunic as my raiment, 
“The nymph bedecked herself with robe of silver white, 
“Fine spun and graceful, she then bound 

“A beautiful girdle around her waist, 

“‘And fixed a veil upon her head.” 

Thus a precedent is established for the Recorder to 
present a 1924 Spring forecast in color in dress and 
accessories since fashion rules the world of boots, shoes 
and business. 


Black Again to the Fore 


Homer is also authority for this statement that 
while Achilles was busy killing and capturing the 
Trojans he found time to fall in love with Briseis and 
carry her off to grace his tent. With a nicety of 
attention to details Homer states that Briseis was 
dressed in black. Since black becomes the fair we may 
well believe the poet was right. 

This all leads up to the statement that black in 
footwear is to be popular again during the coming 
spring season. And so it is well to start the new year 
with patent leathers, suedes and satins. 


Jewelled Ornaments 


We all know that black is a good background for 
diamonds and pearls, and rhinestones are a good sub- 
stitute for diamonds. And so we urge the purchase of 
these glistening ornaments for the decoration of black 
footwear. 

Paris shares our belief in this direction since manu- 
facturers in the French Capitol are sending over new 
shoe decorations in rhinestone, generally in small 
effects, such as butterflies and oblongs which will pose 
to advantage on high cut pumps. 

While on the subject of pumps it may be said that in 
some quarters high cut pumps have crowded out the 
“harness effects’’ which in exclusive circles have 
reached the high water mark of popularity. 


Hosiery to Contrast 


lt is worth noting that contrasting colors are again 
admitted to the high courts of foot fashion. Thus we 
may confidently look for such a combination as flesh 
hosiery worn with black footwear. During the past 


year four women out of five in Paris gave preference 
to flesh hosiery. 

Also deep shades of brown allied to “otter” and 
Mandalay will be safe purchases since they are next 
door to black and are an appropriate contrast with 
flesh colored hosiery. The Recorder has made a person- 
al investigation in hosiery circles where it was found 
that flesh colored hosiery has made a steady gain in 
popularity since September first last. 


Browns for Harmonizing Effects 


Nevertheless, harmony in dress is so well established 
that like Banchos it will not down. In harmony the 
family of browns occupy the center of the stage. Every 
high class manufacturer of ready-to-wear has adopted 
soft shades of brown for volume selling and the same 
may be said of costumers, manufacturers of dresses 
and retailers throughout the country. 


Leather shades on the order of Airedale, Tanbark 
shade into the accepted brown and are staple as bread 
in a bakery in every retail shoe department in the 
United States. So much has been written on this sub- 
ject that further allusion to the popularity of brown is 
superfluous. 

New Shades of Brown 


It must be said, however, that there is now being 
added to the brown family high soft shades allied to 
biscuit and camel's hair. Such colors are being made 
up and trimmed with soft brown light colored beaver 
furs thus presenting a color- sequence. Shoes to be 
worn with the foregoing are a light soft high shade of 
leather or: “‘saddle tan.” 

The importance of browns is emphasized in Lyons 
who present nine browns ranging from champagne to 
African brown. Of the browns, however, soft “‘cocoa”’ 
is the high favorite although French extremists who 
are in the minority favor the standard browns on the 
tobacco order. 

Sand receives minor attention on all foreign color 
cards. Sand is nothing more than ground rocks prin- 
cipally. Rocks are grey and brownish grey, the latter 
representing the dark shades by French colorists. 


Oriental Pearl Grey Leathers 


For grey costumes and coats a shade of leather grey 
known as “oriental pearl” is in line with the shades 
dyed in woolen. A darker grey known as “Jack Rabbit” 
is in harmony with deeper shades of grey. To the fore- 
going may be added a shade of grey with a blueish 
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GENERAL COLORS OF DRESS GOODS ARE SHOWN IN THE SMALL CIRCLE. SHOE 

COLORS ARE IN THE CORRESPONDING SEGMENT OF THE LARGE CIRCLE. THUS, 

WITH A GREY-GREEN DRESS, ONE MAY WEAR SHOES OF BLACK, WHITE, SILVER, 
GOLD OR SHOES OF THE SELF SAME COLOR AS THE GOWN 
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cast which will appear to advantage when worn with 
navy blue which is referred to in extenso. 

Another safe leather shade is ““Log Cabin” a brown- 
ish mouse grey which is admirably adapted with ton- 
ing in with shades of grey adopted for spring use by 
many makers of garments. 

As showing the position of grey for spring it should 
be noticed that dyers in Lyons, France, are featuring 
five greys as follows—Ruine from Ruins, a mouse 
grey that is slightly brown; Fonte, iron grey Chinchilla 
shading from a light tone to a dark grey; Platinum, 
almost identical with chinchilla; and Radium which 
carries a suggestion of blue especially in the dark tones 
where white is visibly absent. 


New Blues for Spring 


A variety of blues is developing for spring. Colorists 
in Paris are advocating “Bluet” and “Campanule” 
(Bellflower) both of which are lavender blue. Purple 
blue, however, has never become a general American 
color, sales being restricted to the exclusive few. 


On the other hand, navy blue is fifty per cent of the 
colors dyed and ordered in dress goods. Then, too, dyers 
in Lyons, France, from which center Paris draws 
heavily for inspiration and colors, is now favoring both 
grey and soft old blues for general wear together with 
royal blue for sport wear. 

Finally there comes from London royal approval of 
blue since it has been enthusiastically adopted by no 
less a careful dresser than the Prince of Wales himself. 
Moreover, the French favor polka dots. And so we may 
look for blues to bob up serenely when circus time 
comes round again. 


Pinkish Reds in Sport Clothes 


Pinkish red will develop strength as the spring and 
summer seasons advance. Such will be worn in the 
form of sport outer coats, stripes alternating with 
white, “candy” stripes, trimmings, millinery, parasols, 
and as a solid for sports jackets to be worn with white 
skirts. 

Yellow is a sport color principally. With yellow white 
shoes appear to advantage although black is advocated 
by the smartly dressed. 

_ Added to the foregoing consideration must be given 
to pastel colors for dressy wear and to dress linens, the 
former for balls and the latter for general wear. 


What Pastel Shades Are Good 


Pastels may be broadly classed as champagne, pinks, 
sky, natier, grey blues, maize yellow, mauves, pale 
orange, turquois, corals, shrimps, etc. 

Vivid greens are highly regarded for sport wear in 
the form of jackets and long coats. But for dressy wear 
Lanvin or a soft grey green will be more widely accepted 
since not all women are devotees to sport. With grey 
greens, black, white, silver or gold may be worn the 
former for afternoon and the latter for evening. 
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It is important that salesmen memorize the colo: 
combinations arranged in the color wheels and pre- 
sented elsewhere in this issue. lf there is any objections 
make it compulsory. This can be done by a manage: 
having any backbone. 





What the Color Card Association Says 


A true harbinger of Spring is the gala array of colors 
on the Spring 1924 Season Color Card now being re- 
leased to the trade, by the Textile Color Card Asso- 
ciation. 

The art of Old China and Japan have given gener- 
ously of their hues and the Card presents dazzling 
greens—Yu Chi and Pi Yu, the true colors of precious 
jade, with Apple Green, the hue so aptly used by the 
Orientals in the porcelain of that name. Blues, Clois- 
onne, Ch’ing, and Coolie, form striking harmonies with 
the yellows, Cathay, and Chinese Yellow; with Tokyo, 
a rich orange hue, and with the flame-tinged Melon, 
Crab Apple, and Lacquer, the last named being a re- 
production of one of the shades of that rare enamel 
which is one of the choicest arts of China and Japan. 

The bold colorings of the Orientals merge into the 
soft and subtle tones of the fluttering ruffles and 
flowered bonnets that graced the Court of the Tuileries 
during the period of the Second Empire. Here are the 
delicate blues, Daphne, Louis Phillippe, Tuileries, and 
Empire Blue—much favored by the women of Dresden 
daintiness of the days of Napoleon III, as were also the 
amethyst shades, Eugenie, Victoria, and Windsor, the 
delicate pinks, Cameo, Cherry Bloom, and Springtime 
and the orchid tones, Cosmos and Fleur-de-lys. 

Reminiscent of the days when the flowing white robes 
of senators and officers of state of the great Roman 
Empire were bordered with a broad purple band, em- 
blem of their rank, are the shades Patricia, Roman 
Purple and Toga. ‘ 

Three soft blue greens, Riga, Kara, and Maris, de- 
note the Russian influence. Other greens on the Card 
are soft gray-tinged tones, Dryad, Pan, and Banshee, 
and the yellower Fern and Meadowgrass. 

Grays give promise of retain:ng to some extent the 
popularity which they have gained in seasons past and 
so Cinder, Zinc, and Pelican, old favorites, are again 
shown. 

The search for color for Milady’s wardrobe has been 
carried from the Far East and Europe to America, where 
the rich art of the early Indian tribes of Mexico and 
Peru yielded warm rose-tan shades—Toltec, Maya, and 
Mexico—the gold-flecked Yucatan, Inca Gold, and 
Peruvian Brown, and the rich orange Navaho. The 
brown range is jvdiciously balanced with the addition of 
Pablo, Terrapin, and Tortoise Shell, descending fiom a 
light tan to the charming brown seen so often in the 
covering of the tortoise, while a more neutral trio, 
Sombrero, Lariat, and Cowboy, are as their names in- 
dicate the tan and brown tones found in the ensemble of 
a ranchman. 
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Paslel Ctors for Sprt 
Dress Fabrics with Gfuitle 
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PASTEL COLORS ARE THE SOFT, SUBDUED SHADES AND TINTS OF THE RAWER, 

BOLDER COLORS. USE THIS CHART TO DETERMINE WHAT SHOES GO WITH THE 

PASTEL SHADES IN DRESS GOODS. THE METHOD IS THE SAME AS IN THE 
GENERAL COLOR CHART 
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Keeping’ You In Step WithFashicn 
An $ntuprelaticn of What “Women Mre Wearing 
and How Shees “fit into the Scheme of Dress» 
By Marguerite Carce 


Orange velvet parasol from Bergdorf-Good- 
man and orange velvet opera pumps piped 
in gold kid from Hennings. Tan suede 
parasol with bag attached from Bergdorf- 
Goodman, and tan suede shoes with brown 
kid trimming from Frank Brothers. 


Brown Satin Slippers 
For Evening 

All-important for evening accord- 
ing to Paris dictates is the brown 
satin opera pump buckled or plain 
worn with sheerest nude stocking as 
complement to any colored gown. 
It has from all reports replaced 
every other form of evening slipper. 

An interesting piece of news in 
the hosiery world is the advent of 
dark brown (téte de négre) stock- 
ings now usurping the place in 
Paris nude and noisette formerly 
held; but not entirely, since this 
applies to those worn with dark 
brown shoes only. Nude still holds 
its own with black or white shoes— 
note the latter combination for with 
white shoes white stockings are no 
longer correct. 


MERICAN_ women = are 
A gradually learning the im- 
portance of being appro- 
priately gowned and shod. Spring 
tendencies in shoes point to marked 
distinctions for morning, afternoon 
and evening wear says Mr. Pape of 
Hennings. So far a confusion in 
styles on the part of women have 
permitted slippers suitable only for 
evening or at most afternoon wear 
to be worn in the morning also. 
Such is the discrepancy of women 
who walk down the Avenue at 
ten o'clock in the morning shod in 
velvet or satin. 

England, not France, casts its 
spell on spring footwear hence a 
distinct type of morning shoe as 
sponsored by Hook, Knowles & 
Peal, bootmakers by appointment 
to their Majesties the King and 
Queen of England. 

Severely tailored morning shoes 
of the opera or eyelet tie variety 
together with brogue effects pinked 
and perforated are the verdict. A 
medium or baby French heel is 
favored for walking while for after- 
noon a Spanish Cuban heel domi- 
nates the occasion. 

Buckles, usually small, are an 
important factor in afternoon shoes. 
In these gold-plated or sterling 
silver are stressed. 

The Colonial Shoe with a per- 
forated rather square toe and heavy 


Brocaded evening slippers showing dia- 
mond shaped (center) and tear drop (left 
and right) cut-outs. Below forming center 
of fan tinted metal lace rosette with rhine- 
stone button. All from Hennings. 


i 


fu 
ra 
Manne if 


New “Zev” walking shoe with seam up cen- 

ter of vamp, perforations, and side-lacing. 

From Shoecraft. Red leather cut-out sandal 
featured by Hanan. 


Royal blue satin opera pump with Beau- 

vais embroidered buckle and heel from E 

Hayes. Envelope bag and cuff glove show 

how similar embroidery is carried throug \- 
out dress accessories. 


silver buckle and tongue is featured 
by Shoecraft as an early spring 
model together with their “Zev” 
shoe, a distinctly new last seamed 
up the center, perforated on either 
side and laced up the inner side. 
These recall the “Moyen Age”’ line 
and seem to prepare the way once 
again for lacings. Hannan also 
endorses the Puritan shoe for spring. 

The day of the “bizarre” in shoes 
has gone being replaced by elegance 
of line. There are fewer fancy 
models, cut-outs and straps testify- 
ing to more restraint than heretofore. 


(Continued on next page, center column) 
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Kid for Hats 


While shoes forsake kid in 
favor of suede, patent leather 
and even velvet the former 
winds its way to woman's dress 
in more ways than one. First 
and foremost comes the kid 
leather hat which for the South 
is uniquely smart. Such is a 
white kid cloche at Bonwit 
Teller banded in self leather 
stitched in black. Again a hat 
at Dobbs fabricates itself of 
dark green kid. The suede hat 
voguish in the early fall now 
finds its place somewhat usurped 
by kid. Other times Bacchus 
lures the fair sex into using his 
vines as trimming in the form 
of a band of flat white kid grapes 
across the front of a black satin 
or velvet chapeau, a popular 
form of trimming of late. 





Lacings As Trimming 


A new entry in the field of trim- 
ming is lacing. The beltless sil- 
houette of the moment calls for 
ingenious trimmings and noted re- 
cently was a long tunic with lacings 
of self fabric up the sides or again 
a two-piece sport model the slipon 
blouse of which was laced with 
black braid half way up the front. 
This model is featured by several 
specialty houses. Again suede or 
fabric hats replace seams by lacings 
of the material which act as sole 
trimming. Such are several of the 
severe sport models. Mark Cross in- 
dulges in heavy suede thong lacings 
to seam a tailored envelope bag. 


Latticed work gray suede shoe. Heavily per- 

forated semi-tailored pump of tan Russian 

calf with ivory kid underlay. Gold brocaded 

slipper with geld kid trimming. All from 
Brown & Clarke, Inc. 
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Right—Sleeveless white flannel 
Sports suit bound in Roman striped ribbon. 
From Dobbs. 

At Left—Black velvet coat tiered in 
black grosgrain, and faced and cuffed with 
white kid. From George Bernard. 


Sandals, especially for evening, 
however continue good as do in- 
step gorings concealed by a buckle 
or leather strips. 

Evening heels following more 
closely the old kidney heel lines are 
smaller and more graceful with the 
breasting well covered. Hennings 
feature for evening a plain velvet 
opera pump seamless except for a 
seam up the back piped in gold or 
silver kid and contrastingly lined 
in colored satin. A black velvet 
slipper for instance is lined in purple. 

First to introduce sandals in 
America Hennings has sold 15,000 
of their standard model in every 
kind of material. Some of their new 
designs in metal brocades are sent 
to Zurich, Switzerland to be hand 
painted in tiny floral effects. Even- 
ing brocades are also specially 
dyed to match gowns. 

New perforations in evening as 
well as afternoon shoes are diamond 
shaped, and cut-outs resemble tear 
drops. 

This house is stressing pastel 
colored velvets piped in gold or 
silver for the South contrariwise to 
other shoe firms. Their pliability 
and softness apparently makes them 
suitable for warmer climes. A year 
ahead on printed velvets they are 
now casting them aside. 

Buckles for evening are smaller, 
often merely a rhinestone button 
embedded in a hand tinted silver 
or gold lace rosette. The shimmering 
center thus resembling a flower. 

Light, hand-made welts char- 
acterize Hennings’ sport shoes, often 


Laces, Velvet, Suede 


A season of bouffant dancing 
Frocks of diaphonous lace ushers 
in colored lace shawls and sport 
dresses of wool or silk knitted 
lace as well as the use of lace 
for slipper rosettes in black or 
metallic form. It finds its way 
also to parasols for the South 
as seen at Lord & Taylor where 
an entire sunshade was fash- 
ioned of rows of inch wide white 
Valenciennes lace. Even straws 
this season take on a lace-like 
pattern in the new cloches on 
their way to the Southland. 

Correspondingly does the 
vogue for velvet in dresses, hats, 
and shoes repeat itself in a 
novel parasol of orange velvet 
at Bergdorf Goodman designed 
to protect some fair skin from 
dazzling rays. 


of white suede on plain opera lines 
with a dainty toe pinked and per- 
forated or wing tipped and strapped. 
Solid white is the color for the South 
and white satin smart for evening. 

Brown- and Clark use ivory kid 
underlay on the vamp and side of 
heavily perforated tan Russian calf 
semi-tailored pumps. Here ivory, 
champagne and tobacco brown kid 
promise to replace velvet for spring. 
White kid trimmed in color for the 
South has its representation. 

A new black suede shoe at I. 
Miller of an entirely plain last 
buttons with three buttons on either 
side. 


Roman Stripes in Favor 


Dashing effects have been at- 
tempted in stripes of late as Roman 
stripes have come to the fore in 
blouses, dresses, shawls and trim- 
ming, the latter being testified by 
Dobbs in a two-piece suit of white 


flannel bound all around with 
Roman striped ribbon. 


£ Gift box of quilted satin with velvet mules. 
From Brown & Clarke, Inc. 
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Preparations Complete for Big N. 8. T. A. 
Convention in Boston 


HE National Shoe 

Travelers’ Associa- 

tion, Inc.,will hold its 
13th annual convention in 
Boston, January 7-9. This 
is the first time since the 
formation of this organiza- 
tion that the Hub has been 
so favored, and New Eng- 
land is most appreciative of 
the honor. 

From state and city 
officials, from executives of 
the allied industries, mes- 
sages of welcome have gone 
forth to the 400,000 mem- 
bers of N.S.T.A. and its 
affiliated associations. The 
New England Shoe and Leather Association and its 
members are to keep “open house.’’ Herbert T. Drake, 
President of the association, has sounded the slogan— 
“On to Boston, January 7-9”—-for the manufacturers, 
wholesalers and tanners of this section. President 
Drake has assured the National Shoe Travelers’ 
Associstion that there is no organization of the kindred 
industries whose representatives the New England 
Association will be more glad to greet, and that it will 
be the endeavor of the New England Association to do 
everything in its power to make the stay of the traveler 
delegates a pleasant and profitable one. 





T. A. DELANY 


National ry | andGeneral 

Chairman of the N.S. T. A. 

Convention Committee of Ar- 
rangements. 


Hotel Somerset to be Headquarters 


The Hotel Somerset has been chosen as convention 
headquarters. At nine o’clock on Monday morning, 
January 7, registration will take place. At ten o’clock, 
the national assembly will be formally opened with an 
address of welcome by Everit B. Terhune, Treasurer 
and General Manager of the 


ment will take place at five o'clock. In the evening, 
at eight o’clock, the resolutions committee will again 
meet. 


Cup for Increased Membership 


The next day will be occupied mostly by a discussion 
of matters of specific interest to association members. 
The place of holding the next annual meeting will be 
decided on. Presentation of a cup to the affiliated 
association showing the greatest membership gain will 
be made. There is always much interest centering in 
this event, each one of the twenty-six federated branches 
striving earnestly during the year to be the winner. 

The big event of the convention program is the 
banquet, which the N.S.T.A. always makes a brilliant 
affair. With the elaborate entertainment plans now 
completed for this year’s “festive board,” it is safe to 
say that the thirteenth annual banquet of the National 
Shoe Travelers’ Association will far eclipse any of the 
other twelve splendid occasions. This will be a stag 
party, and strictly informal dress will be the order of 
the evening. ““New England Hospitality at Its Best” 
will give to all in attendance an evening of fine fellow- 
ship and real enjoyment. The banquet has been schedul- 
ed for 6:30 P.M. and will be preceded by a reception. 
Teel’s Orchestra and the Apollo Quartet will furnish the 
music. State, city and trade leaders, are to be the 
speakers, the State to. be represented by Lieutenant- 
Governor Alvan T. Fuller and the City by Mayor 
James M. Curley. The chief speaker will be the Hon. 
Thomas A. Mullen, Boston’s silver-tongued orator, 
former instructor at the Boston Latin School, and a 
member of the legal profession. 


Allied Trade at Festive Board 


Among the leaders of the allied industries who have 
accepted the invitation sent to them by the joint 
committee are Frank R. Briggs, President of the Na- 
tional Boot and Shoe Manufacturers’ Association; A. N. 

Blake, President of the Na- 





Boot and Shoe Recorder. Im- 
mediately after Mr.Terhune’s 
address, the board of gov- 
ernors will meet and draft 
a set of resolutions to be pre- 
sented to the general body. 
Reports of the various officers 
will then be read. Luncheon 
will be served at the Hotel 
Somerset. The afternoon 
session will open at 1.30 
o'clock and will be devoted 
to routine business. Adjourn- 


Association, Boston. 


Boston. 


York. 





Coming Convention Events 


January 7-9—National Shoe Travelers’ Asso- 
ciation, Inc., Hotel Somerset, Boston. 
January 14-15—National Shoe Wholesalers’ 


January 15-17—Style Review (When manu- 
facturers making for the wholesale shoe trade 
will present latest creations to big buyers.) 


January 15 and 16—National Boot and Shoe 
Manufacturers’ Association, Hotel Astor, New 


January 21-23—Pennsylvania Shoe Retailers’ 
Association, Lulu Temple, Philadelphia. 

February 11-14—National Shoe Retailers’ th 
Association, Hotel Coliseum, Chicago. e€ 


tional Shoe and Leather Ex- 
position and Style Show, 
Inc.; Thomas F. Anderson, 
Secretary of the New Eng- 
land Shoe and Leather Asso- 
ciation; Major Charles T. 
Cahill, President of the Bos- 
ton Shoe Trades Club; John 
A. Gardner, President of the 
Boston Boot and Shoe Club; 
W. W. Willson, President of 
Massachusetts Retail 
(Continued on page 61) 
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Oscar Scherer, Pioneer Kid Manufacturer, 
Dead 


New York, December 26—Oscar Scherer, founder 
and head of the firm of Oscar Scherer & Bro., Inc., 
manufacturers of glazed kid leather, died at his home 
here December 24 in the 67th year of his age. He had 
been active in the upper leather business, in which 
branch he was a pioneer in the introduction of chrome 
tanned colored kid, since 

Mr. Scherer was born | 
in Warsaw, IIl., in 1856. 
In 1871, when only 15 
years of age, he came to 
New York City and en- 
tered the employ of | 
Charles Hauselt, at that 
time one of the country’s 
biggest factors in the 
leather business. In the 
employ of Mr. Hauselt 
he spent 19 years and, 
when the latter died, in 
1890, Mr. Scherer joined 
with a nephew of Mr. 
Hauselt in taking over 
the control of the com- 
pany. This partnership 
continued until 1898, at 
which time Mr. Scherer’s 
brother, A. J. Scherer, 
came into the firm and 
the firm name was 
changed to Oscar Scherer 
& Bro., Incorporated. 

As has been noted, Mr. 
Scherer was a pioneer in 
the manufacture of col- 
ored glazed kid and the 
high reputation which 
his firm has established 
for itself in America and 
abroad is eloquent tribute to the energy and ability of 
the man who was its active head almost until the day 
of his death. 


Active in Business Affairs 


To hundreds of men, not only in the shoe and leather 
industry, but in other industries as well, his death means 
the loss of a friend in the truest sense of the word. 

Mr. Scherer is survived by his widow and by one 
daughter, Mrs. Dr. W. F. Burrows, of Torresdale, N. Y. 

Mr. Scherer was chairman of the board of directors 
of the company which bore his name, was a director of 
the Chatham & Phoenix National Bank and was on the 
Advisory Boards of the Chase National Bank and the 
New York Chamber of Commerce. He also was a mem- 
ber of the New York Athletic Club. 





ee RS 
THE LATE OSCAR SCHERER 
Mr. Scherer, who had been actively engaged in the leather business for 
more than half a century, died the day before Christmas. 


his achievements in the leather field, he will be remembercd for his many 
unostentatious deeds of charity. 
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Hannahsons Shoe Co. Moves into Larger 
Factory 


Haverhill, Mass., December 28—An important de- 
velopment here is the decision of the Hannahsons Shoe 
Company, to move from its old plant into the building 
formerly occupied by Charles K. Fox, Inc. This change 
of location has been made necessary by the rapid ex- 
pansion in the business of the company which has now 
reached a point where 
larger quarters are essen- 
tial. 

The new factory has 
approximately 80,000 
square feet of floor space, 
is well lighted, well 
equipped, has a large 
show room, and a capa- 
city of 10,000 pairs per 
day. Plans of the com- 
pany call for a further 
development of their 
production of leather 
novelty footwear, a ven- 
ture entered on only re- 
cently. Fabric footwear, 
both canvas and satin, 
however, will continue 
to be the backbone of 
the Hannahson line. 





N. S. T. A. 
Convention 
(Continued from page 60) 


Shoe Merchant’s Asso- 
ciation; I. E. Dooley of 
Knoxville, President of 
the National Shoe 
Wholesalers’ Associa- 
tion: George M. Spang- 
ler, Manager of the Na- 
tional Shoe Retailers’ 
Association; T. S. Logan of St. Louis, President of the 
National Federation of Commercial Travelers’ Organ- 
izations; Stanley M. Lane, President of the New Eng- 
land Shoe Wholesalers’ Association; Herbert T. Drake, 
President of the New England Shoe and Leather 
Association; J. Dudley Smith, Secretary of the Nation- 
al Boot and Shoe Manufacturers’ Association; Hon. E. 
T. Wright of the Governors’ Council; E. Roy Smith, 
President of the Boston Retail Shoe Salesmen’s Asso- 
ciation, and the publishers and editors of the various 
shoe trade journals. 

To three branches of the shoe selling fraternities have 
been delegated the honor of being N.S.T.A. hosts, 
namely, the Boston Shoe Travelers’ Association, the 
Southern Shoe Travelers’ Association, and the Boston 
Shoe Associates. 





As much for 
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Bigger and Better Than Ever 
Where Retailer and 


Manufacturer meet for better 
Business 


FoR twelve years this gathering of shoe retailers from all over the United States 
has been held annually for the purpose of getting at first hand, information 
that would help Retailers to do a better business 

The 1924 Convention will be larger than ever before. The N. S. R. A. will continue 


to meet in Open Forum and a greater measure of active co-operation has been mani- 


fested. 
Convention, Exposition and 


Footwear Style Revue 
Coliseum, Chicago 


February 11, 12, 13, 14, 1924 


One Hundred models, selected and 
trained by Mr. Edward Beck, the 


Harvard Bureau with a corps of 
fifteen will be there to tell of their | 





well-known producer, will exhibit 
twice daily on a 700 foot runway, 
the latest styles in footwear for every 
occasion. 


Hosiery will be comprehensively 


exhibited 


findings and to help Retailers with 
their problems. 

There will be ample hotel accom- 
modations at no advance in the 
regular rates. 

Railroads have granted Retailers 
reduced fares. 


NATIONAL SHOE RETAILERS’ ASSOCIATION | 


224 South Michigan Avenue 
Chicago, Illinois 


Plan now to come to Chicago in February. You will be well entertained and 
by mixing with the live wires of the industry your business will be bigger 


and better than before. 
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Send In Your Order Now 
For The New Year! 


These Numbers Are Stylish, 
Are Fashionable, and Are— 
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No. B299—$4.50 


No. B299—Genuine Silver Brocade One Stra 
and Front Strap, Imitation Turn, 15-8 Full 
7 Heel. Widths B to D. Code “* Newport.’ 

PUD Kabbcebensvenecadede tAcghesws $4.50 





B627 
No. B627—$3.85 


No. B627—Black Satin Doris Front Strap, 
Suede Trimmed, Front Cut-Outs, Genuine 
Turn, 15-8 Full waned Heel, B to D code 
‘Hannah’. . .$3.85 
No. B628 — As prea eumes with 12- 8 Gees 
Heel, B to D, code “Harriett”. - $3. 


HAVERHILL 


Genuine Turn 


IN STOCK! 





If you are not on 
our mailing list, 
send us your name. 
It will be to your 
advantage to re- 
ceive the advance 
style information 
which wesend out— 
and which you can- 
not receive any 
other way. 


WANTED 


Experienced Sales- 
men for Several Ter- 
ritories now open. 
Mail in applications 
at once. 





ANNAHSON 


SHOE CO. 


OT eT ene eL et el eter er eL ene LITT oT Tres 


B719 





No. B719—$3.00 


No. B719—Black Satin Colonial, Imitation 
Turn, 98 Flapper Heel, Furnished with 
Bright Silver Finish Buckle. Widths, B to D. 
Code “Plymouth.” Price .............. $3.00 
No. B718—Same as above with 12-8 Cuban 
Heel. Code “Winnie.” Price............ $3.00 
No. B717—Same as above with 14-8 Seaaish 
Heel. Code “‘Carlsa.” Price. ............ $3.00 


No. B212 





No. B212—$3.50 


No. B212—Patent Two Strap, Black Suede 
Trimmed, Side Cut-Outs, Imitation Turn, 
12-8 Cuban Heel, code, “Molly. Paaeens $3.50 
No. B236—As above except Black Suede, Gun- 
Metal Trimmed, Side jCut-Outs, Imitation 
Turn, 12-8 Cuban Heel, Code, eee - 


No. B843—Black Satin Two Strap, Suede Trim- 

med, side Cut-Outs, Imitation Turn, 14-8 

Spanish Heel, Code “Queen”.......... $3.25 

No. B844—As above except with 12-8 Cuban 

Heel, Code “Princess” $3.25 
B to D Widths 


MASSACHUSETTS 
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There'saScrap On! 


To BROWN and TONY TAN are 
having a hot fight to see which will prove 


the more popular shade for the coming spring. 


Just now TONY BROWN is decidedly in 
the lead, but TONY TAN is coming faster 
all the time. 


TONY RED, no longer in the novelty class, 
is still breezing sturdily along—in an assured 


staple position. 





CREESE & COOK COMPANY 


SALESROOMS| 
95 SOUTH ST., BOSTON 


SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 
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"Buyers of our Spring Models ‘will 
have the support of national ‘con- 
sumer advertising which will start 
in March. 
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TWO OF THE TEN STYLES IN STOCA 
Stock No. 210. padever tae aot, Wieck: pats Boented 


Calf Oxford. Wi: 
Sele. Steser AA. TS. A igs 
PD. $-12 che 
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e 1. WRIGHT & COMPANY, tne. :Racland Mas 


_ Makers of the Well Known “‘Arch Pease ier” Shoes for Men 
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The EATON shank combines 








The best points of the rigid- 
The best points of the flexible- 


To develop a shoe that would 
have the comfort of the flexible 
shank—without its tiring quali- 
ties, and the support of the rigid 
shank—without its strain on 
tensed muscles and: ligaments— 


These thoughts prompted the 
Eaton Shoe. 


The successful achievement of 
this purpose marks the only real 
forward step in shoe manufac- 
ture for more than a decade. 


To make. the Eaton Shoe, a 
new type of last was developed 
—conforming minutely to the 
human foot—to create a finer 
degree of foot-and-shoe comfort. 

The inner sole is MOULDED 
to fit accurately to the lines of 
the sole of this last. A “flange” 
of the inner sole is pressed up to 






Made under the A. E. Little patents 


fit the inside of the instep arch. 
Over this is pulled the upper 
leather—wrapped around under 
the instep to insure a perfect fit. 


Thus an elastic saddle insole is 
formed which offers a comfort- 
able support to the arches of the 
foot, but yields readily to permit 
proper exercise and play of the 
muscles. 


The shank of an Eaton Shoe is 
further strengthened by the in- 
sertion of a small metal strip at 
the forward part of the heel, ex- 
tending a short distance in the 
shank. This insures a non-sag- 
ging, shape-holding shoe. 


That is why the Eaton Shoecan 
be featured to your customers 
as a fine quality, stylish shoe 
comfortable from the first step. 


CHARLES A EATON () SHOE INDUSTRIES 


BROCKTON MASS., U.S.A. 
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CHICAGO 


Weather Retards Shoe Buying 


Felt Slippers and Gift Merchandise Sold Freely During Holi- 
day, but Shoe Trade is Quiet Generally 


FFICIALLY speaking, winter in 

Chicago began at 2.54 P.M., Satur- 
day, December 22. That, however, means 
nothing to the Chicago shoe trade. To the 
wholesalers, manufacturers, and retailers 
of shoes it is as though they were caught 
in the middle of spring or summer with 
nothing but winter merchandise on hand. 
The weather is such that golf courses 
which had been officially closed for the 
winter have been re-opened. 

Christmas-gift shoppers are partially re- 
sponsible for a fairly good movement in 
felt goods and house slippers, but shoe 
sales this season were far behind last year 
in volume. 

Contrary to custom a great many of the 
retail stores are already conducting their 
“January sales,”” seemingly in an effort to 
reap more benefits from the Christmas 
shopping trade. Among those reporting a 
good business are Mr. Mann of the Cutler 
Shoe Company, Mr. Fishleigh of N. B. 
Holden Company, and the London Boot 
Shop. I. Miller & Son in their State Street 
store have done a very rushing business for 
the past week. They will show a substan- 
tial increase over last year. 


Held “January Sale” 


W. E. Mouck, proprietor of the Wilson 
Bootery at 1012 Wilson Avenue, says the 
results obtained from his “January Sale,” 
which he is conducting now are fairly good. 
Mr. Mouck claims an increase over last 
year of 33 per cent, although this season 
will be below the corresponding season in 
1922. 


Harold Wilder President of 
Association for 1924 

The Shoe & Leather Association of 

Chicago held its annual election and ban- 

quet Monday, December 17, at Hotel 

Sherman. Reports from the various officers 

revealed the past year as having been one 


of the most successful in the history of the 
organization. 

The officers elected are: Harold Wilder, 
Wilder & Company, president; J. E. 
Hallowell, Fargo-Hallowell Shoe Com- 
pany, first vice-president; Frank Shelton, 
Griess-Pfleger Tanning Company, second 
vice-president; William F. Schumann, Jr., 
C. W. Strafford Company, secretary; 
L. H. Partridge, Eagle-Ottawa Leather 
Company, treasurer; directors, leather 
trade, William Greiner, William Greiner 
Leather Company; Arnold Horween, Hor- 
ween Leather Company; shoe trade, Mar- 
tin Phelan, Goding Shoe Company; hide 
trade, William C. Smith, W. D. Smith 
Company; allied trades, W. C. Bowman, 
Dean & Shearke Corporation; to fill un- 
expired term of C. W. Becker, Dwight 
Ellis, Armour Leather Company. 
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Getting More Shoes Sold Right 
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Inopening the meeting, the retiring presi- 
dent, E. O. Ray, called upon the members 
to stand in silence for a few moments in 
respect to the memory of Thomas Johns, 
United Shoe Machinery Corporation; Gor- 
don Van Riper, Edgar S. Kiefer Tanning 
Company; John Harman, Swift & Com- 
pany, and Julius Kipper, who died during 
the past year. 

The decided step forward which the 
association has taken during the past 
twelve months is in large measure due to 
the energetic efforts and leadership of ex- 
President Ray, who not only worked un- 
tiringly himself, but also enlisted the en- 
thusiastic co-operation of his associates. 
A rising vote of thanks was tendered Mr. 
Ray by the association membership. 


Hosiery Concern Opens Office 


Harrington & Waring, hosiery mer- 
chants, of 41 Union Square, West, New 
York City, have opened an office here at 
226 W. Adams Street. Charles J. Fullam, 
formerly with David Jacobs Corp., is in 
charge of the office. 





MILWAUKEE 


Men Are Buying Steadily 


Average December Business in Shoe Stores Below 1922 
Standard Due to Slow Trade on Overshoes and Rubbers 


BSENCE of cold weather, prevent- 
ing the sale of galoshes and rubbers, 
did much to pull the general level of shoe 
sales for the holiday period below that of 
last year. It is generally agreed among 
shoe merchants now that the average De- 
cember business of their stores will barely 
equal, and in most cases will fall below 
that of last year. There has been abso- 
lutely no overshoe business of consequence 
beyond a hectic buying period early in the 
season, and since last year’s holiday sea- 
son was distinguished by a heavy run on 
this footwear, the loss in volume is a hard 
one to take. 


Caspari’s Report Good 
Not all shoe merchants report this ex- 
tremely slow business, despite the fact 


that the average merchant does. A. B. 
Caspari, senior partner in the shoe firm of 
Caspari & Virmond, claims that business 
of his store has run about 10 per cent ahead 
of the same period in 1922. S. J. Brouwer 
of the Brouwer Family Shoe Store also re- 
ports that business for the holiday period 
is ahead of last year. Department stores, 
leading exclusive shoe stores and outlying 
shoe merchants all hand in contrary re- 
ports, however, and it is safe to assume 
that the mild weather has reduced the 
general volume to a level equal with or 
below that of last year. 


Men Buying Steadily 


Men’s departments of Milwaukee shoe 
stores are doing a nice business with Flor- 
sheim’s Milwaukee branch under Joseph 
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Klawitter, manager, and Walk-Over’s 
store, under management of Charles 
Helmbacher, turning in nice records for 
the holidays. Department stores are also 
doing well in men’s shoes, and the record 
for the year will probably be up to or 
ahead of last year. Lack of such a counter- 
poise as the overshoe business’ to swing 
the pendulum one way or the other makes 
men’s volume more reliable, accounting 
for the better showing, according to. Mr. 
Helmbacher. 


Move Shoe Department 


With the opening of the new addition to 
the main floor of Sell Brothers Depart- 
ment Store of Sheboygan, Wis., plans are 
being made for moving the shoe depart- 
ment into the new addition. The home of 
the footwear section will be in the north 
front of the addition, and will compare 
with the finest shoe departments of any 
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store in the state. The men’s furnishings 
department will adjoin the shoe section. 


New Factory Almost Com- 
pleted 


January 15 has been set as the date for 
the opening of the Cedar Grove Shoe 
Company factory building at Cedar Grove, 
Wis. 

The new factory of the company is 
one of the most modern in the middle 
West with respect to equipment, although 
moderate in dimensions. About 150 men 
will be employed at the start of operations. 
The Cedar Grove Shoe Company com- 
menced operations about one year ago in 
temporary quarters which it rapidly out- 
grew. The new addition contains cloak and 
recreation rooms, sanitary wash rooms, 
drinking fountains, and a modern heating 
plant, facilities not possessed by the former 
factory of the company. 





DETROIT 


An Excellent Slipper Trade 


But Shoe Business in General Is Retarded by Mild Weather 
—Accessories Sell Freely During Holiday Shopping Period 


ROM the reports made by mer- 

chants the slipper business this season 
will be larger than that of last. Merchants 
featuring slippers in an aggressive way 
find sales satisfactory, although the mer- 
chants who do little more than stock a few 
lines complain. A noticeable demand for 
the better grades was a distinct feature of 
the late Christmas selling. 

At R. H. Fyfe & Co’s., a mammoth 
booth was erected on the main floor, which 
everyone entering the store for any of the 
various “floors of service’’ could not fail to 
see and admire, advertised slippers for 
men in an emphatic manner. Here were 
black and tan slippers, vivid red and green 
adding brightness to the display. The 
advisability of concentrating attention on 
the slipper line in this way is seen in the 
report from this store that the slipper 
business was never better. 


Big Slipper Business 


At the Queen Quality Boot Shop, a 
booth for the sale of boudoir slippers and 
hosiery was erected. Five girls were em- 
ployed to handle the hosiery alone, which 
speaks well for the volume of hosiery 
handled by this firm. The sales of hosiery 
were greatly increased and Thomas Meath, 
manager, states that the unusualness of 
the display has helped wonderfully to 
make selling easy. 

If the regular shoe business was as good 
as the slipper business, the shoe mer- 
chants of Detroit would be happy. Warm, 
spring-like days are not good for boosting 
winter shoe business. The sales of lighter 
lines, suedes and satins are satisfactory, 


but there is little demand for heavy winter 
weights because they are not appropriate 
to the weather. 
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Business Only Fair 


Merchants complain that business js 
not as good as expected, and the weather 
is conceded to be the cause. In fact, one 
shoe merchant reasoned it out in this 
manner. ‘We're selling slippers fairly well. 
Of course, there is a lack of ‘pep’ in the 
business, but slippers are selling, and so are 
lighter weights of shoes. We usually com- 
pare our business with similar periods of 
last year. Our December business is slight- 
ly better than a year ago to date. Last 
year we were selling galoshes galore and 
rubbers by the case, because there was a 
snow storm in the middle of the month. 
This year we are doing practically as 
much business without the heavy trade 
and the rubber sales.”’ 

Merchants are preparing for January 
sales. Many who have formerly waited 
until February to put on their clearance 
sales will likely fall in line with others in 
making January a genuine bargain month 
for the consumer. “Bills must be paid,” 
said one merchant, “‘and I suppose we'll 
have to force business to do it.” 


Tan and White Rubbers 


Children’s white and tan rubbers are 
selling very freely in the juvenile shoe 
department of the Alfred J. Ruby, Inc. 
Black rubbers are not going so well be- 
cause of the unusual demand for tans and 
whites. 





ST. LOUIS 


Year’s Business to Show Gain 


Fair Trade on Staple Shoes in Many Stores—Holiday Slipper 
Buying Failed to Measure Up to Expectations 


ITH rainy weather prevailing dur- 

ing the greater part of the week 
ending December 22, the retail shoe busi- 
ness suffered some set-back which were un- 
welcomed at this pre-holiday period. The 
most affected of the shoe stores were those 
featuring novelty shoes. Business in the 
staple stores from reports was of a fair 
nature. Wet feet indicated more sub- 
stantial footwear and the staple shoe store 
catered to these wants. 

One complaint that was unanimous was 
the lack of Christmas slipper business. 
Practically every store reported sales 
lower than those of last year in this de- 
partment. The slump in sales was princi- 
pally in the cheaper grade felts and the 
backward number was men’s slippers. In 
some stores the women’s business was all 
that was expected. 

An unusual note in the business was the 
call for high-grade mules and D’Orseys. 
One store found a good demand for this 
type of merchandise. 

The shoe business when results on the 
year will be tallied undoubtedly will show 
in most cases an increase over the same 


period of a year ago. Advance informa- 
tion from a-few stores indicate that gains 
will be made, with thereservation that they 
will not be of a substantial nature. 


Last Part of Year Dull 


The last six months of the year’s busi- 
ness is responsible for the none too en- 
thusiastic showing. From October 1 up 
until the present time, the business was of a 
very unsatisfactory nature. With inven- 
tory time approaching the merchandise in 
most stores is clean salable footwear. 


Brandts Close Store 
Temporarily 

Brandts, one of the oldest shoe institu- 
tions in the city, closed its doors Monday, 
December 24 and for six weeks will be 
without a home pending the completion of 
the new store. Russell Agnew, manager of 
the store, stated that the location could 
not be announced until later. An office will 
be maintained here with Agnew in charge 
during the six weeks the store will be out 
of business. 
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CINCINNATI 


Optimistic Outlook for New Year 


Leaders in’ Shoe Industry Are Confident that Public Regard 
Shoes as Important Dress Item 


HAT the public is realizing more 

and more the rightful place of shoes 
in the matter of its dress and that both 
men and women of Cincinnati and other 
cities throughout the country will con- 
tinue to buy good shoes, is the opinion of 
Cincinnati retail shoemen. Apprehension 
has been raised in certain quarters be- 
cause American men and women have 
been turning to articles to which they have 
taken a fancy and have expended large 
sums of money on them, reducing the 
amount of money that they have spent on 
other more essential commodities. Shoe 
men here, however, are optimistic on this 
question and do not believe that they have 
been affected to any great extent by the 
public’s taste for fads on which much 
money has been spent. 

Discussing the business of the retail shoe 
merchant, J. P. Orr, president of The 
Potter Shoe Company and former presi- 
dent of the National Shoe Retailers As- 
sociation, had the following to say: ““Des- 
pite the statement of Roger Babson that 
the consuming public has been spending 
much of its money on the purchase of 
automobiles and other commodities, many 
of them nonessential, I feel optimistic re- 
garding the outlook for retail shoe mer- 
chants in 1924. 

“Our own business for the past year has 
been better than at any time in the his- 
tory of the company. Reports from other 
shoe merchants as well show that shoes are 
not being neglected in the volume of pur- 
chases made by the American people to the 
extent indicated by Mr. Babson. Both the 
men and the women of Cincinnati, as 
well as all other cities of the country, have 
come to the realization that shoes are 
really an integral part of their costume. 


Shoes Important Item in Dressing 


“Shoes are looming up in importance 
when proper dress is considered by men as 
well as women. It is not likely that the 
shoe business will ever be restricted by 
anything that the public may take a fancy 
for. The whim of the public may turn in a 
certain direction and may favor certain 
products to the detriment of others which 
are more essential in their character, but 
the effect on shoe sales will be negligible. 
The public will always have money to 
spend for its footwear, because no longer 
can either men or women afford to wear 
shabby or inappropriate shoes without ad- 
vertising publicly their disregard of good 
taste and style. 

“The shoe merchants of the country 
may look forward with confidence to the 
future of their business for they are handl- 





ing an essential commodity which is being 
more greatly appreciated as time goes 
on.” 

Mr. Orr’s statement is in line with the 
thought of other retail shoe men in Cin- 
cinnati. 





Sends Personal Letters 


One retail shoe merchant is doing some 
effective direct advertising to a select list 
of customers. He is writing a personal 
letter to them, signed personally by him, 
seeking their interest in holiday footwear. 
Enclosed in the letter is a reprint of his 
advertisement in the daily newspapers to 
which the attention of the person receiv- 
ing the letter is called. This idea is getting 
across in excellent shape and is creating 
more sales for this live and up-to-date 
merchant. 





LOS ANGELES 


Evening Footwear Selling Freely 


Hosiery Departments in Shoe Stores Report Excellent Re- 
sponse—Satins and Colored Suedes Good 


HOE stores reported a good response 

during the week preceding Christmas 
especially in hosiery and accessory de- 
partments. Satins and dark brown suedes 
sold well. Evening footwear patterns are 
moving well. 


Boots for Children 


The Wetherby-Kayser Company is 
featuring a line of boots for children in 
white leather with either black or red tops, 
and they are also made up in patent 
leather. Satins and colored suedes are 
selling best and Cuban heels are very good 
in women’s shoes. Hosiery business has 
been exceptionally good. Many moving 
picture stars are regular patrons of this 
exclusive shop, among them Anita Stewart, 
Priscilla Dean, Enid Bennett, Norma 
Talmadge, Betty Compson and Jane 
Novak. 


Baker Store Doing Good 
Business 


C. H. Baker opened a new store at 
6664 Hollywood Boulevard recently. The 
stock was bought especially for Hollywood 
trade, short vamp styles predominating. 
Business has been very good. The store 
carries a complete line of sport novelties 
and riding boots, also hosiery in all the new 
shades and the same styles as are carried 
in their Los Angeles store at popular 





Sells Earrings and 
Necklaces 


Another attractive Hollywood 
Shoe Shop is the Innes Store on 
Hollywood Boulevard. The firm re- 
cently refurnished this store com- 
pletely. 

The store reports an excellent 
business and have had good sales on 
riding boots and boudoir slippers. 
This shop has added a new feature 
in the way of a jewelry section, the 
articles being displayed in attractive 
cases at one side of the main floor. 
In this section is found all access- 
sories to match the slippers carried 
in their regular stock. Among these 
articles are cut steel earrings and 
bandeaus ‘to match the cut steel 
buckles used on evening slippers, 
fancy brocade bags, handkerchief 
bracelets, beads and ear rings to 
’ match colored satin slippers. 











prices. The hosiery business has been more 
than satisfactory. 

The store sells to the members of thr 
moving picture colony, and among their 
prominent patrons are Jacqueline Logan, 
the Fairbanks family, Alec Francis, and 
Elinor Glyn. 





MINNEAPOLIS 


Little Change in Conditions 


Shoe Business Lagging Because of Unfavorable Weather— 
Evening Slippers Find Good Demand 


HERE has been little change in the 
retail shoe situation here. Un- 
seasonable weather has had a retarding 
effect on footwear buying in most all of 
the shoe stores. During the holiday shop- 





ping period, hosiery and accessories sold 
freely. Stores catering to the more ex- 
clusive trade have been selling consider- 
able dress footwear, but shoes for the street 
are not moving well. 








Sales of silver slippers this year prob- 
ably have exceeded previous records. 
This class of footwear has been sold in 
practically every down-town store and 
probably in most of the outlying dis- 
tricts. Practically without exception, mer- 
chants say that they have had a very good 
run on them, and this applies to the more 
popular-price houses as well as to those 
handling the more expensive stocks. 


Convention Plans 


Plans are progressing for the annual 
convention of the Northwestern Shoe Re- 
tailers’ Association which will be held 
here on March 10, 11 and 12. President 
C. M. Stendal of the association an- 
nounced that 150 booths will be provided 
for manufacturers, wholesale merchants 
and findings and hosiery men. 

The program for the convention is still 
in the early stage. However, it had been 
decided that there will be a “Davis night” 
when Sam Davis, field secretary of the 
National Shoe Retailers’ Association, will 
be the principal speaker. An attendance of 
800 to 1,000 is expected. The association 
takes in Minnesota, North and South 
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Dakota, Montana, Wyoming and Upper 
Wisconsin. H. S. McIntyre, 3332 Third 
Avenue south, Minneapolis, is secretary of 
the organization. 


Berlin Succeeds Peterson 


Walter Peterson, for four years with the 
C. M. Stendal shoe store and during a 
considerable period of that time the store 
manager, has resigned, his resignation to 
take effect the first of the year. He will be 
succeeded by Nicholas Berlin, now en- 
gaged with his father in the manufacture of 
hiking boots at St. Croix Falls, Wis. 


Sam Davis Speaker 

Sam Davis, field secretary of the Na- 
tional Shoe Retailers’ Association, made a 
flying visit to Minneapolis recently.He was 
the guest at dinner and spoke on “Co- 
operation,” and also gave the merchants 
some pointers regarding the forthcoming 
convention of the Northwestern Shoe Re- 
tailers’ Association. Mr. Davis declared 
that good fellowship among shoe mer- 
chants will do a great deal to help their 
business. 





DES MOINES 


Evening Slippers Are Strong 


Most Popular Color in Women’s Lines Is Black—Business 
Conditions Are Favorable 


HE big note in the shoe stores appears 

to be the unusually heavy demand for 
evening slippers. During the week preced- 
ing Christmas shoe stores did an excellent 
volume in men’s and women’s house slip- 
pers. Women’s black satin, patent and 
suede patterns are the leaders. 

Colored shoes, those in the darker tan 
and brown, are selling well. The most 
popular color, however, is black and the 
most popular flapper combination is a 
black satin pump with flesh colored silk 
hose. 


Business Conditions Good 


General business conditions are good. 
Building has slackened somewhat but the 
retail shops and department stores are do- 
ing a large volume of business. 


I.S.R.A. Making Plans 


Plans are now being made under the 
direction of Frank T. Jaques, president of 
the Iowa Shoe Retailers’ Association, for 
one of the greatest annual meetings ever 
held in the state. 





DENVER 


Promising Outlook for 1924 


Merchants Expect 1923 Records Will Show Marked Advance 
Over 1922—Shoe Trade Good 


HE outlook for a good business year 

during the coming months of 1924 is 
bright, according to the men engaged in 
the retail shoe business in Denver. They 
point out that preliminary estimates in- 
dicate that the output of all the important 
industries in Colorado this year will be 
greater than in 1922 and that the total 
value of the output of all industries will be 
greater than any year since 1920. The 
largest precentage of increase will be 
shown in the metal mining industry. 


The general level of prices for farm crops 
grown in this state is slightly greater than 
at this time last year, so that the total 
value of the output shows an increase of 
perhaps 10 per cent. This all means more 
money in circulation and all lines of 
business will benefit as a result. 


Complete Alterations 


The Broadhurst-Young Shoe Com- 
pany, Sixteenth and California Streets, re- 
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cently finished alterations at its store. The 
firm remodeled its California Street win- 
dows and they are now displaying the com- 
pany’s line of shoes to very good ad- 
vantage. Business is reported good at the 
Broadhurst-Young store and the outlook 
for 1924 is bright. 


Says Business Is Fine 


Harry E. Fontius, general manager of 
the Fontius Shoe Company, Sixteenth and 
Welton Streets, Denver, reports business 
good at this time. ““We have experienced 
a very good business since moving into our 
new store a few weeks ago,” recently 
stated Mr. Fontius. “The outlook ahead 
is bright and I feel that shoe merchants are 
in for good business during the coming 
months.” The Fontius store has been 
doing a good holiday business in footwear, 
hosiery, fancy buckles and the like. 


Clearance Sale 


The Walk-Over store, 815 Sixteenth 
Street, recently held a clearance sale of 
1,500 pairs of men’s and women’s shoes. 


Splendid Holiday Response 


Robert Johnston, head of the Johnston 
Shoe Company, featured his line of Ease-All 
shoes for Christmas and reported a good 
holiday trade. Mr. Johnston predicts 
1924 will bring better business than was 
enjoyed during the year just closing and 
says he is making his plans accordingly. 


Denver Notes 


The Michaelson store has been doing a 
good business in its slipper department. 
The firm reports that many pairs of its 
slippers went out of the store for Christ- 
mas gifts. 

Charles C. King, with the Peters Shoe 
Company, has returned to Denver after a 
business trip to the southern part of the 
state. He reports business showing im- 
provement in that part of Colorado with 
the outlook bright for 1924. 

M. B. Wise, head of the M. B. Wise 
Shoe Company, Denver, says business 
during the present month has been good 
at his store. Mr. Wise has been using some 
very good window displays. 


Kitowski Sells Store 


Nicholas J. Kitowski, for several years, 
engaged in the retail shoe business in 
Stevens Point, Wis., has sold his store in 
that city to Stanley Dolke and Dan B. 
Domack, former employees of the Frank 
Zolandek Company. The new owners are 
expecting to close down for several weeks 
and then to reopen with a line of shoes 
and men’s furnishings. Mr. Kitowski has 
accepted a position as manager of the 
harness and leather goods department of 
the R. A. Connor Company at Auburn- 
dale, Wis. 
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ROSENWASSER BROS., Inc. 


Manufacturers of Footwear Specialties 


LONG ISLAND CITY, N. Y. 


Mapa order to correct er- 
me roneous information 
concerning fire damage to 
one of our units, we wish to 
inform all our customers 
that ALL of our footwear 
manufacturing divisions 


are intact and unaffected. 
All orders now on hand will 
be filled promptly. We are 
also in position to accept 
additional orders. 


We are thankful for the 
many kind expressions of 
good-will sent us and wish 
to extend to all our com- 
pliments of the season. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER 


Something Entirely New! 
‘‘Staso | Suede Stick ‘‘Cleans While It Colors’’ 


For Suede, Buck and Canvas Shoes 


~ ™ lo 





Contains Gritty 
Substance 


Will not soil 
fingers 


Handsomely 
decorated 
metal container 





Special Grade 
Hair Felt Brush 


Small beautiful 
package 


Fits pocket or 


smallest bag 
Can be used 


anywhere 


Made in all 
shades 


Immediate 
Delivery 


Display Carton’ 


Price 


W. E. ELLIS Co., HAV 


pb —___4q 


The Staso Suede Stick is made from a 
new formula. It contains fine particles of 
a gritty substance that work down into 
the nap of the leather, cleaning the 
leather, at the same time carrying the 
color down to the body of the leather, 
not merely smearing the surface. 


The Staso Suede Stick has a coating on 
its surface which prevents the stick from 
soiling the hands while using. 


The Staso Suede Stick is made so that 
it fits snugly into a beautifully decorated 
metal tube, with pressed metal cap, gold 
lacquered. The stick has metal end, 
inside the tube, and will not deposit 
dust in bag or pocket. 





Carried In Stock In All Standard Colors 





The Staso Suede Stick has a hair felt brush in cap to be used in 
rubbing the powder into the leather. This is a special felt such as 
is used for polishing plate glass, and will not fill up or cake with 
the cleaner. 


The Staso Suede Stick is a very small, neat package, very 
ornamental in appearance, and one which every particular 
woman will take pride in using and showing to her friends. 


The Staso Suede Stick is so small it will fit in any small hand 


bag or pocket. 


The Staso Suede Stick is so attractive in appearance, so neat and 
handy, that particular women will not hesitate to use it any- 
where to remove stains or discoloration from suede, buck, or 
canvas shoes. 


The Staso Suede Stick is made in all shades, and sample color 
cards will be sent on request. 


The Staso Suede Stick is carried in stock in all standard shades 
and immediate delivery can be made. Special shades will require 
about one week. 


The Staso Suede Stick is packed 12 sticks in one attractive 
counter display carton. 


$21.00 per gross, F. O. B. Haverhill, Mass., $1.75 per doz. 
Send For Sample Dozen Today 


a = — 
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Recorder Merchandising 
Calendar for January 


January 1 to 5— 


Inventory carefully every item you own and owe. In 
pricing merchandise show first the cost and then the 
present value. It is imperative to do it this way. You must 
know your investment in your business and also‘its 
actual value. If you cannot show a profit after reducing 
assets to a sound value you haven’t made a profit. Fol- 
low up the inventory with a profit-and-loss and financial 
statement. Mail one to each creditor and your bank. 
Then have your sales conference, point out the mistakes 
of last year and outline the policy for the new year. Look 
after your insurance. 


January 7 to 12— 


Pick out odds and ends and other dead stock for the 
January sale. Take them out of the cartons and tie the 
pairs together. Hand them on racks or tables. Each rack 
has its own price. Dress your window. Make it look like 
a “sale” window. Advertise freely. 


January 14 to 19— 


Begin sale Thursday of this week. Feature a leader for 
each day of the sale. Look over spring styles. Do not let 
the sale keep your mind off new merchandise. Order all 
staple shoes you will need for early spring selling and a 
few novelty patterns. 


January _21 to 26— 

Collect outstanding accounts. Re-trim windows. Re- 
arrange stock. Discuss progress of sale with the sales- 
force. If your lease expires May first see your landlord 
about a renewal. 


January 28 to 31— 


Make final drive to clean out broken sizes. Mail state- 
ments and prepare balance sheet for months. Pay ac- 
counts owing. Reduce number of creditors as low as 
possible. Invoice felts and galoshes and stimulate sales 
on them through advertising. 
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Feet Saving Cushions 
Make Good Feet Better and Bad Feet Good 


Figure |. Is section rear view of right foot anatomy, 
showing pivot of the under heel bone on hard flat 
leather insole. Note that the person's weight is carried 
on this small bone, the size of a ten cent piece. Pressure 
at this point on hard leather insole causes nerve strain, 
pain at times up to the hip, not rheumatism, although 
for years treated as rheumatism. Can be permanently 
relieved by a half inch cut out (with belt punch) 
through felt. With the pivot bone in the cut out or hole 
and person’s weight around, not on the sore spot, the 
pain is gone as if by magic. 


Figure 2. Similar view of left foot, with 
weight of the body resting on Cushion 
Arch Mold, represented by the dark 
curve under the heel. The rounded 
cushion cavity distributes the weight 
evenly around the under heel bone and 
relieves the pressure from a single spot, 
thus lessening fatigue at the end of the 
day. 
Heel on Cushion 


Berrick Bldg., 86 Ellicott Street 
BUFFALO, N. Y. 
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Beware of Blind Passages! 


Draw a Lesson from the Experience 
of the Allied Soldiers in the Old 
Chalk Mines of France 


N the old chalk mines in France, forty feet 

below the surface, are a maze of passages. 
When the German soldiers occupied these 
underground passages they carefully mapped 
out those that led to the surface and con- 
structed others leading into blind exits, at the 
end of which were deep pits filled with water. 
The unwary soldier who stepped into one of 


these was lost! 


Have you studied the maze of passages in 
your own business and do you know the way 
out to success, or are you following the path 
leading to a blind exit and failure? 


Groping in the dark is dangerous. Look 
back on the old year and chart the passages 
that have led to a profit. Select the best ideas 
used in advertising, window display and mer- 
chandising plans. These are safe passages. The 
mystic paths of style have led you into many 


blind exits. The way to safety is through tying 
up the style trend with your merchandising 
plan. They must both travel the same road. 
High grade shoes require harmony in ad- 
vertising, window display and service. Me- 
dium priced shoes, though in a different 
passage, use the same methods for an exit, but 
because the path is wider it is a safer road to 


travel. 


Now is the time to decide how your mer- 
chandising plans for this year harmonize with 
the kind of shoes you have on the shelf as well 
as those you have in mind for future purchase. 


Be consistent in your policies. Plan your 
method of operation to fit the kind of shoes 
you sell. Excessive buying, odds and ends and 
extravagance all lead to blind exits. Gooa 
judgment, economy and service lead to 
success. 








locality is realizing more and more 

the tremendous selling possibilities 
and prestige making value of the show 
window. 

However some of the most wide-awake 
stores fall short of getting the most out of 
the display front by not having it work for 
them twenty-four hours every day. 

Most store managements have a cer- 
tain set form for their window displays, 
which calls for practically nothing but the 
same thing over and over again. 

Granted that the show windows pull a 
certain amount of trade if treated in an 
ordinary manner, it is positive that the 
windows will be the prime factor in in- 
creasing sales when the goods are shown 
in the most favorable surroundings and 


"vce retail shoe merchant in every 
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Make Your Store Front Work! 


Change Displays Often— 
Make Each Radically Differ- 
ent from the One Preceding 


the displays changed more often—each 
radically different from the one preceding. 

It is the interest in your goods that wins 
attention, creates desire, demand and 
sales—so keep the people curious and in- 
terested in your goods and your store 
through the medium of your window dis- 
plays. 

Don’t Be Conventional 


When your competitor is taking it easy 
and coasting along in the same old way, 
that is your best time to do something 
different in your show windows to arouse 
local interest. 

Let us assume that one week you have 
a dignified display to give tone and 
prestige to the store—come back the 
next week with a window display that is 


entirely different. In this manner you 
create a startling change—for instance, 
one week you have a cleverly arranged dis- 
play of evening slippers or dress shoes in a 
refined and elegant setting—the week 
following make a display of an entirely 
different line of shoes, or a novel display of 
hosiery or findings. 

Make the displays often and create your 
startling effects by radical contrasts. 

Through this method of display~ the 
people of your town will soon be educated 
to the point of coming around your way 
frequently to see what you have in your 
display windows. 

Make your show windows work for you, 
don’t let them become commonplace. 
Keep them clean, bright and smart looking 
and don’t be satisfied unless your windows 
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Plate 1—The wallboard pieces used in this background can be used over, in various other combinations, for a series of window settings. (See 


Plate 4) 
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are making the whole city talk about 
them. 
Have Windows Spotless and Well Lighted 


The first thing to consider in decorating 
your show windows is the window itself. 
See that the glass is spotlessly clean, also 
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HE Multiple Unit Set consists of 
the following: 
(A) 2 Wall Board Pilasters 18 inches 
wide by 6 feet tall. 
(B) 2 Wall Board Pilasters 8 inches by 
6 feet tall. 
(C) 2 Side Flank Pieces Top 4 inches. 


the fixtures. All electric lights should be Base 8 inches, 41% feet tall. 


inspected to see that none are 
burnt out; all broken lights should 


Show Window Background Suggestions 


Illustrated are several decorative sug- 
gestions for background treatments, all of 
which are constructed of the same units. 
The various effects are obtained by simply 
making a rearrangement of the pieces and 
the changing of accessory decorations. 


the various units are made of wall 





be removed and new ones put in 


board in the shapes shown in Plate 
Four and painted with cold water 








their places. A well lighted window 
is the store’s best advertisement. 
Next consider your window 
background and the selection of 
the shoes that are to go into the 
display. In selecting the shoes 
take those of the smaller sizes as 
they look much neater than those 
of the larger sizes. 4-B is the ideal 
size to show in the window. 
Show the shoes in pairs. See 
that all display shoes are well 
formed. If you do nothave enough 
shoe trees stuff tissue paper well 
into the shoes to build them out 








A 











VANVAR YT 
= 
—_s 
, “3s \ iw, of © 
3 
“ md 
































~ 


paint, or covered with cloth such 
as velvet, sateen, monks cloth, 
felt, etc. 

Plate One illustrates a novel 
treatment using the two tall pi- 
lasters and the two side flank 
pieces, oval cut out and the two 
No. H units. 

The space between the two pi- 
lasters is filled in with a drapery 
material hanging in loose folds 
from the cornice of the window. 
The oval cut out is placed in the 
center and connected with the pi- 


As explained in a former article, 





<op 





and hold them in shape. 

It is always a good idea to first 
lay out the trim on a piece of 
paper by making circles to show 
where you are going to place the 
various groups and units. In this 
manner you have a working plan 
for the placing of the merchandise 
when you get into the window to 
trim. 

In working out the background 
treatment it is advisable to plan 
something that is in harmony with 
the season of the year or the event 
that you desire to recognize in the 
window. 

The shoes may be arranged in- 
attractive groups or units, using 
the regulatien shoe stands, ped- 
estals and glass shelves. 

Show the shoes in such a way 
that every pair stands out, a 
complete trim in itself. Every 
shoe should bear a neat little price ticket 
and the stock number of the shoe. 


Putting the stock number on the price 
ticket makes it much easier for the sales- 
man when a customer comes into the store 
for a pair of shoes which are on display in 
the window. It also provides a check on 
how much the window is drawing. 


Interchangeable Window Background 


In the last issue of the Equipment 
Section of The Recorder we illustrated the 
Multiple Unit Background Set consisting 
of various wall board units which can be 
used over and over again in working out all 
kinds of decorative units and background 
set pieces. 

' We illustrate again in Plate Four this 


Multiple Unit Set, as shown in the Boot 
and Shoe Recorder of November 24. 


Plate 2—This arrangement of the wallboard pieces lends 
itself well to a clearance sale. 





Plate 3—With a few of the ene ponte "oe chop- 


ping bowl this effect is quickly prod 

(D) 1 Oval Wall Board Cut Out 12 by 
24 inches. 

(E) 1 Circle Wall Board Cut Out 30 
inches Diameter. 

(F) 2 Circle Wall Board Cut Outs 14 
inches Diameter. 

(G) 2 Half Circle Wall Board Cut Outs 
14 inches Diameter. 

(H) 2 Wall Board Plateauxr 36 inches 
by 4 feet. 

(1) 2 Wall Board Cut Outs 8 inches 
by 414 feet tall. 

( K) 2 Side Flank Pieces Base 18 inches 
by 44% feet tall. 

(L) 1 Lattice Piece 48 inches at widest 
point, 3 inch mesh. Paint black. 

(M) 2 Lattice Pieces 1 ft. by 6 ft. 3 
inches mesh. Paint black. 

(P) 2 Wall Board Cut Out Vase Effects. 
36 inches tall. 

(J) 2 Cut Out Bases for Tall Standards. 
Cut from stock. 


lasters by means of artificial flow- 
ers and foliage arranged in gar- 
land effect. 

Upon the surface of the oval is 
placed a sign o1 poster illustrating 
some particular shoe. 

Plate Two—In this illustration 
we show another arrangement of 
the units which can be used to 
good advantage for the January 
Sale window setting. The design 
is clearly illustrated as far as ar- 
rangement is concerned. Along the 
cornice line is placed a piece of 
wall board upon which the word 
January is painted. Suspended 
from this piece is the cardboard 
banner upon which the word Sale 
is painted. 

The arrangement of the flowers 
and foliage is clearly shown. Nos. 
H, C and A units comprise this 
setting. 

Plate Three—In working out this set- 
ting Nos. A, M, I and F pieces are used 
and arranged as illustrated. 

The face of No. F is covered with card- 
board and painted in modern art effect as 
is shown, or signs can be used telling the 
story about the merchandise. _ - 

A wooden chopping bowl filled with 
artificial flowers should be used as in- 
dicated. 

The end of the A unit is finished off 
with a band of satin ribbon as shown. 

Plate Five—This design may be used to 
good advantage in a small window and 
comprises the units Nos. A, C, M, and cut 
out vase No. P, and arranged as shown. 
Just in front of the setting is laid a piece of 
velvet or felt as illustrated. 

The lattice work makes an ideal sur- 
face upon which to vine flowers and 
foliage if so desired. 

In working out this setting the matter of 
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CHAIRS 
that increase 


SHOE SALES 


Shoe stores, like people, are judged 
greatly by appearances. 


1‘ 






















An individuality, expressed in decoration 
and store appointments, is frequently 
the turning point between a small and 
a mighty profitable business. 


a MILWAUKEE CHAIRS will create 
4 . ic ype e as . ° 
+ + Height of back§from seat 1934 in. Width out- that desirable atmosphere of har- tF _ 
side measurements 22 in. Made in Birch, Ma- d f h h 
inumeowwu, Oak. mony an comiort tnat attracts the 
sa best sort of customers. They will as 


certainly assure the interest of the type 




































of purchasers who make any business ue 
pleasant and productive. vd 
hart 
MILWAUKEE CHAIRS can be had os 
in a variety of design that will meet the bacl 
decorative scheme of any interior. =a 
, Ci 
They can be had at prices that will meet . 
+ -TY?-S.3096.F: the approval of the large or smaller - 
. merchant. All of them have the same —e 
$3171 , Twentie entur. itti : . 
Length‘ over as bs ard ae me a. beauty of design and the same sturdi- - 
mic Rute Feast. Madeineamsfnsh*s ness of construction. rn 
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MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD who 
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Plate 4—These are the separate parts used for the interchangeable background. 


color can be decided upon to suit your 
own fancy or for the particular season of 
the year. The decorative accessories 
should be in a color that will contrast and 
harmonize. The possibilities of quick 
changes by using the Multiple Unit Set is 
unlimited. These back units fit close to the 
back of the window, leaving the entire 
floor space for the display of merchandise. 





Competition of Swiss Shoes 


Sales of Swiss shoes in this country, 
which appear to be increasing, are at- 
tracting the attention of a number of 
makers of women’s shoes, for the Swiss 
shoes are competing with their product. A 
salesman, now on the road, writes to his 
firm, in regard to this competition of 
Swiss shoes, saying: “The Swiss shoes 
now being shown in my territory, show a 
bewildering array of patterns and colors, 
with workmanship and fancy stitching 
hardly attempted by the average Ameri- 
can firm. Prices of these Swiss shoes are 
much lower than prices of our shoes. The 
universal comment by retail merchants 
who have received and sold their Swiss 
shoes is favorable. 

“One retail merchant, with whom I 
talked, said that he had sold Swiss shoes 
for women with wonderful success, and 
that for this season he had purchased 


about $2500 worth of Swiss shoes for 
children. He is convinced that the com- 
petition of Swiss shoes will be felt by our 
manufacturers. 

“Can our American manufacturers 
remedy the matter in any way?” 





Levin’s Business is Growing 


New Orleans—In 1921, Leon Levin 
succeeded his father in business. From a 
small shoe store he has now stocked an 
up-to-date shoe store on Frenchman and 
Claiborne Avenue. By thrift and watching 
opportunities, he is now one of the leading 
retail merchants in the Old Third District. 
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Plate 5—This setting is icularly 
good x. pk a a 


He has a beautiful store, with two large 
show windows, a double run of folding 
chairs, shelves extending to the ceiling 
with rolling ladders, store and show win- 
dows well lighted. He came of an up-to- 
date shoe stock and is a great believer in 
the novelty game, always showing the 
latest novelties in footwear. 

He is ably assisted in his sales force by 
Miss Angie Swiber. Miss Swiber has a 
large clientele of customers who always 
leave Levin's with a pair of shoes to their 
liking and properly fitted. 


Optimists on Welts 


Some Lynn makers of welt shoes are 
optimistic in their views of welt business 
for next year. They predict a combination 
of styles and prices that will enlarge the 
demand for welt shoes. For instance, 
welted sport oxfords are expected to run 
strong, and some fashion authorities sup- 
port that view. Manufacturers have 
learned how to make stylish welt shoes 
with slim, shapely shanks and close edges 
and wood heels. The leather market is 
favorable to the production of welt shoes, 
and this fact, combined with the desire of 
thinking thrifty women for shoes that 
provide abundant foot protection and that 
can be re-soled, is expected to strengthen 
very much the position of welts. 
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We'll be ha to serve you individuall ! 
| PPY y ry ! 
V 

The purpose of the Recorder’s editorial columns is to give you information and 
suggestions. Possibly you have wished sometimes that their contents could be made I 
still more specific to your individual problems. It is to serve you individually that t 
we have instituted the Shoe Store Service Department. € 
t 





Have you some questions which you would like the Recorder to answer? Is there 
some phase of your business on which you would like to have suggestions from the 
Recorder? If so, write the Shoe Store Service Department, Boot and Shoe Recorder, 189 W. 
Madison Street, Chicago. Your questions will be answered and the wanted suggestions 
offered gladly and without cost to you. 
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is Sport £ RESOLVED! 
\ —that your show windows will” pull bigger and better 
: OM S os results if you take advantage of this Recorder service. 
; ie ee 4 Show Windows without attractive show cards are like 
k salesmen without voices. They are dumb—cannot explain 
that are.” the better points in your sales talk. Without Show Cards 
Well leave a thousand things unsaid that would make bigger 
A de plabe sales for you. 
cdeies itl ey 
é wardr ' The Service Consists of All for 
sac? 58 MER One set of eight display mats with your name 
Fas hand lettered in the corner (see illustration), e 





four large and four small, patent pen, special 
inkfand —_ instructions for writing price 
tickets. Each month for a full year you re- 
ceive sixteen hand designed cards to be in- 
— in the mat a of each size __ PER 
and a generous assortment of price tickets to 

match each month’s cards. (MONTH 












eg ; ie ORDER TODAY AND START THE NEW YEAR RIGHT! : 
Recorder Show Card Service 
189 W. Madison St. {111 Chicago 
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Regarding 


Store 


Equipment— 


Are there some things for the store or 
office that you want and don’t know just 


where to get? 


Do you know of all or most of the things 
that are available for you in the line of ~ 
equipment—who makes them and what 


they cost? 


The chances are that just the information 
you want can be obtained through the 
Shoe Store Service Section of the Boot 


and Shoe Recorder. 


You’re welcome to it! 
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Sid 
That Bids You — 
Welcome 


Whenever you are in Chicago you 
are welcome at the Western office of 
the Boot and Shoe Recorder—in the 
Security Building on the southeast corner of 
Madison and Wells Streets. 














Are You Interested in 
How LEATHER Is TANNED ? 
Write For Interesting Booklets—FREE 


Since we printed this invitation last month a 
number of merchants have responded to it. 
We want you to come in and feel at home 
—and to avail yourself of any service or in- 














formation that we can give. 


Mail This Coupon for Manufacturers’ Catalogs and Literature 


OBooklets on Leather 
OShow Cards 

OStock Record Systems 
OSales Record Systems 
OStore Arrangement 
OStore Front Construction 
OCounters 


OShow Window Background 
OShow Window Decorations 
oStore Seating 

oPrice Tickets 

oCash Registers 

oCash Carries 

OStore Fixtures 

oWindow Display Fixtures 
oGlass Display Fixtures 
OMetal Display Fixtures 
OStore Ladders 

OShoe Mirrors 

OF itting Stools 

OFoot Measuring Devices 
oOPlay-Room Equipment 
OStock Boxes 


mAdvertising Novelties oFor Women 


oFor Men 


OShoe Carton Labels 
OMetal Ceilings 
OValances 

ODisplay Pillows 
ODecorating Plush 


Remarks 





OWindow Rugs 
OWaste Paper Balers 
DOffice Appliances 





DOSales Check Books 
OStore Interior Decorations 
OWindow Lighting 
olnterior Lighting 

OColor Lighting 

DElectric 








igns 
oColor Matching Lamps 
OAdding Machines 
OHosiery Cases & Fixtures 





DAthletic Shoes 
DShoe Trees 
oOX-Ray Machines 
OHosiery 

ORepair Equipment 
oDuplicators 








Supports, Metal 








OArch Supports, Non-Metal a 
oOFor Men 
OFor Children —_— 
City and State 


OSouvenirs } OFor Women 
OF or Children 


Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago 
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$ DOLLARS IN SHOE TREES $ 




























This tree, while very simple 
in its construction, is most 
efficient in its service—so 
constructed that it is possible ean . . 
to extend it to any degree This tree, as its name im- 
desired after the heel piece plies, can be packed flat, 
has been pushed down, and making it convenient_and 
the tree is in position in the desirable, especially for 
shoe, by simply turning the travelers. The adjustment 
handle. Turning the handle is simple and serviceable, 

in the opposite direction 

shortens the tree so that it 

can be easily removed. 















WOMEN’S VENTILATED BETE No. 328 


(ADJUSTED TO SIZE BY TURNING HANDLE) 


THE BETE TREE THE “PACK-FLAT” TREE 
(Ventilated) (Ventilated) 
When a profit can be made as easily as it can be on shoe 
trees, why not get it? 


Miller Shoe Trees keep shoes in shape, increase their life of 
usefulness and preserve their appearance. YOU know it— 
why not tell your customers? It is beneficial to them and 
profitable to you. 


WOMEN’S VENTILATED PACK-FLAT No. 298* 


SHOE TREE DIVISION 


O. A. MILLER TREEING MACHINE CoO. 


BROCKTON, MASS. 
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New People Coming In—Who Are They? 


Old Customers Moving— 
Where Do They Go? 


You want these new settlers to come in—You want the old 
ones to come back—But what are you DOING about it? 


HE chart below indicating the num- 
ber of new houses and apartments 
for which permits were approved in 

Cook County, Illinois, is not out of pro- 
portion to what is being done in the build- 
ing line in other cities. Has the retail mer- 
chant kept pace with the transitory move- 
ment necessitated by the erection of these 
new buildings? Entire subdivisions spring 
up overnight and certainly the occupants 
of these new homes are not all from some 
outside city or town. Some local dealer is 
losing trade unless he is alert and through 
his mailing list keeps in touch with his 
customers and their movements. 

Ways ard means of doing this can be 
found by studying other lines of endeavor. 





- 
- 
- 
-* 


A church in Evanston, Illinois, secures 
from the gas company the name and ad- 
dress of every applicant for gas service and 
in this way keeps posted on every change 
in personnel within its parish. The shoe 
merchant who uses some such plan has an 
advantage in securing the patronage of the 
newcomers into the neighborhood. 


Bringing Trade from Afar 


In the larger cities new retail stores are 
opened up where developments look ripe 
for business but not all residents patronize 
the home store. Even in New York and 
Chicago customers travel miles to some 
favorite dealer because they have con- 
fidence in him and his merchandise. Are 


THE PEOPLES GAS LIGHT & COKE COMPANY 


NEW 


you one of the “favorites” or does your 
trade forget you when they move into 
some other locality? Every day some one 
is going out and some coming in to your 
immediate neighborhood. 


Keep Your Mailing List Active 


In smaller cities and towns it is not 
difficult to keep tabs on who is going out 
and who coming in, but in larger centers 
it is quite a task although the larger the 
city the greater the proportion of changes. 
By keeping the mailing list active you also 
keep it up-to-date and by close contact 
with your customers you are more than 
likely to hold your trade even after they 
have settled in some other locality. 
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“Pittsburgh” 
Reflectors 


make your store a bright spot that 
catches the eye of people who now 
hurry by without a glance. 


Thousands of merchants, among them many of the 
leading stores of the world, are flooding their show 
windows with light from “Pittsburgh” Reflectors 
and are thereby getting more trade. 


“Pittsburgh”’ Reflectors were developed by men who 
have specialized for years in show window lighting. 
They have naturally accumulated a fund of informa- 
tion that will prove helpful to any merchant who 
wishes to make his show window displays attract 
attention, hold interest and draw more trade. 
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This experience and information is at your service 
without any obligation on your part. 


Make us a rough sketch of the floor plan of the 
window to be lighted: marking on it the length of 
the glass, the distance from glass to background, 
from floor to ceiling, from floor to transom bar 
(if any) and height of background. State whether 
you trim high or low and we will be glad to offer 
suggestions as to the most effective lighting and 
give an estimate of its cost. 


Pittsburgh Reflector 
and Illuminating Company 
410 Bowman Building, Pittsburgh, Pa. 


Chicago: 565 West Washington St. 
New York 1452 Broadway 
Philadelphia 235 South Eighth St. 
San Francisco: 90 New Montgomery St 
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y SHOE DEPT, JOS. HORNE &,CO., PITTSBURGH, PA. 
are usually to be seen in ‘the busiest and most success- _ 


ful stores. For this there are several good _reasons. 


They conserve space. Seven American Interlock- 
ing Shoe Store Chairs take the same floor space as six 
of other types. - 


Their newness lasts because they are Built as 
substantially as any chairs can be. 


They delight the eye because they are designed _ 
. along true architectural lines. 


Write for Catalog and let us submit recommendations 
covering your own requirements. 


RUAN EATING UOMPARY © 






ROTA" 


General Offices: 1016 Lytton Bldg. 
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CHICAGO ¥ 


701-250 60. Broad St, ~ Reom 601-119 W. i Es 
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Shoe Display Lixtures 


That Sell Shoes 


ECAUSE they lend a Display Fixtures 

touch of character of the Better Kind 
and dignity to the shoes” 
offered thereon. A feeling 
of harmony and satisfac- 
tion is inspired within the 
observer, who critically 9 
inspects these shoes from J.R. a S SONS 
every possible angle. The 


buying sense is consider- euumiie 


ably stimulated. 204 W, Jackson Blvd. 
BOSTON BALTIMORE 


26 Kingston’St. 122 W. Baltimore St 


NEW SAN FRANCISCO BRANCH 
11 First Street 


manufactured by 





Catalogue Mailed upon Request 
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LE “AMCO” KLASIC COLONIALS 


COLONIALS are not coming, THEY ARE HERE 
THE “BIG FOUR” FOR SPRING STYLE 


CHASE NUGGET LIZARD ENGINRUL 


New Patterns in Colonial 
Buckles with or without 
tongues. Buckles finished in 
Polished Silver, Gray Silver, 
Bronze, Jet or Gun Metal. 
Tongues in all leathers, Black 
Satin, White Fabric. 





Chase—a beautiful Hammered 
style on tongue No. 5. Lizard—The new 
lizerd leather matched in ——s 
tongue No. 7. Also—plain buckl 
all finishes, including the Priscilla a 
Puritan. 

Prices with tongues per dozen pair $9.00 
Prices without tongues per doz. pair 6.00 


ABE MANTLE & eae 


14th and Locust Sts. St. Louis, Mo. 
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All Set for 1924 


Organization has been perfected of the 
Kreider-Cross Company of Lebanon, 
Pennsylvania, which goes into full opera- 


JOHN H.CROSS 
He is making shoes in Lebanon, Penn. 


tion January first. The principals of the 
concern consist of A. S. Kreider and John 
H. Cross, in a business specializing in 
women’s novelty welts and will be under 
the direct supervision of Mr. Cross; as Mr. 
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Kreider’s shoe activities keep him at his 
headquarters in Annville, Pennsylvania. 
The house starts out with a line of 
novelties, without freakishness, and the 
capacity is 2500 pairs daily. It will 
specialize on “Cross Shoes’’ which have 
enjoyed a reputation of many years. Mr. 
Cross is being congratulated by a wide 
circle of industrial friends who see in his 
new project, a most successful future. 





Kirkendall Has New Line 
of Men’s Bootees 


The Kirkendall Shoe Company of 
Omaha, Nebraska, which has the reputa- 
tion of being the largest manufacturer in 
the world of riding and lace boots, has an- 
nounced a new line of men’s bootees. 

According to J. C. Wharton, general 
manager of the Kirkendall Company, this 
item that was so popular several years ago, 
seems to be staging a “‘come-back’”’ as in- 
quiries from all sections of the United 
States indicate an increasing demand. The 
increase from one section alone has been 
100% in the past two years. The business 
seems to be especially good on the bootee 
in the agricultural and railroad districts. 
Farmers and railroad men are recognizing 
the merits of this old fashioned item, 
Being able to tuck their pant legs into the 
top of the bootees keeps out the cold. 

Two numbers feature the line, one 
heavy serviceable bootee, leather lined 


87 


with a double sole for heavy and hard wear 
and one lighter number of gunmetal. 
Both numbers have heavy side gores. A 
complete line is in stock. 





Let’s live and help our fellow man to live. 
—Dr. Tehyi Hsieh. 








J. WARREN MURRAY 


He was elected a member of the board of directors 

al a meeting of the stockholders of The Riley Shoe 

Manufacturing Co., Columbus, O., held recently. 

Mr. Murray will continue to have charge of styles 
and quality production. 








United States Reports of Leather Boots and Shoes 


MEN’S 





Nine Months Ended 


September September 30 





1923 


Pairs 


1922 
Pairs 


1923 


Pairs 


1922 
Pairs 





11,690 
2,512 
23,518 
42,764 
39,756 
47,828 
262,796 
34,716 
41,925 
419,742 
37,524 
23,139 
9,670 
299,501 


1,297,081 


16,941 
5,398 
36,829 
81,770 
29,586 
57,113 
236,289 
39,855 
41,115 
1,438,697 
41,772 
37,784 
17,548 
320,709 


2,401,406 


1,902 392 
1,800 24 
2,171 1,994 
7,811 5,654 
2,936 2,729 
4,575 8,062 
23,126 17,606 
6,542 9,141 
3,709 6,306 
60,769 156,216 
4,106 8,360 
7,815 3,331 
1,824 789 
18,816 49,561 


147,902 | 270,165 


Russia in Europe 
United Kingdom 


Honduras 
Newfoundland and Labrador 


Dominican Republic 
South America 
Philippine Isands 
Other Countries 



































BAUMANN’S 
Window 
DECORATION S 
in 









1924 


The most prosperous 
stores find their show 
windows their most re- 
sultful advertising. Our 
Artificial Flowers, Set 
Pieces, Vases, Baskets, 
etc., decorate your win- 
dows quickly and inex- 
pensively. 


Write for our 
SPRING CATALOG 







It contains hundreds of 
ideas for the decoration 
of your windows. IlIlus- 
trations in actual colors 
make it possible for you 
to buy with the same ease 
as looking over actual 
samples. 









Write for our catalog 
today. 


LPaumanne©. 


357-359 W. Chicago Ave., 
Chicago, Illinois 
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With the New 


Standard Design 


Fixtures 


you can put your new Spring 
footwear in the limelight. 
Note the graceful Onli-Wa 
designing—the workmanship 
and finish are equally attrac- 
tive. 


a 








QUALITY 
and 


ORIGINALITY 





Send today for 
Catalog 11 


The ONLI-WA 
Fixture _©9- 


401 Beckel Bidg. 
DAYTON, O. 























511 N. 


ARTISTIC DISPLAY 


FIXTURES 


Tastefully Designed and Well Made 


Illustrated—No. 1781-S 


Diamond top shoe stand—tiltin 
top— 12, 18, 24 and 30 inc 
heights—all standard finishes. 


ARTISTIC WOOD 
TURNIG WORKS 


Halsted St. CHICAGO 


Successors to Polay Fixture Service 

















Fine Calf Leathers 


Strictly Pine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mar-., U. S. A. 


Manufecturers of 
Velvetta Calf— 


Tuscan Calf— 
Russia Calf— 
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Repco Dye wilMucLr light-colored 
leather shoes lod: Reguwech they always 
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REPGO DYE | ws 


For 
*T coloring black, all kinds of russet, 
leather shoes. 


F: “SHAKE DIRECTIONS 
ee L. before using. Clean the surface, of van 


meh ty th dry. Apply the dye freely _ evenly, 
atk: hand or machine brush. : “aes 


s 









: IMPORTANT se 
Rot — 

Sooke an to stand open mee longer ¢ paca the é 
é Md eum; If, however, evaporation takes place hol, cee f 
Pain,” “ a little wood or denatured alcoh0® ~ 
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See UNITED 

5 = REPAIRING macnn 
COMPANY 

BOSTON, MASS: 








For dWautalCt seiseomciaa color 
leatha PRG Lala) pe epco 
Dye ufilBauaUe ae eurmafect. 

For Sale by Shoe Findings Jobbers 


LU 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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A New Shoe Center 


is being developed in 


LONG ISLAND CITY 


In the City of New York 
by 
Boston Capitalists 


Among the shoe concerns al- 
ready located in Long Island 
City are the following: 


I. Miller & Sons, Inc. 140,000 sq. ft. 
Rosenwasser Bros., Inc. 150,000 sq. ft. 
Balley-Hoskins Co., 27,000 sq. ft. 
Kozak & McLoughlin, 40,000 sq. ft. 
Comfort Sandal Mfg. Co., 30,000 sq. ft. 
Frank Barber Shoe Co., 25,000 sq. ft. 
A. Garside & Sons Co., Inc., 60,000 sq. ft. 
Rubin Shoe Co., 25,000 sq. ft. 
A. B. Means Co., Inc., 40,000 sq. ft. 


200,000ft. of New FloorSpace 


Now under Construction 
for Shoe Business 


Fine Labor Market 
National Shipping Facilities 
at Lowest Rates 





We will build to suit you 


CROSS @ BROWN 
COMPANY 
18 East 4ist Street - - New York City 


ED es 


oe 
ESANIANZ <i> 


BROOKLYN, NB 


The “Evelyn” 


A smart new cut-out pattern for early Spring. 
Shown in Mandalay Ooze with camel kid trim- 
ming. 17-8 Spanish heel. 160 last. Also ob- 
tainable in 13-8 Spanish and 12-8 Cuban on 
150 last. 
Other Combinations Suggested 

Satin with black suede trimming. 

Airedale Ooze with Putty kid trimming. 

Jack Rabbit Ooze with same shade trimming. 
This and many other exclusive Spring novelties 
will be shown by our representatives on the road 
after January 10th. 


. Factory and Sales Rooms 
351-353 Jay St. 


























Martin's Genuine Imported 


Scotch Grain College Oxfords 


IN STOCK 
Two Real Sales Getters 
Overweight “A” Quality Leather Soles. Bleached Calf Lining 
Peck Standard of Shoemaking 
No. 860—Tan Imported Scotch Grain College Ox. Coach Last 
No. 861—Black Imported Scotch Grain College Ox. Coach Last 
Sizes & Widths: B 6-11, C 5-11, D 5-11. 
PRICE $6.10 


Order Now to Have on Hand for School and College Trade 


FREDERICK S. PECK 
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SHOK TRAVELER ® 


This Cepartment is conducted by Helen M. Haney, Associate Editor 


N.S. T. A. Optimistic on 1924 Trade 


“Progress Through Co-Operation” to be Keynote of Annual Convention 


office indicate that salesmen in 
general are optimistic as to 1924 
shoe business. 

The members of the National Shoe 
Travelers’ Association have been giving 
much study to conditions in their various 
territories; they find that as a rule stocks 
in retail stores are low; that while liquida- 
tion of “old bugs’’ has not moved all of the 
undesirable shoes, yet that merchants 
have made much progress in this direction. 


Good Footwear in Demand 


Salesmen find that there is a continued 
demand for good footwear in the best 
makes; that the retail shoe trade is paying 
more attention to merchandising; that 
they are reading trade papers more dili- 
gently and are constantly on the watch 
for new ideas. They find that labor is, in 
general, the country over, well employed, 
and that it is within the power of the 
manufacturer and the merchant to make 
and present their merchandise in such an 
attractive way that they will get their share 
with the maker and dealer in luxuries. In 
other words, that today, the shoe busi- 
ness must be conducted according to the 
formula of brains, plus hard work; that 
the conduct of a retail shoe store, or of a 
shoe factory,-has now become a science. 

With the right co-operation among all 
branches of the N. S. T. A. members pre- 
dict a marked improvement in the shoe 
trade after the New Year, and a more 
normal movement of footwear for the 
whole of 1924. 


Convention Plans Crystallize 


Plans for the Thirteenth Annual Con- 
vention of the National Shoe Travelers’ 
Association have now been crystallized. 
Details of the program are given on an- 
other page in this issue. The National 
office at Boston has been busier than ever 
the past few weeks with conferences of 
the Boston Shoe Travelers’ Association, 
the Southern Shoe Travelers’ Association 
and the Boston Shoe Association As- 


R icici coming into the National 


at Boston, January 7-9, 1924 


sociates, the joint entertainment council 
who are to be the hosts to visiting dele- 
gates from the Pacific Coast to the Atlantic 
from the far South, and from the northern 
confines of the United States. 


“* New England Most Hospitable”’ 


The messages of welcome that have 
gone forward to the many thousands of 
members of the National have been many 
and genuine. “‘New England Hospitality” 
centers and concentrates at Boston, Jan- 
uary 7-9! New England’s allied industry 





A New Year’s Resolution 
(From Indiana Shoe Traveler “‘Live Wire."’) 


Let us be better men, 

Let. us find things to do 

Sweeter and saner than any yet, 
Higher and nobler and true! 


Let us be better men; 

Let us begin again, 

Trying all over the best we know 
To climb and develop and grow. 


Let us be better men, 

Whether with pick or pen, 

The labor we do is a work worth 
while, 

If our hearts are clean and our 
spirits smile. 


And out of the rock and mist and 
stain, 
We make some growth and we make 


some gain. 


Let us be better men! 

In a world that needs so much, 

The loftier spirits’ touch, 

Let us grow upward toward the 
light, 

Wedded to wanting to do the right, 

Rather than wedded to human 


might. 











stands with portals open wide to the great 
friendly army of the boys of the N.S. T. A! 


Mileage Hearing Advanced to 
April 1 

George B. McGinty, secretary of the 
Interstate Commerce Commission has re- 
cently sent notice to the National office 
that at a general session of the Interstate 
Commerce Commission, held at its office 
in Washington, D. C., on November 28, 
last, in reference to “‘No. 14104, Inter- 
changeable Mileage Ticket Investigation, 
that: 

“Upon consideration of the matters in- 
volved in the above entitled proceeding, 
and good cause appearing therefor: 

“It is ordered, that the order entered in 
said proceeding, dated March 6, 1923, 
which was by its terms made effective on 
May 1, 1923, and by order dated April 24, 
1923, modified, so is further modified as 
to become effective on April 1, 1923, in- 
stead of on January 1, 1924.” 

The réason for advancement of this 
order is on account of the fact that the 
legality of the injunction, which is to be 
heard before the United States Supreme 
Court, comes up for discussion in January. 
The I. C. C. therefore feels that the ad- 
vancement of this bill will avoid any con- 
fusion in regard to railroads not coming 
included in the injunction. 


——e Boys Acknowl- 
edge Boston’s Welcome 

Members of the Philadelphia Shoe 
Travelers’ Association are receiving notes 
of welcome from the New England Shoe & 
Leather Association. The note is signed 
by the president of the association and in 
part says that “the latchstring will be out 
during the Shoe Travelers’ National Con- 
vention in January.’’ It extends the greet- 
ings of the manufacturers, wholesalers, and 
tanners. 


Dignity does not consist in possessing 
honors, but in deserving them.—Selected. 
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TWO WINNERS 
DU-FLEX LA-TEX 


Du-Flex Products have an enviable repu- 
tation. They are known all over the world 
as the best of their kind. Quality of materia] 
and workmanship cannot be excelled. La- 
Tex is one of these products. 


The regular outer soles are made with a 
spring heel in the most practical way. The 
wedge is inserted between two layers of 
pure Ceylon Crepe of which all La-Tex 
soles are made. The under or base unit, 
made by our special process, of tough 
fibre evenly coated with pure crepe rubber, 
readily conforms to the shoe and forms an 
anchorage when stitched to the welt. The 
outer unit is then cemented and pressed 
to the under unit, which makes an in- 
divisible sole with stitches well embedded 


under the tread surface. 


This construction and process is covered 
by a broad United States Patent. 


Du-Flex La-Tex is also made with square 
breast heel, and in the following colors: 
White, Black, Green, Blue and Natural 


(Light Amber). 
La-Tex Disc Sole. The Raised La-Tex Natural (Pebbled). 


Discs give additional wear and The wearer has the sensation 
prevent slipping. Made only by the of walking on air cushions. 


AVON SOLE COMPANY 





Avon, Massachusetts 


Pioneer Manufacturers of Rubber and Fibre Soles 


We furnish full instructions for attaching La-Tex soles. 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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N. H. ROBINSON 


Who travels New England and New York State for 
William Lane ¢ Co. and C. S. Gibbon Company 





Robinson Leaves Store for 
Road 


N. H. Robinson, who for the past 22 
years has been connected with the retail 
shoe trade in various capacities, is now to 
become a shoe traveler. Mr. Robinson 
announces the severance of his connection 
with Bloomingdale Brothers, a department 
store of New York, where he has been 
buyer for the past three years, torepresent 
William Lane & Company, Brooklyn, and 
C. S. Gibbon & Company, Philadelphia. 
His territory will comprise the New Eng- 
land states and all of New York State. He 
also will give a part of his time to the de- 
signing of new patterns and styles. 


Will Start Work with New Year 


Mr. Robinson’s career in the retail trade 
has been extensive. Twenty-two years ago 
he began as a stock boy in the old Cam- 
meyer store. Then he became a sales- 
man with John Wanamaker, later joining 
the forces of the old Siegel-Cooper & Com- 
pany store and still later with Lord & Tay- 
lor. He spent seven years in St. Louis; 
three with B. Nugent & Company, and 
four with the Stix, Baer & Fuller Dry 
Goods Company. He will take up his new 
duties on January 1. 


“Kid More Active in Spring”’ 


James L. Scanlon, president of the 
Philadelphia Shoe Travelers’ Association, 
says that he expects kid to be more active 
in spring. Tan and gray Mr. Scanlon be- 
lieves will be the leading colors, though 
some reds, greens and blues will also be 
shown. “Patent leather sandals will also 
be in good demand. Prices are holding 
firm,” says Mr. Scanlon. 
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CLARENCE P. WAIDE 


President of Stacy- Adams Co., and President o/ 
the Southern Shoe Travelers’ Association 





Southern Shoe Salesmen Elect 
Officers 


The Southern Shoe Travelers’ Associa- 
tion, held its thirty-third annual business 
meeting and election of officers on Decem- 
ber 20, last. Clarence P. Waide, President 
of the Stacy-Adams Company, was chosen 
to take the helm for the ensuing year, 
while H. E. Lynch, who travels for How- 
ard & Foster, was elected Vice-President. 
F. W. Stanton, was re-elected Secretary- 
Treasurer. This makes Mr. Stanton’s 26th 
year as official record keeper for the south- 
ern boys. 


“Thirty-Third Annual” 


The annual banquet of this high-grade 
association will take place about the mid- 
dle of January. At the time of writing this 
news, neither the place, nor the time had 
been definitely decided, but when the big 
event occurs, it will be the 33rd annual 
banquet, for this organization came into 
existence on February 24, 1892. 


Wilson Has Good Trip 


P. B. Wilson, who travels for Howard & 
Foster Company through New - York 
State, northern Ohio and Michigan re- 
cently returned to Brockton, after a suc- 
cessful trip. Mr. Wilson has been in his 
territory since the last of September and 
has had made an intensive study of con- 
ditions in that section. He is looking for- 
ward to an increased business during 1924. 
“P.B.” is a great favorite with the shoe 
travelers going out from 183 Essex Street, 
Boston, and when he returns from his 
trips, the boys always leave the latch- 
strings of their offices on the outside for 
him, or else call on him at his office at 
Room 503. 


Koch with Collins & Staples 


S. K. Koch, formerly with Chas. K. 
Fox, Inc., is now representing Collins & 
Staples, Haverhill. He will carry the 
“C & S” line of turns in Ohio, West Vir- 
ginia, Kentucky and Michigan. Mr. 
Koch will make his home in Columbus, 
Ohio, in order to have headquarters con- 
venient to his trade. He has had extended 
experience in selling turn shoes and en- 
joys a wide acquaintance in the territory 
which he is to cover. 


E. B. ARBUTHNOT 


Re-elected Secretary-Treasurer of Pennsylvania 

Shoe Travelers’ Association. Mr. Arbuthnot 

travels the Keystone State for the McElroy-Sloan 
Shoe Company 





Berlin with H. E. Lewis 


Joseph J. Berlin, one of the leading 
style men in the country, and formerly 
general manager of Charles K. Fox, Inc., 
of Haverhill, has become associated with 
Herman E. Lewis, Haverhill, makers of 
high-grade turn shoes. Mr. Berlin will be 
actively interested in the designing and 
merchandising of the Lewis line. Mr. Ber- 
lin, before becoming affiliated with the Fox 
folks, had wide experience as a designer 
of beautiful footwear. He has always made 
a study of foot contours and has very def- 
inite ideas on correct heel heights. 


Ray Meyer Visits Boston 


Ray Meyer, sales manager for Vollman, 
Lawrence Company, was a visitor in Bos- 
ton the past week and made his head- 
quarters at the Hotel Essex. Mr. Meyer 
made a circuit of the trade in and around 
the large cities east of Cincinnati, includ- 
ing Philadelphia and New York. While in 
Boston, he was the guest of E. J. Andrews, 
New England representative. Mr. Meyer 
was a former shoe traveler, devoting his 
entire time to covering the West, con- 
sequently he knows full well the trials and 
tribulations of the road. The men under 
his supervision are very fond of their 
“chief,” and say that he is always a 
sympathetic and wise counselor and co- 
operator. 


Don’t try to cure dry times with a leaky 
roof. We must sprinkle our business with 
enthusiasm.—The McElroy-Sloan Ehthu- 
siast. 


Modern merchandising is a man’s game 
and the rules of success are changing with 
the moon.—T he McElroy-SloanEnthus iast. 
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STARBUK 


Colors must be extra good, 
or we wouldn't be selling 
such quantities. 











—espectally 


JACK RABBIT 


and 
AIREDALE. 





TOLMAN, DOW & CO., INC. 


174 LINCOLN ST. “3° BOSTON, MASS. 


Rochester, N. Y. 
Mr. Charles L. Kirk 
22 Andrew St. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Latchstring Out for Visiting Buyers 


ALESMEN covering the wholesale 
trade report that with the first of the 
New Year, and real winter weather, a 
pronounced stimulus to buying will take 
place. The Style Review, to be held at 
Convention Hall, Boston, January 15-17, 
will, it is expected, be the official gun for a 
big boom to spring buying. At this Style 
Review, the very newest in styles and pat- 
terns will be presented to the wholesale 
trade. Plans for this convention are well in 
hand. The National Shoe Wholesalers 
Association, as well as local organizations, 
are lending their full support to this affair. 
Salesmen selling the wholesale trade feel 
that the Style Review will more definitely 
define what will be good for spring and 
summer of 1924, and that buyers having 
fully made up their minds as to lasts, pat- 
terns and colors, will proceed without fur- 
ther delay to place volume business. 


Style Review Plans Progressing 


“Boston ‘pulled off’ a most satisfactory 
style show, last year,” say the committee 
incharge of this Style Review, “and there 
is every indication that the affair will be 
even more interesting this year.” 

Every effort is being made to entertain 
visiting buyers and they will be enabled 
to make a comprehensive and accurate 
buying survey from the many new and 
authentic advance showings. Boston truly 
has the latchstring out for the guests at 
Style Review of January 15-17, 1924. 


Frank Horton Visits Boston 


Frank Horton, buyer for the Smith- 
Murray Company of Bridgeport, Conn., 
was in Boston the past week, making pur- 
chases for his big department stores. Mr. 
Horton made his headquarters at the 
United States Hotel. 


“Harry” Arnold Convalescing 


“Harry” Arnold of the J. M. Arnold 
Shoe Company, Bangor, Maine, a great 
favorite with the salesmen covering the 
wholesale trade, and known and loved by 
shoe and leather men the country over, is 
recovering from his recent illness. 


Mears Home from Trip 


Ralph H. Mears, who covers the whole- 
sale trade of the country for the Cincinnati 
Shoe Company and Norway Shoe Com- 
pany, returned to Boston in time to eat 
Christmas dinner and will “keep open 


house”’ at 139 Lincoln Street, to visiting 
buyers during January. 


Clauser a Boston Visitor 


Buyer and Manager Clauser of the 
Lehigh Valley Shoe Company of Allen- 
town, Pa., was a visitor in Boston the 
past fortnight. Mr. Clauser has a wide 
circle of friends in the trade, who always 
have “the latchstring out’ when they 
know he is in their neighborhood. 





(Photo by Waid) 
“NAT” BERKOWITZ 


With headquarters at the Heywood Hotel, Los 

Angeles. Mr. Berkowitz now sells the line of 

B. E. Cole § Co. to the big trade of the Pacific 
Coast 





Laybolt Returns from Trip 


Harry Laybolt, who sells the wholesale 
trade for Keith & Pratt, recently returned 
to his Boston office at 139 Lincoln Street, 
after a three weeks’ trip South. Mr. Lay- 
bolt reported business as fair in some parts 
of the country; in other sections, not so 
good. He is looking forward to a good 
business after the first of the year. 


“TI have a job for you, Mr. Graffik,” 
said the editor to the new reporter. ‘‘Are 
you married?” “No, sir.”’ “I thought not. 
Get married immediately, and let me have 
three columns by 10 o’clock on how to 
manage a wife.” 


GEORGE J. MOHOLLAND 


Who covers the wholesale trade, from the Missis- 
sippi River East for The Outing Shoe Company. 








Cuban Railroads Give 
Special Rates to 
Salesmen 


A salesman who travels Cuba and 
who has been following up the inter- 
changeable mileage matter in the 
States, sends the following letter to 
the National Secretary. This letter 
shows that Cuban railways are 
alert to the importance of the shoe 
traveler and his good work, through 
all of which the railroad itself is 


benefited : 

“It may be of interest to you to know that 
the Cuban Railways recognize the fact that a 
salesman is something more than a passenger 
and that he is doing good work for the railroad 
if he is traveling and are! andise. 

“Through the efforts of association de 
Viajantes del Comercio, the Cuban Railway 
Company has issued a salesman's discount 
ticket, which is practically the same as the 
passport; the picture of the salesman is shown 
on the paper, and it is signed by the Railroad 
Company and also by the concern for which he 
is working. > d 

“The Cuban Railway Company gives a dis- 
count of 50 per cent on a first-class ticket at all 
stations, the ticket agent writing on the ticket 
the number of the salesman’s paper, wi 
this ticket is collected, the conductor also calls 
for the passport. (I call it a passport because 
I can think of nothing else.) _ 

“* Now the Ferrocarril Unidos de la Ha- _ 
bana makes a different rate, almost the same 
procedure, but it gives only 40 per cent dis- 
count. There is no discount for excess e. 

“I hope that you will be able to use this 
information in some way for the benefit of 
traveling salesmen in this country, as at 
present moment the overhead expenses | fora 
salesman traveling is terrific, in my opinion, 
especially in view of the fact that any goods 
that he sells along this line must be shipped 
over the railroad, on which he is traveling. 











The time for the hard, daily, grind is 
now upon us and we must get out that old 
prescription of intelligent, daily, hard work 
and go to it in order to make money to pay 
the high rents and the high cost of luxuries 
that we must all have today.—McElroy- 
Sloan Enthusiast. 
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A NOTABLE STYLE ACHIEVEMENT 





BARNET’S 
GLASS TAN 


TAN 
BROWN 
RED 
BLACK 


Samples of GLASS TAN, together with names of prom- 


inent manufacturers using it, gladly sent on request. 
Made in Lynn 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS - - ** TENRAB ”’ 


**Maintain a Standard Reputation ”’ 
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Optimistic Note to Leather Business Com- 
mencing with New Year 


HE most encouraging factor in the 

present leather situation is the feel- 

ing of optimism regarding the outlook 
for business after the holiday period. The 
present year is looked upon as past so far 
as the securing of business, but a better 
demand is confidently looked forward to, 
to take place earlier in the year than it 
has in the past few years. Tanners are 
frank to state that values are on a rock- 
bottom basis and advances are more likely 
than the reverse. The standard tannages 
are held firmly in price and there is not 
much disposition to make concessions on 
sales. It is believed that there have already 
been quite enough concessions to force 
business during a dull period and the next 
movement is forward for better business 
and securing a reasonable profit. 

One leading sole leather tanner is of the 
opinion that a marked advance will pre- 
vail within the next 30 or 60 days. It is 
believed, in fact, that manufacturers of 
shoes would be aided in their own plans 
by experiencing a firmer hide and leather 
market. Business of the past week or 10 
days has not been different from that of 
the preceding weeks, either in leather or 
hides. While there is not much leather be- 
ing sold, such a condition is anticipated 
around the holiday season. 


Sole Leather Situation 


Sole leather tanners report a generally 
dull business. Such lots as are being moved 
are for immediate needs although there 
has been a fair business among the makers 
of heavy and lower-grade shoes. The price 
situation in union sole is about the same 
as last reported. Packer steer backs are 
quoted at 43c, 42c, and 4lc per pound for 
heavy; cowbacks 38c to 40c. Oak sole is 
also selling in moderate amounts, shoe 
manufacturers buying close to their needs 
and there is a fair sale to findings dealers 
for repair purposes. Finders’ bends are 
bringing from 70c to 75c per pound. 
Manufacturers’ bends are on a wide range 
of 30c to 40c for job lots up to 55c and 60c 
for choice leather. 


Calf Upper Leathers 

The upper leather situation has been 
quiet, but there has been more sampling 
of the various staple and fancy finishes in 
anticipation of a more active shoe busi- 
ness. Sales are small and scattered rather 
than in large lots. The standard tannages 
of calf leathers are held at top quotations 
of the past few months with full grain 
chrome-colored calf quoted up to 45c per 
foot for the top selections; 40c for medium 
and 30c to 35c for the third-grade selec- 


tions. Bargain lots and cheaper leathers 
range down to 20c and 25c per foot, ac- 
cording to quality and tannage. A fair call 
continues for suede leathers with the top 
selections of suede calf bringing from 60c 
to 70c per foot. 


Side Upper Leathers 


Side upper leathers are moving in small 
lots with tamners standing firmly to quo- 
tations. Full grain chrome-colored sides 
are quoted around 28c to 30c for choice 
and 20c to 25c for medium grade selec- 
tions. There is a fair call for veal, kip, and 
elk leathers and the range is rather wide, 
according to the kind of leather wanted. 
Buck leathers are also in fair demand with 
relatively no change in price. Colored buck 
is quoted all the way from 30c to 44c per 
foot. 

Patent Leather 

Patent leather tanners and japanners 
are not experiencing any better conditions 
than other makers of upper leathers. The 
call is mostly for small and sampling lots. 
Prices show no change with the better 
selections of patent chrome sides bringing 
40c to 45c per foot; medium grades, 35c to 
38c, and lower grades, 20c to 36c. The call 
for patent kid and colt is fair, as the makers 

(Continued on page 99) 
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United States 8 Rubber Cr 


To help you sell 
“U.S.” Rubber Footwear 


Eight layers at the toe—eleven back of the heel— 
seven at the ankle—eight over the instep! Here are the 
facts about “U. S,” Boots eugy featured in an 
unusual store display. 


This large three panelled cut-out is a direct tie-up 
with our national advertising now appearing in the 
thirty-three most important farm papers. 


Display this sign in your windows or store. It will 
identify your store as the headquarters for the “U. S.” 
Line. It will help increase your sales. 


If you have not received your set of display material 
write to our Branch from which you order your “U.S. 
Rubber Footwear. 


United States Rubber Company 


Ss. Boots 
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\ \ 7 ITH the passing of Christmas and 
the holiday shopping period, 
when shoe stores all over the 
country did a splendid business in hosiery 
and accessories, many shoe merchants 
turned their thoughts toward plans for 
stimulating the sale of rubber goods. The 
Christmas season also served to open 
the winter season in the minds of many 
shoemen, who have been eagerly awaiting 
real winter weather as a measure to move 
overshoes and rubbers. 

In late fall, before the overshoes had 
been given little thought, some stores cut 
prices. There was some response, but 
since that time there has been little cut- 
ting of prices on rubber goods. This is a 
good sign that indicates that the shoe 
stores have confidence that they'll sell the 
rubber goods when the weather is favor- 
able for wearing them. 

In sharp contrast to a year ago at 
Christmas, there was little snowfall and as 
a result the demand for overshoes and 
rubbers has not compared very well with 
1922. Now that the new year is with us, 
many shoe merchants confidently predict 
ideal weather conditions will accompany 
1924 and serve as an impetus in moving 
overshoes arid rubbers. 

From some sources there were reports 
prior to Christmas that. women’s over- 
shoes, particularly of the novelty type, 
were purchased quite freely for Christmas 
gifts. But in the big cities of the country it 
was unanimously agreed that the neces- 
sary factor in stimulating the call for 
overshoes and rubbers is winter weather, 
and that was lacking right up to Christ- 
mas. 

At this time in former years, shoe stores 
commenced to plan for stocking light 
rubbers for spring, but because of the 
retarded sale of winter rubber merchandise, 
ordering for spring is also delayed. 


W. W. Willson Guarantees 
There Will Be Snow 


The number of overshoes in his various 
stores was commencing to bother W. W. 
Willson of Boston. It was Christmas time 
with the weather as mild as in October; no 
snow, not even any cold weather. Turning 
this problem over in his mind early one 
morning, as he was walking around the 
stores, a real innovation relative to mer- 
chandising galoshes came to him. With 
customary energy, copy for a window card 
was immediately in the hands of his 
display-man, together with orders to have 
a good display of arctics in all store win- 
dows. The copy of the card was this: 

“We guarantee a real snow storm be- 
fore March 1, 1924, otherwise we will ex- 
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Advent of 1924 with Ideal Winter Weather Is 
Wish of Shoe Merchants 


change for other merchandise or refund 
price paid any time after March 1, 1924, if 
not worn. 


“Willson’s Shoe Shop” 


Of course, there was plenty of good- 
natured joshing from the customers, but 
the reaction was most favorable. Persons 
who had not seriously considered buying 
overshoes, had the subject presented to 
them in such a novel form, that many 
extra sales resulted. 

Mr. Willson’s definition of a “real snow 
storm” is rather elastic, “anything from 
two or three inches to four feet!”” might be 
construed as a real storm. It might be 
mentioned that the weather records show 
that Boston has had an average of 12 
snow storms a year for the past 303 years, 
so the police are not seriously considering 
prosecuting Mr. Willson for running a 
lottery. 





Optimistic Note to Leather 
Business Commencing 
with New Year 
(Continued from page 97) 
of high-grade shoes are usually in need of a 

certain amount of leather. 

Business in glazed kid for the.past week 
has been confined principally to the cheap- 
er and lower grades. Trading has not been 
so active and buyers have been trying for 
lower prices. The top selections of colored 
kid, however, still range from 65c to 80c 






per foot and very choice leather held even 
higher. Medium grades are quoted all the 
way from 45c to 60c per foot. Cheaper 
leather is available anywhere from 30c per 
foot downward, according to quality. 
Tanners report a better demand for black 
kid but the general volume has been 
lessened with shoe manufacturers in a sort 
of between-season period. 





Children Carry on Business 


Providence, Dec. 26—The death of John 
Wilson the president, founder, and active 
head of this business on November 13, 
1923, makes necessary some changes in 
the management of the corporation and a 
few words at this time as to its future 
seems to be advisable. The entire capital 
stock of the corporation is held by the chil- 
dren of John Wilson and it is their inten- 
tion to carry on the business along the 
same lines that have made it so successful 
in the past. 

The actual management will be in the 
hands of John Wilson who was associated 
with his father in business for many years 
and with the help of an efficient organiza- 
tion now being built, the future of the 
corporation seems assured. 

- The following are the officers: president, 
John Wilson; treasurer, Thos. F. Wilson; 
-secretary, Wm. M. Wilson; assistant secre- 
tary, Dorothy Wilson; and the directors 
- tre John* Wilson, Thos. F. Wilson, and 
W. M. Wilson. ‘ 
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‘The Crawford 
Arch Supporting Shank 
keeps the Arch Young 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 
porting Shank prolongs that youthful, 
springy walk in those who are leaving 
youth behind. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 


SPLIT RIVET 


KING SHANK 
ROINS 


t) . 


The Crawford Arch Supporting Shank 
is built right into the shoe — fitted be- 
tween the inner and outer sole and 
locked to the insole. It cannot abrade 


the skin. Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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NEW YORK 
December Better than 1922 


Sales of Accessories and Gift Merchandise in Shoe Stores 
Greater than Any Previous Year 


OT much change was shown’ in the 

New York retail shoe trade in the 
week § preceding Christmas. Continued 
mild weather was a retarding factor, ac- 
cording to merchants here, who, however, 
report that sales of hosiery, buckles and 
slippers for gift purposes were larger than 
ever before. A few of the shoe stores here 
that also handle gloves made good sales 
of these. 


December Sales Greater than in 1922 


Despite numerous complaints of poor 
business in the shoe trade, it is pretty well 
established that December sales this year, 
in the aggregate, will total greater than 
those of a year ago. The Federal Reserve 
Bank of New York reported December 
sales of 17 department stores in the dis- 
trict as six per cent ahead of those of De- 
cember, 1922. This gain was smaller than 
was made in November and in October, 
but it is significant that a gain was regis- 
tered in view of the rather large trade that 
was done in the pre-holiday period last 
year. 

In November, the department stores 
in this district reporting to the bank 
showed a gain in sales over last year of 1.3 
per cent in their shoe departments. Total 
gains throughout the stores were 8 per 
cent for November. 


Continue to Display Novelties 


Retail shoe merchants continue to dis- 
play novelties in order to stir up additional 
business and to attract attention to their 
windows. Among those recently seen was a 
square toe strapped slipper in lizard 
leather with a square heel. The triangular 
heel also has been shown here, but has not 
caught on with the public to any extent. It 
is not thought likely that the square heel 
will attain any great vogue either, but 
stores showing them claim they are at- 
tracting considerable attention. 

A variation of the Puritan or Priscilla 
pump is meeting with good success. In the 
new model a high French heel is used, the 
toe is cut a little more square instead of 
rounded and the buckle is enlived by em- 
bossed decorations. One of the most suc- 
cessful of these models was shown in 
brown with a dull brass buckle. 


Fancy Oxfords Popular 


Fancy oxfords also are gaining in popu- 
larity and developments in this direction 
will bear close watching according to lead- 
ing retail shoe merchants. A three-button 
oxford with contrasting overlays has at- 
tained some sales here. The lace oxford 


with elaborate cut-outs also has been a 
good selling feature in some of the stores. 


Shoe Polish Manufacturers 
Meet 


The sixth annual meeting of the Shoe 
Polish Manufacturers’ Association of 
America, was heid at the rooms of the 
Merchants’ Association of New York, 
December 11, and was one of the most in- 
teresting meetings ever held by the 
Association. 

One of the most constructive features of 
the meeting was a specially prepared ad- 
dress of the needs and possibilities of shoe 
polish trade advertising and merchandis- 
ing, by H. C. Marschalk, president of 





Good Call for Men’s 
Light Top Boots 

Efforts to bring back the light 
topped boots for men are bringing 
good results. They have been 
adopted by some of the best dressed 
men in the city in both the button 
and lace types. 











Marschalk & Pratt, Inc., well-known ad- 
vertising agents of New York City. 

President Louis M. Hannum presided, 
and in the course of his annual address, 
stated that conditions in the shoe polish 
industry had improved considerably dur- 
ing the past three months, and that from 
all appearances the outlook for 1924 is 
much brighter than twelve months ago. 

The association voted to hold its 1924 
Annual Meeting in New York, December 
9. President Hannum of Whittemore 
Bros., Corporation, Cambridge, Mass., 
and the other officers were re-elected. 





BROOKLYN 


Strap Models for the Spring 


More Simplicity Expressed in Some of New Women’s Patterns 
—Light Brown Shades Are Favored 


LTHOUGH the smaller manu- 

facturers in Brooklyn continue to 
produce some fantastic patterns in shoes, 
such as the extreme square toe and tri- 
angular or square shaped heels, the larger 
manufacturers assert that styles are be- 
ginning to swing toward more conservat- 
ism. 
It is felt in the larger and older shoe 
factories that the strapped models can be 
counted upon to produce the bulk of 
spring business. In fact the spring lines in 
many cases contain a number of old 
models which have been altered only 
slightly, and then in the direction of more 
simplicity. Some models are shown devoid 
of any trimming, the fine line of last and 
the quality of material and workmanship 
being depended upon to provide the sell- 


ing appeal. 


In a general way the spring season is 
developing along the line of the lighter 
shades of brown such as airedale and tan- 
bark on the standard color card. These 
shades in ooze, with trimming of lizard 
skin are shown in a number of sample 
lines. Satin also is expected to be a big 
seller in spring shoes, in both light tan 
shades and in gray and black. 

Gray as a spring color is believed to have 
some possibilities, but is not likely to come 
up as strongly as the lighter brown shades, 
it is thought by the manufacturers here, 
who are keeping close tabs on the color 
development in the apparel trades. 

Heels for spring, among the better 
makers of Brooklyn, appear to be trending 
toward the higher effects, although low 
heels of the Cuban type are still shown in 
sample lines. 





BOSTON 
Great Sales of Hosiery 


Quiet Tone Still Characterizes Shoe Buying— Accessories 
Meet with Good Demand in All Stores 


OSIERY stocks of shoe stores were 

near depletion at the close of the 

week preceding Christmas as a result of 
the extremely heavy demand on hosiery. 
Many stores had their 9% and 9 sizes 
almost exhausted before the close of the 
week, so great was the call for hosiery. 


However, the shoe trade did not assume 
the same proportions and suffered some- 
what because of the steady trade in the 
hosiery and accessory departments. 
House slippers and rhinestone orna- 
ments sold very well during the week, 
especially in the higher-priced stores 
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| Where to Buy 


Women’s Shoes 














J.W. BARNARD & SON 
Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 












Colcord & Walker, Inc. 
Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 








FASHION FOOTWEAR 


Women’s Fine Turns 
3 and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 














Where to Buy 


Ballet Slippers 




















BALLET SLIPPERS in Stock 
Endorsed by the Wortd’s Prominent Dancers 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women’s 
Il. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








IN-STOCK 
BLACK BALLET SLIPPERS 


Childs $1.30 
Sizes 7 to 11 


Misses os 

Sizes 11}to2 

Ladies $1.40 

Sizes 24 to 8 

BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N.Y. 











BALLET SLIPPERS in Stock 


654 EIGHTH AVE. 


BARNEY'S NEW YORK. N.Y. 


Only one exclusive agency in a town 








BALLET SLIPPERS 
all styles and 
colors— 





FERGUSON BROS. CO. 








2121 Washington St. Boston, Mass. 
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where special displays of buckles and or- 
naments were features of the holiday 
offerings. 


Evening Slippers Strong 


Evening slippers found a good demand, 
gold and silver brocades selling very well. 
Velvets are continuing to be popular. 

Some merchants reported that the shoe 
business showed a marked improvement 
during a couple of days early in the week 
when cold weather reminded the men and 
women alike that winter was here, even 
if the previous weather didn’t indicate 
that fact. However, considering the vol- 
ume of buying for the entire week the 
shoe business lacked a steady complexion. 
Some merchants advanced the opinion 
that the week preceding Christmas has 
always been characterized by an immense 
trade on hosiery and accessories at the 
expense of the shoe demand. There is a 
feeling of optimism here based on the 
fact that seasonable weather will stimu- 
late both men’s and women’s trade to a 
satisfactory degree. 


Christmas Party for Thayer 
Associates 


The Thayer McNeil Associates, a social 
organization composed of employees of the 
two Thayer McNeil Company stores, had 
an enjoyable Christmas party at the 
Temple Place store on Friday evening, 
December 21. The party commenced soon 
after the store closed and an entertaining 
program was presented. 

There was a brilliantly illuminated 
Christmas tree and Santa Claus dis- 
tributed gifts. 

For a brief period there was a business 
meeting and officers for the new year were 
elected. 

The following officers were elected: 
Charles W. Pollock, president; Claude 
Leard, vice-president; Miss Raleigh, sec- 
retary; Mr. Schaller, treasurer. 


Home from Europe 


Russell C. Wood of Rousmaniere, Wil- 
liams Company, leather merchants, re- 
cently returned from Europe. He arrived 
in time for the Christmas holidays. He 
has been selling Lorraine calf abroad. 


Hosiery Mill Sold 
The Ipswich Mills, manufacturers of 
hosiery, Ipswich, Mass., sold the mill on 
West Second Street, South Boston to 
John J. Lannon. The property comprises 
18,000 feet of land, and a two-story mod- 
ern building. 


Good Children’s Trade 


Henry H. Dahl, in charge of the chil- 
dren’s department at the Thayer McNeil 
Company store, reports a splendid busi- 
ness, particularly in the hosiery depart- 
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Shoes By Airplane 


The Shephard Stores of Boston, 
sent a pair of shoes across the con- 
tinent by the airplane mail service, 
filling an order that came to it by 
the same aerial mail service. It is 
believed that this is the first trans- 
continental transaction in footwear 
that was carried through completely 
by the airplane mail service. 

Dr. C. C. Crane of San Francisco, 
formerly of Boston, ordered the 
shoes by airplane mail, and the 
Shephard Stores sent the shoes to 
him by the return airplane mail. 
Four days after the doctor ordered 
the shoes, he had them on his feet. 

The shoes were made by A. E. 
Little & Co. The doctor has been in 
the habit of buying a certain type 
of shoe in Boston, and not being 
able to get that particular type of 
shoe in San Francisco, he resorted 
to the airplane mail service, so as 
to get the desired shoes quickly. 

















ment. Much interest was expressed by 
children during the week preceding Christ- 
mas in the Christmas tree which aided in 
spreading the holiday atmosphere about 
the children’s department. 


Leather Company 
Incorporates 


The Ingalls Leather Company was in- 
corporated recently with a capital of $100,- 
000, by Thomas W. Ingalls and Maurice 
Yozell. 


Good Arches Keep Feet 
Warm 


Boston, Mass.—“‘A well-arched foot is 
usually a warm foot,” says a veteran shoe- 
man of experience. “You see,” he con- 
tinued, “‘if the arch gets flat, the calcaneo- 
scaphoid ligament, having weakened, the 
arteries and blood vessels of the soles of 
the feet get squeezed down by the flat foot, 
the circulation is retarded, and the feet 
get cold.” 


Wholesale Men Meet 


The annual meeting of the New Eng- 
land Shoe Wholesalers’ Association was 
held at Young’s Hotel, Boston, Decem- 
ber 19, with President E. Walter Smith of 
Worcester, presiding. 

In his annual address President Smith, 
who retires after a successful two-year’s 
administration, spoke of general condi- 
tions in the wholesale shoe trade, with 
special reference to the rubber footwear 
department. 

In the course of his annual address, 
Secretary T. F. Anderson stated that 
shoe manufacturing conditions in New 
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England, which have been somewhat un- 
satisfactory of late, are now showing in- 
dications of improvement, with the manu- 
facturers hopeful of a satisfactory 1924 
business. 

On recommendation of the nominating 
committee, Mr. Maynard Hutchinson, 
chairman, .the following officers were 
elected: Stanley M. Lane of Lane Brothers 
Co., Boston, President; John G. Magaw, 
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of the Hood Rubber Products Co., Boston, 
vice-president; Thomas F. Anderson of 
Boston, secretary-treasurer; and A. H. 
Rich of A. P. Tapley & Co., Frank Nitchie 
of the Hamilton-Brown Shoe Co., George 
W. Bliss of Bliss & Richardson Shoe Co., 
Portland, Byron S. Watson of Greene, 
Anthony Co., Providence, and E. Walter 
Smith of H. E. Smith & Sons, Inc., 
Worcester, Executive Committee. 





PHILADELPHIA 


Suedes and Velvets in Demand 


Fair Call for Men’s and Women’s Oxfords—Quiet Period in 
Most of the Shoe Factories 


ACTORIES report that trade is 
quiet, due to the holiday season, the 
inventory period, the fact that they have 
finished work on their fall and winter 
shoes, and the fact that the trade is un- 
willing to place advance orders. Most of 
them seem to be running at about 50 per 


cent of their capacity with a few up around ° 


35 per cent and some down as low as 30 
per cent. 

Suedes and velvets continue to be in 
demand and there is quite an active call 
for patent in Colonials. Demand for both 
men’s and women’s oxfords is fair. The 
tendency toward plainer shoes is said to 
continue. One firm which has made 
more or less of a specialty of gores reports 
a continued demand for them in patents, 
suedes and satins. Both front and side 
gores are in demand. Black and dark 
browns seem to predominate. Light 
browns, grays, whites, and possibly the 
brilliant colors, will be in demand in 
spring. Prices remain unchanged. Col- 
lections are fair. 


Selling Shoes by Mail 
Among the shoes being sold through 
parcel post by the Geuting stores are 
boys’, girls’, and children’s moccasins of 
heavy brown elkskin. Prices range from 
$3.50 to $5.75. The store prepays the 
parcel post charges. 


Wholesale Trade 


Wholesale shoe merchants have pur- 
chased but little for spring and the lower 
prices at which some lines can now be 
bought have failed to move them from 
their policy of caution. Stocks, although 
not burdensome, are fairly large for so 
late in the season and renewed efforts are 
being made to reduce them considerably 
before the inventory period. In the orders 
received for women’s shoes blacks con- 
tinue to predominate and patent leather 
and suede remain the most popular 
leathers. Satins and brocades for evening 
wear are also in fair request. Men’s shoes 
in the medium and higher grades and 


children’s shoes, both boys’ and girls’, are 
called for in fair volume. Holiday lines of 
romeos and felt slippers have sold well 
and orders for rubbers have shown a 
seasonal increase. 


Variety of Patterns Offered 


Included in the current offerings of Lit 
Brothers’ store are one-strap effects with 
hand-turned soles and Junior Louis heels 
in black suede, black satin, patent colt, 
gun-metal and combinations of patent 
colt with gun-metal or satin and suede at 
$5.98; at $1.95 oxfords in tan and black 
satin and combinations and one-strap 
pumps in the same materials, with Cuban 
low and covered heels; men’s high shoes in 
tan and gun metal calf with welted soles at 
$2.95; dress pumps in gray suede, black 
suede, brown suede, velvet, patent colt 
and gun metal at $9.98; and women’s 
riding boots in black or tan calf at $11.98. 


Good Demand for Staples 


Christian Wenderoth, the Lehigh 
Avenue shoemen, reports a good demand 
for staple lines. Combination lasts in 
both men’s and women’s shoes are selling 
very well. This store finds a good demand 
for its line of men’s $10 shoes. Brown has 
the call at present though demand for 





General Improvement 
Noted 

Despite the fact that conditions 
in some lines are considered unsatis- 
factory, the December review of 
business conditions in Philadelphia 
by the Federal Reserve Bank finds 
that the general tone of business has 
improved since last month. It says 
that this is shown not so much in 
orders for future delivery as in sub- 
stantial sales for prompt shipment 
and a feeling of greater confidence 
regarding business during the next 
few months. 
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Where to Buy 


Men’s Shoes 


z 

















NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 


Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 
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Where to Buy 


Men’s Shoes 

















Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 

















PULLMAN TRAVELING SUPPERS 4 
better than ever inQuality and fit — 
owes of Thade Mark Adlman 


Black rown 
full srzes 3 toll in Stock 
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Do You Know 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 











Vast Improvements Next 
Year 


Business men here feel quite op- 
timistic about the plans for city im- 
provements during the coming year. 
More than $100,000,000 of loan 
funds is available and the incoming 
administration is expected to em- 
bark on a program of improvement 
and expansion which will be unprece- 
dented in the history of the city. 
Improved transit facilities, grading 
and paving of streets, construction 
of new buildings, sewers, and bridges 
and the expenditure of $2,000,000 
for the enlarging of the facilities of 
the port are all included in the im- 
provement program. 











black is increasing. About 75 per cent of 
the men’s shoes sold by this store at 
present are high. In women’s footwear, 
black suede predominates. There is also a 
a good demand for gores in patents, black 
calf and black suede. A good demand for 
kid is expected in spring. Not much of a 
run on white linen is looked for. Sports 
shoes will sell well. 


Novel {dea in Decorating 


A novel idea in interior decoration is 
used in the English Boot Shop on German- 
town Avenue owned by F. H. Sandry and 
J. M. Kailler. Extending down from the 
top of each row of shelves on which the 
shoes are kept is a short piece of red- 
shingled roof. This runs round the entire 
interior. At one point on this sloping roof 
is a chimney. Suspended from the edge of 
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the roof at equally distant points are 
attractive wrought iron lamps. The im- 
pression this arrangement gives is that the 
rowsof shoe boxesform the walls of a house 
with a bit of roof extending out above. 
Good Demand for Riding 
Boots — 


Smaltz-Goodwin Company has had 
quite a run on its riding boots. For some 
little time it has been carrying them in 
stock in black and brown. This factory also 
reports a good demand for both front and 
side gores. 


Wanamaker Offerings 


Five styles in women’s slippers for street 
and afternoon wear are being featured by 
the John Wanamaker store. Prices range 
from $10 to $12. All of them have turned 
soles and low or high Spanish or Cuban 
heels. One of them is of patent leather with 
gored fronts and cut-out work. A second 
is an oakwood or gray suede one-strap 
with three cut-outs on each side. The third 
is in bronze kid or black velvet with a sin- 
gle strap. The fourth is in black suede with 
cut-outs on each side and on the vamp. 
The fifth is in the D’Orsay style in brown 
suede trimmed with kid, and black patent 
leather. It has two-inch Spanish heels and 
straps over the instep. 


Side-Lace Velvets 


The Hub Boot Shop in the northern 
part of the city finds some call for side- 
lace velvets. Cut-outs in suedes and vel- 
vets are selling well. Satins are quiet. 
There is good demand for men’s brown 
brogue oxfords. A good white season is 


expected. 





HAVERHILL 


Working on Novelty Patterns 


Encouraging Outlook as Result of Settlement of Labor Con- 
troversy—Steady Production and Prompt Deliveries Promised 


HE ratification of Haverhill’s peace 

pact by President Joseph C. Kimball 
on behalf of the Haverhill Shoe Manu- 
facturers’ Association and Austin E. Gill 
for the Shoe Workers’ Protective Union, the 
Haverhill shoe industry assures peace and 
prosperity during the next five years. The 
new pact becomes effective January 1, 
subject to annulment at the end of two 
years upon four months’ notice by either 
interested parties. 

A new industrial era opens in Haverhill 
through the ratification of this plan and 
the assurance of continued business re- 
lations between employer and employee. 

Manufacturers are rapidly working out 
their plans for the coming season by de- 
veloping their latest ideas in women’s 


novelty patterns and going full heartedly 
after business. That production will be 
steady and that orders will be delivered 
promptly is assured to buyers of Haver- 
hill-made footwear during 1924. 


Tribute to Manufacturer 


In a recent issue of the Lynn “Telegram 
News” a high editorial tribute is paid 
to Edward M. Rickard of the Rickard 
Shoe Company of Haverhill as follows: 

“Mr Rickard would be a real asset to 
any community. He is not only one of the 
most progressive shoe manufacturers in 
the world, but he has achieved the en- 
viable record of operating his factories at 
capacity when other plants have been 
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practically idle. About 20 years ago he was 
the head of the Rickard & Gregory Shoe 
Co., occupants of several floors of a Broad 
street factory. The chance to expand his 
business presented itself and Mr. Rickard 
moved to Haverhill where he established a 
new factory. He has achieved remarkable 
success. As a producer of women’s high- 
grade shoes which are known not only 
throughout the United States but in 
foreign countries he has attained fame. 
He is one manufacturer who should never 
have been permitted to leave Lynn. 


Former Shoe Manufacturer 
Dead 


Everett M. Swett, a former Haverhill 
shoe manufacturer and of late a resident of 
Amesbury, Mass., ended his life recently 
by inhaling illuminating gas. He had been 
in poor health for several weeks. Mr. 
Swett was born in Haverhill, had manu- 
facturered shoes both in that city and 
Amesbury. He retired from the local shoe 
trade about five years ago. 


New Sandal Pattern 


The Zev sandal, a novelty in women’s 
shoe patterns is being placed on the mar- 
ket by Collins & Staples, manufacturers of 
women’s turn footwear. U. S. Staples of 
the concern is the designer of this pattern 
which has features on which patents have 
been applied for. A central ring has buckle 
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fastened straps extending over the in- 
step. There are also stud ornaments. The 
shoe carries a low heel, has a real sandal 
effect, and is-made up in various leathers. 
The Collins & Staples concern will market 
this novelty to the retail trade. Other 
houses will be licensed to make it under 
royalty. Witherell & Dobbins Company 
have secured the right to make the Zev 
sandal in turns for the wholesale trade 
exclusively. Licenses to make the welts 
and McKays will be leased to other con- 
cerns. Many of these Zev sandals have al- 
ready been sold and prospects are favor- 
able for a large demand. 


Heel Makers’ Treaty 


Following the ratification of the peace 
pact for Haverhill’s shoe industry, the 
Wood Heel Makers’ Union have ratified 
a similar agreement. Both the shoe and 
wood heel industries are now protected 
against any interruption of production 
during the next two years at least. 


Concern Buys Factory 


George B. Leavitt Company, with 
factory on Duncan Street, has purchased 
the John F. Cloutman factory and busi- 
ness in Farmington, N. H. Mr. Cloutman 
retires after a quarter of a century of shoe 
manufacturing. The Leavitt concern will 
operate the Farmington plant in con- 
nection with the Haverhill factory in the 
production of women’s McKays. 





LYNN 


Broad Variety of Styles 


Survey of Orders Show that Many Patterns Are Desired for 
Spring—Slender Strap Models Popular 


YNN manufacturers are starting the 

new year with the theory that women 
will want more shoes, and prettier shoes. 
So they have made up their sample lines 
accordingly, and the array of samples, 
already spread, certainly shows the widest 
variety of styles that Lynn ever offered. 

“You know,” said one Lynn manufac- 
turer, “that familiar story about the per- 
son who sent a gift of a pair of fine stock- 
ings to the queen of Spain, and who got the 
stockings back, with the curt note, ‘Sir, 
the queen of Spain has no legs.’ Well, 
things have changed since that time. We 
have ceased to talk about the length of 
skirts, and the influence they have on 
shoe styles. Feet and ankles and legs are 
so commonly in view that we no longer 
take them for granted, but we have to 
make pretty shoes to adorn them.” 

Lynn will follow in 1924, the theory that 
there are 10,000,000 employed women in 
this country, who will not stint themselves 
on footwear, because feet, ankles and legs 


are so commonly in view, but will buy the 
prettiest shoes they can get. 


Light and Heavy Welts 


According to a Lynn firm, light welt 
shoes, made to imitate turns, are selling 
well for spring, as well as for dress wear 
this winter. And heavy welts, of the brogue 
types, perhaps with wing tips and cork 
welts also are selling well, for immediate 
delivery, and sport type welts are selling 
for spring. But there is not as much busi- 
ness as there used to be in the regular 
pattern, medium weight welts. 


Thought They Were Turns 


A pair of Cotter-made McKay shoes 
were slipped on to the feet of a model, one 
of the girls who try out shoes for manu- 
facturers. She did not know whose shoes 
she had on. But she had boasted that she 
had not worn a pair of McKay shoes in 
her life. They let her wear the Cotter 
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Where to Buy | 


Men’s and Women’s Slippers 




















Phillips Shoe Co., Inc. 
Makers of 

Women’s Turn 

Slippers 

276 RIVER STREET 
Haverhill, Mass. 
Boston Office 

207 Essex Street 












PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N.Y. 


HIGH GRADE MULES AND D’ORSA YS 


Made of Satin, Quilted Embossed 
Prices from $23.00 per des. up 


































Special in Medium and+ 
16H GRADE 
LIPPERS 
i stylas made of Do’ ic and 
Imported Satin. Brocadesand Meta! Cloth 
$2.10 per pair and up 
MGUSTIN C _ snewyom 

















326 W. Menree St. 





Chicage 
¥M SUMPFER SMITH CO. 








Felt Satin and Leather 
Soft Sele Slippers 
For the entire family 
No. 7300 Satin in these 

colors 





NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass. 








No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless, you need the 

Boot and Shoe Recorder 
ALL THE TIME 
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Children’s Shoes 

















DR.A.POSNER SHOES. INC. 


140 W. BROADWAY NEW YORK 


FASTORY. » 








Soft Soles and Moccasins 


Ask your Jobber for our 
. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shee Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 














‘Bonita. Shoe * Baby 














Where to. Buy 


Shoe Illustrations 

















g CALDERWOODS PREG 





INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn 











Slender Straps 


That slender strap shoes are sell- 
ing for spring is a common story. 
Some of them are of intricate pat- 
tern. Front straps, as well as instep 
straps are used. Straps adorn the 
ankle, and also hold the shoe to the 
foot. They are the easiest and quick- 
est fitting shoe. Besides, they en- 
hance the graceful lines of the ankle, 
which is an important point in style 
making these days, despite that old 
story about the “ankle that is least 
adorned is best adorned.” 











McKays for a while, before they told her 
that she had a pair of turn shoes on her 
feet. Then she was gracious enough to say 
she “never would have believed it.’’ The 
instance shows how light and graceful, 
as well as flexible are the new McKay 
shoes that are made in Lynn. 


— 


“Stranger than Fiction” 


That “truth is stranger than fiction” is a 
familiar quotation, and some proof of it is 
found in the story that is told of a shoe- 
man who visited here the other day. At the 
age of 12, he was thrown into the world to 
earn his own living. He worked in an iron 
mill in Pennsylvania and later on a river 
steamboat. When he was 21, he faced the 
world, unable to read or write, but with a 
stock of knowledge gained in the school of 
experience, and an ambition to make 
something of himself. 
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Determining upon a mercantile career, 
he got work in a shoe store, for $5 a week. 
“Report Monday,” said his new employer. 
“It’s Wednesday, and if I wait until Mon- 
day, I will lose three days. So I will go to 
work today, and work for the rest of the 
week for nothing,” said he. He did so. 
Today, he is manager of that store, and a 
leader of the business circles of his city. 


Fat Ankle Shoes 


The sale of fat ankle shoes went to a new 
high peak this year, and promises to show 
further increase next year. Whether or 
not the long wearing of low shoes is mak- 
ing ankles fatter is more than Lynn shoe- 
men will undertake to say. 


The New Welch Line 


The Welch Shoe Company is spreading 
a new line of light and dainty McKays in 
addition to its welts for the January mar- 
kets. Features of the shoes are slender 
straps and wood heels. Lasts and patterns 
are new. Leathers show the long run of 
colors. There are a number of patents and 
white kid and cabretta shoes among them. 
Lizard skins in colors are used for trim- 
mings. These McKays are for popular 
dress wear. For sports and service, there 
are the welts. 


50 Per Cent Increase 


Lynn, Mass.—Merrill, Porter Company 
are moving to 270 Broad Street Lynn, 
where they will increase their output of 
slippers and sandals by 50 per cent. 





BROCKTON 


Stores Do Big Slipper Trade 


Rubber Goods Move Slowly Because of Unfavorable Weather 
—Factories Commence New Runs 


ACK of wintry conditions generally 
retarded the sale of rubbers and 
overshoes in Brockton retail shoe stores 
up to Christmas time. A year ago at 
Christmas time with nearly a foot of snow 
on the ground and the streets a glare of 
ice, Brockton shoe merchants were selling 
overshoes and rubbers as fast as they 
could be handed out to buyers. These 
goods were popular as Christmas presents 
and in fact the demand was far in access 
of the supply. This year at Christmas 
time, with autumnal temperature pre- 
vailing, and streets as bare of ice and 
snow as on the Fourth of July, merchants 
looked ruefully at their stocks of rubbers 
and wondered when these could be dis- 
posed of. They are stocked heavily in anti- 
cipation of a good winter’s business. This 
may come after the New Year. 
In contrast to the lack of demand for 
rubbers and overshoes, shoe merchants 


enjoyed a fine Christmas business in 
general, particularly in men’s slippers. 
Bright colors in leather and felt slippers 
were featured in the displays. The public’s 
response was prompt and plentiful. Mer- 
chants made a big cleanup on men’s and 
women’s Christmas slippers. Also, the 
trade in women’s street footwear was 
excellent. 


Holbrook Factory Opens in 
January 


The Brockton Shoe Manufacturing 
Company will open its Holbrook factory, 
where the lower grade line of men’s welts 
are made, January 17 to operate at full 
capacity. Sufficient orders are on hand to 
assure the plant a full output for several 
months. The Brockton plant of this con- 
cern has closed a six months’ run and the 
amount of business transacted was at the 
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rate of $2,500,000 annually. Full capacity 
is assured to this plant with the opening of 
the year. 


Shoe Concern Increases 
Output 


The Diamond Shoe Company, through 
superintendent, Henry S. Rubin, states 
that beginning the present week the 
factory on Spark Street in Brockton will 
operate on full-time schedule for an in- 
definite period. At the opening of the new 
run the daily production will be from 300 
to 350 dozen pairs of men’s shoes; also 100 
to 125 dozen pairs of ladies’ shoes. Later, 
this output will be increased. The Dia- 
mond Shoe Company is one of Brockton’s 
most active and successful concerns; one 
which has made a steady growth since es- 
tablishing the local plant. 


Dealers’ Association Meets 


The Walk-Over Dealers’ Association 
represented by its executive committee 
met last week in Brockton with the ex- 
ecutives of George E. Keith Company. 
This meeting was held for the purpose of 
talking over mutual problems of mer- 
chandising and retailing; also the dealers’ 
convention to be held in July, 1924, as a 
part of the fiftieth anniversary celebra- 
tion of George E. Keith Company. Mem- 
bers of the association present included: 
President Irving B. Howe, Boston; vice- 
President Sydney Stokes, New Haven; 


- Secretary-Treasurer Al A. Stentz, Fort 


Wayne; and committeemen Isadore R. 
Jacobs, New Orleans; Milton G. Harper, 
Philadelphia; Carl Fliessbach, Chicago; 
A. M. Dawson, Evansville; Earl F. Wood- 
ward, Newark, Ohio; and Edward L. 
Seaman, New York. 


Good Season for Common- 
wealth 

On December 1, the halfway mark of 

the Commonwealth Shoe & Leather Com- 

pany’s present season, shipments of the 

company’s Bostonian shoes showed a 16 

per cent gain over the same period of any 


BOOT AND SHOE RECORDER 


preceding season. Additions to the factory 
were recently completed, insuring quick 
delivery on all orders. The company’s 
plant is in Whitman. 

The company reports orders are ahead 
extending into February and on Decem- 
ber 1 had 67 per cent of the season’s out- 
put sold. 


On New Run 


C. S. Marshall Co., maker of men’s high 
grade welts, has concluded stock taking 
and started on the new run. The output of 
Marshall-made footwear will be steadily 
increased during the next few weeks. 
Wright Company Gives Bonus 

to Employees 


Employees at the factory of E. T. 
Wright & Co., Inc., Rockland, received, 
as a Christmas present in addition to the 
regular payroll, a Christmas bonus to the 
amount of $50,000. It was distributed 
among 775 employees. This was the re- 
sult of a conference held several months 
ago between the’ firm and its employees 
where the latter agreed to keep at work 
and ignore labor troubles in neighboring 
shoe centers. 


Government Order for Rands 


Thompson-Field Company, Inc., of 
Brockton, secured from the United States 
government an order for upwards of 


500,000 pairs of special cut rands; also” 


200,000 pairs of leather fillers. These will 
be used by shoe manufacturers in the 
production of government footwear. Ne- 
gotiations for the completion of this con- 
tract have been under way for several 
months, these being in charge of Vice- 
President Drislane of the concern. Addi- 
tional machinery has been installed at the 
plant. This new work, it is stated by the 
concern, will not interfere in any way with 
the regular business with shoe manufactur- 
ers. Thompson-Field Company, Inc., one 
of Brockton’s younger concerns, has made 
steady progress since it was established. 
A full year’s work is assured for 1924 





PITTSBURGH 


Improved Tone to Shoe Trade 


Fine Holiday Trade—Seasonable Weather and Good Employ- 
ment Conditions Stimulate Business 


N Pittsburgh the fog of depression is 

gradually clearing away. During No- 
vember and the early part of December, 
business was somewhat below par. A num- 
ber of the merchants featured sales, but 
failed to get the desired results owing to 
the lack of seasonable weather. However, 
there is no need for any calamity howling 
or pessimism as figures for the last three 


months will show a substantial increase 
over the corresponding period of 1922. 
General employment conditions are good. 
which is a good indication of better times 
ahead. The holiday season along with 
weather conditions, which brought several 
inches of snow during the past week, have 
stimulated business considerably. Satur- 
day’s business was good, giving the mer- 
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Standard Shoe Materials 





























The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


PP nan & Be co. 
T js South St., Boston, Mass 











ELDITE 
iLLER 


THOMPSON-FIELD COMPANY, 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
BROCK TON .MAS 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Foot Welting 
Sbeet Rubber Soling 


B. F. CHAMBERLIN 
™Sostor 








Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 























Usruchna" have been 
betore the trade for years. 
advertised ip 
bral KE fe ee ke 


acost $18 


bers. 
sell for $36-Our Counter 
Salesman Heips Sales. 
* Detachable ROBERT E. MILLER, Inc. 
* Rubber Heels 11 Broadway, New York 











T. W. GODSO F. E. JONES, Treas. 
W. G. JON ALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 
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Shoe Ornaments 























———_——— 
ithe mark of ™ 


600d shoe buckles 
ever since I9U5 


L.ALTERSON & CO. <@oq8 


102 W 34 St., New York City N.Y 





D. W. COULTAS CO. 
Manufacturers 


Rhinestone Buckles 


BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R.I. 





Choosing Shoes for 
Occasions 


Never before has such careful 
discrimination been given to the 
selection of proper footwear. People 
are beginning to realize more than 
ever the need for wearing the shoe 
of the hour. Women have always 
been more or less particular about 
this matter, but the men often fall 
by the wayside. Shoe etiquette is 
just as important as social etiquette. 
The more discriminating man con- 
siders wearing tan shoes after six in 
the evening just as poor taste as 
eating peas with a spoon. Dress the 
foot to suit the occasion, and “‘All’s 
well that ends well.” 


Pittsburghers dress their feet 
with the best of them. For sport, 
men wear heavy brogues in the 
lighter shades of tan, while the 
more conservative patterns in both 
black and tan are preferred for 
afternoons. The conventional black 
in patent and dull leathers is worn 
for evening dress. The women favor 
the heavier oxfords made in the 
various shades of calf and suede 
leathers for sport wear, with the 
plainer oxfords and strap effects 
predominating for afternoons. Black 
satin, suede and patent leathers are 
leading for evening wear, with 
gold and silver brocades being worn 
where occasion demands. 

















Where to Buy 


Engraving and Printing 

















ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street 
Telephone, Beach 4960, 4961 


Boston, Mass. 








» 


‘ 


*]ABELS A ‘ofjo : 


ASK FOR SAMP 


We & —» and Srint mostokt 
TOLMAN PRINT, INC 
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chants a bright outlook for the coming 
winter. 

The elaborate window decorations make 
the Christmas season quite evident. The 
streets are full of people and all the re- 
tail merchants are enjoying a good holiday 
trade. The week closing December 15 
showed a decided increase over previous 
business. There is no doubt that Decem- 
ber will close very satisfactorily and show 
a gain over a year ago. 

Styles Remain about the Same 

Little change has been noticed in the 
style trend for this season. In ladies’ shoes, 
black is the predominating color with the 
darker shades of seal brown, log-cabin and 
gray following. Novelty patterns made on 
a medium French last with 14-8 and 16-8 
heels are leading. Gore effects are fair but 
not as popular as in some sections of the 
country. Colonial patterns are not en- 
joying the popularity which was ex- 
pected of this number earlier in the season. 
The whole group of strap family is the big 
noise in Pittsburgh. 


Men’s Oxfords Selling Freely 


In men’s low shoes, Scotch grains in 
both black and brown are good. Oxford 
sales are increasing and giving the high 
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shoes a merry chase. Styles in favor with 
the exclusive trade have little stitching and 
perforations. With the oncoming of colder 
weather high shoes will gain popularity, 
black being the leading color. Both patent 
and dull leathers are good for dress wear. 


Shoe Merchants Meeting 


Thirty members of Pittsburgh Shoe Re- 
tailers’ Association met in the General 
Forbes Hotel Thursday evening, Decem- 
ber 13, for the monthly meeting. After 
luncheon, the usual program was fol- 
lowed, giving the first part of the meeting 
to the speaker of the evening. Mr. Morgan 
of the C. A. Verner Company gave an in- 
teresting talk on the “Accumulation of 
Capital,” setting forth as the goal of his 
talk—thrift. Following this Mr. Biegel led 
a round table discussion “Store System.” 
All the merchants took part in the dis- 
cussion with keen enthusiasm. The point 
was made that some sort of store system 
and pair analysis is absolutely necessary 
in order to merchandise successfully. 

Pittsburgh Boys in 
Philadelphia 

One of the groups of “‘live wires’’ at the 
Philadelphia Convention on January 21, 
22 and 23 will be the members of the Pitts- 
burgh Shoe Retailers’ Association. The 
boys have arranged for two cars for the 
Pittsburgh group, one being chartered for 
the members of the association only. They 
will go with colors flying and intend to let 
the Philadelphia people know that some- 
body is in town. 

Striking Window Displays 

Pittsburgh windows are drawing the 
crowds. Kaufmans have carried out the 
“Mother Goose” idea; Kaufman and Baer 
the zoo, while Rosenbaums’ windows are a 
good representation of toy-land. Another 
unique display is that of the Toonerville 
Trolley System in the Walk-Over store 
window. All the windows are tastefully 
decorated in keeping with the holiday 
season. 





Plans for Convention 

Preparations for the 1924 convention of 
the Southeastern Shoe Retailers’ Associa- 
tion, to be held at Charleston, S. C., next 
June, already are going forward, accord- 
ing to M. A. Condon of Charleston, presi- 
dent of the association. He was recently 
in Atlanta to confer with C. V. Hohen- 
stein, secretary of the association. Mr. 
Hohenstein has tendered his resignation, 
effective January 1, 1924, but will still re- 
tain his post as secretary of the Atlanta 
Retail Merchants’ Association. The shoe 
organization now has the largest member- 
ship it has ever had, and also is in excellent 
financial shape, according to Frank Ste- 
yvens of the George Muse Company of 
Atlanta, the treasurer. 
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BUFFALO 


Slow Response in Shoe Stores 


Newspaper Advertising and Other Measures Tried to Stimu- 
late Business Fail to Accomplish Desired Results 


HERE are few of Buffalo’s retail 
shoe merchants who regret the pass- 
ing of 1923. It is necessary to go back to 
1920 when general business conditions 
reached the depths of post-war depression 
to find a parallel for steady decline in foot- 
wear sales which has marked the course of 
the past twelve months. Practically every 
expedient has been resorted to by mer- 
chants to stem the ebb-tide but without 
avail. Daily papers have been flooded with 
advertising and attractive prices on cer- 
tain lines have been offered to coax the 
shoppers into the stores but to no purpose. 
Unless some real winter weather ar- 
rives early in the new year many shoe 
merchants, will be forced to sacrifice their 
autumn and winter lines and then prob- 
ably have to carry some over. The shoe- 
men, along with other firms dealing in 
necessities, have been forced to stand idly 
by during the holiday period and watch 
the crowds milling about the streets, in 
quest only of non-essential gifts. 


Barton to Move 


C. H. Barton, one of the city’s pioneer 
orthopedic shoe merchants, who has been 


located at 456 Main Street for about 15 
years, is one of the latest downtown shoe 
merchants to announce his intention of 
moving on May 1. The building in which 
he is located has been sold and the new 
owners have plans which do not contem- 
plate a shoe store. 

Mr. Barton has obtained a lease on the 
store at 656 Main Street between Chip- 
pewa and Tupper Streets, which promises 
in the course of a few years to be the heart 
of the city’s shopping center. The new 
store will be larger than the present site. 
Mr. Barton also operates a branch store 
on Franklin Street, near Chippewa. 


U. S. Rubber Co. Leases 
Building 


The United States Rubber Company’s 
local distributing agency at 50 Pearl 
Street will be removed on May 1 to 133 
Swan Street where a twenty-year lease has 
been obtained on a four-story building, 70 
by 200 feet. A forty-foot frontage is now 
being added which will increase the floor 
space to 115,000 square feet. The building 
will be entirely remodeled before spring. 





ROCHESTER 


Very Good Holiday Business 


Holiday Shopping Great Stimulus to Accessory Departments 
—Some Stores Announce Sales 


HRISTMAS business went “over 

the top’’ for the Rochester shoe 
merchants. The better grade of felt slip- 
pers, hosiery, both men’s and women’s, 
and evening pumps proved to be favorite 
gifts. Rhinestone buckles and ornaments 
helped boost the total Christmas sales, 
too. Black satin pumps and brocaded 
evening slippers for women sold freely. 


Sale at Pidgeon’s 

Announcing a cut of practically 334 
per cent on the regular price of his entire 
footwear stock, excepting Arch Preservers, 
Wm. Pidgeon, Jr., introduced his pre- 
Christmas sale. The better grades of felt 
slippers were also reduced in approxi- 
mately the same proportion. 


Cantilever Advertising 


“Women of ancient Egypt were grace- 
ful of bearing,’’ was the opening sentence 
of a Cantilever advertisement. ‘Flexible 
footwear of plaited grass, palm leaves or 
papyrus stalks enhanced the elusive charm 


of their carriage. Unrestrained foot action 
was their secret of graceful walking. They 
did not suffer themselves to wear arti- 
ficial arch supports that weaken foot 
muscles, nor incorrectly built shoes that 
distort the foot bones. In shoes permitting 
natural foot movement, women of an- 
cient Egypt walked gracefully, naturally 
and comfortable,” concludes the an- 
nouncement. 


Finds Newspaper Advertising 
Best 

After having given direct mail adver- 
tising, theatre program publicity and 
other mediums what he believes a thorough 
test, Herman Freidel, owner of the Cul- 
ture Boot Shop, declares that newspapers 
are the most profitable for his type of 
boot shop. The Culture Boot Shop is the 
only “downstairs” shoe shop of its kind 
in Rochester and has been in business 
about ten years. The shop has one window 
on a level with the sidewalk. A few steps 
downward lead directly into the shop. 











Hosiery 











OLLYWOO 
H HOSE D 


Reg. U. S. Pat. Of. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Steck 


Harrington & Waring 
41 Union Sq. W. New York 
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Shoe Patterns 





Demand Dunbar Designs 


From Your Manufecturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 








| Where to Buy 


Boys’ Shoes 








AShee forBoys 
That Wears 


| Marston & Tapley Co. 
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SALABLE STYLES ARE ASSURED 


The Dr. A. Reed dealer is never troubled 
by doubt as to the salability of the shoes he 
selects. 


Knowing that the shoes are “right’’ Dr. A. 
Reed dealers can devote all their energies to 
selling, with the assurance that every sale 
should mean a permanent customer. 
ARCH SUPPORTER If the Dr. A. as Cushion Shoes a Wom- 
No. 229—Built with the famous en are not placed in your town there is a 
ee Ce Se, Sy Se real cmpestaaie for you. 


Write— 


JOHN EBBERTS SHOE CO. Ine. 


Exclusive Manufacturers 
BUFFALO NEW YORK 


HARD TOE BALLETS 


No. 606—Black Glazed Kid 
“AU 6 -Ily. 
paces mmerree . H ea , 
asneste 2.7 


“Foot Lite’” 


Ballet 


Slippers 
No. 606 . ae That the Essex service satisfies is 


Satins on Order 


IN STOCK 
Hard Toe 


SUPERIOR PRODUCT THROUGH ra proved by the number of people 
LONG EXPERIENCE iy whom we serve. This has been 


SOFT TOE BALLETS the leading hotel for shoe men, and 
is today the meeting place of those 
prominent in trade circles. 


150 


C and D Widths 
Whice Kid to Order 


The Essex Hotel Co. 


Have you seen our right and left las. Ballet Slippers? If ' a 
noc send for samples of this new model of perfect Ballet Sat J. J. McCarthy, Pres. 
Slipper style. T. A. McCarthy, Treas. 


BROOKS SHOE MFG. CO. ie mn 


) Par 
ascatsstbradh n i al Wiuere wn ia ll cal pe All “al l 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Crawford Shoes 


Under the Crawford Four Season 
Style plan the early spring season 
takes in February, March, April and 
May. 

For wear during these months there 
are Crawford Shoes which are espe- 
cially designed to meet the demands 
of early spring wear. The Crawford 
line has 56 shoes “In Process” for 
early spring—56 wanted styles from 
_— your orders can be filled on the 

ot. 


The “In Process” feature assures 
you of prompt shipment—gives you 
less-than-case-lots at case-lot prices! 

From these 56 shoes we have chosen 
three styles for special advertising in 
Vanity Fair. 

All three are featured in a full page 
in Vanity Fair for February and 
each of them separateks in half-page 


For the Early Spring Season 


Vanity Fair advertisements in follow- 
ing months. 

The “EXETER” is our smart full dress 
shoe—of black patent colt on the Crawford 
Thorough-bred last. Flexible box toe with 
light flexible sole makes this an ideal danc- 
ing shoe. 

The “BRAWLEY” is the Crawford 
brogue oxford for business wear. A hand- 
some sturdy shoe of tan Jersey calf on the 
Master last, also in brown and black. 

The “SHEFFIELD” for “after-sun- 
down”’ wear is of black holster calf on the 
Crawford Pony last. Light weight sole 
and rubber heels make this shoe excep- 
tionally comfortable. 

Crawford salesmen are out now with 
samples of the Early Spring line—one-of 
them will call on you and show you the 
smart Crawford models, tell you about the 
increased turnovers and profits that the 
Four Season Style Plan gives you, and ex- 
plain the advantages of the ‘“‘In Process 
Production” of Crawford Shoes. 


The (awford Shoe 


CHARLES A. EATON 


SHOE INDUSTRIES 


spring 


window. 
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—but the real test comes 
: after it is on the shoe 
A heel may feel right and look right but it also 


has to wear right. After all that is the supreme 
test of a rubber heel. 


Manufacturers and dealers have found that 
they can stake their reputation on “U. S.” 
Spring-Steps because of the satisfactory wear 
and comfort this good heel gives to wearers 
of their shoes. 


United States Rubber Company 


1790 Broadway New York 


Sole and heel stocks in our following branches: 


BOSTON CHICAGO CINCINNATI NEW ORLEANS NEW YORK ST. LOUIS 
PITTSBURGH PORTLAND, ORE. LOS ANGELES SAN FRANCISCO 


urey A 
Trade Mark 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the Shoe and 


Leather Trade 








BUSINESS REVERSES 


Malvern, Ala.—J. H. Brown, general merchandise, 

petitioned or petitioner in bankruptcy. 

Colton, Cal.—Manker Shoe Co., shoe manufac- 

turers, reported petitioned or petitioner in bank- 
ru; 

Williston, Fla.—Mrs. J. D. Turner, boots and 

shoes, etc., reported petitioned or petitioner in 


wa bankruptcy. 

a.—Adams Bros., boots and shoes, 
7 -» reported petitioned < r petitioner in bank- 
ruptcy and receiver appoi' 

Savannah, Ga.—Glickman & ‘Cohen, Globe Cloth- 
ing Co., boots and shoes, etc., reported offering to 

compromise at 25 per cent. 

Chicago, Ill. ~Chicago § Spat & Legging Co. (225 W. 
Huron Street), manufacturers, reported peti- 
tioned or petitioner in bankruptcy. 

Harry Nordenberg (536 W. 63rd Street), 
a on —_— reported petitioned or petitioner in 
rup' 
Kate’ Stein (7924 So. Halsted Street), 
es — petitioned or —" in 
rup 


a Hy Ted nt, G. Parker & Co., boots and shoes, 
ete., reported petitioned or petitioner in bank- 

rup 
Hutehionee, Kan.—Jesse Stenge, boots and shoes, 
ete., reported petitioned or petitioner in bank- 


ruptcy. 

ee Ky.—Max Mandel (212 and 217 So. 
Seventh Street), boots and shoes, etc., reported 
PA a or —* in bankruptcy. 


“merchandise, James Bailey Netbert, general 

lise, reported petitioned or petitioner in 

pom Pie. —Clark & Friend Co. (Congress 

Street), department store, reported petitioned or 
in bankruptcy 


petitioner 
Marion, Md.—A. h Rl Ennis, general merchan- 
dise, reported petitioned or petitioner in bank- 


ruptcy. 
Boston, Mass.—Automatic Heel Co. (621 Albany 
Street), rubber heel ufacturers, reported 
petitioned or petitioner in bankruptcy. 
——7 Baker (35 Albany Suet. ve 
boots and shoes, reported petitioned or peti- 
tioner in bankruptcy. 
& Edward Marcus, boots and shoes, reported 
petitioned or petitioner in bankruptcy. 
Morris Shoe Co., wholesale and retail boots 
and ee Soe, reported petitioned or petitioner in 


pesmith Pied Ogden x shoe manufacturers. 


reported petitioned or titioner in bankruptcy 
Joseph PTL. Sees ( (308 Atlantic Keene. 
oo. shoes, etc., reported petitioned or peti- 
picy. 
Haverhill, Mass. ee Clark & Hatton, shoe manu- 
facturers, offering to compromise at 50 


per cen 

Lynn, ie. —I. Peckerman, boots and shoes, re- 
ported petitioned or petitioner in bankruptcy. 

Cushing Shoe Co., shoe ——. re- 


your stock 
children’ sshoes| 
WENTILATIONS- compinee 


Alexandria, Minn.—Weum Co. Inc., general mer- 
chandise, reported assigned. 

Benson, Minn.—Weum ‘Clothing Co., boots and 
shoes, etc., reported assigned. 

Brainerd, Mion.—Frank & James Co., general 
eg assigned. 

Georgetown, inn — Wenn beken Co., general 
merchandise, reported assigned. 

Hawley, Minn.—Erickson, Reedberger, general 
merchandise, assigned. 

Foreston, Minn. —Big Store Inc., general merchan- 

t for a receiver. 


shoes, etc., oqgectes ‘ 
— lle, Minn.— ielsville Mercaritile Co., gen- 
ise, assi, a 
Seite Falls, Minn.— —— Falls Mercantile Co., 
Willmar, Minn. we Elkjer Co., boots and 


shoes, etc., reported assigned. 
Doniphan, “Mo.—A. C. Jones Mercantile Co., 
merchandise, reported petitioned or 
Po eg 2 in bankru 


ptcy. 

Hoboken, N. J. Seal P Okrand (2 Hudson Place), 
boots and. shoes, etc., reported epee an or 
petitioner in bankruptcy receiver appointed. 

Brooklyn, N. Y.—Fashion Shoe Mfg. Co. I21- 131 
Ingraham Street), manufacturers of shoes, re- 
ported meeting of creditors called. 

ters Shoe Co. Inc. (585 Fulton Street) 

ted petitioned or petitioner in bankruptcy 
to Leather Products Corp. (35 Broadway) 
manufectarere, reported petitioned or petitioner 


in bankruptc 
Primo Shoo Co. (1-11 Chester Street), manu- 
a of turns, reported petitioned or peti- 
tioner in bankru 
» Taft& Aboff (The Daphil Shoe Shop) 0 as 
ston Street), adi chown, superted tioned 
oo east P in Deakruptey 
Gloversville, N Y.—George T. Dence Co. Inc., 
ti goods, reported petitioned or petitioner 


a 

Now York Pci ty—Lawrence Gladstone, general 

merchandise (901 Eighth Avenue), reported 

petitioned or petitioner in bankruptcy and re- 

“et tao 
rs. an , Manager) 

382 Lenox Avenue), =. and shoes, reported 
petitioned or y Cag? n bankruptcy. 

Bros. (135 Clinton Street), boots and 

shoes, reported petitioned or petitioner in bank- 


a - Weller Inc. (793 ey Avenue), boots 
shoes, reported offering to compromise at 


it. 
C.—Hinson Mercantile Co., general 
indise, reported offering to compromise at 


nono, “4 C.—Victor Kaplon, general mer- 
_—— reported petitioned or petitioner in 

arapecy. 

Enderlin, D.—Enderlin Co-operative Associa- 
tion, oe merchandise, reported petitioned or 
ween in bankruptcy. 

ong N. D.—Weam-Anderson Co., boots and 


Cleveland. 6. een oe nces's Shoe Store) 


(724 E. be = whe poy boots and shoes, etc., re- 


ported pe tioner 2 bankru 
Cloud Chief, "Okie. es oem 5) —# 
— 


, reported eh yp or petitioner in 


—— ~~ Te, —David Riedman (The Stanley), 
— — handise, reported petitioned or 


Franklin. Pe boty Frank A. Galbraith & Son, boots 
d reported petitioned 


New Salem, Penn.—Richard N: 
merchand ise, reported petitioned or petitioner in 


bankru 

McKees Mosk, Penn.—Jesse Kann, boots and 
shoes, etc., reported petitioned or petitioner in 
bankru ptcy. 

—. Penn.—Herman J. White (435 Penn 

Street), boots and shoes, reported petitioned or 
petitioner in bankruptcy. 

Bristol, R. I.—Jack Lipman (Triangle Shoe Store), 
boots and shoes, reported petitioned or petitioner 
in bankruptcy and receiver we inted. 

Newport, R. mr —Joseph Podrat & Sons (Walk Over 
Boot Shop), —— and Ts reported offering to 

compromise at 

Woonsocket, R. 1 "Nathan Falk (The Toggery 
Shop), boots and eam, ~. .» reported offering to 

——ae at 

Carpenter, S. B.—Carpeat ter Mercantile Co., gen- 
eral a Ae 

Sioux Falls, S. Dk eal Store (Nadel & Teitel- 
baum, proprietors), boots and shoes, etc., re- 

off to compromise at 25 per cent. 

Ashland City, Tenn.—Ayers & Harris, boots and 

shoes, etc., * reported petitioned or petitioner in 


bankrup 
Bg —Robert L. Burch, general mer- 
— — petitioned or petitioner in 


oe 
Natal Vae-Auburn Shoe Store Inc. (116 Bank 
8 and ted offering to 


or petitioner in bankru ‘tat 
Jacob Sugar ara “ 4% ain Street), 
(113-115 Church Street), boots and shoes, etc., 


ering to compromise 
Wis. Y _Heiders Boot Shop, boots and 
sone reported petitioned or petitioner in bank- 


Redan, Wis.—Semon’s Shoe Store (John F. Semon, 
proprietor), boots and shoes, reported pe titioned 
or petitioner in bankruptcy. 


BUSINESS CHANGES 
Magnolia, Ark.— Magnolia Clothing Co., boots and 
qos, ot. ip dissolved. 
Fullerton, Cal.—. . M. Brown (127 E. Common- 
wealth), boots and shoes, reported succeeded by 


Abe Robetz 
Los —— Cal. — Ce Tanning and Leather 
—~ tly incorporated. 





of | | 


Bas otn 
only. 








4 
GREELEY 


BOUDOIRS 


sell all the yeararound. 
They are always in 
style. We aim for 
quality and we hit 
the mark. 


If your Jobber Cannot Supply You, Write Us. 
€ <4 A. W. GREELEY, Haverhill, Mass.5X 
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San Francisco, Cal.—Pacific Shoe Corp., manu- 
facturers, incorporated $200,000 od 
Santa Monica, Cal.—Shoe Emporium (1417 Third 
Street), boots and shoes, reported sold out to Max 

Abrams. 

Whittier, Cal.—Ernest Seymour (Seymour's Foot- 
wear) (110 North Greenleaf Street), boots and 
shoes, reported sold out to L. F. Van Bellon. 

Witchita, Kan.—Geiger & Lumbert, Cinderella 
Shoe Store (138 No. Main Street). reported part- 
nership dissolved. 

Princeton, Ky.—James Starr (Mechanic and Jack- 
son Streets), general merchandise, reported re- 
cently commenced business 


Richmond, e.—Durand Clouston Co., shoe 
manufacturers, Geo. A. Clouston, president, 
retired. 


Oakland, Md.—Oakland Shoe Mfg. Co., shoe 
manufacturers, recently incorporated. 

Boston, Mass.—S. FE. Berman Leather Co., incor- 
porated $50,000. 

Whitman, Mass.—Dwyer & Co., boots and shoes, 
etc., incorporated $15,000. 

L’Anse, Mich.—P. Brennan Co., general mer- 
chandise, reported succeeded by Hickey Mer- 
cantile Co 

Brooklyn, N. Y.—Jacob S. Katz, Inc. (Jack's Shoe 
Corner), (614 15th Street), boots and shoes, re- 
ported selling or sold out. é 

New York City—Mingelgreen & Conn. (78 First 
Avenue), boots and shoes, reported will dis- 
continue business 

Josephine Swartz Bootery, boots and shoes, 
incorporated $20,000 

Rome, Y.—G. and A. Brodock, boots and shoes, 
ete., reported succeeded by Mrs. Emma Parks 

Cincinnati, O.—Samile Shoe Co., boots and shoes, 
incorporated $10,000. 

Clarksburg, W. Va.—Rowe & Griffin, R. & G. Shoe 
Store, boots and shoes, reported succeeded by 
R. & G. Bootery, Inc. 

Monroe, Wis. onroe Shoe Fitting Co., boots 
and shoes, etc., incorporated, $25,000. 

BUSINESS REVERSES 

New York City—Irving Cohen, (Irving Boot Shop, 
300 W. 125th Street) boots and shoes, reported 
petitioned or petitioner in bankruptcy. 

Murry Boot Shop (Murry Cohen, proprietor, 
1401 Fifth Avenue) boots and shoes, reported 
petitioned or petitioner in bankruptcy. 

Essanel Shoe Co. (Sidney A. Lefkowitz, pro- 
prietor, 112 W. Broadway) wholesale shoes, re- 
ported petitioned or petitioner in bankruptcy and 
receiver appointed. 

William J. Carey (Carey Sample Shoes, 142 
W. 125th Street) boots and shoes, reported 
assigned. 

Webster Bootery, Inc. (412 E. 167th Street) 
boots and shoes, reported meeting of creditors 
called. 

Port Washington, N. Y David Bregman (Port 
Washington Shoe Store) boots and shoes, re- 
ported petitioned or petitioner in bankruptcy 
and receiver appointed. 

Utica, N. Y.—Hyman Abramowitz (221 Whites- 
boro Street) boots and shoes, etc., reported peti- 
tioned or petitioner in bankruptcy 

Edmore, N. D.—J. H. Braund, general merchan- 
dise, reported assigned. 

Casseiand O.—Five Points Department Store 
(15115 St. Clair Avenue) general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Elmer i Volkmor, (643 Euclid Avenue) also 
branches at Mansfield and Toledo, reported peti- 
tioned or petitioner in bankruptcy 7 

Elyria, O.—Leader Shoe Store, reported peti 
tioned or petitioner in bankruptcy 

Muskogee, Okla.—A. C. Jacobson (Palace Depart- 
ment Store) boots and shoes, etc., reported peti- 
tioned or petitioner in bankruptcy and receiver 
appointed. 

Tonkawa, Okla.—Bessie Hunt (E. W. Hunt Co.) 
boots and shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

Juniata, Penn.—H. B. Smith, boots and shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Nanticoke, Penn.—Adolph Leventhal, boots and 
shoes, etc., reported offering to compromise at 
30 per cent. 

New Freedom, Penn.—Dwartz Department store, 
general merchandise, reported petitioned or peti- 
tioner in bankruptcy. 

New Castle, Penn.—Jacob B. Burger (Burger's 
Shoe store) boots and shoes, reported offering to 
compromise at 33'4 per cent 

Philadelphia, Penn Miller Goldberg (341 South 





WANTED TO PURCHASE 


DO YOU CONTEMPLATE 


Retiring or going out of business? We will pay 

value for your entire or surplus stook of shoes. 

Leases having a short term to run taken over. 
25 years. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 
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Street) boots and shoes, reported offering to 
compromise at 35 per cent. 

Jacob Divac (14 North Fourth Street) whole- 
sale boots and shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Steelton, Penn.—Margaret Klein, general mer- 
chandise, reported petitioned or petitioner in 
Bagioupte ’ 

Pittsburgh, Penn.—Tex Wolf (Tex General Mer- 
chandise Co., 3337 Penn Avenue, 1005 Liberty 
Avenue) wholesale general merchandise, reported 
petitioned or petitioner in bankruptcy. 

Bristol, R. I.—Jack Lipman (Triangle Shoe Store) 
boots and shoes, reported assigned. 

Sioux Falls, 8S. D.—Ideal Store (Nadel & Teitel- 

um, proprietors) boots and shoes, reported 
petitioned or petitioner in bankruptcy. 

Munday, Texas—Munday Dry Goods Co. (I. A. 
Silverberg, proprietor) boots and shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Poyner, Texas—S. L. Roherts & Co., general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 


BUSINESS CHANGES 
Alhambra, Cal.—Carling Shoe Mfg. Co., manu- 
facturers of women’s McKays, recently com- 
menced business; incorporated $500,000. 
Calistoga, Cal.—Roberts & Co., boots and shoes, 
_@tc., reported sold out to Mervyn C. Hoover. 
Greeley, Colo.—Shaw Dry Goods Co., boots and 


shoes, etc.,. reported sold out to Golden Eagle 
Dry Goods Co. 


Avenue) boots and shoes, reported succeeded by 
Wilner & Esrock. 

Indianapolis, Ind.—Louis R. Bryan (Model Shoe 
Store, 47 West Ohio Street), boots and shoes, re- 
ported sold out to South Side Shoe Store, Inc. 

Louisville, Ky.—Ender Forrester Shoe Co., boots 
and shoes, incorporated $20,000. 

Bangor, Maine—Guaranteed Shoe Co., manufac- 
turers of shoes, incorporated $25,000. 

Beverly, Mass.—Bray & Stanley, shoe manufac- 
turers, reported moved to Boston. 

Salem, Mass.—C. H. Carey & Co., Inc., heel manu- 
facturers, incorporated. « 
Haverhill, Mass.—Charles K. Fox Wood Heel Co., 

manufacturers, incorporated $10,000. 

Lynn, Mass.—Callahan-Morton Shoe Co., shoe 
manufacturers, recently commenced business. 

Darish and Sloan Shoe Co., boots and shoes, 
incorporated $10,000. 

Waltham, Mass.—Landau’s General Store, general 
merchandise, recently commenced business. 

St. Johns, Mich.—John Brandl, boots and shoes, 
etc., recently commenced business. 

Brooklyn, N. Y.—John T. Hook (9236 Fifth Ave- 
nue) boots and shoes, reported succeeded by 
Armando J. Bisogno. 

New York, Y.—Sommers Bootery, boots and 
shoes, incorporated $50,000. 

Johnstown, N.JY.—Adams Buckskin Co., buckskin 
and leather manufacturers, incorporated $600,- 
000. 

New York City—Bayer Bros. Leather Co., manu- 
facturers of hides, leather, etc., incorporated 
$300,000. 

Duncan, Okla.—Jackson & Wilson, boots and shoes 
etc., reported partnership dissolved and suc- 
ceeded by Albert S. Wilson. 

Philadelphia, Penn.—Solomon Levin (2933 North 
22nd Street) boots and shoes, reported succeeded 
by Rose Levin. 

Lawrenceburg, Tenn.—Frazier & Stephens, boots 
and shoes, etc., reported succeeded by Frazier & 
Locke. 

Salem, Va.—Z. Boon's Sons, boots and shoes, etc., 
reported succeeded by F. J. Penley. 





Civilization is respect for what another 
man is and for what he has.—Dr. Frank 
Crane. 
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Recovering Lost Custom- 
ers 

Shoe merchants running charge 
accounts might follow a method of 
recovering lost customers that has 
been effectively used for some time 
by the George Muse Clothing Com- 
pany, of Atlanta, one of the largest 
shoe and clothing firms in the south- 
ern field. Every month the collec- 
tion manager for the store goes 
carefully through the various ac- 
counts, noting those on which no 
purchases have been made for say 
three or four months, and then a 
strong effort is made to recover 
this customer. One or two letters 
will be sent him trying to ascertain 
the reason he has quit, and if these 
fail to accomplish the desired result 
one of the salesmen in the store who 
happens to be acquainted with this 
customer either will 
write, or will call at his home or 
place of business in an effort to 
remedy any trouble that may 
account for the customer's discon- 
tinuance of purchasing. The usual 
reason is dissatisfaction with some- 
thing or other, and the customer 
who is properly handled can nearly 
always be brought back again to the 
fold. This has been the experience 
of the Muse store, with many of the 
lost customers responding favorably 
to the letters that are sent them, or 
if not to these, then to the personal 
call that is made by one of the sales- 
men. In this way thousands of dol- 
lars’ worth of business is brought 
back to the store every year, a good 
part of which would undoubtedly 
go to some other store were this 
system not in use. So the effort cer- 
tainly appears to be worth while. 


personally 





\| 














Charles Broadway Rouse was blind, 
but went right ahead and built up a re- 


markable business, and a great fortune. 
McElroy-Sloan Enthusiast. 





MISCELLANEOUS 


























High cut Boots—$2.90 to $3.65 
Write for samples 








_-_-+-+—-e ee ee eee ee 








ee a a a a a oe a a a a a a a a a 








Reece’s E. Z. Walking 


Wooden Sole Footwear 


Oil Grain and Wax Veal—Leather uppers 


1 buckle shoes 
$1.42 to $1.95 


REECE WOODEN SOLE 
SHOE COMP 
Columbus. . « N 
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Payment in advance is required, 





Recorder rates for space less than one-eighth page per 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
Minimum amount accepted, 


issue: advertisements, seven cents per word for " 

um amount accepted, $1.25. Ads under this heading will be received 
inn ss.c.8500 $400 $5.50, 65.00, $250, | Sosy sosnen, Tecenez of wash of pabiontion dete, When advertoes 
2 in........10.00 8.00 7.00 6.00 5.00 allowed in each advertisement for odie, When advertisers desire 
3in........15.00 12.00 10.50 9.00 7.50 cupliee Seewanded york, to Sele ofSee. OD, Cadnde Aaswon 
4in........20.00 16.00 14.00 12.00 10.00 So ads anust be cant under letter postage. e 


except when regular advertisers, as amounts are too small to open accounts 


insertion. 
seventy-five cents. For other “Want” 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





A MANUFACTURER, making children’s, miss- 
es’ and growing girls’ Novelty stitchdown san- 
dals and oxfords, wants energetic salesmen for 
every state east of the Mississippi River to carry 
our line as a side line. Good paying proposition to 
right men. Protected territories. State in first let- 
ter territory now covered and references. Address 
E505, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





GALESMEN WANTED—A western manufac- 
turer of men’s and boys’ popular price dress 
welts can use several experienced salesmen. A 
splendid opportunity for men who know the game. 
No novices wanted. Attractive commission basis to 
salesman. Liberal discount to customers. Well 
advertised line of shoes of real merit. Address E-506, 
care Boot and Shoe Recorder, 207 SouthSt., Boston. 





GALESMEN WANTED—Excellent. opportunity 
~ for salesmen able to sell volume business with 
popular priced line of McKays and welts in the 
cities of Chicago, Minneapolis and St. Paul, Kansas 
City and New Orleans and adjacent surrounding 
territories. In making application furnish references 
as to your shipments in these territories and ap- 
plicants must able to finance themselves on a 
straight commission basis. Kirkendall Shoe Com- 
pany, Omaha, Nebr. 





ESIDENT salesmen wanted by Boston Whole- 

sale house, American concern. Six per cent 
commission, payable monthly. No advances. Ter- 
ritories below: man for Maine, New Hampshire, 
and eastern Vermont. Man Massachusetts, west 
of Worcester and western Vermont. Man Brooklyn; 
man New York City; man Jersey City and northern 
half New Jersey; man New York state except Hud- 
son River towns. Also Maryland, Virginia, North 
and South Carolina, Georgia and Alabama. Man 
with car preferred, must have real shoe selling 
——— and acquaintance in territory and give 
references. Ours is an old house with new strong 
lines as follows: 12 women’s fine semi-staple flexible 
welts and arch support shoes, 12 women's popular 
priced novelty welts, 12 women’s novelty stitch 
downs, 12 women’s popular priced comfort turns. 
All in stock from February | on. Samples ready 
January 15, send full details with first letter. Strict- 
ly confidential. Address E-508, care Boot and Shoe 

ecorder, 207 South St., Boston, Mass. 


GALESMAN —Who has established trade on 
women’s high-grade turns. Territory open mid- 
die West, Pacific Coast and South. This is an 
unusual opportunity for the right man to make a 
oa connection with a good firm. Address 
— care Boot and Shoe Recorder, 207 South St., 
ton. 











SIDE LINE SALESMEN 


TO SELL KOZY KOMFORTS 


Kozy Komforts represent the most complete line of Woolskin, Calf and Suede leather soft 
sole slippers manufactured. To men who are capable of selling the largest de 
as well as the Family Shoe Stores we have a profitable proposition to offer. 

rticulars and give references. Kozy Komfort Shoe Mfg. Co., 161 Center St., 


partment stores, 
Write for full 
Milwaukee, 

















SALESMEN WANTED 


To sell well-known line of ‘“‘Milwaukee”’ 
work shoes, nailed and welt. 


TERRITORIES 
Iowa Indiana 
Kansas Pennsylvania 
Illinois West Virginia 
Kentucky North Carolina 
Nebraska Eastern Wisconsin 


Strictly commission proposition. Forward 
references with application. Address, E- 
511, care Boot and Shoe Recorder, 207 
Seuth St., Boston, Mass. 











Salesmen wanted in the following ter- 
ritories, open J y 1; Wi i iowa, 
Illinois, Minnesota, Missouri, Kansas, 
Nebraska, North and South Dakota, by 
old-established turer of infants’, 
children’s, misses’ and growing girls’ 
turns and welts for retail trade. Seventy- 
five styles carried in-stock. On a straight 
commission basis, 6 per cent paid each 
month on all orders shipped. No objection 
to carrying a woman’s line with same. 
Applicants must have a clean record, and 

references. Address E-510, care Boot 
and Shoe Recorder, 207 South St., Boston, 


Mass. 


























ANTED—Salesman to cover part of New York 

City and Brooklyn with an up-to-date line of 
women’s novelties in welts and McKays, carried 
in stock, manufactured by the Thomson-Crooker 
Shoe Company. Must have experience and wide 
acquaintance with New York City trade. Apply by 
letter only, giving past record and references to 
John M. Hartman, Imperial Hotel, Broadway, 
& 32d St., New York City. 


E have desirable territories open, with estab- 

lished business on our well-known lines of 
men’s and boy’s shoes. We solicit applications from 
experienced salesmen who know they are capable 
of producing busi Only ae | ing 
these requirements will be considered. Address, 
R. P. Hazzard Co., 119 Lincoln St., Boston, Mass. 


GALESMEN WANTED—A real line of McKays 
\ and turn comforts and short line of novelties 
open for a few real salesmen to retail trade. Large 
manufacturer with in-stock proposition. Terri- 
tories open: Wisconsin. Illinois, lowa, Minnesota, 
Mississippi, Kansas, Michigan, indiana, Oklahoma, 
Virginia, _ i and Arkansas. Straight commission 
basis. Only successful men with trade acquaintance 
desired. Address E-483, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














~ALESMEN wanted for New York City, upper 

New York State and Long Island to carry line 

of boys’ and girls’ shoes and complete line of san- 

dals. Address K-586, care Boot and Shoe Recorder, 
127 Duane St., New York. 


GALESMEN WANTED—Popular-priced ladies” 

novelties and staples in-stock. Several terri- 

tories open. Commission basis. Address E-484 care 

7 ae and Shoe Recorder, 207 South St., Boston, 
ass. 








have some ex 





YOUNG MEN 
26 to 30 Years Old 


for 


Middle West and Southern Territories 


are wanted by large manufacturer of w . 
rience selling women’s shoes to the retail trade in these 
territories. Address giving full particulars. Address E-519, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


> be 





Applicants must 








HOSIERY SALESMEN—Salesmen calling on 
retail shoe trade to handle strong and popular 
iced line of men’s, women’s, and children’s 
osiery, either exclusively or as a side line. Several 
excellent territories now open. Strictly commission. 
Address K-583 care Boot and Shoe Recorder, 127 
Duane St., New York. 


ISCONSIN manufacturer of high-grade work 

and sport shoes will have the following terri- 
tories open January 1: Virginia and West Virginia, 
North and South Carolina, Kentucky, Tennessee, 
Mississippi and Alab hio, Indi Kansas 
and Missouri, southern Wisconsin and southern 
Minnesota, Illinois, and Louisiana. Commissions of 
7 per cent paid each month on all orders shipped. 
Applicants must have confidence enough in own 
ability to travel on straight commission 8 also 








are required to furnish q r 
regarding sales ability and clean record. Address 
E-471, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Il. 


ANTED—Salesmen to carry the well-known 
line of “Tootsies Better Babies Shoes” and 
“Tootsie Hikers.”” Can be carried with non-con- 
flicting line. Highest rate of commission. References 
required. The Mater-Mack Co., Rochester, N. Y. 


ANTED—Real producers to carry as side line, 
our well known “Soft Soles,” Intermediate “Self 
Starters” and 1 to 5 turns, large stock dept. 10% 
 . — paid. C. H. Hawkes & Son, Rochester, 














Side line sal n ted by 
facturer of women’s fat ankle welts 
with built-in arch support shanks. 
Ten samples. All in stock. Commission 
basis only. Address E-512, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 


WANTED oe Lo SALESMEN FOR 


ss OKLAHOMA 
MISSO . GENERA 


















BOOT AND SHOE RECORDER 





SALESMEN WANTED 


SALESMEN WANTED 








LINE WANTED 





Ley my By Salesmen to our 

of **Soft Soles’’ and Inter- 
mediate “Self-Starter’’ Infants’ walking shoes. 
50 live numbers carried IN STOCK. High rate of 
commission . If you are a producer, t in on 
this profitable proposition. Full details 
in first letter. y Carpenter Shoe Co., Inc., 
Rochester, N. 

ALESMEN ~ oe real sna condensed specialty 
S\ine line branded ies” ilk hosiery. Sold Sold with a 








Torn — Wisconsin and Kansas ter- 
nomen qnee Consery 2. ye pe 
retailing at $5.00 to $7.50. Unusually satis- 

aL stock service. Full details b > 
respondence confidence. Address E11, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Tul. 





SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an opportunity to salesmen 
with ability to sell one of the best 
known men’s fine shoes in America, 
of first quality, solid leather. A factory 
that is recognized as being foremost in 
shoe construction. 
Immediate attention given to appli- 
cants that can furnish a record of past 
formance that shows they were 
leaders in their organization as sales- 
men. Must be able to finance them- 
selves, and come to the factory for per- 
sonal interview. correspondence 
— confidential. Address E-477, 
t and Shoe Recorder, 207 
South St., Boston, Mass. 











Wie ee alaa salesman to represent 
line of men’s high-class dress welts, 6 
commission. Must have at ‘east 6 
Age limit between 33 and 45. 
fl, — list of accounts sold in the 
oe Must be able ate to Gaanee Foe. 
‘erences required, need apply 

Shoe Company, Milwaukee, Wis. 





Wwe want at once several good salesmen to 

A tT Tat, AY 

cent discount to the trade; five 
kmanshi 


We allow 6 








WANTED— Good salesmen with established 

trade to carry (with their t lines) 14 

men’s welts to retail at $5.00. All carried in poet. 
Commission only. Commissions paid each 

pane. State what territory you cover and what 

— —_— les ready now. Address E-278, 

care Boot and ecorder, 189W. Madison St. 





Milwaukee Work Shoes 


Several Choice Territories 
aby Excellent + 
for —\ pee w 


“STEVEN § STRONG SHOE COMPANY 
Milwaukee, Wis. 











WANTED: EXPERIENCED SALESMAN 
WITH ESTABLISHED TRADE TO 
CARRY OUR GENERAL WORK SHOE 
LINE IN NEW ENGLAND STATES. 
ADDRESS E-449, CARE BOOT AND 
SHOE RECORDER, 189 W. MADISON 


Wanted: Side line salesmen for Okla- 
Kansas, M 


Shoe Recorder, 189 W. Madison St., 
Chicago, Illinois. 








WORK SHOES 
We specialize on three numbers. 
EASY SELLERS 
Exceptional pa gene me for one who 
_— 

No objection non-conflicting 
line. Address E 189 os care Boot and Shoe 
Recorder, 207 South Street, Boston, 














WANTED—Salesmen to sell our 
popular priced Men’s Dress Welts in 
Nebraska, Illinois, Indiana, Michigan 
and southern Iowa. Only experienced 
shoe salesmen acquainted with the 
trade need apply. LaCrosse Boot & 
Shee Mfg. Co., LaCrosse, Wis. 











POSITION WANTED 


CAPABLE shoe factory executive with specialized 
Orthopedic know ledge, open for position. 
Proficient in all phases of factory requirements 
costs, buying, production, sales, books, and stock. 
Thorough shoeman. Address E-516, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


FORME! <R branch sales "ye recently manu- 
facturing shoes, open for t with 
reliable factory. Will consider New england road 
position with mens’, boys’ or children’s lines. 
“nergetic worker. Thorough shoeman. Address, 
E-517, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














Sales Producer Wants Position 


High-grade salesman who for many 
years has rolled up a big business on a 
factory line, is open for a position. A 

producer and style man. Extensive 
Laowhen in Illinois, Kansas and Mis- 
souri. Address E-504, care Boot and 
Shoe Recorder, 207 South St., Boston. 














HELP WANTED 





WANTED— Side Line. Texas and O) 
Ladies i 

ried in stock. 
Have following. Address E-500 care Boot 
Recorder, 207 South Street. Boston, Mass. 


WANTED—Live wire line of Women’s Flexible 





commission i 
long established Boston Seies 4 
E-499 care Boot and Shoe Ri 


, 207 South 
Street, Boston, Mass. 





LINE WANTED 
For Wholesale and Chain Store Trade 


I have been representing for 
years, several of the best- 
known shoe houses in New Eng- 
land. Owing to the liquidation 
of my present house I am open 
for a line, preferably women’s 
novelty shoes, for the wholesale 
chain store trade. Have 
covered the entire country and 
am well known to the leading 
buyers. Best of references fur- 
nished. Address E-518, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 














FOR SALE 


For SALE—Widow wishes to dispose of well 
ita exclusive mens’ shoe store in city of 
the middle West, stock to invoice about 
318° 000 will discount for cash. Address E-513, care 
Boot and Shoe Recorder, 207 South St., Boston. 


FoR SALE—Complete stock ladies’ shoe depart- 
ment, latest ne. low e ~ ‘standard makes. 


he shoe 
ae Des to change af & Bee loss: Nectoik, Ve 


FY: SALE—Good up-to-date shoe store. Good 
location on the Main Street in Oshkosh, Wis., 
one of the best industria! towns in the middle West, 
stock and fixtures in excellent condition amounting 
| any ne Willing to reduce as low as necessary. 
——ay 4 four yous to run at low ren- 

eg Gp selling. Address E-514, care 
Boot and Shoe ‘tn 207 South St., Boston. 

















ASSISTANT MANAGER ted for a b t 
shoe department; a man ble of taking 


charge of the floor and accust red to large volume 
of business. Address E-509, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


wy | TRIMMERS WANTED to sell win- 
dis) lay fixtures on ion basis. 
Turning Work. 511 i! N. "Halsted" St., 








Fe SALE—Boulware’s shoe store. ony exclu- 
sive shoe store within radius of 30 miles 

ness established 20 years. Splendid plendid opportunity. 
Sale due to death of tor. Ad 

Boulware, Monroe City, 














Artistic % 
Chicago, WANTED TO PURCHASE 
WANTED—By Public + under 
fi iin 3; ich L~ be Add E-490 — 
‘ami wi Ss. vans 
Boot and Shoe , 207 South Street, Boston, WANT TO BUY 
ass. 





BUYER & MANAGER WANTED 
Wiperienced. in women's nt cudres's children’s ich 
fe ems, 


= net oe 
The Anderson r_. Company, Hunt- 
footen, West V 








MANAGER WANTED 


ANAGER WANTED— 












LINE WANTED 


parm with m ened © SPentes omens New 

retailers; connected yo a concern; 
yd making change. p> tad E-515, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








100 Dozen Tan Romes 
Stitchdowns, 300 dozen tan ventila- 
ted Oxford stitchdowns. Must be good 
t sample pair. 
OHIO SHOE CO. 
335 Walsh Bidg. Akron, Ohio 








BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER a 
610 | eng 
Phone Stagg 737 








CASH PAID 


for entire shoe stocks or 


shoes or other merchandise. a 
Prompt attention given. 
KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N. Y. 
Phone Canal 0679 











klahoma 
ar priced turns preferred. Car- 
raveled above states twelve years. 









mcamme) | | 





Meer 














Richmond 


70 West 46th Street 
Between Fifth Ave. and Broadway 
NEW YORK 
Convenient location 
For motorists in the heart of the 


t section. 
Garage near by. | Moderate prices 





SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











Milbradt Rolling 
Step Ladders 


eh 


J 
sane 


igo 





giGt 


gou8 
vat a 
ha 


| 
= 


Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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MISCELLANEOUS 








lightest and most 
nnn Ley Tee ccllen te aalk ot. 





Carried in stock. Available for shipment any- 
where by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 
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STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

Send for cata- 


etnies 
and 


THE BICYCLE 
LADDER 
"| COMPANY 
| 67 Randolph St. 
Chicago, Il 


PUBLISHER'S NOTICE 


FOREIGN SUBSCRIPTION—The price to ali 
countries éxeept the above is $10.00 per 


, including postage. 

jpn dy are paYable in advance. 
ADVERTISING RATES—Card of Advertising 

Rates furnished on application. For rates fer 

Wants, For Sales, eto. see Want Page. 

oa” prpcoution is taken by the BOOT AND 

SHOE CORDER to «a printing 
statement likely to 


publishers reserve th hi ject 
edvertising or : ree, the right which'se net ry 














(8 Linpenard Steet New York City 
also purchase cle : , ha 


3 
He 














Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


cciar, THE CHICAGO 
~ Pict WIRE CHAIR CO. 


@21 N, La Selle Street, Chicago, Il. 
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stores 


> 


Li @) 
aa 
ei 


391 Broadway, lew York 
Phone Spring Sico-sien cued 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, 0. 
Phone—Canal 68 


in al bend f 
aw Fe on Seo special 














BOSTON OFFICE: 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Geo. 


W. R. Hill, Manager, T ’ 
CHICAGO O1 OFFICE: 189 West Madison St Tele- 
st LO priguis iis OFFICE: Lonthor, Trades Bi 
NEW YORK OFFICE: Room —j 5 - = Fin my 


- Doe. & Walter Scott, 
piphene sees Canal OFFICE: Suite 1420, Widener 


alter 
HAVER LLL OFFICE: Chamber of Commerc 
Ri National Bank Bldg. Geo. 


averhill Na 
RA FICE: 416 Gwynne Bidg. H. M 
Bo C. Bowen, M 








ti 
N OFFICE: F; Gannon. 
MILWAUKEE oni Leonard E. M (B. 
Cc. pL Manager), 405 Broadway. T 


WASHINGTON DEVICE: Watiem b- Daley, 26 
PARIS OFFI rage 
LONDON OFFICE: P, ¥; Curtias, 

USTRALIAN, ly Mod i m. 
one OFACE, Yalan Soc 
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The Shoe That Sells Best 


The average buyer of footwear knows little or nothing about the manu- 
facture of shoes. Therefore, when buying they judge only by the visible 
features which meet their eyes. 


So the appearance of the eyelet, located 
as it is on perhaps the most prominent 
part of the shoe, can make or break the 
sale. 


Diamond Brand (Visible) Fast Color 
Eyelets give a finished appearance to 
the upper that attracts the eye of the 
buyer immediately—consciously or un- 
consciously, the consumer recognizes 
the neater appearance of the shoe with 
visible eyelets. 


Diamond Brand (Vis- 
ible) Fast Color Eye- 
lets nase — 
tops which always 
look new and never 
wear brassy. They 
promote easy lacing. 
retain their original 
finish indefinitely, 
and actually outwear 
the shoe. 


But the value of the visible eyelet on 
your footwear does not stop there. Not 
only do they improve the appearance, 
but they increase the comfort, con- 
venience and wear of the shoes—factors 
that make pleased customers and mul- 
tiply sales. 


Sufficient reason, is there not, why the 
shoe equipped with visible eyelets is 
the shoe that sells best? 


United Fast Color Eyelet Company 


Boston, Mass. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER 


5, O00,000 


December{29, 192 


Last year one concern alone manufactured and sold forty-five million 
more lacing hooks than in the previous year. This year the increase 


will be even larger. 


Below is shown a typical pair 
of winter boots by a promi- 
nent manufacturer of fine 
footwear for men. The lacing 
hooks are evident proof of the 
all ’round comfort and con- 
venience of the shoe—one 
reason why this shoe received 
such decisive approval from 
the public. 


CING HOOKS 


That means a lot to you. It PROVES 
that there is a demand for lacing 
hooks—a demand that is growing by 
leaps and bounds—a natural growth 
that multiplies itself every time a 
pair of shoes with lacing hooks is sold. 
For when you sell a man a pair of 
good shoes with lacing hooks you are 
selling more than that one pair— 
you are selling assurance of con- 
venience and comfort that will bring 
him back into your store many times 
to buy again. One sale now—means 
probably a dozen later on. 


Leading manufacturers of fine foot- 
wear have realized this and have 
taken advantage of it by equipping a 
large percentage of the shoes they 
make with lacing hooks. 


They are not missing any oppor- 
tunities. 


If you are not featuring shoes with 
lacing hooks you are not making all 
the sales that you can make. Begin 
now to feature, talk and sell shoes 
with lacing hooks—it pays! 





Dealer lwfuance is seomred thru advertising im the Boot and Shoe Recorder. 
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HWW; chant a happy and 
prosperous New Year, and 
suggest that the best way to 
insure having one is to 





“Lollow the (‘reighton Line” 

















A. M. CREIGHTON 


LYNN, MASS. 





BOSTON OFFICE 215 ESSEX ST. _ 
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~ FRENCH. SHIRINERGURNER 


— —4 


Jani 


A customer writes 
us — “The par- 
ticular last fitted 
my foot and per- 
sonality as if you 
had used me for a 


=F —-— a 


——$— a, 
Tt hh TLL 7) 


PEERS RRSTEVOV TER 


The Yale is a 
splendid example 
f FL. S. & U. 
lasts—a_ manly 
last, beautiful ir 
proportion— 





model.” | . : ‘ — | = smart to a degree 





You Sell Them Once 


After that they sell themselves 


“In thirty years I have worn only your 
shoes, and hope to continue for a long 
time to come,’’ from a customer’s letter. 


Retailers of French, Shriner 
& Urner shoes. almost in- 
variably find that the first 
pair is the only one they really 


Our records show that the 
great average of wearers of 
French, Shriner & Urner shoes 
have been buying them stead- 
ily and regularly for from two 


to thirty years. have to sell. 





We maintain a stock department as an aid to our dealers 





FACTORY and SALES ROOMS, 63 MELCHER ST., BOSTON, MASS. 











SUPERIORITY BUILT IN yp 
Yom HMMM ric vant 
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Levor Grain Kid 
Levor Grain Goat 


“Chevreties” 


New York Sroeree lle Boston te ; , 


ARTHUR .S.PATTEN LEATHER CO.,Stlouis §GEQWNEWMAN LEATHER CO, Cincinnati ° 
NicGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
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A. R. HYDE & SONS CO. 
YDE MAD 


means 


IlIGH GRAD 


BACK OF THIS TRADE MARK ARE FIFTEEN 
YEARS OF CONTINUOUS SERVICE IN SELLING 
AND IN MAKING SHOES AND SLIPPERS 














ood 


O jm 

OO OO 

Each year has brought an 
increased output—each sea- 
son an improved product. 
eo ee Each one of our fifteen No, 924—Felt Juliet, Leather Sole and 
eather Sore, Nubber lect. years has found us serving ane Pat. Plush Mohair or Astrakhan 
an increased number of sat- 
isfied buyers. 





In the light of this experi- 
ence we face the New Year 
with sound confidence in 
the future success of Hyde- 
made Shoes. 





No. (5824 —Cabretia One Strap. Also in Ask your jobber for Hyde- 

made Shoes and Slippers— Ne. 5825—Cab. Everett, also in Kid; both 
both Felt and Leather. 
Samples sent immediately 
on request. 





OOaag 
Oogd 
O 
Pacinos Sea Ma ttrote Sats a 
BOSTON SALES OFFICE, ALBANY BLDG., 159 LINCOLN ST. FACTORIES, CAMBRIDGE, MASS. 
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YOUTH (AST 
Carrying 10/8 Heel 






5 INTRODUCING 


1924 


With One of Our FIVE New Lasts 


It is typical of the originality of designing, from wood to 
finished shoe, that, coupled with better service and good 
shoemaking, will be our guiding principles for the new year. 


We want to express our thanks to the retail trade whose 
support in 1923 made it our best year by forty per cent in- 
creased production—and to assure them of our sincere effort 
to deserve a still greater increase in 


1924 
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Degen-bipp, ln. 


f Brooklyn, N.Y. A) 





t -_ © 
"GC Showroom 607 Marbridde Bldg. New York! OF 
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eAnnouncing Newest Spring Shades In 


aad a 
. 
be: 


Rapallo 


Color 14 


Eminence 
Color 15 


Beach 


Color 18 


Normandy 


Color 21 


Egyptian ‘Red 


Color 36 


Parrakeet 
Color 13 


| 







CVCUS’ 


FLOWER CITY~ 


l 


| Rag alanpalader is only a reasonable 
characterization of the newest - 


SCHERER colors for Spring. 


You naturally expect the utmost in 
colored Glazed Kid when you ask 
for SCHERER’S. 


Prepare to be enthusiastic over the 
warmth and sheen of these latest 


shades produced by ‘‘master hands.” 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 
29 Spruce St., New York 


Factory at Newark, N. F. 








The Latest (lors of Absolute Fashion Authority 





No. 23 


No. 14 


BEAUTY BROWN EGYPTIAN RED SAHARA SEAL BROWN 
No. 5 No. 36 No.2 No. 10 

EMINENCE IVORY CHESTNUT BROWN 

No. 15 aq = Me. 18 No. 8 
CHERRY NORMANDY CORSICAN 

No. 19 No, 21 STEEL GREY No. 38 
CHRYSANTHEMUM PECAN No.45 PARRAKEET 

No. 30 No. 12 No, 13 
MOTH RAPALLO PLUM CONGO 


No. 34 





Jani 




















ez pez 
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$5:00 snd $6:20 Sellers (Women’s) 
INJSTOCK Ready for Quick Shipment 





. . s = 9 
No. B2831 Price $4.00 
2 Do You Receive; Our Catalog? ole Basel Prien Hh00, 
g Ne. B2530 P inet Cut 8-8 heel. A to D. 
lack Suede, bas No. B2811 Price $4.00 
Straps,, 13-8 heel. A to As above only Mouse nD 
uc! 


f No.{B2130 Price $4. >. 
‘As above only Brown Kid’ 
wm. Mouse Brown Straps. 





No. $908 _ Puise $3.36 No. B2431 Price $3.75 
Patent BEqs dete. OS Best. Pat. Colt, Black Calf i Saddle, 
AY. - Moseley '8-8 heel: B 
No. B5837 Price $3.5 No. B2333 | Price $3.75 
As above only Mouse Elk. As above only Black Calf, 
Pat. Colt Saddle. 


BS431_ Price $3. as 
Porente 13-8 heel. B to 
No. B5430 Price $3. a. 
As above only Imitation Tip 
8-8 heel 





No. B2830 Price $3.85 
Grey Calf, Grey Buck Lattice, 
14-8 bi to D. 


No. B2810 Price $3.85 
As above only Mouse Brown 
Calf and Buck. 





No. B6831 Price $3.85 
B6830 Price $4.00 Grey ‘Calf, Grey Buck Strap, 
suver Grey Kid = ~? Turn, 13-8 covered heel. 
covers heel. -to 
B6810 Pric $4 6 No. B6431 Price $3.60 
“ahets only Mous Brown As above only Patent Coit 
Kid, Black Suede Strap, 16-8 heej 


i 


No. B5330_ Price $3.35 
Black Calf with Patent Straps 

No. B5435 Price $3.3 8-8 heel. B to D. 

Patent with Black es 4 Collar 

and inlay, 9-8 heel. to D. 

No. B5436 Price ‘on 
As above only Patent with 
Grey Calf. 


No. BS811 Price $3.60 
As above onl Brown 
alf. 





No. B6730 Price $3.60 


No. B6430 Price $3.75 13-8 
Patent Cross Strap Turn, Blart — Turn cov- 
16-8 covered heel A to D. ered heel. A to D. 


No. B6330 Price $3.60 
As above only Black @Calf, 
Black Suede Straps. 





No. B5432 Price $3.35 
Patent. A 12 


No. B1973_ Price $3.85 port, 
Black Satin with Black Suede. eal. EE 
8-8 heel. A to D. No. BS032_ Price $3.35 
No. B1972_ Price $3.85 7 -¥ nly Dongola. 
As above only 14-8 Spanish Se 


No. BS732_ Price $3.35 
As above only Black Satin 
Black Suede Straps. 





®% 


r No. BS434 Price $3.35 





No. B2332 Price $3.75 
Patent es > 5 as heel. Black, Cs it ite. 
No. B5930 Price $3.60 No. BS438 $3.50 
Asabove only,Grey Buck. As above only] raven iaiack 





No. B5433 “— wy 
Patent Sandal, Imt. Tip_ 8 
heel. B to D. 



















No. B5830 Price $3.60 -} 
As above only Grey Calf. 


No. B5437_ Price $3; J a 
Suede 5 
Cut Outs in Vamp, No Tip. Pri 


Patent, Black 
8-8 heel. 









No. BS831 Price $3.75 
As above only all Grey Calf. 






No. BS301_ Price $2. 15 . BS300 Price $3.25 
Dlack Colt, 3 Cormsesin Vamp. Black St = To savy 


No. B5201 Price $3.15 No. B5200 Price $3.25 
As above only Brown Calf. As above only Willow Calf 












Representative at Hotel Essex, Boston, during 
early part of January 


awa: DUNN & McCARTHY = sezncee 


No. B1805 Price $3.25 
As above only Brown Calf. Auburn New York ~- 
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- Shoe Leather for Shoes 








USE BARNET’S 


LITTLE FALLS LEATHERS 


IN YOUR 


Alligator and Lizard Calf 





Chrome Tanned, Aniline Dyed, Genuine Calf 
SHOE LEATHER 
and not 





Skivers, Goat, Sheep or Splits. Not Sumac Tanned 
and not Pocket Book or Bag Leather 





You Can’t Afford to Use a Makeshift 





SEE SAMPLES _| 


Barnet Leather Co., Ine. 


Executive Offices 


360 Madison Avenue, New York 





New England Distributor: 


Tanneries: 
BARNET LEA. CO., INC. 
LITTLE FALLS OF MASS. 


98-100 South Street, 
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White (anvas Shoes and 
Summer W eather 


Always Travel Along 
Together. 


Prepare Now 
for the Summer «Months 


Sold to Wholesalers Only 


DINGLEY FOSS 
SHOE COMPANY 


fabricShoe Manutacturers 
AUBURN ME 


BOSTON OFFICES 54 LINCOLN ST 
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MISS ATTA BROWN that “SUNPRU” colors and 
shades of Suedes are unsurpassed. Get acquainted by 
seeing the leather—and getting its feel. A BOOK OF CUT- 
TINGS gladly sent WITHOUT OBLIGATION on request. 


Browns Leathers 


ATTA BROWN 61 ATTA TAN 91 ATTA RED 71 ATTA MOOR 88 


C.D.BROWN &j CO., Inc. 
Canneries and Executive Offices Z Rochester. N. Y 


C.D.BROWN COMPANY 
50 South Street. Boston, Mass. | And Branches | {9ONG Wells Sire Cncagotlt 


SUEDE LEATHERS OF ALL POPULAR SHADES 


Vaiss”: from all angles Shoe Merchants will agree with 
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Models That Appeal to 
Dealers Who Cater to 














Women Who Know Value 








ee eeereeer, 








Style B489J B4890 
Telegraphic Code Word “Monitor.” T 1 phic Code Word “Mattock” 
Women’s black suede quarter and vamp, Patent 1s Bombay cose calf quarter and vamp, 


collar and straps, 2-strap Arline sandal, Inwood 
last, McKay sole, 1}4-inch patent covered wood 


mean AA 5 tw8 military heel 
A 4%tw8 AA 5 tw8 
B 4, 8 A Se 
314 to 8 
D 3% to7 S sit 
Price $5.35 Net 30 days Price $5.75 Net 30 Days 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bidg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Bidg., Los Angeles, Cal, 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 G. C. McATEE, Representative 
Representatives S. A. McOMBER, Representative 


and Desire Style 





pe Cane brown kid collar and straps, 2-stra 
Arline sandal, Inwood last, McKay sole, 14- ieab 


These styles illustrated are carried in stock. Anticipate your 
requirements now while we have a complete run of sizes on hand. 


See Our Display 
AT THE COLISEUM, BOOTH 194 
NATIONAL SHOE RETAILERS CONVENTION 
Chicago, Illinois, Feb. 11th-14th, 1924 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 
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_REPGO DYE 


Mg black, all kinds of pa 
leather shoes. 


DIRECTIONS ie 
L. before using. Clean the yes? oe 
with Apply the dye freely Bie «; 
a hand or machine brus 
leathers. 





tc 


5B tot alle 3 IMPORTANT 
ther yj Can t d 
rs ick © stand open Bas fir 


f, however, evaporation 
ria add a little wood or denatured 


‘UNITED 

PAIRING M 
COMPANY 

BOSTON, MASS: 





For Sale by Shoe Findings Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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I These nifty cut out strap designs are now ready. } 
They are the accepted styles for Spring, 1924. We 
have them in stock for your immediate wants. Mail 
your order today and realize what 
T-C. S. Co. SERVICE means 


Price $4.85 


Silver Suede Cut Out Patsy One Strap, Single Sole, Patent One Strap Dolly, Cut Out Quarter and 
Military Wood Gouened Heel, ~ deen oon Saddle, Single Sole, Military Wood Covered 


AA to C. Heel, Newport Last. AA to C. 
No. 140. Same in White Kid Price $4.50 No. 135. Same Style in Black Suede. Price $4.85 


a FF 


No. 98 
Price $4.65 


Patent One one Dolly, Cut Out rter and 
Black Suede Cut Out Two Strap, Dull Kid Straps, eT ae 
ingle Rusts aee Heel, No. 99. Same Style in Black Suede Price $5.00 
No. 129. Same in Autumn Brown Suede. Price $4.85 








Black Suede One Strap Dolly, Cut Out Quarter and Black Suede Cut Out Two S ll 
Saddle, Single Sole, Full Spanish Louis Heel, “Single Sole, 8/8 Rubber Heel, Fe sadn fron 
Euclid Last. AA to C. AA to C. 
No 173. Same Style in Patent. Price $4.65 No. 104. Same Style in Patent. Price $4.15 


During January our line of Novelty and Corrective Footwear will be on display at the 
Imperial Hotel, Broadway and 32nd St., New York. John M. Hartman in charge. 


Thomson-Crooker Shoe Co. 
18-26 Station Street Boston, Mass, a 


= x — = et Oe 
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Oks Beilin the Shoe Excelee 


Is 


eauly in the Skin 





Its Beauty in the Shoe 
Always Excels 
Its Beauty in the Skin 

















Frisore 
at the Opera ~Paris 


That is something you 
may alwaysexpect from 
GRISON KID—some- 
thing that is rarely 
found in most leathers, 
to say the least. 


GRISONcolorsarepro- 
duced by chemists who 
are regarded as author- 
ities intheircraft—men 
who are never satisfied, 
but constantly striving 
for the better. 


The opportunity to ‘obtain GRISON KID 
is now afforded those American shoe mer- 
chants and manufacturers who always will 
to excel. All the famed and inimitable 
GRISON colors may be had from 


SAMUEL SHAPIRO 


Sole American Agent for 


© ie Internationally famous- GRISON KID 


SPRUCE & WILLIAM STS. NEW YORK 


C WSO 
oS 
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| - 
| ft Wud with a World of 


Meaning to Buyers of 
Smart $ Steet WdiGok. Women. 





~~ 


SMART SHOES FOR Walk-Croft ARE MADE B 
BANCROFT WALKER COM PANY. 
AT THEIR FACTORY IN BOSTON’ 




















Good Leather—and Service 


The motive power of this Company is good leather— 
first, and good service a very close second. 


Good service to us means ability to supply in volume 
with an absolute minimum of delay. 


To really extend such service requires a very great 
series of production plants such as ours. And beyond 
this, a widespread buying organization for acquiring 
the skins necessary for our immense production. 


But above all this, our success in maintaining satis- 
factory service is largely dependent upon a close 
association with our customers—the shoe manufac- 
turers, and their customers—the shoe retailers. 


We count ourselves fortunate in the helpful co-opera- 


tion we have received from many men who serve the 
public with shoes. 


: tandardize on : 
Evans Brands 





What our RUBY KID is to those who demand the 
utmost of softness in black kid leather, RAVEN KID 
is to those who specialize in the use of a firmer 
textured skin. : 


The stock is the best that Central and Northern Africa 
afford, and produces a leather that for service, fineness 
of grain and beauty of appearance has no superior. 


The color is a deep and brilliant black, owing to the 
firmness of texture characteristic of the raw stock. 


According to the established Evans’ policy for securing 
the highest possible degree of constant quality same- 
ness, RAVEN KID is made in its own separate plant 
by its own particular organization. 


John R. Evans & Company 


CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 


thers 
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gS SiteeraaT 3 
“Te Slppee Beal” 


Messrs. J. A. Schwingel and F. J. Foote will be at HOTEL 
ESSEX, Rooms 340-342, from January 7 to 20 with our 
complete line of FELT, LEATHER and SATIN Slipper 


Novelties. 





You are cordially invited to 
make these rooms your Head- 
quarters while in Boston. 


BLUM_ SHOE MFG. CO. 


Fa Factori es at 


DANSVILLE, NEW YORK 


BOSTON OFFICE 
82 Lincoln Street 
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Write for your copy today 


CHARLES A. EATON 


© 1023, Chas. A. Eaton Shoe Industries 
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A New Idea 
in 
Shoe Sellin 


VERY shoe man knows that for some 

years past the shoe industry has been 
hunting for a basic idea on which to sell 
shoes as a style proposition. 

We think we. have hit it! 

Now read this and think! 

The average man dresses by a small 
m‘rror on the top of a chiffonier—only once 
in a while does he take a look at himself as 
a whole. Even then, he does not know how 
he looks from the knees down. 

We believe that if shoe retailers will stress 
the ‘‘below the mirror” idea—point out to 
their customers that through the floor mir- 
rors in their stores, they can see themselves 
as others see them below the usual line of 
reflection—they will attract trade. 

We are putting this up to you retailers in 
this way so that you can take advantage of 
what we believe is a worth-while talking 
point. 

We have prepared a booklet entitled 
“‘Below the Mirror” for distribution to the 
customers of retailers who sell Crawford 
Shoes, but as it explains the whole idea, we 
will be glad to mail it to anyone who is 
interested. 


The (rawford Shoe 


SHOE INDUSTRIES 
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OMNNOMNNo 


| In Stock-Right Now | 
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Widths 
B and C 


“THE MAYFLOWER” 


Patent Colt, 8-8 Celluloid Cov. Military 
Walking Heel 


Also in 12-8 Military Cov. Walking Heels 


Black Velvet - - _ $4.35 
Grey Buck - - 4-50 
Brown Suede~ - 4:50 
Black Lizard Calf 4:50 


_Duane_Shoe (mpany, 


A CORPORATION 


fs 
o 
E 143 DUANE STREET, NEW YORK 
fs 
Oo 


2 
: 
: 
: 
F 
F 
F 
F 
: 
F 
: 


oe S “oer STOCK DEPT. FACTORY PHILADELPHIA OFFICE 
S. Los Angeles Street HAVERHILL, MASS. 5 North 4th Street 


HAVERHILL STOCK DEPT. SALT LAKE CITY, UTAH KANSAS CITY OFFICE 
403 River Street 53 East on Broadway 538 Ridge Street 


OTST TUT sMUMUUMS UMMM MUneninniieniimninrenniiiiiire iit ents niit tit te nt tit 


HNO OOO ete eli TTT 
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Ruepings 


EMINOLE CALF 


No 30 


HE critical man whose trade is 

most to be desired—he who selects 
his shoes with eye to quality and good 
taste, irrespective of cost—is the one 
who most readily appreciates the fine 
grain and mellow feel of Rueping’s 
SEMINOLE Calf. 


Shoes of Rueping’s SEMINOLE 
CALF are not necessarily more ex- 


pensive, but are certainly more sal- 
able and satisfactory than they would 
be if made of just ordinary calf. 


Fred Rueping Leather Co. 
FOND DU LAC, WISCONSIN 


Branches : Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 

















A Levie Shoe 
of Rueping’s SEMINOLE Calf, 
Color No. 30—‘“‘Klassy”’ Last 
No. 49. Made by 


LEVIE SHOE COMPANY 
CHICAGO, ILL. 
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WISE & (OOPER (OMPANY 


Manufacturers of 





Ladies’ Perfect Fitting Footwear 
GOODYEAR WELTS 


AUBURN - - - - - MAINE 






















Boston Office At 166 Essex Street ROOM NO. 22 








This line will be displayed in Philadelphia, January 21-23 at Adelphi Hotel by Messrs. 
C. N. Coggswell and Andrew P. Murphy; also at St. James Hotel by Oscar Newton. 



































THE SHOE THAT MAKES THE BOY FEEL LIKE A MAN 


‘QUALITY 


REG. U.S. PAT. OFF. 


A Dress-up Shoe for 
Little Gentlemen 


Made with— Y 
Our Shoulder Channel Process. 


Here is a little gent’s “BOBS” that is 
really an unusual value. Made with the 
Shoulder Channel Process which places | 
the inner and outer soles together with- 
out the use of a cork filler. 

“BOBS” come from a factory where 











No. J-703 “BOBS”’ 





























Little Gent in Mahogany and Gun Metalffull nothing but boys shoes—*BOBS’’—are 
ain Fred Rueping Calf Leather, Rock Oak 
Scie. heavy Oak shoulder Sai oe, ts made. 
| ubber Heel. Sizes 9 to bees 
yo lots. Terms: 5 per cent 10 days, net 30 We make every pair as good as we pos- l 
i A Ro days. Delivery 15 days. A real money maker. 4 sibly can. Order Today ee Es 












KAN NALLY. WICK CORPORATION 


HIGHLAND er tind ILLINOIS 
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the Diana. 
Anca biker nl ounihe 


inc hoeo at e grain eat ~ 

Has inc Wiad one- buck is 

strap over instep an ive 
rass eyeiets. Imi ation cor 





rawn a our roun -Loe 
last #709 and carryi Sy an 


2, heel. 


Not in ates k bat ca 
made on andes wit op be 


5 wee ks. 
Price #4.00, 4 % 30 das : 


| MOORE- AHAFED’ 
“PriOE *MFG°CO°* 


» ——~ BROCKPORT. NY. U.AA. 
| NEW YORK OFFICE 545- 547- et ae BLOG. BWAY AT 34ST. 












tip with soft boxing, welt Away) 






Lillian O.Tit&s 



















































A 
NEW MODEL 
OF 


FBsCWHITE 


GLAZED KID 
SHOWN BY 
JONES 
PETERSON 
~~ NEWHALL 
BOSTON 








































Authorities Again Predict 
Another Great White Kid Summer 


Who are these ‘‘authorities?”’ 


Pio whose —— every shoe- Apart from its elegance of 
man Knows and respects. appearance, which makes 

P F B. & C. White Glazed Kid 
—men at the helm of great shoe so pronounced a favorite, is 
factories and retail establishments. pe ats over the 


—men who personally tour the The Glaze that Stays 
country to get for themselves the 


national viewpoint and desires of me ae eee Seek per 


vents dust and dirt from 





their customers. penetrating the pores. Easily 
cleansed, it holds its looks 
They all say the same thing— and wears out gracefully. 
‘*Few women will be without at least F. B. & C. White Glazed Kid 
one pair of white glazed kid shoes means shoe beauty that is 
next spring and summer.” practical. 


Many of them have already said to us— 
““Be sure to ‘cover’ us as usual on 


F. B. & C. WHITE GLAZED 
~ [D—our trade won't take anything 
else. 


Wise men in their time—we have prepared to 
take care of them. Have you made your 
reservation? 





Amalgamated Leather Companies 


INCORPORATED 
22-24 North 5th St., Philadelphia, Pa. 


Factories: Wilmington, Del. 
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Arch. Rest Oxfords in Several Lasts 
Black at *5.” Brown at *5.” 


A New Year Assurance 





To those that know us and our Arch Rest Shoes, and to those merchants 
who may come to know of us during the twelve months of 1924, we give 
assurance of that earnest spirit of co-operation which will make for all 


“A Happy and Prosperous New Year” 


We know that during 1923 you have built up a repeat-customer business 
with Arch Rest Shoes, and we feel confident that in 1924 your business 
and profits will increase through the continued selling of Arch Rest Shoes. 





Our Stock of Arch Rest Shoes is now complete, so 


that we can ship your orders as soon as received. 


ThelrvingDrew Co. 


PORTSMOUTH, OHIO 
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Hark to se 


Outside of the Insole 
si channel lip to 
Hanger, Chattaway 
and Smith! 


















jhowing 
which the up is se 
curely after 
eration of lasting. 








WILCON ark 
TRADE WEWED 


Stampt on the Sole 







Fig. 2 
Wilson Sewed Lasting 


Showing shoe go hosted with 


Fig. 3 
Pre ogi to 


ACKLESS Wilson Sewed shoes 

in England ‘‘have gradually 
gained favour and are today acknowl- 
edged to represent the premier system 
of light shoe making,” says the fa- 
mous firm of Hanger, Chattaway & 
Smith in the British Shoe and 
Leather Record. 





Upper securely ‘attached 

DI ecurel 

to Insole channel lip by 
ma- 





tacks under wearer's foot. 








Judge for yourself! Name off the 
attractive selling-and-service fea- 
tures of style-shoes made by the 


“ turn, McKay, or welt methods. You 
may have them all in Wilson Sewed a. ae 
shoes. Count the undesirable fea- Closed 
To All tures. The dainty, flexible, tackless, ga tte ast 
Manufacturers slim-shanked, and well-bottomed apa ne to Gace: 
The economy, speed, and Wilson Sewed shoe has eliminated upper at 8 at sole-at eras $ 








simplicity of the improved all of them. It’s what the public 

Wilson Process will be wants. 

particularly effective in —_— 

supplying the demand for : : a 

re soln ae aye a Reasonable prices? Certainly! Be- ne 

and moderate prices this cause licensed manufacturers can Showing chant ta 

Spring. Save money by make them rapidly and easily—on lightiy fled,” reed of upper 
. e recelv or 

making W. S. tackless welt, turn, or McKay lasts—with sole-etitched. 


with your regular lasts, 


adbenimat. standard shoe machinery. 


Detailed Description on Request 








Fig. 6 


The Flexible Wilson 

Sewed Sole 
Address all Inquiries Showing outtole 
° to interfere, smaller 

Wilson Process Incorporated ~~ 

ee! apeed. Ne bro- 

Canadian Pacific Building scans rust ‘clean, 
City of New York a a» 3 

ow. 
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Again Lawrence |: 








Our New Year gift to the shoe world— 
the softest smooth finish calfskin ever 
produced — yet having substance that 
prevents stretching. | 


Made in a variety of colors that compel 
admiration for their delicacy and beauty. 


NACO combines comfort and beauty 
to a degree that has never been possible 
in a leather of this nature. 
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2k FRELIABLE LEATHERS” 


.|Steps Ahead 











NACO is another LAWRENCE origination, 
embodying improvements of equal importance 
to those which NUBUCK, WEILDA and 
BLACK DIAMOND brought to the shoe trade 


Your manufacturer can probably show you NACO in his 
line, and we cordially invite you to ask us for samples. 





210 South Street, Boston, Mass. 


NEW YORK CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI PHILADELPHIA 
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Specialists in Special Measurement Footwear 


Are You or the Consumer 


Running the Business? 


Have you considered that when featuring 
Style alone, you attract those who shop 
from store to store, looking for that which 
conforms to their individual ideas of 
“style’—shoppers, occasional buyers, 
never “steady customers?”’ 


When featuring “Fit,’’ you serve that 
sane, sensible class; women whom you can 
interest in styles that represent your 
conception of what is appropriate; women 
whose first thought is Comfort; women 
who once pleased return to you again and 


again. 


This is the time to shape your policies for 
the year of 1924. Should you decide to 
build for the future as well as the present, 
you will find the W. B. Coon Co. line of 
material assistance in acquiring a reputa- 
tion for Better Fitting Service. 


A Catalogue listing 84 In Stock Styles will be sent to you upon request. 


A post-card to us will place you in 
touch with the W. B. Coon 
Co. salesman working in 
your vicinity. 


ROCHESTER, N. Y. 


Chicago Office: 506 Security Bidg., 189 West Madison Street 


HOU Ou 


= 
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Make it your leading line 


ONE OF THE TEN STYLES IN STOCK 
“Stock No. #04. Frat Last, Tony Brown 
Calf Bal. Wingfoot Heel, Heavy Single 
Sole. Sizes: AA, 7-11; A, 6)4-11; B, 6-11; 

C, D, 5-11. Sete 
Price, $6.85 
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Bell’s Novelty Stitchdowns <i> 


“ring true to a standard”’ : 
ELL 
POPULAR SANDAL STYLES BE 
cs 


Shipped upon receipt of your order— CTU 
























More merchants than ever are finding a ready 

sale for good stichdowns. They have their | 
place in the profit-scheme, and are fast grow- 
ing, in popularity. 






Here are stylish stitchdowns, flex- 
ibie, durable and reasonable. 


Send your order in now, and be 
comer oa ready for the demand which is sure 
~ : to come. 


No. 8071—Women’s Patent Two Strap. $2.25 


No. 735—Women’s Patent Hollywood $2.35 No. 511—W *s Blue Buck Two-st . $2.40 
Ro: e—Womeremiecan-nisiywos 250 DT) A & GH. BELL && siecwoncns8is ist ieonae Bas 
| No. 737 — Women’s Red Cab. Hollywood. $2.50 © © e . No. 4071 —Women’sSmoked Elk Two-strap. $2.25 


No. 738— Women’s Green Cab. Hollywood. $2.50 Si 2%-8 
No. 739— Women’s Grey Buck Hollywood. $2.50 izes 2)4- 


| No. 743—Women’s Blue Buck Hoilywood. $2.50 BEVERLY, MASS. We have some desirable territories open, and invite 


Sizes 244-8 correspondence with salesman. 
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' RUSSELL'S 


“IKE WALTON” 


puts four layers of leather 
between your feot and ground 








The fine workmanship = exireme light weight 
& staunchness appeal io out-of-door folks 
of the mosi discriminating taste. 





eens en eee 












| — 4A 
= a The Scout Special 


Made to measure out of imported Has exira looks 
waterprooied veals Gives extra service 


SEND FOR CATALOG AND DEALERS DISCOUNTS 


JheW.C. RUSSELL MOCCASIN CO. 
_ 925 Capron Si., Berlin, Wis. 
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ACK in 1803 when France 

sold us the Louisiana traét 
for sixty million francs, the peo- 
ple said that Jefferson was crazy. 
Upon our second president there 
descended a storm of wrath and 
reproach. But Jefferson, wise 
old statesman that he was, saw 
far ahead—down through the 
years to the time when the Louis- 





































iana traét would be one of our 


most fertile and productive foe 
territories. i i f Sh 
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Then, a Jungle--Now, a Source of Wealth 


Great fortunes have been built up Sell all the style shoes you can. But 
through the development of ideas sell Y¢ Olde Tyme Comfort Shoes as 
appreciated only by a few. well. 


Other merchants are successful with 
this policy. That’s why 2 O/de 
Tyme Comfort Shoes are the largest 


Be sure that you are making the 
most of your opportunities. 


Every woman who enters your store selling line of comfort shoes in the 
presents an opportunity for the sale —_- world. 

of a pair of Y¥¢ Olde Tyme Comfort Biche two sdles incwed of cac— 
Shoes, double profits with the same ex- 


Fickle fashion may dictate colored — 
sandals, French heels or other pass- Shoes are shipped from IN-STOCK 
ing modes ; but Mrs, Brown always DEPARTMENT the same day 
needs ¥¢ Olde Tyme Comfort Shoes. order is received, 

Send for Illustrated Booklet B 


LUNN AND SWEET, INC. 
AUBURN, ME. 


Largest manufacturers of comfort shoes in the world 
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Surert Sally Gunn 
SUSPENSION Aen, SHOE 
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. o can sell more Sweet Sally Lunn Suspension Arch Shoes 
by telling your customers why this shoe holds the foot 


as nature intended. 






Show your customers how the patented in-built steel arch 
supports the arch so that it does not sag. 





Bend the shoe at the ball, demonstrating how the foot is given 
the freedom that permits the muscles and tissues to receive the 
benefit of free circulation throughout the foot. 






Lunn anv Sweet, Inc., are the largest manufacturers of com- 
fort shoes in the world. Their vast output makes possible 
the purchase of materials at such low prices that you can sell 
Sweet Sally Lunn Arch Support Shoes to your customers at 
a price much lower than other shoes of the same type. 









All styles carried in stock. 





LUNN anno SWEET, Inc. 


Largest manufacturers of comfort shoes in the world 


AUBURN, MAINE 





No. 793 (Welt) Havana Brown 
Kid Suspension Arch Welt Lace 
Oxford, 160 Last, Imitation 
hg Sheep Lined, 12/8 Military 
tngfoot Rubber Heel. Cor- 
rective Combination Last. 





No. 773 (Welt) Black Glazed 
Kid Suspension Arch Welt Lace 
Oxford, 160 Last, Imitation 
Tip, Sheep Lined, 12/8 Military 
Wingtoot Rubber Heel. Cor- 
vective Combination Last. 





No. 673 (Welt) 8}" Black Glazed 
Kid Suspension Arch Welt Lace 
Boot, Imitation 4, Sheep 


Lined, 12/8 Military foot 
Rubber Heel, Corrective Com- 
bination Last. 
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OODYEAR Wingfoot Heels are popular— 
tremendously popular. There are many reasons 


why they should be in such great favor, but they all 
come down finally to the one good reason—gquality. 


We make them, first, to be a better wearing heel. 
And with that longer wear we combine the advan- 
tages of style and fit. There is no substitute for 


Goodyear Wingfoot Heels. More people walk on 
Goodyear Rubber Heels than on any other kind. 


Goodyear Means Good Wear 


WENGEOOT 
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On the way — 
with the Goodrich Salesman. 


New styles in Zipper Boots ! S J) 

Something brand new in this splendid gaiter with the hookless fastener ame ay 
that took the market by storm last year. A big improvement, something 
that will make an already record-seller go faster than ever. S 4 

The Zipper is here to stay—and remember, it is exclusively Goodrich. ery tice * 
Watch for the Goodrich salesman. He is out and if he has not already 
seen you, he soon will. ; ot: 

You will also find many new features in our “Hi-Press” line worthy of Quick deliveries are a feature 
your most careful consideration—results of our long experience, our study with Goodrich. Send your order 
of rubber footwear possibilities and close contact with dealer problems. o eur nnssnet offen 

You cannot afford to put in your 1924 rubber footwear stock until you / 
have seen what Goodrich has ready for you. 


THE B. F. GOODRICH RUBBER COMPANY 
Akron Boston New York Chicago Minneapolis Denver Kansas City Seattle 


Goodrich 


HI-PRESS 


Rubber Footwear 
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NOUNCING- 


cf New Manufacturing 
Policy, and A New 
Merchandising Opportunity 


i? WOMEN’S SHOES. 
and Shoes for Littl Women 


The United States Shoe Company 
Cincinnati 
And Associates 
The Krohn-Fechheimer Company The Val Duttenhofer Sons’ Company 


The Holters Company The Robert Wise Company 
The Scheiffele Shoe Manufacturing Company 
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CA New 


MANUFACTURING 


POLICY... 


The United States Shoe Company, representing 
the combined resources in men, minds and machin- 
ery of five long established and successful manu- 
facturers of women’s, misses’, and children’s shoes, 
submits for your approval its new manufacturing 


program— 


To do away with needless over- 

head expense by consolidating 
control of five factories in one 
department. 


) To secure better terms on all 
““ supplies by concentrating pur- 
chasing under one head. 


4 To improve labor output by 
“~ offering more regular employ- 
ment in standardized operations, 
enabling workers to become 
specialists. 


THE UNITED STATES SHOE 
COMPANY....CINCINNATI 


4 To shorten the period between 

order and delivery by routing 
work more quickly to and through 
the factories. 


5 To incorporate all these sav- 
“ ings in a better shoe, which 
can be sold at a lower price. 


And to offer customers a com- 

plete in-stock service, repre- 
sentative of every type and grade 
of shoe manufactured by the five 
factories. 
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] A better shoe, of greater 
sales value, appealing to a 
broader market. 


) Higher quality in workman- 
“ship, material and styling 
which will increase sales to 
present customers and attract 
new customers. 


3 The quicker handling of 
“ your orders through a cen- 
tralplanning departmentwhich 
will insure you prompter deliv- 
eries On new numbers. 


Familiar Brands, 


ns a : % 3 Thee ee : 
es “he ; e 4 ‘ ; i 
eS » . . —F 

- Pe ae yes 2 ee 
“s = oS A898 fe 
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To you this program means— 


4 Five Factories each a spe- 

cialist in its type and grade, 
from which to draw a balanced 
line of seasonal and staple 
shoes. 


5 A uniform standard of qual- 
“ ity in each grade and type 
of shoe. 


A comprehensive In-Stock 

service, making available a 
line of style shoes as well as 
staples at all times. 


With All Their Old 


Individuality Plus These New Advantages 


Each unit of The United States Shoe Company 
preserves the original identity of its brand. 


You buy the same shoe, from the same house, 
plus the added value contributed by the co- 
operation of four other manufacturers. 


Read their message in the following pages — 
have their representatives call and explain the 
merchandising possibilities for you in this new 


co-operative manufacturing policy. 


THE UNITED STATES SHOE 


COMPANY....CINCINNATI 
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1) iffen ent. M4 Because 


There’s an 
Idea in It 


That’s the big thing—an Idea—some- 
thing different—something more than 
mere shoe leather to sell. 


And this big idea of ““The Limit Last,” 
the exclusive feature that gives The 
Red Cross its superiority in fit, smart- 
ness, and service is being sold in the 
most striking shoe advertising of the 
year. 


You can make it your Idea; your ad- 
vertising, your sales, if The Red Cross 
Shoe is not now represented in your 
town. 


The Red Cross Shoe proposition shows ; ” Voge of Gy Joo Pa sake: 
you how—it’s free—it describes a real i : ee acti 
opportunity for the merchant who acts nies 
now. Mail the coupon today. mee at ESE Pyk: eee 


The Krohn-Fechheimer Company 


Branch of the United States Shoe Co., Cincinnati 


ane 
& 





The Krohn-Fechheimer Co., 
Branch of The United States Shoe Co., 
Cincinnati, Ohio. 


Gentlemen: I would like to know more about 
The Red Cross Shoe idea—please send your 
proposition. 


i teen ce an dates bode ke ha ieenihen + — I a 
1 Sy. iibtisthnanke washer Little Women 


THE UNITED STATES SHOE 
COMPANY ....CINCINNATI 
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A Synonym for Quality Turns Since 
’88.... Now Stands for Welts as Well 


Since 1888 “‘Duttenhofer” on a shoe has stood for high- 
grade turns. Today it stands for the same quality in 
welts as well. 

Light, graceful, smartly styled shoes, built over exclu- 
sive lasts, in the season’s favorite materials and most- 
admired patterns—and at a price range which places 
them within reach of every woman. 

Some of the cleverest of the new modes are in the famous Arch 


Protector shoe—America’s most scientific preventive footwear. 
(The secret is in the shank.) 


There’s a sale in every pair, and at the prices our repre- 
sentative will quote you, there’s a neat profit in every 
sale. Have him call—simply mail the coupon. 


The Val Duttenhofer 
Sons’ Company 


Branch of 
The United States Shoe Company 


Cincinnati 


THE UNITED STATES SHOE 
COMPANY....CINCINNATI 
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‘Light, Airy, Fancifu 


Mc Kay S Smartly Styled, in 
Your Most Popular Price Range 


McKays, exclusively!—Specialized, smartly styled, in 
your most popular price range (most numbers to retail 


at $6.00 to $8.50)— 


In light, airy, fanciful patterns which every woman 
wants. 


This is HOLTERSHOES’ greeting for the New Year— 
a practical way of wishing you Happiness and Pros- 
perity throughout 1924. 


Concentrating on this one type of shoe; bringing to 

bear all our resources on better styling, better materials, 
and better workmanship, we present to you the 
fastest selling line we have ever produced. 


Holter’s shoes representatives will soon Jeave 
for their territories. See this line by 

all means. The coupon below 

will bring a representa- 

tive. Drop it in the 

mail today. 


The Holters Company 


Branch of 
The United States Shoe Company 


Cincinnati 


THE UNITED STATES SHOE 
COMPANY....CINCINNATI 
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ABLE SHOES 
Th Stock 


| Ready to Ship as Sold 


Salable shoes in-stock, ready for immediate shipment— 


How does such an “in-stock policy” appeal to you? 


And it will appeal to you even more when you see the 
shoes—dainty, up-to-date novelty numbers, in Suede, 
Buck, Airedale, Jack Rabbit, Turkey Red, and other 
popular shades and materials; staples which have style 
as well as sales stability. 


A great variety of styles and patterns; a full scale of 
sizes and widths in every number. 


A big building given over 
entirely to stock; a com- 
plete sales organization 
to serve you; five factor- 
ies to turn out stock for 
you. 


But our representative 
will bring you the whole 
story, and, because it’s 
worth getting early, we’d 
recommend the coupon 
below for immediate use. 


Stock Department 


‘THE UNITED STATES SHOE 


es, - 


‘COMPANY....CINCINNATI 
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Style 894 


No. 103 Foxed Lace 
Oxford, Wizard 
Last, Single Sole. 


Price $4.25 
Terms 2% , 30; 
Net 60 


SATISFACTION 
is the big thing in business — 


When you buy our genuine Calf 
shoes to retail at $6.00 and $7.00 
you will have the satisfaction 
of knowing that your customers 
are getting the best that money 
can buyjat those prices. 


The shoes we have to retail for 
$5.00 are in the same class. 


Write today 
UNION MADE BY 


Weber Bros. Shoe Co. 
North Adams, Mass. 


New York Office, H. Harris, 1328 Broadway, 
Marbridge Building 












Medium Tan Calf 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. pan ont Company—a nation-wide institution— 
needs capable oung men between the ages of 25 
and 35 years She have beveled thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, aoe 
operates 475 retail stores in 33 states. We sell dry goods, shoes, 
notions, clothing and \-—*4 for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 


035,729. We 115 stores in 1920, 59 stores in 1922 and 
104 stores in 1 
noo industry, am and determination your progress will 


rapid in our Under our expasteneed 
escent When you have 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business 


Experience has taught us that some of the 
cesses come from the ranks of a pe ae. 
are young, healthy, and capable who have had 

in a small or medium-size department 

store, or are experienced in store work in special lines. 
The investment of money is not necessary for your success 
financial backing of our company is ample. 

proven over a 


‘test suc- 


Briefly, this is our proposition — tested and 
period of 21 1 years: , 
sore, During the pried of proving your ality You 
stores. During the period of proving your ty you 
learn the grenter possibilities of co cpm ort. 
Your progress depends upon your + effort. 
As our new stores are opened, Saaamaamedaed 
from our sales force. 


When you make a success of the management, 
ou are sold a one-third interest in a new store and 
foceae | its - You may afterward acquire a 
ip ino ‘ stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase a 
one-third interest in a new store, the money is loaned 
~~ by the J. C. Penney Company, and you repay it 
ent profits of the store. 


Write today for our booklet, “Your Opportunity,” which 
fully explains our plan. Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence cg confidential. 


r 


As een your letter to 


J.C. PEN:VEY COMPANY, Inc. 


Wm. Bushnell, Manager of | ~~ 
_* Building, St. Louis, Mo. 
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E'S a mighty different sort of 

customer—as we all know 

—from what he was a few 

years ago. He's buying fine safety 

razors, higher-priced automobiles, 

packaged shaving and toilet prepa- 

rations, good clothes, good shoes, good 

furniture—about everything that any 

other substantial American citizen 
buys. 

Why? 

Because the alert farmer today, as 
every merchant has discovered, is a 
progressive business man, alive to 
new ideas—a good customer, not only 
for the best in farm equipment, but 
also in his personal demands and the 
demands of his family. 


The advertising pages of The 
Country Gentleman show the great 
variety of goods which the farmer 
is asking for today. New demands 
all the time. 


A subscription to The Country 
yA 
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Gentleman will undoubtedly prove 
mighty useful in keeping you right up 
to the minute on what to stock for 
your farmer trade. Costs only $1.00 
for 52 issues—less than 2 cents a 
week. 

It's the weekly the progressive 
farmer everywhere is reading—the 
chief national farm publication in the 
field today. It deals with the impor- 
tant business problems of farming. 


You'll like it yourself, and so will 
the other members of your family — 
because it contains a wealth of first- 
rate articles, fiction, cartoons, humor, 
etc.— and because it will afford a 
sound business guide. 
= CURTIS PUBLISHING CO. vd 
| 1000 Independence Square, Philadelphia, Pa. _—| 


Send me THE COUNTRY GENTLEMAN for | 
| one year. I am enclosing a dollar. | 


| Name. 








COUNTRY GENTLEMAN 


1000 Independence Square, Philadelphia, Pennsylvania 


Your Store 














Chere is only one 


VICI KID - there 
never has been any other 


























\ PATENT 
\ —— Sides | 


A: Aes 
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Calf- the Sides CHROME SOLE- SPLITS 
) Wea Ry COTTON FINDINGS 
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STATION A 


CINCINNATI, OHIO 








Please Meet Miss Avondale — 
You will be glad to accompany her 


On a Long and Happy Journey 


Miss Avondale wears VOLLMAN- 
LAWRENCE 1shoes and wears 
them prettily, don’t you think ? 


V-L models are mighty easy to look 
at; they’re full of eye delight, full 
of style, rich in quality, correct”in 
price. 


Miss Avondale is 
showing you here 


The ‘‘Alice’’ 





THE ‘‘ALICE”’ 


—A stunning light welt model in Patent, 
trimmed with black Suede, over our 107 
last, with 11/8 rubber top heel. 
AA—58 B—48 
A448 C—3%-7 


The, Vonbmanm, LawRencE: Co, 














Dealer Influence is secured thru advertising in the Boot end Shoe Recorder. 








48 BOOT AND SHOE RECORDER January 5, 1924 


IF YOU INSIST ON HAVING 


WILO SPORT ELK 


in your sport shoes and san- 
dals, you will get your shoes 
guickly—as we deliv- 
er the leather without 





delay 
14 COLORS 
RED GREEN COFFEE SILVER GRAY 
WHITE LOG CABIN CHOCOLATE _ DARK GRAY 
BLUE LIGHT SMOKE BEIGE DARK SMOKE 
PEARL COCOA 


C. D. Kepner Leather Co. 


Sole Selling Agents W | L Oo of Wilo Leathers 
veta 


139 South Street, Boston, Mass. 
10 Spruce Street, New York 


308 Leather Trades Bldg., St. Louis, Mo. 
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SELL MORE 
ORTHOPEDIC 
FOOTWEAR 


Bosloni Mass 
Laclories Brockton, Mew Beaford NaskuaNH. 


in Ne w England 
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‘SOMETHING NEW 


FULLY TESTED—FOUND PERFECT 









8 ‘‘STASO”’ SUEDE STICK 
“CLEANS WHILE IT COLORS”’ 


The “‘Staso” Suede Stick is 
made from a new formula. It 
contains fine particles of a 
tty substance that work 
= into the nap of the 
leather, cleaning the leather, 
at the same time carrying the 
color down to the body of the 
leather, not merely smearing 
the surface 
The “‘Staso” Suede Stick has a coating on 
its surface which prevents the stick from 
soiling the hands while using. It is made so 
that it fits snugly into a beautifully de- 
corated metal tube, with pressed metal 
cap, gold lacquered, and will not deposit 
dust in bag or pocket. 


ALL COLORS 


The Staso” Suede Stick is a small, neat 
package, ornamental in appearance, 

one which every particular woman will 
take pride in using and showing to her 
friends. 

The “Staso” Suede Stick will fit in any 
hand bag or pocket. 

The “‘Staso” Suede Stick is made in all 
shades, and sample color cards will be sent 


on request. 

yp aa CARRIED IN STOCK 
TORES ORIGINAL The “‘Staso” Suede Stick is carried in 
’ ; stock in all standard shades and immedi- 
e OME ate delivery can be made. Special shades 


I ce AA ce A ee A es ~ 


|. ats hey’ 







| will require about one week. 
Up fh The ‘‘Staso” Suede Stick is packed 12 
, sticks in one attractive counter display 
aan H carton. 
i 





$21.00 per gross, F. O. B. Haverhill, Mass. 
$1.75 per doz. 






| W. E. ELLIS COMPANY 
os 
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RE-NULIFE, an impor- 
sane " 7 Seperery. 
is a u feptee ion 
for shoes mak 






























Shoe Purchaser 
Is a Prospect 


The greater life RE-NULIFE gives to shoes, and the 
protection it assures against water make it an item for 
which every shoe purchaser is a prospect. On any kind 
of shoes—heavy leathers, or the finest suedes and 
satins—RE-NULIFE safeguards the wearer against 
wet feet. It is oderless, and free from oily or injurious 
substances. It prevents shrinkage and unshapliness— 
makes shoes wear much longer—does not affect venti- 
lation—and allows shoes to be polished in the usual way. 


Evidence of the advantages assured by RE-NULIFE 
lies in the fact that America’s largest retail shoe dealer 
sells it—uses it in its immense repair department—and 
has had more than 40,000 pairs of shoes treated with it 
by manufacturers. When you order shoes, request the 
manufacturers to treat them with RE-NULIFE—as an 
extra service to your customers. 


Sold in lots of one dozen and up for supplying 
the retail trade; 1, 2, 3 and 5 gallon cans for 
shoe departments; and in bulk for manufac- 
turers. Write for prices. And ask for sample 
with which to treat the shoes you will wear this 
winter—or send them to us and we will treat 
them for you. We will return them promptly 
—and you will have dry feet all winter. 


WATERPROOFING, INC. 


546 South Meridian Street 
Indianapolis :: Indiana 


E-NULIFE 


Waterproofs and 
Increases Shoe-Life 50% or More 
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Mr. Thomas Meighan, too— 


The tan boots worn by Mr. Meighan 
are instantly identified as shoes of 
quality by the Diamond Brand 
(Visible) Fast Color Eyelets. 
Their genuine celluloid tops never 
lose their color. They promote easy 
lacing, retain their original finish 
indefinitely, and actually outwear 
the shoe. 





G Ngcrmicne MEIGHAN, romantic leading man of many 
successful releases, the screen embodiment of genial 
good humor and rugged honesty, gives unqualified en- 
dorsement to visible eyelets as a style essential and mark 
of quality on his footwear. 


Mr. Meighan knows that before the inquisitive eye of 
the camera, through which hundreds of thousands of 
persons scrutinize his wardrobe, he must appear in well- 

oomed correctness. He therefore insists that his shoes 


be finished with visible eyelets. 


The correctly attired, up-standing men of every commu- 
nity, no less than the country’s screen favorites, are aware 
of the desirability of selecting shoes with visible eyelets— 
an assurance, in advance, that the shoes are stylish and 
of inherent worth. 


Ask for shoes with visible eyelets! 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 

















DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS 


ALWAYS LOOK NEW NEVER WEAR BRASSY 


Manufactured under Patents 


LOOK FOR THE DIAMOND 


TRADE MARK 
Registered in U. S. Patent Office 


Tue GenutneE Fast Cotor Eyetets Have Tuts DiAmMonp BRAND 


Supplied with regular Nickeled Barrels or with Special Stainless Barrels in 
lengths, sizes, and finishes, and all Standard Colors. 


SPECIAL STAINLESS BARRELS 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 
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Mac LAUGALIN- CONWAY 


resent 
The MAG-WAY girl 
featuring 
THE HILDA 
Mac CAUGOLIN - CONWAY SOOE CO. 
LYNN 


-MASS. 
WOMENS HIGH GRADE NOVELTY FOOTWEAR 
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“THEY ARE A REVELATION in stitchdowns—the 
cleanest, most flexible I ever saw,” said one of ourcustomers 
who had examined the quality materials and unusual con- 
struction of MILLER STITCHDOWNS. No tacks nor 
staples, fastened with stitches, as flexible as a turn, and as 
repairable as a. welt, by the same process. Better-class 
merchants are finding pleasure and profit selling these 
shoes. We would be glad to have you sample them. 


_———8=e eee ee 


———— = So 


The Sandal—IN STOCK 
500— 2- 4% $1.20 


Tan } {E> 
Smoked >Elk<{ 502— 8 
FOR WOMEN Choc. 503—11 


**The shoe that fits the foot, never forcing the foot , fF 
Patent 
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to fit the shoe’’ 33-1 Divesass 

Discriminating customers who know good footwear will 815— 244- 7....... 2. 

ask for these shoes after once wearing them. Made of i oi 
the best grade of stock. Nubuck] $53—1115- 

IN STOCK—Heels 1”—12/8’""—13/8”. Sizes 3-10; ' 816— 2%4- 8...... 

Widths AAA to EE. 


Black Kid $5.00 Brown Kid $5.50 MILLER SHOE COMPANY 


Write for exclusive agency or have salesman call 


The CAHILL SHOE CO. SALEM, MASS. 
Cincinnati, Ohio 


SRRS BARS BR 
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WIN THE 
KIDDIES 
WITH 





The “‘High Kiddiemox’’ 
IN STOCK 
No. 3251 Tan Elk 


No. 3254 Smoked Elk 
No. 3253 Chocolate Elk 


DSA yD 


Infants’ 2-6% 
$1.85 


Ss 


Childs’ 7-11 
$2.10 


These moccasins are made from the finest materials— 
soft strong Elk uppers, and flexible, long-wearing soles. 
Their long wear and easy fit make pleased children— 
and an increasing number of merchants are building a 
profitable business with KIDDIEMOX. 

May we send you our catalog, showing In Stock 
KIDDIEMOX and moccasin slippers for Grown Ups? 
We have several territories open for High Grade Salesmen. 


BERKSHIRE MOCCASIN CO. 
HOLLISTON, MASS. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Built to meet the de- 
mand for Winter 
Sports Models 


Imported 
Moorland | 


$5.60 


IN STOCK 
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The Ideal Winter Boot 


Style 6190-B 


Made of high-finished Imported Black 
Moorland Calf. Plump oak outer sole with 
heavy square Dry-Foot welt. Oak inner 
sole and leather counter B, C and+D 
| EEE Lae ene Sone $5.60 


Style 6195-B—Same, except made of 
medium Tan Moorland Calf........ $5.60 


W 7ITH winter sports now an established feature of midwinter life, these two 
new Bates Boot models for Men have a most timely turn-over value to the 


trade. We have full sizing in Stock. 


In addition to being perfect footwear for Men’s business and general use in 
gp 4 


winter, they are extremely serviceable for every kind 
except where extra height of top is essential. 


of midwinter sport use 


The last has a moderately full forepart and is fine-fitting at every point. 
Built in the best Bates style, with choice Moorland Calf uppers and very serv- 
iceable bottoms, including the special Square Dry-Foot welt, these two boots 


are certain to have ready sale wherever shown. 


See Bates Shoes in BOOTH 75 at Chicago, 
also at Hotels La Salle and Palmer House. 


A. J. BATES COMPANY 
WEBSTER MASSACHUSETTS 
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No. 2817 
Gray Ooze Radiant Pump. Turn sole, 
15-8 Spanish heel. Widths A-C. 
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To Brighten Your Stocks— 


Established 
STYLE 


Numbers 


S 















Distinctive, 
High Grade, 
and NEW 





No. 2821 


Gray Ooze Chain Pump. 15-8 Spanish 
heel. Turn sole. Widths A-C. 


Here are two style numbers that are equally adaptable to the present 
or coming season. Typical Rice & Hutchins individuality is expressed 
in their design. Both are offered as examples of distinctive, high grade 
turn shoes at moderate prices. 


By stocking on merchandise of this character, you are in a position to 
offer to your most fastidious customers, quality footwear at reasonable 


prices. 
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FDUCATOR 
SHOE® 


for 


The Whole Family 


The largest retailers in the 
country, as well as thou- 
sands of others, successfully 
merchandise the most popu- 
lar and fastest selling shoe 
—the Educator. Always 
ready for quick sizing-in. 
Consider Educators on your 
next order. 


13 High Street 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder 


In-Stock at 


RICE & HUTCHINS 


INCORPORATED 


Distributing Branches: 


Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. 
Jos. 1, Meany & Co., Inc., Phila., Pa. 





BOSTON, U.S. A. 








Style Shoes 
for Men 


Ultra stylish and finely 
fashioned, these shoes are 
the basis of quality men’s 
stocks with particular shoe 
merchants. They are made 
to.sell at reasonable prices 
and the newest numbers are 
always ready for you. 
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The ‘“‘Presidential Year’’ Bugaboo Dismissed 


Money Is Flowing Smoothly and Easily Through. the 
Channels of Business 


in all lines of business all that one has to do is to 

read the newspapers of the country which have 
devoted their issues this week to trade prediction fore- 
casts, laying them all before you and discounting the 
natural optimism that comes to most men with the 
turn of the year. 

A general statement might be made that business 
in 1924 has a common cheerfulness, and that it can be 
made to show a fair measure of profit. Take all the in- 
dustries of the country and get the best opinions of 
each and the industrial situation reflects a notable de- 
gree of optimism; a return to the old-fashioned princi- 
ples of fair profit for service rendered, and a faith in 
\merican institutions. 

To lay down in a similar way reports on the British 
industries is to note that all branches have had an un- 
satisfactory year, contending against high cost of raw 
materials, disturbing political conditions disorganized 
exchange and world wide impoverishment. The differ- 
ences between our condition and theirs is almost that 
between daylight and dark. 

Trade is really in a very healthy state. The conser- 
vatism of every industry shows that there is a general 
appreciation of the danger that high prices will limit 
consumption. Progress made is sane and substantial-— 
it augurs well for the year. 

The outlook continues to improve in every line of 
industry. The demand for originality has spread to 
every trade. There is as much style in automobiles to- 
day as there is in footwear, and even the maker of the 
most obvious staples is putting an extra finish to either 
the goods or the container. 

In the shoe trade there is opportunity for an extra- 
ordinary diversification of shoes, materials and selling 
features. The spring season has every opportunity be- 


r YO get a proper background of industrial condition 


fore it for an expansion of selling at retail. The shoe 
business has gone through its close sailing days in the 
last three months, and should be the first to start off. 

The advent of the presidential campaign can be 
best answered by a remarkable statement issued by the 
Chicago Evening American as follows: “It used to be 
that a small group of money barons in Wall Street 
would press buttons in their private offices and para- 
lyze, almost overnight, the entire business structure of 
the country. 

“It was a simple process. 

“New York would call Chicago's loans. Chicago, in 
turn, would call St. Louis’ loans. Then St. Louis would 
pass the word along to Sedalia: 

““*We must have money. Send us the cash. Here are 
your securities.’ 

“And so within a short time about all of the cir- 
culating money in the country would be in New York 
vaults. 

“Smith, of Sedalia, could borrow no money to build 
a factory addition. Jones, the St. Louis wholesaler, 
would be told by his banker to ‘proceed with care.’ 

“Thus it was that another ‘presidential year’ panic 
would grip the country—all because New York had 
called in all the cash and there was no one to call 
New York. 

“But now Wall Street is powerless to create such a 
situation. The Federal Reserve banks stand as a bul- 
wark of safety to see to it that the country’s money is 
kept flowing smoothly and easily through the channels 
of business. New York can ‘call its head off’ but it 
can’t call in the money. So the loose talk that you will 
hear before and during presidential year about ‘pro- 
ceeding with care’ and ‘viewing with alarm’ is neither 
sound nor logical. 

“Cotton is selling at 35c per pound; the farmer’s 











58 


dollar is buying more machinery than it has bought 
in years; labor is earning more than it has ever earned 
before—there is every indication that peak prosperity 
will be reached during 1924. 

“Manufacturers and retailers, familiar with these 
fundamental laws of prosperity, will not preach or 
practice business cowardice during 1924.” 





Why You Must Specialize 


F anyone imagines for one moment that the retail 

shoe business is not a specialty business the follow- 
ing differences enumerated here will cause him to change 
his mind. 

First—Shoe retailing is governed by supply and de- 
mand as are other stores dealing in the necessities of 
life, but other factors equally important govern it. Piece 
goods, groceries, hardware and other articles are always 
at the call of the retail merchant. Shoes take five to six 
weeks at least to make up. 

Second—Merchandise must conform to todays’ fash- 
ion and comfort. This applies to both pattern and last. 

Third—Sizes in each pattern must be complete to be 
profitable. A grocer sells ten pounds of sugar and the 
remainder is still worth hundred cents on the dollar. In 
a shoe store when sizes are broken the remaining sizes 
depreciate up to 50 per cent or even more, depending on 
pattern. 

Fourth—Salesmen must be trained. A young man 
out of school may sell hardware or groceries but he is a 
danger in a shoe store. A shoe salesman must understand 
the anatomy of the foot to know what shoe fits each 
respective foot. 

Fifth—Store furnishings must be high grade. The 
public today shuns anything out of date. Some other 
retail stores are also well equipped but very few as 
elaborately as are our present shoe stores. 

Sixth—The same style in some shoes is sold continu- 
ously, particularly in orthopedic or comfort shoes. A 
man or woman would not think of wearing the same 
style suit over a number of seasons, but often takes a 
liking to a certain style of shoe and will wear no other. 
The smart dealer indexes these sales. 

Seventh—Weather conditions sway the pendulum of 
business. 

Eighth—aAnticipation of the style trend and advance 
purchasing necessary. 

Ninth—Elimination of odds and ends. 

Seven, eight and nine are also found in other wearing 
apparel, but not in drugs, drygoods, hardware, electrical 
goods, groceries or other innumerable retail businesses. 

Tenth—Short selling season on certain shoes. House 
slippers, felts or heavy rubbers are representative of 
these numbers. 

These ten items put the retail shoe business in a class 
of its own and dealers who are successful in merchandis- 
ing footwear are deserving of all the credit given them 
for building a business in the face of these many diffi- 
culties which differentiates this business from any other. 
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Auto Extravagance Affects All 
Business 


OW much more of the public purse is the auto- 

mobile industry getting in its more successful 
competition with clothes, hats, shoes, and not 
to mention food. Take the average national income, 
and by government estimate, we find that the actual 
needs of the family are equal to the income received, 
without the added allowance necessary for the mainte- 
nance and purchase of the car. 

There is no question but that the automobile has 
opened up wider opportunities than any other develop- 
ment of the past 25 years. It has put progress and pros- 
perity in communities, that were so backward that they 
were not aware that the Civil War was over. It has 
made a complete transformation of the shoe industry. 
As a westerner puts it, ““The world for the first time is 
pulled out of the mud. Automobiles widely distributed 
permit a majority of the people to ride who in past 
centuries were forced to walk in mud and dust.” 

All these things can be said in favor of the automobile, 
but let us now look at what the National Association of 
Retail Clothiers and Furnishers have investigated. It 
finds that the clothing merchants of the country have 
not been doing a good business and most of the blame 
is laid to the sale of automobiles on “time payments.” 

In looking into automobile papers, it discovers that 
outstanding time payments now run up to more than 
$1,500,000,000. 

“That in many communities, one family in every 
three has a mortgage charged against it due to the pur- 
chase of an automobile.” 

The general deduction is that automobiles sold on 
the “time payment” plan basis have not helped busi- 
ness, but have hurt it. No one state in the union shows 
a healthier condition in automobile mortgages than any 
other. What all states show is that people have grown 
more careless about their personal appearance. 

“*As an illustration, in a Texas district where the cot- 
ton crop was big and prosperity to cotton owners re- 
sulted, clothing merchants stocked up to be prepared 
for the expected rush when the cotton was marketed 
and paid for. Instead of clothing, however, 1,000 
automobiles were bought with the money.” 

Automobiles and better highways have brought deli- 
cate materials, colors, and lighter shoemaking into all 
stores. Perhaps the shoe man has benefited by the 
change. Who can tell? At any rate, the national compe- 
tition between merchants of automobiles, clothes, foot- 
wear, and all other commodities will go on in 1924 with 
each group striving for its share of the funds. 

There is but one conclusion. 

“It makes no difference whether too much of the in- 
come is devoted to clothing, automobiles, food, jewelry, 
or what not. An inevitable result must follow. Some- 
thing must break. Eat too much and you get sick. 
Spend too much and you go broke.” 
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ETTING More Shoes Sold Right: not only “more” but “right”; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail mer- 
chants. The chief purpose of the Boot and Shoe Recorder is to help solve it; 
for this is the basic problem upon which depends the progress of the entire 
allied industries relating to shoes and Jeather ; their production and distribution. 


























This Week’s Leading Features 


E assume that by now, most of our readers have decided which of their New Year 
resolutions they may safely break. Most of the rest of the inhabitants of the 
world doubtless have followed suit. It is a universal habit. 

Nevertheless, it is wise to continue that line of thought which must certainly have 
been started by a perusal of your annual or semi-annual inventory sheet. Why have I so 
many left-overs? What price will they bring? How can I avoid the same blamed thing 
happening to me in 1924? And it is to help this train of thought to its logical terminus that 
we of the Recorder have framed and have delivered in this issue, our annual 


Message to Merchants 


In this message, beginning on page 61 there are practical ideas from the experience of 
successful retail shoe merchants in every part of the country—not signed but nevertheless 
authentic. On page 62 you will find how to “Budget Your Expenses” to the end that profit 
may be larger and the 1924 Christmas smile wider. “Moulding Your Town’s Opinions on 
Footwear” is another feature, starting on page 66; and on page 68, a table showing how to 
compute your selling price quickly and accurately, once given your cost and the percentage 
of profit which you want to make. 

These are only a few of our features. There’s the winning essay on “Nothing Takes the 
Place of Leather”; what the National Association of Shoe Wholesalers is planning to do at 
its annual convention in Boston the week beginning January 14; and a guide to Boston 
hotel sample rooms for the benefit of buyers who ordinarily come to Boston at this time of 
year to contract for their spring needs. 


And next week—*‘The South Has Spoken—Spring Styles 
Are Established.” 
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“Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Fat Ankle Shoes 

Lynn, January 4—Manu- 
facturers report 1923 was a 
fine year for fat ankle shoes. 
They are prepared for another 
big year in this type of women’s 
footwear. 

Alligator in Gray 

Boston, January 3—One of 
the most striking of women’s 
shoes which will be shown at 
the Style Review to be held 
here January 15 and 17 is an 
alligator model in a strap de- 
sign. It is of Jack Rabbit 
shade, a soft gray color. 
Bulletin Pertains to Styles 

San Francisco, January 3— 
The California Shoe Retailers’ 
Association has issued a bul- 
letin to its members covering 
the shoe style subject for the 
first three months of the year. 
It is headed “Supplementary 
Comments.” It is issued with 
the intention of aiding retail 
shoe merchants to “analyze 
in the light of local conditions” 
the official style report of the 
N.S. R. A., announced some 
weeks ago. 


Spring Display Week 

Syracuse, January 3—Mer- 
chants in all retail lines are 
going to co-operate in putting 
across “Spring Display Week.” 
It will be observed on March 
17, 18 and 19, and shoe stores 
will have a chance to show 
their new spring shoe styles. 


Shoes for Southern Resorts 

Cincinnati, January 3—H. 
and 5. Pouge are making an 
appeal to those planning to 
leave for Southern winter re- 
sorts in the near future. The 
concern is pushing both men’s 
and women’s white footwear 
for sport occasions. 

January Sales 

Los Angeles, January 4— 
Some shoe stores are holding 
January sales. One store is 
featuring evening slippers in 
a variety of models. 
Better Weather Conditions 

Detroit, January 2—Shoe 
stores are doing a much better 
business now that weather 
conditions have changed from 
the mild, spring-like weather 
to cold. 


A Novel Display 
Boston, January 3—The 
Regal shoe store on Summer 
Street recently displayed a 


Regal shoe embedded in a 
huge ice cake. The ice was 
placed near the entrance and 
drew considerable attention. 
A card testifying to the quali- 
ties of the store’s shoes for 
winter wear was placed over 
the display. 


Buttons with Initials 


Boston, January 4—In a 
recent advertisement pertain- 
ing to women’s overshoes, the 
Jordan Marsh Company shoe 
department announced that it 
would fasten neat celluloid 
buttons to the tops of the foot 
coverings free of charge. The 
buttons carried initials on 
them, thus making another 
step in the overshoe initialing 
~ which commenced in the 
all. 





Neiderman’s Sell Jewelry 

Philadelphia, January 3 
— Neiderman’s ladies shoe 
store has added jewelry to its 
merchandise and is now offer- 
ing bracelets from $1.25 to $4; 
necklaces from $2.75 to $15 and 
cigarette holders at $1. 

New Lorraine Grains 

Peabody, Mass., Jan. 3— 
The Lorraine tannery of Rous- 
maniere, Williams Company 
is showing a new line of alliga- 
tor, lizard and reptilian grains 
in colors. New sample cards 
are ready. 


New Woman’s Model 


Boston, January 4—The 
Thayer McNeil Company 
store on Boylston Street 





Retailers 


treats the strap 











Straps for Informal Afternoon Wear 


Leaders in the shoe industry confidently expect strap 
models to be the big thing in women’s styleful shoes in 
the first part of the year. They will gain strength as 
spring approaches. The report of the California Shoe 
Association submitted to its members in a 
supplement to the official style report of the N. S. R. A. 
tterns for informal afternoon wear as 
follows: “Particular attention is called to the statement 
that straps will predominate. Just a ‘sprinkling’ of gore 
effects and Colonials is suggested for the larger retailers.”’ 








More Wood Heels 
Lynn, January 3—More 
wood heels. But they will be 
lower. That is the common 
story here. 


Make Reptile Grains 
Boston, Mass.—At least a 
score of tanners are making 
reptile grain leathers, like alli- 
gator and lizard, according to 
a count made here the other 
day. 


Winter Moccasins 
Wilton, Me., January 
Sales of winter moccasins, for 
skating and snowshoeing, are 
mounting up to a new high 
peak this season, because of 
the growing popularity of 
winter sports. 


. 


= 


Buckles in Europe 

Philadelphia, January 4— 
A prominent retail shoe mer- 
chant recently returned from 
a European tour and reports 
that people in the large cities 
there are wearing buckles more 
than the American women. 
Cut steel buckles are the lead- 
ers overseas, he reports. 


showed some new patterns in 
women’s shoes. The models 
indicated more conservatism. 
One of the new shoes is a dark 
brown suede, a high throat 
with three small buttons fas- 
tening on each side. 


Good Sign for 1924 

Philadelphia, January 5— 
One factory reports it is at 
present working to capacity, 
and at January 15 expects to 
be booked up until Easter. 


Cut Out Patterns 

Cleveland, January 4—Cut- 
out patterns are extremely 
popular in the retail shoe 
stores. Women’s oxfords are 
also selling freely. Black satins 
and patents are leading. Men 
are expressing a preference for 
tans. 


Gain Over 1922 


Cleveland, January 4—Shoe 
merchants report they did a 
oo volume of business in 

923 than in 1922. Some put 
the gain bet ween 15 and 25 per 
cent. As a whole the 12 months 
of the year just closed was 
satisfactory to the shoemen. 


Winter Sports Goods 

Boston, January 4—Sales of 
winter sports goods are brisk- 
ing up here, for the New Eng- 
land winter sports season is 
opening. The newspapers are 
announcing the winter sports 
programs of the mountain and 
country resorts, and the ad- 
vance guard of winter frolick- 
ers has already made its way 
to the snow fields. Moccasins 
for snowshoeing, skating boots 
and overshoes, as well as warm 
woolen stockings, all are selling. 


For Peacock Alley 
Peabody, Mass., January 4 
— Peacock is the newest 
leather here. It is for wear 
on “Peacock Alley.” 


Sales in High Grade Stores 

Louisville, January 3—Shoe 
stores here announced sales 
fgg following the holi- 
day period. High-grade wo- 
men’s shoes are being closed 
out at excellent prices for the 
public. 


Airedale is Dewesed 


Brooklyn, January 4—In- 
terest centers on spring styles 
in women’s shoes. survey 
shows that at present airedale 
is the most favored color in 
all patterns. There is a steady 
demand for medium height 
heels. Heels from 8-8 to 12-8 
are the leaders. 

New Stores Open 

New York, January 4— 
New shoe stores continue to 
open here. No change in 
women’s shoe patterns are no- 
ticeable. Colonials in a multi- 
plicity of styles are displayed 
in all of the windows. Senti- 
ment pertaining to Colonials 
is divided. 


Full Run on Sizes 

Philadelphia, Jan. 3—Un- 
less the John Wanamaker shoe 
department has a full run of 
sizes on a particular shoe, it is 
not advertised, Miss A. V. Cal- 
lahan, shoe buyer, reports. She 
said this method saves some 
customers from being disap- 
pointed. 


I. Miller Sale 

a ye January 4— 
The I. Miller store is featuring 
in one of its windows a large 
model of an opened book. It 
is called: “The Open Book of 
Economy”’ and announces that 
the annual January sale of all 
= reduces prices to $7 and 

9. 
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Message (o Merchants 


and a public necessity that must be pre- 
served and afforded every faculty for regain- 
ing prosperity.” 

These are the very words of President Coolidge rela- 
tive to the farmer. 

Now read them over and apply them to the shoe 
merchant and picture him in the frame of his store 
entrance, standing erect on the threshold of 1924—in 
front of him a particular public and behind him a stock 
of shoes with the problem of getting the one into the 
store and the other out, and making a profit on the 
service. He is looking to 1924 to prove that he is “a 
public necessity’ and hopes that he will be “afforded 
every feculty for regaining prosperity.” 


ss E represents a character, a type of citizenship 


Development of Average Merchant 

It is timely to raise the age old question, “‘Is the 
shoe industry growing better, is the merchant getting 
better)”’ By what measuring stick would you determine 
genuine progress? James M. Beck, solicitor general of 
the United States in a notable address recently, rightly 
said, “The only test of progress or retrogression is the 
growth or decay of the average man.” 

In these beginning days of 1924, let us apply the same 
test to the shoe industry and by comparison, the posi- 
tion of the average shoe merchant. There have been 
gains in the shoe industry, vast gains in a period of ten 
years. The pleasant fiction of “good old times” cannot 
be compared with the present general average of pros- 
perity in the shoe industry. 


Is He of Greater Service? 

But, the fundamental question is not, “has the 
merchant more wealth, more property, more of the 
material appliances of business,” but it is to be an- 
swered in “has he proven himself to be of more service?” 
The Recorder thinks he has. In fact, his place in a com- 
munity has been made one of real service and we could 
make out a strong case for the shoe merchant, the 
place that he holds, locally and nationally. 


A Better Sense of Values 

The public has a better sense of values, and like- 
wise the merchant has prepared a better article to 
meet the better demand. The life of a business depends 
on its sense of values. 

All merchants are not created equal, success is not 
assured merely because of location, capital, invested, 
and material things. The shoe business is all right if 





each institution, large and small, is well rounded with 
brains, capital, initiative and vision. 

Just because a man opens up a shoe business 
in a good location is no particular reason why he 
should be successful and should continue as a 
service station. It takes more than four sides of a 
store filled with stock, fitting stools and seats, a 
desk and a check book to make a retail shoe busi- 
ness today. 

This is one thing every other branch of the trade 
should always remember—it takes brains to be suc- 
cessful in a retail shoe business. It is going to take 
more in 1924 than ever before. 


Why One Store Leads 

Look the map over and you will see that there is at 
least one leader in every city and town in the United 
States standing out conspicuously as the best shoe 
service station of that community. 

The answer can usually be found in the individual 
who administers the business. Location doesn’t make 
a business prosperous; stock and finance of themselves 
wont do it; it is that real substance that must go into 
a business—ability. A leadership once attained is 
harder to hold in 1924 because it means a constant 
brain power, and a consistent degree of honest service. 
There are other stores in every community reaching 
out for this enviable leadership and if they can put a 
little more intelligence into buying and selling and can 
train themselves to make a gain, it won’t be long before 
they assume the leadership. It is this constant and 
energetic scramble for results that makes us look upon 
1924 as a good year for opportunity. 


A Good Year Ahead 

Why do we emphasize that 1924 will be a good year 
for shoes? We base it on the study of the past ten 
years and particularly the last three. For most of the 
seven years, we had been making and merchandising 
staple shoes. They moved in the war years because a 
foot covering was worth most any price; more than it 
was bought for. The crash came and the top-heavy 
load of staple shoes was found to be worth barely 
twenty-five cents on the dollar. 


Real Profits Saved the Merchant 
If the shoe business had liquidated then, there would 
not be a merchant today who could call his business 
his own. Instead, style came in as a salvation to the 
(Continued on page 69) 
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budget might be likened to a man going to 
heaven—each one is obliged to work out his 
own salvation. No set rules can be devised that will 
apply to every business. A budget is simply a pre- 
determined plan for buying, selling and financing. It is 
based on past records, influenced by present conditions 
and future expectations. Rearing a budget is considered 
by many almost as hazardous an undertaking as raising 
turkey chicks in Alaska. It can be done, however. 
One of the Recorder subscribers, operating a store in a 
town of 10,000, and doing a business of $30,000 a year, 
has worked out a very satisfactory system for his store. 
His story is this: ““There are two of us interested in this 
store, my brother and myself. He has a traveling job 
that keeps him out of town most of the time. As he 
never had retail store experience, many things that I 
would do in the way of satisfying customers, buying, 
advertising, etc., would not exactly meet with his 
approval. The usual fight came along right after the 
January inventory, when we went over the annual 
figures. It’s hard to explain in January just why the 
expenses were so high, the turn-over so low and the 
profit so small, together with a dozen other whys cover- 
ing an entire year. 


[; ONTRARY to the usual conception, making a 


Buying Budget Divided Into Ten Classes 


“In a desperate attempt to regulate the concern’s 
financial, physical and moral well-being, we worked out 
a budget system, covering the financial and physical 





parts, trusting this would solve the moral end. The 
buying budget was divided into ten classes or sub- 
divisions, based on an averageinventory stock of $7,500. 
By careful ordering and buying sure selling sizes and 
styles, we were able to turn this stock three times this 
year. The percentages we allowed ourselves to spend in 
each class were determined by past seasons, records, so 
that we knew just how many dollars we could spend 
each month for a given department. This is this year’s 
buying chart: 


















































Percentage of Capital 
Department ~—— Dollars Invested 
Men’s boots $600 
Men’s oxfords 15 1125 
Women’s fancy shoes 18 1350 
Women’s staple shoes 32 2400 
Boys’ shoes 3 225 
Children’s shoes 8 600 
Sli 3 225 
H . rs and tennis : = 
in 

ieiey 3 225 

100% $7500 




















Bought Only What Was Necessary 


“This was further subdivided into buying seasons, 
each quarter having its buying quota. Some work to be 
sure, but it forced me to buy often, and only what was 
necessary. This policy meant passing up many sure 
bets. A look in the windows of C—— during sale time 
convinced me that it was a mighty good thing for us 






























ay rr Dec. Jan. Feb. Mar. Apr. 
Men’s Boots: 
uota $600 $600 
Hand 450 75 
ToS 150 225 
Will 


Men’s Oxfords: 


Quota $1125 $1125 
On Hand 675 800 
To Spend 550 325 


Will 


The Quarterly Buying Guide 











May June July Aug. Sept Oct. Nov. 
$600 $600 
250 200 
350 400 
















$1125 $1125 
1000 750 
125 375 
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that I was obliged to pass up these freaks. Maybe it 
would sound nicer to say, ““Whims of fashion.” To my 
way of thinking the average small town man has abso- 
lutely no excuse to try to trail the big city stores on the 
extreme style game. By the time the new stuff is shown 
us, the city store has sold his or else is so stuck on it, 
that he has killed the sale by cutting the price. 

“T’ll explain the quarterly buying guide. The first 
quarter we take inventory to determine the amount of 
stock in each department. These figures are entered on 
the on-hand line. By subtracting these figures from the 
quota, we have the amount to spend. We generally 
spend about 60 per cent of this sum for advance orders 
on the staples, depending on pick-ups for the balance. 


Budget for Welts and Turns 


“My wife has been telling me that our home expenses 
will start to increase along next May. That means the 
‘old man’ must make more money. In wondering how 
to do this, without taking up some profitable side line 
like bootlegging, I think that an increased stock turn 
in the women’s department would increase the profits. 
So I analyzed the sales as follows in solving the buying 
problem: 








Turns 25% of Total Welts 75% of Total 


Kinds Percentage to buy Percentage to buy 
Colored Kids 17 10 
Black Kids 30 33 
Colored Calf 5 10 
Black Calf 5 15 
Satins 13 6 
Suedes 25 15 
Brocades % 0 
Gold and Silver % 0 
White Canvas 3 1 








This Store Got Three Turnovers 


“Our store gets a three-times turnover on our stock. 
This turnover is the means of making our credit stronger 
at the bank, for by budgeting our purchases, it is seldom 
necessary to borrow a great deal of money. Some of the 
other savings, directly traceable to having a systematic 
buying plan, are cleaner stocks, smaller insurance and 
insurance charges. 

“‘After more or less floundering around on the retail 
price question, we decided that we would buy our 
shoes to a price and not at random. 

“The range we decided upon was the middle one,on 
both men’s and women’s from $5.00 to $8.00. Inas- 
much as ours was a home town community, only good 
grades of boy’s and children’s were carried. This de- 
cision was based on these premises; a survey of the 
town proved that at least 70 per cent of the trade was 
in the medium price class, 10 per cent in the higher 
priced, while the remaining 20 per cent were interested 
in the cheaper merchandise. Consequently we went 
after the big majority of the community’s buying power 
which was represented in those interested in medium- 
priced grades. 

“Here is another thing that Iam a crank about. That 
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of mark-ups and mark-downs, so if I get wandering away 
too far from the budget yarn you wanted, stop me. 

“The success of the average store is measured by the 
net profit it shows. Experience proved positively that 
skull practise is an absolute necessity, when it comes to 
mark-ups and mark-downs. In buying staples, we buy 
only the best shoes we can find to net us an average of 
50 per cent on the cost or 33 1-3 per cent on the selling 
figure. That is, $4.00 is the limit we pay for a $6.00 
retail price, except on the boys’ and misses’, where we 
deem it good business to sell on a closer basis. On the 
novelties, we usually aim for a better profit. In fact, 
each shoe, when received, is priced at what we think it is 
worth. If a lemon is picked, a price is put on that will 
move them, regardless of the original cost. It is better 
to get the line out of the store quickly and take the loss. 

“On mark-downs an inventory price is determined 
sufficiently under the new selling price to allow for our 
regular margin of profit. It seems good business to have 
the loss appear in the period that it occurs, so when the 
shoes are sold a profit will be shown. Net profit is the 
reward of good merchandising. It is in fact, the one 
thing that a business must have to exist.”’ 

In concluding, the merchant said: “During our talks, 
my brother always had a name for me when I would 
start to explain. ‘Oh, Alibi Ike,’ he would say. Now his 
tune has changed to something like this, ‘I leave every- 
thing to my brother, Budget Bill.’ 

“Good-bye, see you in Chicago at the Convention.” 





Willis R. Fisher Made Head of Four 
Leather Companies 


Boston, January 2—Twenty-seven years of con- 
structive thinking and hard work were rewarded at 
the last meeting of the Boards of Directors of the 
National Leather Company, the A. C. Lawrence 
Leather Company, the National Calfskin Company 
and the Winchester Tannery Company, when Willis 
R. Fisher, until recently vice-president of the A. C. 
Lawrence Company, was elected president of all four 
companies. George H. Swift will act as chairman of 


the boards. 


Mr. Fisher has been with only one other company 
during his business career. Forced to leave Harvard 
University in his junior year because of lack of funds, 
he spent a year in the employ of a dyestuff company 
at $3 a week. He then went with Mr. Lawrence, under 
whom he worked for a year and a half and then bor- 
rowed the money with which to complete his college 
course, returning to the A. C. Lawrence Company after 
he had received his degree. He has worked in practi- 
cally every department of the company of which he 
is now the head, is thoroughly familiar with every 
detail of the work involved in the manufacture and 
sale of leather and has been an important factor in the 
establishment and development of the broad policies 
which have governed the conduct of the various com- 
panies under him. 
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This view of the interior of Chester Herrold’s 
erclusive shoe store al San Jose, Cal., shows 
more vividly than words can tell the progress 4 

made in shoe stores. The parlor type of shoe These sketches denote 
store conceals its cartons behind the walls of J) the finesse applied in 
its attractive filling room—this is the newest Ss the well arranged shoe 
method of store arrangement. store. 
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Real Progress Ahead 


Contrast Store Interiors, Methods and Merchandise with the 
Banner Shops of 1904 


T is only by looking at the stores of twenty years 

ago, in contrast to those of today that we get a 

real perspective of the growth and progress made 
in the retail shoe business. Twenty years is a good meas- 
ure of the progress of the average shoe store. There are 
enough merchants who are comparatively young men 
who can coincide with these observations and what is 
more, make them mean something towards the ac- 
complishments of ideals in 1924. 


Filled with “Left-over” Shoes 


Twenty years ago, the average shoe store of this coun- 
try was a general store room for one or more season’s 
accumulations of shoes. On the lower shelves and within 
easy reach of the clerk, were placed the more recent 
shoes and salability and sizability with all other shoes 
were measured by the distance away from these center 
cases. It was not at all unusual to find shoes from five 
to ten years old somewhere on the first floor. 

The selling of a pair of shoes on the average was 
quite a social function. Shoes were bought at $2.25 
and sold at $3.00 and a one time turnover a year was 
about the average. Goods were ordered at least six 
months in advance and were paid for “sometime.” 


A Tremendous Forward Movement 


The change in management of stores, in methods of 
merchandising, in goods bought and sold, in salaries 
and overhead have made a tremendous stride forward. 
The average merchant today looks for a 40 per cent 
margin, based on the selling price, and more nearly 
averages around 30 per cent. Of his selling costs, 





there might be struck a national average of about 
28 per cent. 

Goods cost more. It costs more to do business. It 
means more advertising and more brain work. While 
turnover has not materially increased (for it is nation- 
ally estimated at 1.7), there has been a fair salary 
taken out by most every retail merchant in business, 
notwithstanding Harvard’s report that the net profits 
at the end of the year 1922 were zero-zero, no loss, no 
gain. 

Most Every Merchant Has Auto 

Twenty years ago few merchants had automobiles 
for either the delivery of their goods or their personal 
use. Today it is a very small merchant who hasn’t 
these conveyances. 

The public pays for all of the new features in foot- 
wear merchandising, and the mere fact that stores with 
these new features have graded up not only the mer- 
chandise but the methods of presenting it, indicates 
that the public is willing to pay for the extra service. 
Many small communities now handle the exclusive 
high-grade shoes that formerly could only be sold in 
big cities. Today the smallest of towns is able to sell 
the highest qualities of footwear. 

It is well in 1924 to look to the grading-up of your 
store in your community. When a California town 
planning committee can designate a particular type of 
architecture for all stores and refuse construction per- 
mits not in harmony therewith, it indicates that the 
artistic side is both pleasurable and profitable. Shoes 
have become a most important article of merchandise, 
and shoe stores have become real institutions of service. 


In the St. Louis Exposition number of the 
Boot and Shoe Recorder of 1904, we illus- 
trated this store as one of the finest in the 
country. Twenty years have shown progress 
in store arrangement as well as in merchan- 
dise. It is not the best form of modern mer- 
chandising to fill every inch of space with 
shoes. Turnover is desired today—not left 
overs. Even on opening days, palms are not 
so plentiful because the horseshoe of flowers 
fades in a week and the store gets down to 
business—then potted palms and tissue 
paper window f ose were the national 
rule. Yes, there has been progress in shoe 
stores. 
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Mouldin$ a'Towris Ideas on Footwear 
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What a Shoe Store Is For 


There should be no reason for a good foot goi bad 
oe-fit 


They pay a doctor there not to cure them, but to keep them nowadays with superior shoe-making and s ting 
well. When a Chinaman falls sick he stops paying the methods. The shoe merchants’ business is to prevent. The 
doctor. foot is the most delicate part of the body. It can cause al- 

Here we look ahead in a commercial way. Things are most any trouble from indigestion to outright infirmity. 
speeded through in business with a vim that immediately The shoe store must direct attention to this. poe 
reflects on the weaker ones. The importance of health If a foot gets proper exercise it will stay normal; if it 
grows with each new demand of business. doesn’t weakness will develop and the customer will be 


—o/ U9 \ 


“The shoe store because one gels ‘| 


so much helpful advice there. 
“TI always feel safe—as one feels 


——————— 

° when going to the family doctor or 
lawyer for assistance. Think of it, 
comparing a shoe store with a phy- 


Moulding a Town's Ideas on Footwear 
China is the country where they look ahead in health. 


























sician, but I’ve spoken of this very 
thing to friends—you know, shoes 


do get into tea table conversation— 
to Td er D ~_ who have said they agreed. 
One Needs Expert Advice on Shoes 

“And I know 1 need experi advice 
on shoes although I feel perfectly 
competent to choose most any other 
article of wear. 

“Of course I naturally go to a 
store where there are pretty shoes, 
but one simply must get more than 
just prettiness ina shoe shop. If you’ ve 
ever had a lining wrinkle ’way up in 
the toe, or a heel that persists in slip- 
ping you know the importance of 
quality. 


--And There’s Hosiery 
“TI never knew real hosiery values 
until the man with shoe fitting ez- 
perience started to sell stockings. 
Never thought much about it. Now 
when I purchase shoes I make one 
job of it by getting hose to match. 
You can have the stocking measured 
to your foot where before it was more 
of a guess than anything—and, my, 
when it came to matching shoes or 
gown it was like hunting for material 
to match last year’s dress. Now there’s 

a stocking to match every shoe. 


Perfectly Wonderful Repair 
Department 
“I remember years ago, the shoe- 
maker with his awl and hammer. 
You’d never recognize your shoes 
after the first trip to that repairman, 
but the shoe store now performs this 
and you may have your shoes called 
for and delivered remade. 


And the Children’s Department 
“It is a pleasure to bring the kiddies to the 
= store. ne ee a 
’ " mean int r of res; ‘or their tastes. 
Ge Sal. Hapa ae ‘And when I think of the shoes I used to 
Parmer Rate noe 
Each cooperating merchant's name appears at the bottom of ah Z the’ mustard bath to revive ee 

. . . . 

each ad shown here. Each occupies the same space; each pays his ie nod diate bets thar hi chiidven'e 


proportionate share of the cost and each one reaps the entire 


benefit of the space used. 
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Noida Towns Kegon Footwear 
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forced to limit the wearing of shoes to a certain type. Then 
the customer is out of the market for the many types of 
beautiful shoes. The customer feels the restriction keenly 
and the shoe merchant does his bit of paying in the shape 
of lost sales. mee 
Boiled down, a normal foot needs the stimulation in 
varied form that all types of shoes offer. The fundamental 
idea has always been to protect feet from the hard, paved 
streets of modern times and with such protection, para- 








——0 / 05, g— 


oN 














Tort 
TrrrTTrT 





doxical as it may ‘seem, there come various weaknesses. A 
change of shoes that requires a slight adaptation on the 
part of the foot, in a slight tug on newJmuscles here and 
there, an acceleration of circulation, a difference in pitch 
relieves the possibility of strain on any particular part; no 
one part of the foot will be under-developed. 


Covering the Subject of Real Service 
The shoe merchant is conversant with all these things. 














The huntsman of olden days 















ou need mare 
than one pair 


of shoes 


killed an animal, took its hide 
and bound it on his feet with 
thongs. 

But that was before the luz- 
uries of today were dreamed of. 
Shoes are fashioned to support 
and protect from hard pavement, 
but this very protection makes 
them weak unless great care is 
exercised in footwear selection. 

















Here Are Some Foot-rules to 




















Follow 














For appearance—for com- 














fort—for economy. Wear a 














Goodyear Welt for walking and 











long use. Wear a Turn for in- 








door use, parties, dancing, etc. 














Wear a calf shoe for strength 








and rough usage. Wear a kid 








shoe for comfort as well as style. 





Wear a canvas shoe because tt is 








fabric and is to the foot about 








like the rest of one’s clothing. 




















Wear heavy shoes in Winter 














—light-weight in Summer. 














Change shoes and stockings 














every time your dress is changed 














to prevent continued saturation 








that eats the ‘‘life” out of leather. 
Wear high and low heels 











alternately—flexible and arch- 





supporting shoes in turn to pre- 











vent feet from becoming “‘set.” 
Wear two or three types of shoes 











every day if possible. Become a 





Use 3 col. 12” Newspaper Space~ 








be omitted. 
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Individual advertising is so limited thatJthe real 
educational features so necessary in placing footwear in 
its proper sphere of importance in the wardrobe must 





steady patron of the shoe store 
fully equipped to give you great- 
est foolwear service. Don’t be 
one of the estimated 70% of all 
people who are foot-sore. 

Like the huntsman keep your 
feet limber. It will add years 
to your life and joy to your days. 
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of Finding the Proper Selling Price 


Watch Your Profits in 1924. 


An Authentic Guide to the Percentage of Gross Profit — A Quick Method 
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2.75 
2.85 
3.00 
3.15 
3.25 
3.35 
3.50 
3.65 
3.75 
3.85 
4.00 
1.15 
4.25 
4.35 
4.50 
1.65 
4.75 


















1.85 | 





Profit Per Cent on Sel.ing Price 


20% | 25% |334%| 40% | 50% 
$0.63 | $0.67 $0.75 | $0.83 | $1.00 
94} 100] 1.13} 1.25 1.50 
1.06 | 1.13 | 1.28| 1.42} 1.70 
1.25 | 1.33} 1.50! 1.67| 2.00 
131) 140 | 158) 175) 2.10 
1.38 | 147) 1.65 | 1.83) 2.20 
1.44} 153] 1.73 | 1.92| 2.30 
1.56 | 1.67] 1.88] 2.068] 2.50 
1.69 | 1.80 | 2.03 | 2.25 | 2.70 
1.88 | 2.00 | 2.25 | 2.50 | 3.00 
2.00 | 2.13} 2.40| 2.67) 3.20 
2.19 | 2.33 | 2.63] 2.92] 3.50 
2.31} 2.47| 2.7 3.08 | 3.70 
2.50 | 2.66! 3.00| 3.34 | 4.00 
2.69 | 2.87 3.93 | 3.58 | 4.30 
2.81 | 3.00 | 3.38| 3.75 | 4.50 
2.94 | 3.13 | 3.53] 3.92| 4.70 
3.13 | 3.33 | 3.75 | 4.17] 5.00 
3.25 | 3.47| 3.90| 4.33] 5.20 
3.44 | 3.67] 4.13} 4.58) 5.50 
3.56 | 3.80 | 4.28] 4.75] 5.70 
3.75 | 4.00! 4.50! 5.00! 6.00 
3.94! 4.20! 4.73) 5.25 6.30 
1.06} 4.33) 4.88] 5.42) 6.50 
4.19 | 4.47] 5.03] 5.58] 6.70 
1.38 | 4.67 | 5.25 | 5.83 | 7.00 © 
1.56 | 4.87 | 5.48 | 6.08 | 7.30 
1.69 5.00! 5.63] 6.25) 7.50 
1.81 | 5.13 | 5.78| 6.42] 7.70 
5.00 5.33 | 6.00| 6.67 | 8.00 
5.19 | 5.53 6.23 | 6.92 | 8.30 
5.31 5.67 | 638) 7.08 | 8.50 
5.44 | 5.80) 6.53) 7.25 8.70 
5.63 | 6.00! 6.75 | 7.50) 9.00 
5.81 | 6.20} 6.98/ 7.75 9.30 
5.94 | 6.33 | 7.13 | 7.92 | 9.50 
6.06 | 647 | 7.28 9.70 

















Cost 


$5.00 
5.15 
5.25 
5.35 
5.50 














Profit Per Cent on Selling Price 


20% 


$6.25 
6.44 
6.56 
6.69 
6.88 
7.06 
7.19 
7.31 
7.50 
7.69 


7.81 | 
7.94 | 


8.13 


8.31 | 


8.44 
8.56 


8.75 | 


8.94 
9.06 
9.19 
9.38 
9.56 


9.69 
9.81 | 


10.00 
10.19 
10.31 


| 10.44 


10.63 
10.94 
11.25 
11.56 
11.88 
12.19 
12.50 


13.13 | 


| 13.75 | 





25% 
$6.67 
6.87 
7.00 
7.13 


7.33 | 


7.53 | 


7.67 


7.80 | 


8.00 


8.20 | 


8.33 
8.47 
8.67 


8.87 | 


9.00 
9.13 


9.33 | 


9.53 
9.67 


9.80 | 
10.00 | 
10.20 | 


10.33 


10.47 | 
10.67 | 
10.87 | 
11.00 | 


11.13 
11.33 
11.67 
12.00 


12.33 
12.67 | 


13.00 


13.33 | 


14.00 


14.67 





4 


334% 


7.50 | 


7.73 | 


7.88 
8.03 
8.25 
8.48 
8.63 
8.78 
9.00 
9.23 
9.38 
9.53 
9.75 
9.98 
10.13 
10.28 
10.50 
10.73 
10.88 
11.03 
11.25 
11.48 
11.63 
11.78 
12.00 
12.23 
12.38 


| 
| 


| 


12.53 | 


12.75 
13.13 
13.50 
13.88 
14.25 
14.63 


15.00 | 


15.75 
16.50 


10% | 50% 


$8.33 |$10.00 








8.58 | 10.30 
8.75 | 10.50 
8.92 | 10.70 
9.17 | 11.00 
9.42 | 11.30 
9.58 | 11.50 
9.75 | 11.70 
10.00 | 12.00 
10.25 | 12.30 
10.42 | 12.50 
10.58 | 12.70 
10.83 | 13.00 
11.08 | 13.30 
11.25 | 13.50 
11.42 | 13.70 
11.67 | 14.00 
11.92 | 14.30 
12.08 | 14.50 
12.25 | 14.70 
12.50 | 15.00 
12.75 | 15.30 
12.92 | 15.50 
13.08 | 15.70 
13.33 | 16.00 
13.58 | 16.30 
13.75 | 16.50 
13.92 | 16.70 
14.17 | 17.00 
14.58 | 17.50 
15.00 | 18.00 
15.42 | 18.50 
15.83 | 19.00 
16.25 | 19.50 
16.67 | 20.00 
17.50 | 21.00 
18.33 | 22.00 































cents as the cost. 
per cent profit is 67 cents. Save this and you will be compensated by the time it saves you when you can tell at a glance profit on selling prices 
from 50 cents up to $11. 


Here is an accurale chart you may follow in estimating your profil on your selling price. For example, take the first figure mentioned, 50 


If you want lo make a 20 per cent profit on the selling price, the article must be sold al 63 cents; the selling price for a 25 
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A Message to Merchants 
(Continued from page 61) 


trade. Women started to ask for pretty shoes and in- 
varisbly the merchant, casting one eye at his losses 
and another at the beautiful shoe, took courage to ask 
a real profit for the latter. 


What Makes Style Today? 


By this time most of his old merchandise has dis- 
appeared, and what is style has become both old and 
new merchandise. The difference between the two is 
very slight just at present. The right color and the 
right material make shoes saleable, no matter what the 
pattern might be; whereas the wrong color and wrong 
material, no matter how fresh the pattern might be, is 
worthless before its introduction. 


Average Store Is in Safe Condition 


There is a whole lot of common sense making its 
appearance in the shoe business. If we take the average 
store that justifies its existence, we find that it is in a 
much better position than ever before. Its contrast to 
the store of 1914 is all the difference between success 
and failure. The independent retail shoe merchant has 
increased in number and importance. 

Ten years ago it appeared that the chain store was 
everything. If shoes were sold by weight and price 
alone, they could dominate today; but the factor of 
style and selection has made the independent retail shoe 
merchant the most important factor in the entire shoe 
industry. Upon his success depends the progress and 
prosperity of the entire shoe business. 

The application of good common sense in merchan- 
dising is needed. The Recorder, in its way, tries to pull 
the merchant out of mental ruts. We propose in 
1924 to show him many mental paths on which to 
walk for a solution of perplexing problems. The pri- 
mary motive which actuates most men to embark in 
the retail shoe business is to make money, and we pro- 
pose to show him in 1924 how to invest his money; his 
time, his energy, his brains and his capital, that he 
may reap a profit. 


Progress in Orthopedics—Shoe Selling in 1924 
on Better Basis 


One of the prime reasons why some stores in some 
communities will profit more than others is in the 
brains and ability put into getting more shoes sold 
right over the fitting stool. As each year goes by, people 
get more apd more information on the value of foot- 
wear “‘to the feet” as well as to the eye. 

The cardinal principle of a shoe would seem to be, 
to fit the foot in comfort. The majority of lasts are not 
so made. Modern shoe making is more conducive to 
volume production than to anatomical accuracy. Any- 
one who has looked at a bare foot and then at the 
wooden last realizes that the shoe must conform to 
the foot and the foot conform to the shoe. 
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A graphic chart showing what you should think about in order to 
start the year right 


Shoes for the “Eye”’ 


Year after year the public has been educated into a 
belief that certain shapes are styleful in footwear. The 
foot has had to be utterly disregarded to make this 
hold true. There is only one manufacturer in the 
United States that has lasts built from moulds of the 
human feet; and to most people’s eyes his shoes are 
the ugliest foot covering imaginable. The human eye 
has accepted the wooden last as the ideal shape, and 
the poor foot has been forced to conform with it. 

What steps will be made in 1924 towards orthopedics 
and orthopedic types of footwear will progress along 
these lines? At present to reconcile style with ortho- 
pedics, the foot covering becomes a hybrid partially 
pleasing to the eye and to the foot. Never in the his- 
tory of the trade has there been such an interest in 
orthopedics; and likewise, never has there been such a 
development of chiropodist parlors. High style in foot- 
wear has been paid for in more ways than one. 

When a last is made anatomically correct; and the 
system of pattern grading and cutting is made to recon- 
cile with it; and shoe making is given the responsibility 

(Continued on page 74) 
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Mrs. Olivia H. Dennis, a widely known dramatic reader of Erie, Pa., is seen being pre- 

sented with a $2,000 check, in New York, by T. R. Elcock, President of the American Sole 

and Belting Leather Tanners, Inc.,—the first prize in the essay contest on the subject ‘* Noth- 

ing Takes the Place of Leather.”’ There were 44,000 entrants from all parts of the world 

in the contest, and 18 prizes, totalling $5,000, were given out. Left to right—S. R. Peacock, 

assistant to Mr. Elcock; T. R. Elcock, W. H. Dennis, Mrs. Olivia H. Dennis and Paul A. 
Dennis, aged 8. 


Here’s the Winning Essay On “Nothing Takes 
The Place of Leather’’ 


By MRS. 0. H. DENNIS 





HAT “Nothing takes the place of leather” Says Leather Shoe More Comfortable 


should be an accepted fact. But not until I “Well, unless my feet are dry and comfertehie, I 
interviewed many people in different occupations couldn’t hold my job, so I naturally buy leather shoes 

did I realize how stupendous a factor leather is to our} ,.ause they allow my feet to breathe, give me a firm 
present mode of living. In fact, it is indispensable and grip, are slip-proof, keep their shape and style until I 
no substitute can ever take its place. Why? discard them. I use about two pairs a year, which I 
Because nature has grown in the hide of the living all economical, for counting the entire year I walk 
animal millions of fibres and pores which can never approximately 5,000 miles. And as for the leather bag, 
be duplicated by manufacturing methods. The tanning that’s from Uncle Sam, and he always chooses the 
process gives the skins greatly increased strength, pest. If it’ were possible to get a substitute for leather, 





toughness and pliancy with insolubility in water. we would have had it long ago.” 
Then followed the first interview, covering the strength Just then Friend Policeman came by and I stopped 
of leather belting. him, asking, ““What is the most important part of your j 


outfit?” He replied, “If you mean comfort and service, 


Second Interview—Mailman and Policeman it’s my leather shoes.” 












I asked our mailman, “How far do you walk each “Have you ever tried a substitute for leather?”’ 7 
day?” He replied, “I average 15 miles a day, through “Once, and only once. And it fairly ‘took me off my d 
rain, snow, sleet—”’ I implored him to stop and said, feet’ for several weeks, for those substitute soles nearly : 
“That is almost equivalent to walking from Erie to crippled me. But I’ve learned my lesson. For leather ” 
Cleveland once a week.” is absolutely the only thing for shoes to keep the feet 2 

“Yes, then walking back again the next, and keep- dry and comfortable and at the same time be economi- | 
ing it up year after year, regardless of walks and cal. Whys I have my shoes half-soled two or three “ 
weather.” times, something you cannot do to substitutes. No, I P 

“What do you consider the most important part of cannot afford anything but leather shoes.” - 
your outfit?” Now, get this point, he did not know " , . , : 
that I wanted an interview about leather, and promptly Third Inlterview—Mother of Nine Children Speaks “ 
replied, ““My leather shoes and bag.” “Yes, I could tell you more about. shoes than you “ 

“Why leather shoes?” I queried. have time to write about. Put yourself in my place, . 
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and out of a moderate income, buy shoes for nine chil- 
dren, not forgetting that mother and father also wear 
shoes. In my time I’ve tried many substitutes that 
looked good, in order to cut the shoe bill. But each 
time found results disastrous and absolutely no econ- 
omy, not forgetting to add the discomfort and shabby 
looks of the children’s feet. But in time I did learn 
that ‘Nothing takes the place of leather.’ ”’ 

“A friend of mine with six children was always com- 
plaining about money she spent on shoes, which lasted 
no time at all. So one day I said, ‘Caroline, you buy 
shoes like you do patent medicine, because you like 
the picture on the bottle. Now we will figure this out 
in dollars and cents and see who spends the most.’ 
Here is the result: 

Shoes for Caroline’s 6 children—substitute material, 


Phin s canaseanes 6 pairs at $1.50 each, $9.00 
(Shoes could not be half-soled) 

PR iekvncen a ctetier 4 pairs at 2.00 each, 8.00 

May l6th...............6 pairs at 2.00 each, 12.00 





Total investment, $29.00 


Leather shoes for my children (Q who were going to 


school), 
| ae eee 6 pairs at $3.00 each, $18.00 
May Ist...........4 pairs half-soled, .70a pr. 2.80 





Total investment, $20.80 


“So I had actually spent $8.20 less. And thedifference 
being not only in money, but the fact that Caroline’s 
children had damp, shabby looking shoes half of the 
time, and mine had dry, comfortable and neat shoes 
until they worn out. All of the children wore these 
shoes until school was dismissed in June.” 


Fourth Interview—Business Man Speaks—also Saleslady 


“In May, 1918, I purchased a pair of cordovan 
leather oxfords with soles and heels for $12.00. In 
September, 1918, a pair of high shoes exactly same 
make for $17.00. This was five years ago and at that 
time the prices seemed high, but being war times, we 
didn’t argue. 

“Have I had my money’s worth out of this invest- 
ment?” 

“T’'ll say so, for I am still wearing them. Good looks, 
dry feet, comfort, economy, long wear and more serv- 
ice to both. Both pairs have been half-soled, after 
which they were good as new. I walk several miles a 
day in my work and go from a factory to the bank 
president’s office, so comfortable, damp-proof and 
slip-proof leather shoes plus style are an absolute 
necessity. 

“Last summer I wore a snappy looking sport shoe, 
with sole and heel of composition material. Several 
weeks later my feet blistered badly and I tired very 
easily. This feeling I attributed to the hot weather, 
until I happened to mention it to a saleslady who is 
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on her feet practically all day, and she said, ‘No won- 
der you tire easily, look at the shoes you wear. You 
have encased your feet in a hot, airless, non-flexible 
cell; I can’t afford to wear anything except leather 
shoes which support my feet firmly, keep them cool 
and dry, and give me long wear, as well as keep their 
shape and style.’ 

“This was the lesson I needed, and I went back to 
my leather shoes.” 


Leather Shoes from a Health Standpoint 


A chiropodist told me, “If people wore the right 
size leather shoes exclusively, about 50 per cent of foot 
trouble as well as other ailments would be eliminated.” 

“But in that case, you would lose your job, wouldn’t 
you?” 

He replied, “Oh! then I could work on my farm, 
which I would prefer. For I’d rather watch onions 
grow instead of bunions.” 


Our Soldiers 


I wrote to the War Department at Washington and 
inquired how many shoes our army used during the 
World War. The reply states that “26,423,000 pairs of 
shoes were produced in the period from April, 1917, to 
November, 1918.” 


Why Leather Shoes instead of a Cheaper Substitute? 


Because from a health standpoint plus the wear 
and tear of soldiers’ shoes, and the absolute necessity 
for comfort, “Nothing takes the place of leather.” 


My Mountain Climb 


_ The trail up Mt. Wilson, California, is nine miles 
long, and by no means an easy climb. There were six 
in our party, two of whom could scarcely finish the 
climb, because their feet hurt so badly. 

After a night’s rest, we started down, and the same 
two people began to complain of their feet. In fact, 
it became a painful process for them. Finally we all 
sat down on a large, flat rock and examined our shoes. 
These two people did not wear leather shoes; their 
feet were so blistered, burned and bruised that they 
could scarcely continue the trip necessary to reach 
the train for home. 

As a result, the girl spent two weeks in bed with 
bandaged feet and the young man had to give up his 
football practice for several weeks. 

So for sport wear, as well as business, “Nothing takes 
the place of leather.” 





Greater Integrity in Ordering 


That merchant who automatically orders three times 
as many shoes as he actually needs, under the assump- 
tion that he can cancel two-thirds later in a letter 
direct to the factory, is going to mend his ways first 
through associations emphasizing the integrity of an 
order, and second, through manufacturers “getting on 
to him.” 
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‘Style Review—January 15-17 


The Volume Buyers to Have Their Own 
Runway Event 


completed. The second advanced shoe fashion 

show of manufacturers making for the whole- 
sale trade will take place at Convention Hall, January 
15-17, from 5.30 P.M. until 10.30 P.M. Every avail- 
able space has been sold, there being eighty exhibitors. 
There will be a runway, on which thirty professional 
models will show women’s and children’s shoes for 
spring and summer of 1924 to buyers, only. The Na- 
tional Shoe Wholesalers’ Association, which is to hold 
its annual convention in Convention Hall on January 
14 and 15, has endorsed this Style Review and has 
asked its members to attend. 

Buffet lunch at 5.30 will inaugurate each evening’s 
program. At 7.30, the curtain will be raised just enough 
to show an array of dainty feet. After the “ensemble” 
showing, each model will trip down the boards to the 
strains of the Fadette Orchestra. Every model will 
remain on the runway for two minutes each time; no 
two models will occupy the runway at the same 
time. Edric Taylor, of the McNichol-Taylor Last Co., 
Lynn, is in charge of the runway, and has introduced 
some brand new and unique features. One of Mr. 
Taylor's very clever ideas is the featuring of various 
leathers, as to new colors and kinds; these leathers will 
be the materials from which gowns will be made. 


P. competed. Ts Review plans are practicelly 


List of Speakers 

At 7.30 on the evening of January 15, the Style 
Review will be officially opened by Lieutenant-Gov- 
ernor Alvan T. Fuller; on the second evening, at the 
same hour, I. E. Dooley of Knoxville, president of the 
National Shoe Wholesalers’ Association, will do the 
honors; on the third evening, at 7.30, A. H. Lockwood, 
editor of the Shoe and Leather Reporter and Shoe 
Wholesalers, will be the inaugurator. 


Reception Committee 


The reception committee for the three evenings of 
the Style Review will be as follows: Stanley Wass, 


chairman; C. H. Daniels, George J. Moholland, James 
Malley, John W. Wood, Phil English, Robert Wilson, 
Edward J. Rafter, John T. Hollis, George L. Stan- 
wood, T. LeBosquet, Charles Harding, John B. Atkin- 
son, Irving McKenna, W. Chandler Brown, Charles 
E. T. Grinnell, Sumner Thompson, Allan Collins, Car- 
rol Brown. 
List of Exhibitors 


Cambridge Rubber Co., Cambridge, Mass.; Tolman Print 
Co., Brockton, Mass.; Porter & Burns, 78 Lincoln St., Boston, 
Mass.; Wall, Doyle & Daly Co., Brockton, Mass.; Quabaug 
Rubber Co., North Brookfield, Mass.; Barnet Leather Co., 360 
Madison Ave., New York, N. Y.; Outing Shoe Co., Worcester, 
Mass.; F. S. Elam Shoe Co., Rochester, N. Y.; Webber Shoe 


Co., Haverhill, Mass.; Menzies Shoe Co., Fond du Lac, Wis.; 
Hood Rubber Products Co., Watertown, Mass.; McElwain, 
Holmes & Talbot Co., Hudson, Mass.; Lyons & Hershenson 
Co., Chelsea, Mass.; Hill Bros. Co., Hudson, Mass.; Witherell 
& Dobbins Co., Haverhill, Mass.; H. Jacobs & Co., New York, 
N. Y.; Becker Shoe Gp., Haverhill, Mass.; Farnsworth Hoyt 
nord Tuttle Shoe Co., Everett, Mass.; McNichol & Taylor Co.., 
Mass.; Prouty Daniels Co., Inc., Everett, Mass.; L. H. 
Spaulding Co., 94 Beach St., care Mr. Ww. C. Brown; Harding 
Haverhill, Mass.; ‘le et-Moore Co., Haverhill, 
Mass.; Edw. A. Luedke Shoe Co., Milwaukee, Wis.; Haskell, 
Brown & Bradb Co., Lynn, Mass.; H. S. Collins, Inc., Haver- 
hill, Mass.; Amalgamated Lea. Co., 103 South St., Boston, 
Mass.; Wm. P. Lowell Co., Newburyport, ms at. H. Baker 
Co., Beverly, Mass.; J. E. Bottomley & Co., Mass. ; 
Davies Shoe Co., Racine, Wis.; Smith, “aid > Lisbon St., 
Lewiston, Me.; Milwaukee Shoe to Milwaukee, Wis.; Novelty 
ay gt Co., 121 W. 19th St., New York, N. Y.; Ross Shoe Co.; 
Field Shoe Co., Beverly, Mass.; T. J. Kiely & Co., 266 
Broad St., Lynn, Mass.; Geo. A. Learned Co., Newburyport, 
7 Devine & Yungel, Harrisburg, Pa.; Carroll Jellerson 
, Norway, Me.; Capital City Corp., Augusta, Me.; Alfred 
Kieaball Shoe Co., Lawrence, Mass.; raig-Reed- Emerson, Inc., 
Ideal Factory, Brockton, Mass.; Huckins & Temple, Milford, 
Mass.; L. B. Dudley Co., Haverhill, Mass.; Kimball Shoe Co., 
Manchester, N. H.; Putnam Shoe Co., Salem, Mass.; Farming- 
ton Shoe Co., Dover, N. H.; Marston & Brooks Co., Hallowell, 
Me.; Cushman Hollis Co., Auburn, Me.; Rubin Bros., 149 
Wooster St., New York, N. Y.; G. P. Crafts Co., Manchester, 
N. H.—C. M. Crafts; E. E. Taylor Co., 57 Lincoln St., Boston, 
Mass.; Dingley Foss Shoe Co., Auburn, Me.; Gale Shoe Mfg. 
Co., 216 Lincoln St., Boston, Mass.; Lynn Last Co., Lynn, 
Mass.—A. E. Goodwin, Mgr.; ‘Northwestern Leather Co. Trust, 
14 South St., Boston, Mass.; H. H. Brown Co., No. Brookfield, 
Mass.; Linscott-T yler & Wilson Co., 167 Lincoln St., Boston, 
Mass.; Martin Shoe Co., Salem, Mass.; Globe Shoe Co., under 
Atkinson & Blumenfeld Co., 170 Lincoln St., Boston; The Rey- 
nolds Co., Providence, R. 1—Mr. Wm. Reynolds; Collins & 
Staples, Haverhill, Mass.; B. A. Corbin & Co. 








An interesting program has been planned for the 
annual meeting of the National Association of Shoe 
Wholesalers in whose honor and for whose benefit the 
style show is to be held in Boston next week. The con- 
vention will open on Monday afternoon, January 14, 
with a conference on rubber and tennis footwear prices, 
followed by a meeting of the Executive Committee and 
a dinner at 6.30. On Tuesday the meeting will open at 
10 A.M. with the reports of officers and a discussion of 
the following four topics: 








Wholesalers’ Convention Program 


“The Wholesaler an Important Factor in Modern 
Shoe Merchandising,”’ led by William C. Herrick of the 
Smith & Herrick Co., Albany, N. Y. 

**Methods of Keeping Accurate Purchase Records,”’ 
led by E. M. Scattergood of Geo. H. West Shoe Co., 
Philadelphia and R. B. McCallie of Knoxville, Tenn. 

**How to Get Better Stock Turn-Over in Shoe Whole- 
saling.”’ 

**Uniform Expense Analysis,”’ led by Ralph B. Jones, 
of the C. A. Goodnow Shoe Co., Boston, Mass. 
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The Visiting Buyers’ Guide to Boston 


ITH each New Year, large numbers of shoe manufacturers and 
buyers assemble in the Hub. Many manufacturers and their 
salesmen spread their lines at the commercial hotels and there the buyers 
repair to select their merchandise for immediate and spring deliveries. 
That buyers may the more readily find these hotel exhibitors, The 
Recorder, in accordance with ils custom, each January and July, 
publishes a list of hotel sample rooms. This list is as nearly complete 
as it has been possible to compile it. If there are any additions, or cor- 
rections, we will be glad to receive them for publication. 


At the United States Hotel 


F. H. Burrows of the Little Falls Felt Shoe Company . 
W. K. Urquhart, Little Falls Felt Slipper Company.. . 
Frank Ingalls, sian 
A. B. Rothschild, Republic Felt Slipper C Company ..... 
T. E. Graham, Graham Bros. Shoe Company . 
J. D. Carter, Bona Allen, Inc. 

C. W. Anderson, Newcombe-Anderson Shoe c ompany. 
E. A. Fargo, Fargo-Hallowell Company............... 
J. W. Hanly, Livingston Shoe Company Pree’: 
R. A. Spiegel of the Allen-Spiegel Shoe Mfg. Co....... 
8. A. Levitt, Greenburg-Miller Company............ 
W. J. Best, New Oxford Shoe Mfg. Co.. 
Fred W. Moritz, Janke Shoe Mfg. Co.. ic 
W. G. Logie, Huntington Shoe and hasltiee manaeeen ; 
E. A. Luedke, Edward A. Luedke Shoe Company 
C. W. Butler, Red Seal Shoe Company.............. 
pte Reid, Lumberton Shoe Company . 
H. S. Carpenter, Carpenter Shoe Company .. 
Edward G. Kalb, Kalb Shoe Mfg. Co....... 
Holly Shoe Company .. Os I Re I MAE Sp 
L. P. Weld, G. W. Cheheowt.. 

A. N. Wolf, Yeager Shoe Ganeee.. wane 
Harry L. Du Brin, The Menzies Shoe Chitaday. 

W. J. Devine, Devine & Yungel Shoe Mfg. Co......... 
I. Hoffenberg, A. Werman & Sons, Brooklyn......... 
Max Schwartz, Schwartz Shoe Company.............. 
F. A. Rohn, Rohn Shoe Mfg. Co. 


Shoe Industries . 
A. F. Hoffman, Albright-Stanley Shoe Mig. Co. 
William Heiber, William Heiber & Son............ 
Roger Whipple, Hagerstown Shoe & Legging Co..... 
F. A. Schieffer, A. H. Weinbrenner Company 
P. A. Pathe, Cincinnati Shoe Company.............. 
B. Ditzier, R. E. Yeager Shoe Company ..... . 


At the Hotel Essex 


A. L. Puffer, Smaltz, Goodwin Company.............. 
Gordon Goldsmith, Phillips Shoe Co., Inc., Mary- 
land Shoe Corporation, A. M. Legg Shoe Com- 
pany, J. Newton Seitz Shoe Company and 
Kazanjian & Co. 
Rosenwasser Bros. . 3i 
Frank Perry, W sien & Siiey: 
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Joe Erman Shoe Company 

Blum Shoe Company .. 

N. B. Thayer & Co., Inc 

Forbush Shoe Company, North Grafton, 
Mass. . ; 

Novelty Slipper Company 

All Wear Shoe Company 

Fein & Glass......... 

Walter Edelstein 

Harry Hirsh, H. Hirsh & Bro. 

Louis Plitkin & Co.... . 

Collingwood Shoe Company 

J. Weiss Shoe Company 

International Footwear Co., Inc. 

Rubin Bros. Footwear 

Milwaukee Shoe Company 

Gotham Shoe Mfg. Co. ecdehi 

South River Shoe and Sandal Company 

Atlas Shoe Mfg. Co. 

Green Shoe Mfg. Co. 

E. J. Ramsey Company 

Paul Mendelsohn....... .. ’ 

M. Blutman, Biltwell Shoe Company 

W. J. DeWitt, Dunn & McCarthy... .. 

J. D. Abelson, A. J. Bates Company 


W. D. Hannah, W. 
Company .. 


D. Hannah Shoe 


George Wiggin, Riley Shoe Mfg. ( Co. 
Shapiro Comfort Slipper Company 
Melanson Shoe Company 
A. P. Crawford .. 
L. L. Crandall. . 
Arthur La Boate, Pp. Sulliva an Company 
W. T. Dickerson, P. Sullivan Company 
L. E. Butts, Boyd-Welsh Shoe Com- 
pany.... 
N. Rosenbaum, 
pany. sr abd nis 
L. Schiff, Diesen Shoe | Company 
Welch Shoe Company .. REE 
Murphy & Osborne Shoe Company . 
Ajax Shoe Company . 


Comfort \ Com- 


Central Shoe Company 
Concord Shoe Company. 


Lester J. Gordon, Interstate Shoe C mapa SRLS AE Rm. 922 
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A Message to Merchants 


(Continued from page 69) 


of building an accurate covering to the foot made of 
leather and materials—then will come a new age in 
footwear. 

Until that time, the best orthopedic work will be 
directed towards making special feature shoes as com- 
fortable as possible, and partially corrective of faults 
produced by ill-designed, ill-built and ill-fitted foot- 


wear. 


Style Made More Profitable—It Can be Done in 
1924 in Your Community 

Style is shaping itself in 1924 to show a profit, and a 
gain to the merchant who handles it intelligently. 
The types of shoes the public will have this spring 
and summer are shaped by the merchant. A manu- 
facturer may show the merchant many styles, but what 
the merchant selects and presents to the public becomes 
the style of the period. By multiplying the number of 
stores by the styles bought, you get the demand for 
each style. 

When conditions are not particularly brisk in mer- 
chandising, it is the custom to assign the reason for 
that situation to the most perplexing subject in your 
mind—STYLE. 

It is for this reason that freakishness of style has 
come in for its general “lambasting” the past two 
months. Out of all the critical discourse on styles has 
come, however, a better sense of what is good taste in 
footwear. As a prominent merchant has put it, “We 
have had so much doubt on patterns that all patterns 
are good, providing they are in the right materials and 
colors.” 

Must Know Colors 

The merchant this year will have to know more 
about the elements of color and material than ever 
before. A tricky pattern may catch some attention, 
but it can only go over big if it has the right color and 
material. 

“Bootleg” Style Period Over 

Gone are the days when “‘bootlegging”’ in style brought 
fortunes. Just a year ago, any kitchen shop with a pat- 
tern “‘bootlegged” out of a good line, was able to pro- 
duce synthetic styles and get away with big money. 

More and more the public is appreciating the fact 
that good shoe making must be put into footwear, the 
leather must be right in its tannage as well as color, 
and the shoe must be fitted to the foot as well as to the 
eye. 

These are the outstanding style features of 1924. 
They are worthy of all the concentrated study that 
you can give them. 


More Specialization in 1924, Not Only by 
Stores, but_in Departments and with 
Each Man 


The tendency of the shoe store is towards special- 
ization. There will be more specilization done in 1924 








than ever before. Not only must the store specialize 
in its grades, qualities and types of service, but each 
man within it must become a specialist. 

Have some one in the store know a little bit more 
about orthopedics; while someone else knows fine dis- 
tinction in colors. The greater the staff; the greater 
the opportunity for just this kind of specialization. Put 
somebody on to the problem of search and research, to 
find out underlying causes why business is not what 
it should be each week or why an advertisement did 
not “ring the cash register bell.” This man ought to be 
not only a “reason finder” but one who can apply 
his deductions to getting more shoes sold right next 
week. This is the last place to appoint an “alibi finder.” 
Specialization is necessary in 1924. 


Sales Planning Begins Immediately upon 
the Receipt of the Goods 


When you get a shipment of shoes you will find that 
it consists of four things: the actual foot coverings, the 
responsibility of profitably and properly selling them, 
the enthusiasm that the new goods create in both clerk 
and customer, and the possibility of a profit or a loss 
in each pair. Whenever you buy, think of all four of 
these features for they mean better business in 1924. 


Watch Your Sales Volume—Play Up the 
News Value of Your Shoes 


The store that has set up a good weekly quota in 
1923 surely expects to beat it in 1924. To do this every 
bit of brains and ability must be applied to get a 


volume. Volume comes from two sources: regular trade 


which consists of constant customers who have pre- 
viously been satisfied with both shoes and service, and 
special selling effort. In the latter division, the applica- 
tion of brains finds its extra stimulant. There are 
special selling events possible in each and every week of 
the year. There is news in every pair of shoes bought 
and sold. There is comfort of the foot and pleasure to the 
eye, in every pair shown in the window, or offered over 
the fitting stool. 

The more points of contact that you can get the 
better. It may take a little style show to open the 
season, to be followed by special window displays and 
extra-special selling features. It is only by keeping con- 
stantly at it that a store in 1924 will get more than the 
share of business it commanded in 1923. 


A Year for Turnover—Increase Sales 
Volume on Smaller Stock Carried 


Large sales volume and small stocks give the most 
satisfactory turnover. Complete size selections en- 
courage large sales volume because fewer sales are lost 
by customers who can’t be fitted. Satisfactory turn- 
over comes through having faith in the merchandise 
you have bought, and the courage to push it energet- 
ically. A smaller turnover is needed, less capital, you pay 





January 5, 19% 











Jai 





5, 192% 


alize 
each 


nore 

dis- 
ater 

Put 
h, to 
vhat 

did 
o be 
pply 
next 
ler.” 


port 


that 
the 
em, 
Jerk 
loss 
r of 
924. 


the 


a in 
yery 
ta 
rade 
pre- 
and 
ica- 
are 
k of 
ght 
the 
yver 


the 
the 
and 
On- 
the 


Ss 


ost 


lost 
n- 
lise 
zet- 
pay 


January 5, 1924 





less interest charges, your stock is cleaner, your storage - 


space is less, your mark downs are at a minimum and 
you make your money on turnoversand not on leftovers. 


Better Windows in 1924—Play Up “Out 
of the Ordinary” Features 

The object of a display window is to attract. Show- 
ing merchandise alone day after day becomes monoto- 
nous to many prospective customers. The public is al- 
ways seeking something new, something out of the 
ordinary. 

The drug trade has sensed this fact and many so- 
called drug stores have become miniature department 
stores. Do you know many of them carry felt slippers, 
bath and bathing slippers and pullmans, to say nothing 
of the thousand other items which recently have been 
added to their stocks? All because the attractive value 
makes these articles profitable and the public must be 
attracted. 

The showing of footwear exclusively to advantage is 
an art even in this day of fancy patterns. Departure 
into other channels combined with the usual display of 
merchandise often helps to increase display efficiency to 
where it is reflected in the day’s sales. 


Look Over Your Stock—A Sample Method 
of Physical Inventory 

A thorough physical inventory should be taken at 
least twice a year—a pair count showing number of 
pairs of each kind of shoes every month. Once a month, 
too, lay out one shoe of each kind with size sheet so as 
to determine today’s actual retail value of each parti- 
cular shoe. In repricing consider upward as well as 
downward. 

When new low prices are deemed necessary to 
move slow selling lines, take off an additional 33% %, 
so that when you sell these goods you will show a profit. 
For example, if you have a line that will only bring 
$3.00 at retail, mark them in your inventory at $2.00, 
then when these goods are sold at $3.00 you show a 
profit. The loss is taken in the period when it occurs, as 
it should be. When goods are sold you show a profit. 
This method is also used by many merchants who oper- 
ate bargain departments in conjunction with their 
regular store. The real question is: “What will these 
shoes bring?”’ not ““What did they cost?” This same 
principle applies to marking your new footwear. 


Store Fronts Need New Faces, Plaster and 
Stone Effects Are Good for Shoe Display 

Undoubtedly the time has come to make improve- 
ments in store fronts. With the introduction of the 
low-priced chain stores in so many towns, the old line 
establishments need to brace up. Not a race for archi- 
tectual supremacy, but a general toning up. Gum 
wood, mahogany and other woods appear to have lost 
their former favor. Most of the modern fronts have for 
a back ground, the plaster and stone effects. with white 
ceilings to reflect the light. Investigate these newer 
ideas before signing your contract. 
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What Percentage for Advertising—How to 
Budget Your Publicity Investment 


The amount of money to be spent on advertising for 
the current year, is usually a fixed percentage of the 
gross sales of the previous year. A fair average is 3%. 
For a business doing $100,000 a year, 3% of this would 
be $3,000. This appropriation is usually sub-divided as 
follows, 10% is set aside for emergency or special work, 
50% for newspapers. 20% for direct-by-mail, 15% for 
windows, 5% for out door advertising. These pro- 
portions necessarily vary in different cities, some mer- 
chants spending as high as 65% on direct-by-mail, 
others a scant 5%. Advertising has but one object, that 
of making additional sales or fostering good will, that 
will ultimately mean sales. 


Meeting “Bell Rings” Competition by 
Showing Better Service, Exchanges and 
Fitting, Etc. 

A wall map in the office of a large retail establishment 
shows the distribution of merchandise over an area of 
practically the entire west. This store.caters to women 
who wear shoes ranging in price up to $18.00 and $20.00, 
and the mail orders received are a large part of the 
volume of this business. 

What the big city merchant has accomplished the 
country merchant can do only on different grades of 
merchandise. High priced shoes are not the basis of the 
small town business, but a diversity of medium priced 
shoes are the means of directing trade to your store. But 
just as the big city store sends its representatives 
across the continent to show. new styles in their grades 
so must you devise means of showing your merchandise 
to your prospects. You need no high priced salesman, 
no expensive hotel, engraved announcement, but a 
young lady after school hours or during a vacation 
period can make a house to house canvas, in the nearby 
towns showing samples of oxfords, house slippers, 
comfys and hosiery for the women and two or three 
boys’ shoes, and the same in men’s, only adding a work 
shoe or service boot if in a rural district. 

The agent also secures through these personal calls 
an accurate mailing list complete in detail and the 
chances of a sale at a later date if no sale was made at 
the time prospect was called on and in what style of 
shoe the customer was interested. 

Price is always an inducement to the consumer in 
the rural districts on staple and work shoes. Here you 
have an advantage because your overhead is based on 
your present business and not on mail orders, con- 
sequently this must be considered in the selling price. 
In determining the selling price add 10% for agents 
commission, 2% for advertising, 1% for insurance, 2% 
for postage and five per cent for profit. These figures 
apply only on staple shoes and on lines you can re- 
order daily to keep filled in on sizes. Adding your cash 
discount to the 5% profit will give you a return on your 
investment you will find difficult to equal on your nov- 
elty and fancy shoes after allowing for depreciation. 
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Here is material evidence of the growth of the Hannahsons business. To meet 
the steadily increasing demands of our trade we have been compelled to take 
larger quarters with greater facilities of production. So, we have taken over the 
factory formerly occupied by Chas. K. Fox and are ready to give greater service 
and greater value than ever before. 
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We are proud of the remarkable growth of our business—our 80,000 feet of floor 
space—our capacity of ten thousand pairs daily. But we are more proud of our 
host of loyal friends in the trade who have made this growth possible and this 
step necessary. As we face the New Year, it is with a renewed pledge to merit the 
trust which the trade has placed in us. And we look upon our new factory as a 
means of helping us to make and hold many new friends. 


SHOE COMPANY 


MASSACHUSETTS 
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NEW YORK’S MARKET 


Sor NOVELTY FOOTWEAR 
IN STOCK _ 











ENGLISH MODEL DRESS SHOE 


This number is an exact copy of a model from London, the acknowledged 
style center for correct attire in formal evening wear. 


THE **PICADILLY” No. 1455—Men’s Sterling Colt, extra 
fine quality, Goodyear Welt, goring on 
side, false button, beveled edge sole, 
“Spring-Step” rubber heels. 

C Width Sizes 6 to 10 
D Width Sizes 5 to 10 
Single pairs 25 cents extra 


The L. B. Schindler 
Shoe Co. 
148 Duane Street 
New York, N. Y. 

















FIO|RE SPRING 
Buy Dr. Malkin’ s **Foot-Kare”’ Children’s Shoes 


Shoes of Beauty, Comfort and Service 
made to meet the urgent demand for 
children’s footwear at popular prices. 
Our salesmen are now on the way to see 
ros, Wait on them. It will pay you to 
old off placing your children’s Sprin 
low shoe orders eetil ou ha = inspecte 


are” line. 
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AJNEW NUMBER AT_A SPECIAL PRICE 


The “Betty” No. 6617—High-grade 
Turn Construction Sat- 
in with black suede 
front. Covered Mili- 
tary 13/8 Heel. 
Widths Sizes 
is « .4to 8 
a 3% to 7 
See 3% to 8 


MOSHERSHOECO. 


114-116 West Broadway 


Regular Value $5.50 
NEW YORK CITY 


Special Price $4.50 
Ves 


a ¥ 


~~ 
NOW IS OXFORD TIME! | 
LOOK AT THIS ONE 


No. 2020—High-grade tan calf, cork 

welted, blucher oxford. Maltese 
cross perforations. Blind eye- 
lets. Leather lined tongue. 
8/8 heel. Rubber top lift. 


Several other good oxford 
numbers carried in stock 


Write for Samples 











PRICE 


$4.25 M. J. SAKS SHOE CORP. 
My WIDTHS A, B & C 


157 Duane St., New York 
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BUTTERFLY ‘‘MARY JANES” 
The Hit of the Season! 


No. 600—Patent Pump Brooklyn 
McKay. All Leather 
SIZES 


Children’s 8% to 11 

Misses’ 1144 to 2 7 
Growing Girls’ "Broad and Nar- 

row Toe 2% to 6 3.00 


Write for Samples 
LION SHOE CO. 


107 Reade Street 
New]York City 








‘“*THE_ RIGHT SHOES ON TIME” 


ESTABLISHED 1880 


NOW LOCATED 
IN OUR NEW HOME! 
109 READE ST. 
{MAKE OUR PLACE YOUR{ HEADQUARTERS] 


B. FRIEDMAN t=: NEW YORK CITY 
(Formerly at 145 Duane St.) 


PREPARE FOR YOUR SCHOOL GRADUA- 
TION TRADE WITH THIS ATTRACTIVE 
COLONIAL on 
Fine McKay carried in stock 

in patent leather, black vel-- 

vet and white kid. 

Misses’ sizes 114%to2 $2.60 

Growing Girls’ sizes 

2% to5\% $2.85 

CONCORD SHOE 

COMPANY, INC. 

116 Duane Street, N. Y. City 63 N. Third Street, Phila. 
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WM. KELLERS SHOE CO., INC. 
198 CHURCH ST. NEW YORK CITY 


EXCEPTIONAL VALUES IN INFANTS’ 
AND CHILDREN’S — TRETCO 


No. 719—Chiid's 


ar Cut, Tip, ous. 
to ll 


tions. 

Write for catalogue 
illustrating our com- 
plete line in color. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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CHICAGO 


Past Year Was One of Best 


Sound Condition Features All Leading Industries as Business 
“Men Prepare for 1924 


HE year 1923 goes down on record as 

one of the best business years in the 
history of Chicago. Buying, generally, 
was greater during 1923 than ever before. 
Dan F. Kelly, general manager of The 
Fair, estimates that over $100,000,000 
was spent in Chicago on Christmas shop- 
ping, that over 25 per cent more toys were 
bought this Christmas than ever before; 
that one State street department store did 
$85,000,000 worth of business last year 
and further estimates that four others will 
run close to $30,000,000. Building 
activity is very much on the incline. 
Nearly half a billion dollars has been spent 
in the past 12 months and 1924 promises 
to go bigger. 

The savings banks show a big increase 
in savings accounts during 1923. There 
are jobs for all who want work and while 
living expenses are still high, as compared 
with other parts of the country, wages in 
most cases are commensurate. 


Retail Shoe Trade Gains 


The retail shoe business, except for a 
few dull weeks, shows a good substantial 
gain over 1922. Taking into consideration 
the unseasonable weather December has 
been a very good month. With few excep- 
tions every shoe store in Chicago and 
Vicinity shows an increase in pairs sold 
during 1923 over 1922. The increases are 
from 15 to 30 per cent. 

There are, however, instances where the 
increase in pairs sold will not show in 
profit on the books. This is in cases where 
the stock on hand at the January inven- 
tory is of the novelty type that has so 
depreciated in value as to entirely con- 
sume the profits made on the increased 
pair sales. 


Colonials Increase In 
Popularity 
The Colonial is popular in the high 
grade novelty lines. Those merchants who 


did not anticipate the demand that has 
been created for them are now finding it 
extremely difficult to buy them for im- 
mediate delivery. And as the majority 
seem to think that their popularity will 
not carry over into spring, they are hesita- 
ting about buying for future delivery. 


Consolidation of Kreider 
Offices 


On January first the St. Louis and 
Chicago offices of the A. S. Kreider Shoe 





A. 8. KREIDER 


President of the A. Kreider yy 
manufacturers, hick consolidated its Chicago 
and St. Louis Offices. 


Co. was Chicago. All members of the St. 
Louis staff were transferred to the Chicago 
offices where quarters have been enlarged. 

Herman Cushman, Vice-president of the 
Kreider Company, brought about the 
consolidation as a part of a sales drive that 


Getting Wore Shoes Sold Right 












has as its goal a $7,000,000 business in 
1924. About $5,000,000 worth of junvenile 
footwear was sold by these two branch 
offices of the Kreider organization in 1923. 

R. D. Cushman, who has been manager 
of the St. Louis office, will continue to 
direct the affairs of the organization that 
he is bringing to consolidate with the 
Chicago branch under the management 
of his father, Herman Cushman. 

The entire sales staff of the St. Louis 
branch will remain intact. 

The salesmen transferred to the Chicago 
branch include: A. P. Trautman, Okla- 
homa, Arizona and New Mexico; Fred 
Thon, Northern Texas; J. B. Dostal, 
Kansas City; S. S. Slater, Southern Texas; 
P. B. Schroeder, Mississippi and Louisiana; 
M. H. Martin, Alabama; D. F. McGuire, 
Arkansas; H. Jacobsmeyer, St. Louis; J. 





HERMAN CUSHMAN 


Vice-President of the A. S. Kreider Shoe Co. He 
brought about the consolidation of the St. Louis 
and Chicago offices 
C. Markland, Missouri; L. P. Hallock, 
Kansas; Tom Trout, Kentucky and 
Tennessee. 


Reports from Stores 


Mr. McNamara, manager of the French 
Shriner & Urner store at 106 S. Michigan 
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avenue, believes the most popular models 
in sport oxfords for men this spring will be 
with alligator and lizard skin golf straps. 

The Windsor Boot Shop at 1219 E. 
63rd street reports a very satisfatory busi- 
ness with sales mostly on patent and satin 
straps. An increase over last year is noted 
both in shoes and hosiery. 

Daemicke Brothers, 1143 E. 63rd street, 
are doing an excellent business on patent 
and black kid colonials. 

S. Shane & Co., 824 E. 63rd street, are 
doing well, especially with the Stetson line. 

Harry Chavis, of The Chavis Bootery, 
922 E. 63rd street, is also among those who 
report favorable business and an increase 
over. last year. Beautiful windows properly 
arranged and a clublike interior make the 
store a community shopping place. 


New Firm Opens 

The new firm of Guthmann, Carpenter 
& Company, opened its doors for business 
at the southwest corner of Monroe and 
Franklin streets, on Wednesday January 
2. The firm of Guthmann, Carpenter & 
Telling liquidated their business on that 
date and the stock on hand, trade names 
and good will of that business was taken 
over by the new firm. 


Buys Merchandise from 


Rothschild & Co. 


Following is the official statement con- 
cerning the purchase of Rothschild & Co., 
just issued by James Simpson, president of 
Marshall Field & Company. 

“Marshall Field & Company has pur- 
chased the stock of merchandise of Roths- 
child & Co., together with its store build- 
ings, leaseholds, equipment and good will. 
The net purchase price approximates 
$9,000,000. It is a cash transaction, 
$6,400,000 being paid at once, $1,000,000 
by the assumption of the existing mort- 
gage on the State street buildings, and the 
balance as soon as certain adjustments 
between the parties have been made and 
satisfied. There will be no public financing 
in connection with the transaction. 

“The assets just acquired by Marshall 
Field & Company will be immediately 
transferred to a new subsidiary corporation 
now being organized, to be known as the 
Davis Dry Goods Company. 

The new company will be managed and 
operated independently of the Marshall 
Field & Company retail store. 


Leaves Shoe Field 


H. C. Dovenmuehle of the H. F. C. 
Dovenmuehle & Son announces he will 
leave the shoe and leather field to enter 
the bond and mortgage business. A new 
corporation will do business as T. G. 
Rhodes Company, 311-315 West Monroe 
Street, and will be composed principally 
of former department managers of the 
Dovenmuehle concern. 
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MILWAUKEE 


Good After-Holiday Business 


Surprising Strength to Shoe Trade Following Christmas 
Shopping Period—Promising 1924 Outlook 


NALYSIS of holiday business just 
completed by Milwaukee shoe mer- 
chants indicates that practically all stores 
were successful in topping their 1922 busi- 
ness in all departments except rubbers and 
overshoes. Warm weather, splendid for 
bringing in the country trade but a liability 
in the sale of overshoes, was responsible 
for the poor showing of these two lines. It 
is probable that the net volume of Christ- 
mas footwear business in Milwaukee this 
year, minus the bulk which good overshoe 
and rubber business would have given it, 
will be slightly less than the total volume 
of all holiday business for last year, ac- 
cording to the merchants. 


After Holiday Business Good 


One of the surprising merchandising 
trends noted here in some time was the 
continued strength of business immediate- 
ly after Christmas. Adam Zarek, manager 
of the men’s department at the Walk- 
Over Shoe Store reported that without 
resorting to sales of any kind, the store 
was filled with customers following the 
Christmas shopping days. S. J. Brouwer of 
Brouwer’s, who did a Christmas business 
surpassing last year’s in volume, reported 
an unusually pleasing outlook for 1924, 
predicated upon the excellent conditions 
obtaining at this time. All lines sold in the 
holiday shopping, according to Mr. 
Brouwer, who reported a greater diversity 
of interest in footwear manifest this year 
than at any other similar period in the 
past. 


Manufacturers Holding Up 
Well 

Of five large shoe manufacturers in the 
Milwaukee district used for purposes of 
analysis on the employment situation, 
three reported slight decreases in the 
number of employees, while two reported 
increases. Employment in tanneries re- 
mains about the same, with all companies 
of this kind operating on a highly conser- 
vative basis. 


Population Over Half 
Million 


The population of Milwaukee at the 
close of 1923, four years after the last 
decennial census is 514,290, an increase of 
57,143 or 12.5 per cent over the 457,147 
shown by the United States enumeration 
of January 1920, according to a population 
survey of the city just completed. The 
survey is based on statistics from Milwau- 
kee sources giving comparative figures for 
the autumn of 1919 and for the autumn of 


1923. It is estimated that the population 
is made up of 257,191 males and 257,099 
females, and that the number of citizens 
over 21 is 320,526. The number of families 
is given as 119,269 and the number of 
dwellings as 119,363. 


Graber Heads Forsyth Co. 


E. H. Graber has been elected president 
and treasurer of the Forsyth Leather Co., 
of Wauwautosa, Wis., a suburb of Mil- 
waukee. For some time, Mr. Graber has 
been in charge of the plant with the title of 
vice-president and treasurer. 


Students Write Ads 


Students in the retail advertising course 
at the Univsersity of Wisconsin have been 
writing advertisements for Madison, Wis., 
merchants for some time as part of their 
work, and according to both the merchant 
and Prof. E. H. Gardner director of the 
course, the plan is highly successful. Each 
student ad writer is required to confer with 
the proprietor and the sales clerks in the 
store assigned to him and to be familiar 
with the merchandise he is to sell by means 
of his advertisements. Illustrations and 
copy used by large retail stores are furn- 
ished the students. 


Spending More Money 
on Clothes 


Women are spending more time, money 
and care on clothing now than ever before, 
according to Dr. E. A. Ross, professor of 
social psychology in the University of 
Wisconsin at Madison, and one of the 
most widely known members of the Univer- 
sity teaching staff. 


Pattern Company Changes 
Name 


Notice has been filed in Milwaukee of a 
change in the corporate name of the Con- 
away-Wadsworth Pattern Co., of Mil- 
waukee, manufacturers of shoe patterns. 
Hereafter the company will be known as 
Conaway-Wadsworth, Incorporated. The 
company maintains headquarters at 210 
Sycamore street. 


Penney Opens New Store 


Number 475 in the chain of retail stores 
operated by the J. C. Penney Co. through- 
out the United States opened for business 
in Manitowoc, Wis., recently in charge of 
A. L. Sinclair. The Manitowoc store used 
by the company is the rebuilt Seibel store. 
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ST. LOUIS 


Healthy Note Characterizes Buying 


Shoe Stores Report Favorable Trade on Felt and Evening 
Slippers—Strap Patterns Leaders 


rSNHE after-Christmas business trans- 
acted during the week ending Decem- 
ber 29 was reported good in all stores. 
Reports from stores, which stocked 
heavily on felt shoes stated that this type 
of footwear sold well. One of the large de- 
partment stores reported the demand of 
such character that it greatly reduced 
their stock. The smaller retail shoe stores 
reported “cleaning up”’ on their felt shoes. 
This buying was belated and had a stimu- 
lating effect on the sales for the month. 


Evening Slippers Going Well 


Good call is being heard for silver slip- 
pers for the New Year’s festivities. Sliver 
brocade is the preferred number especially 
in the popular-priced stores. Styles remain 
the same. 

Straps are selling in good quantities and 
for the present there has been no mad 


A smart ap nee characterizes this slipper 

made by the Shoe Specialty manufacturing 

Company, St. Louis. The ornament and cut- 
ouls make an impressive trim. 


rush for the Pilgrim pumps. Every effort 
is being made to clean up the odds and 
ends in the best possible manner. 

For January and February selling the 
larger stores have bought in good volume. 
The manager of one of the large depart- 
ments who recently returned from the 
east stated that the majority of patterns 
bought for the first two months selling 
during the coming year were straps. Some 
pump effects were included in the pur- 
chase but it appeared that straps were the 
big bet. 


New Location for Brandt’s 


Russell Agnew, manager of Brandt’s 
formerly located at 618 Washington 
avenue announced this week that a lease 
had been signed for a store at 413 North 
Sixth street. Mr. Agnew stated that he 
expected to open the store some time be- 
tween February 15 and March 1. New 
fixtures and an entire new stock of shoes 
will be installed in the new location. Mr. 
Agnew will remain in charge of the new 


project and will have temporary offices in 
the Equitable Bldg. 


Buys Over Ackerman Interest 


J. J. Sensenbrenner, president of, the 
Senac Shoe Company, has taken over the 
interest headed by Leopold Ackerman. 
The Senac Shoe Company now operates 
10 shoe departments, and 13 hosiery 
departments. Under the new arrangement 
it will operate the Fred Doerr Shoe Com- 
pany, wholesalers. No changes are con- 
templated in any of the stores and the 
Doerr company will continue to be man- 
aged by Fred Doerr. Sensenbrenner’s will 
also be operated by the Senac Shoe Com- 
pany. 


To Open Department 


The Senac Shoe Company will open a 
shoe department in Sonnenfeld’s a ready- 
to-wear store at 610 Washington avenue. 
Sonnenfeld’s has taken over the store 
formerly occupied by Brandts at 618 
Washington avenue and the new shoe 
department will occupy this section as 
well as a part of the present Sonnenfeld 
store. J. P. Rogers will manage the new 
department. 


Manufacturers’ Association 
Meet 


The St. Louis Shoe Manufacturers’ and 
Wholesalers’ Association held its monthly 
meeting December 28. Much business, 
relative to the N.S. R. A. Convention was 
transacted. All details have been com- 
pleted including the alloting of the booths 
in the St. Louis group. Al. White, president, 
presided at the meeting. 





INDIANAPOLIS 


Cold Weather Stimulates Trade 


Holiday Shopping in Retail Shoe Stores Increases Volume of 
‘Footwear Buying—<Accessories Sell Freely 


HE impetus offered by the holiday 

shopping swelled business in the retail 
shoe stores during the week ending Dec. 
22. Although holiday shopping was in 
progress in the Indianapolis shoe stores for 
some time, the usual rush was late, owing 
principally, the merchants believe, to the 
exceedingly unseasonable weather, coupled 
with heavy rains. The arrival of cold 
weather and the eleventh-hour rush for 
gifts stimulated sales considerably. The 
presence of large numbers of shoppers has 
been a big factor in boosting the regular 
business. 

There was a particularly strong demand 
in all of the downtown shoe stores for slip- 
pers, buckles, and hosiery as gifts and gold 
and silver brocaded slippers for evening 
wear have been moving rapidly. Women 
are still buying low shoes, black being the 
prevailing color, and men are leaning a 
little stronger toward high shoes, with 
blacks and tans running about fifty-fifty. 


Good Hosiery Sales 


Miss Margaret Rose, in charge of the 
hosiery department at the Marott Shoe 
Shop, reports an excellent holiday business 
in men’s, women’s, and children’s hosiery. 
Silks in the various shades and wools and 
silk and wools in the darker shades have 
been in big demand, she says. Chiffons 
continue to be the leaders in women’s 
hosiery lines and in view of the “‘under- 
hose’’ idea are likely to remain in vogue 
throughout the winter, Miss Rose says. 


Buckles and the smaller ornaments for 
shoes, which are carried in the hosiery 
department, have shown a big increase 
during the last few weeks. 


Lizard Models Popular 


The I. Miller & Son shoe department at 
the H. P. Wasson & Company department 
store did a good business in lizard skin 
effects. B. J. Sutfin, manager of the depart- 
ment, had an attractive window display of 
the new footwear. He advertised them ex- 
tensively in the newspapers and found an 
excellent response. 


New Shoe Store Opens 


The recent opening of the Geleide & 
Futter shoe store at 105 North Main 
Street, Mishawaka, recently, was at- 
tended by hundreds of persons. Carnations 
were given as souvenirs to the women. The 
store is entirely new in stock and fixtures 
and has been artistically arranged. The 
interior is finished in walnut and furnished 
with upholstered reed chairs and tables. 
The men’s department is on one side and 
the women’s on the other. G. A. Geleide 
and E. C. Futter are the proprietors. 





Williams with Boston Store 


Phoenix, Ariz., Jan. 2—Ed. L. Williams 
has returned to the Boston store, this 
city, as buyer and manager of the shoe 
department. For a year and a half he was 
with Korrick Bros. Co., this city. 
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CINCINNATI 


Year of Good Business Ahead 


That is the General Prediction of Shoe Manufacturers as They 
Issue Optimistic Messages 


HOE manufacturers are looking for- 
ward to a year of good business and 
feel that the coming year will bring to 
them a much larger volume of business 
than 1923 with a consequent increase in 
the production of footwear in their plants. 
The manufacturers feel that the coming 
spring season will be a good one for local 
factories. Retail shoe merchants have been 
buying but little during the past few 
months and have not as yet anticipated 
their spring requirements to any great 
extent. These same shoe merchants have 
had a good holiday trade and, therefore, 
they have not a large amount of stock 
left on their hands. As a result they will be 
coming into the market heavily through 
January and February to lay in an ade- 
quate supply of footwear to meet the 
demands of their customers for early 
spring. With this thought in mind, Cin- 
cinnati manufacturers are confident that 
the next two months will see a big improve- 
ment in the shoe manufacturing industry 
of this city. 

John G. Holters, president of The 
United States Shoe Company, made the 
following statement: “The outlook for the 
shoe business in 1924 looks promising. 
The merchants have had a good holiday 
business and after the turn of the year I 
look for considerable improvement in the 
shoe business. General business conditions, 
in my opinion, are sound and there is 
nothing disturbing on the horizon. I am 
optimistic as to the future and feel sure 
there will be a satisfactory volume for the 
shoe industry in 1924.” 


Much Buying to be Done 


George R. Vollman, president of The 
Vollman-Lawrence Company, speaking 
about the coming spring season, had the 
following to say: 

“If the retail shoe merchants through- 
out the country buy half of what they 
have promised to buy, our factory and 
many others will be kept busy up until 
April first or even longer. Shoe merchants 
have not anticipated their requirements 
for spring trade and they will probably 
be clamoring for footwear from the fac- 
tories in January and February. 

“It seems as though a majority of the 
retail merchants throughout the country 
have been buying too many lines of shoes. 
As a result many of them have such a 
large variety of lines that they have 
nothing distinctive in any one line. 

Light shades will prevail, such as beige, 
fawn, bamboo, airedale, and jackrabbit.” 

Frank X. O’Brien, vice-president of the 
United States Shoe Company, said the 


following about the coming spring season: 
“The outlook is exceptionally good. 
There is no doubt that the retail shoe 
merchant has not made his spring pur- 
chases. Experience has taught us that 
there is more activity in the retail trade 
during the spring season than in the fall. 
This applies to other wearing apparel as 
well as to shoes. There will be a good 
demand in the early spring for colored 
suedes and nubucks and for sandals in 
various leathers. These will be followed 
by a demand for patents and satins, while 
the late spring and early summer will 
bring into popularity white kid. This will 
be followed by a demand for black kids.” 


Many Shoes Carry Wood Heel 

John Carlisle, sales manager of The 
Krippendorf-Dittman Company, com- 
menting upon the style trend, said: 
“Many of the shoes that we are now mak- 
ing for spring retail trade are carrying the 
wood heel. Gray suede, gray kid and field 
mouse colored footwear with the wood 
heel varying from one and three-quarters 
to two inches in height will be popular. 
Business during the spring on satins will 
also be good. Patents in the low heel 
effects will be good for the spring season. 
We have a nice volume of orders for spring 
now on hand and are anticipating a good 
business.”” 

Sandals for Spring Wear 

W. T. Dickerson, vice-president and 

salesmanager of The P. Sullivan Com- 
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pany, stated: ‘We are looking forward to 
1924 with optimism. Retail shoe mer- 
chants’ stocks are low and we believe that 
there will be brisk buying during January. 
Sandals with 12-8 and 14-8 heels and the 
French last will be the thing for spring 
wear. Suedes are going well in both oxfords 
and strap effects.” 


Much Better Things in Sight 


James P. Orr of the Potter Shoe Com- 
pany says: “1924 gives promise of much 
better things in the shoe business. I think 
the outlook is more hopeful. All along the 
line will be a battle for competition. No 
one will have the stage to himself. The 
man who puts forth his best efforts, works 
intelligently and makes everything count, 
is assured of a prosperous year.” 


Great Holiday Buying 

Reports from the retail shoe merchants 
show that the Christmas business was ex- 
ceedingly good. This is in spite of warm, 
rainy, disagreeable weather which, how- 
ever, has not affected the size of the 
crowds that have swarmed the downtown 
streets. It is impossible to remember a 
pre-holiday period when conditions have 
been more unfavorable for retail mer- 
chants. The last four days of the week saw 
a steady downpour of rain with the tem- 
perature ranging around a higher average 
than it should for this time of the year. 
The most encouraging feature is that, de- 
spite the heavy weather handicaps imposed 
on the merchants, a gratifying volume of 
Christmas business has been done. A 
survey of the department stores shows 
that trade has been much larger than in 
past years and that, without exception, 
all were pleased with the results. 





SALT LAKE CITY 
Business Conditions Are Sound 


Leaders of Various Industries View Outlook for New Year 
with Favor—Weather Retards Shoe Trade 


USINESS men in every line are look- 

ing forward to good business in 1924. 

Even the most conservative will tell you 
there has been no period in the history of 
the city when the outlook was so favorable. 

The new steel industry will be started in 
the early part of the year employing 
hundreds of men permanently at good 
wages and distributing many thousands of 
dollars in the state for supplies of various 
kinds. The National Lead Co. is to open a 
plant here. A large asphalt company will 
open a’ plant. 

There will be two automobile plants 
where there have been none before pro- 
viding employment for a large number of 
men. 


Weather Retards Trade 


There is practically no unemployment 
in the state today and the reason the shoe 
business has not been better than it is is 
entirely due to weather conditions. We 
have had one or two snowstorms, but they 
were not of the wet, sloppy kind that 
inspires people to rush to shoe stores. 


Striking Window Display 


Art Watkins of the shoe department of 
Walker Bros. Dry Goods store, recently 
arranged an attractive window display. 
This shoe department has a large elevated 
glass case on the wall extending the full 
length of the department. The display 
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includes smart looking slippers. The 
background represents a winter scene 
covered with snow. 


Black Suedes Good 


Herbert Hisrchman said black suedes 
were selling best at his store. The Vincent- 
Romney Co., Hunter-Thompson Co., 
Booterie and others reported blacks to be 
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in the lead. This is the biggest shoe ar- 
traction at the Walker Bros. Dry Goods 
Company's shoe department. 


Men’s Business Good 


In men’s shoes, oxfords have been sell- 
ing about 85 per cent and tans and blacks 
about 50-50. The demand for plain toes 
and trouser crease oxfords is still good. 





CLEVELAND 


Expect 1924 to be Prosperous 


Retail Shoe Merchants and Manufacturers Report 1923 a 
Good Year with Many Records Established 


HE year 1923 has been a good one 

for the average merchant in Cleveland 
also for the average manufacturer. Lead- 
ing manufacturers and business men here 
are of the opinion that trade will hold up 
in 1924. 

Any year that has seen all records 
broken in the building trades, automobiles 
manufactured, iron output, live stock 
marketing, railway volume, value of 
transportation, general levels of wages 
and employment and in holiday trade 
cannot be regarded as a lean year. 

The holiday trade this year in general 
lines was the heaviest in the history of the 
city. While the weather has not been 
favorable to the stocking up for cold 
weather, merchants without exception 
look forward to a brisk demand in Janu- 
ary and February for goods that oridin- 
arily are sold in December, which usually 
is a very cold month in this section. This 
year, however, it has been a month of 
almost constant rain, with a few sun 
showers. When it was not raining, it was 
clear and warm with the sun shining. A 
few cold days were experienced, but they 
were very few. 


Increase in Holiday Trade 


The weather, however, could not keep 
back the Christmas shoppers. The in- 
crease in holiday trade is natural for there 
is a sure increase every year in the popu- 
lation. It is estimated that there are from 
50,000 to 75,000 more people here than a 
year ago. 

Employment figures at the end of this 
year are greater than a year ago. 


Showing White Goods 


With the advent of January, merchants 
are preparing to show in their windows 
some white goods and Colonials. The 
white shoes are for the benefit of the colony 
of Clevelanders who each year go to the 
Southland for sojourns during the wintry 
days. 

The banks of the city have taken up 
these pilgrimages and by extensive ad- 
vertising campaigns have increased the 
number of Southern travelers. Many mer- 


chants have prepared for the expected 
comeback of Colonials and have laid in 
supplies for exhibition during January and 
February. 


Sales Exceed 1922 Records 


Paul Holmes, manager of the Halle 
Shoe department, is one who is pleased 
with the business of the past year and is 





Black Satin Leader 


Black satins continue a very 
strong favorite, with patent leather 
also going strong. The great major- 
ity of the purchases are low shoes. 
Attractive and dainty shoes are in 
greatest demand and novelties 
catch popular favor. 











looking forward optimistically to the new 
year. 

In the last year at Mr. Holmes’ sug- 
gestion the shoe department was moved 
from an upstairs to the first floor location, 
and the wisdom of the move has been 
amply demonstrated. Sales have run far 
ahead of those of last year in this de- 
partment. 


Helton Assistant Manager 


A. L. Helton is the new assistant mana- 
ger at the shoe department in Halle’s 
store. He came here from Chicago, where 
he was with Hanan & Son. Before that he 
was with the same concern in Kansas 
City. He has the foundation of a long 
experience in the retail shoe industry. 





LOUISVILLE 


Evening Slippers Sell Freely 


Fair Demand for Women’s and Children’s Shoes—Outlook 
for 1924 Is Promising as Satisfactory Year Is Closing 


OLIDAY business in the shoe stores 

was quite good. There were ex- 
cellent sales of house slippers and hosiery. 
There was a fair demand for women’s and 
children’s shoes. There have been good 
sales of evening slippers, as there is a good 
deal of social activity developing at this 
season of the year. 

The closing of the year in Louisville finds 
the trade in very fair shape. Fall business 
has been good as a rule, and most houses 
will not be especially overstocked. General 
business has been active, consumers have 
had money, labor has been well employed, 
and the outlook for spring is considered 
excellent. 


Satisfactory Year 


There were no failures of any import- 
ance in the local shoe trade over the year, 
no severe fires, etc. The trade has as a 
whole gone through a very steady and 
satisfactory year. General outlook for 1924 
is believed to be exceptionally good. 


Shoe Club’s Next Meeting 


One of the features of the closing year 
was re-organization of the old Louisville 
Retail Shoe Association, which had be- 
come a dead institution, into the Louisville 


Shoe Club, which has been giving monthly 
dinner-meetings, and doing some good 
work. The next meeting of this club will be 
held on Monday, January 8, in view of the 
fact that January 1, its regular meeting 
date, is a holiday, under the club’s plan of 
meeting on the first Monday of each 
month. 


Plans for Style Show 


Announcement was made a few days 
ago of the organization of a Greater 
Louisville Exposition Company which will 
endeavor to put over a business and in- 
dustrial exposition, along with a ‘‘Style 
Show,” at the Jefferson County Armory, 
in March. Last year there was no style 
show. 





Madison May Get Manu- 
facturer 


The Chamber of Commerce of Madison, 
Wis., is in receipt of a request from a 
Baltimore shoe manufacturer desiring to 
obtain a list of properties suitable for 
establishment of a branch plant in that 
city. The company seeks a plant of four 
floors and basement, with 50,000 square 
feet of space, free for 20 years, and would 
employ 400 peopl e at the start. 
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BSERVANT quantity buyers tell 

us that we offer more new and 

profitable styles during a twelvemonth 

than any house making shoes in our 
grade. 








We've. got it, if NCew York says: 
“It’s The Latest Style” 


Allen, Goller Shoe Co. 


Boston Office, 207 Essex St~Factory 60 K Street, South Boston 
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BEAUTY OF 
CEDAR CLIFF SATINS 
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In this most important process of producing 
the lustre, Cedar Cliff trusts none but its own 
workmen. We believe we are the only mill in 
America manufacturing Shoe Satins which 
maintains its own finishing plant and does its 
own finishing under the critical eyes of experts 


directly responsible to this company. 


That the shoe trade may have every oppor- 
tunity to study every operation in the produc- 
tion of our satins, we extend a cordial and 
general invitation to visit either our Paterson, 
N. J., or Binghamton, N. Y., mills and to allow 
our Superintendents to show and explain the 
actual making of Cedar Cliff fabrics. 


e CEDAR CLIFF 
SILI COMPANY 


251-255 FOURTH AVE. 
NEW YOR JK 
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No. 627. Black Cedar Cliff Satin 
Doris Front Strap, suede trimmed, 
front cut-outs, genuine turn, 15/8 full 
Spanish heel. 
Made by 
Hannahsons Shoe Co., 
Haverhill, Mass. 


CEDARCLIFF 


PURE DYE 


SHOE SATINS 
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WINNER BY MORE THAN A 
TONGUE’S LENGTH 





THE SPEEDIEST STYLE YET! 


“ZEV SANDAL” 


MOST UNIQUE SANDAL DESIGN EVER 
PRODUCED. BIGGEST STYLE SENSATION 
AND MONEY WINNER OF 1924 


Designed by and all rights protected by 


COLLINS & STAPLES 


HAVERHILL, MASS. 


Twelve other factories are already licensed under special contract to make “Zev Sandals” ir 
Turns, Welts and McKays 
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HAVERHILL FACTORY FARMINGTON, N. H., FACTORY 














TWO FACTORIES SERVING THE TRADE WITH 


“HIGH STYLE”’ 
IMITATION TURNS 


Lavy Anos 
EAS 


WE ARE LICENSED TO MAKE 
THE SEASON’S SENSATION 


“ZEV SANDAL” 


PLACE ORDERS NOW FOR 
EARLY DELIVERY. THE DEMAND 
WILL BE GREAT 


GEO. B. LEAVITT CO. 


HAVERHILL, MASS. 7 


OU) 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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This factory 1s at your service for the production of 
ZEV SANDALS IN TURNS 
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Witherell 8 Dobbins Company 
Haverhill, Mass. 


Boston Office, 110 Lincoln Street 
The W & D Line Is Featured in the Chicago 


Market by Harper Kirschten Shoe Co. 
in the Boston Market by the Hub Shoe Co. 
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We manufacture the “ZEV ”’ Sandal 
In Goodyear Welts Only 


In Any Leather or Combination 
of Leathers Desired 


On Display at 
Our Boston Salesroom 


207 Essex Street 


Room 305 


Also the smartest line of McKays 
and Goodyear Welts in the 
country to retail at $5 





Globe Shoe Company 


Chelsea, Mass. 





See Our Exhibits at the Wholesalers’ Show, 
Convention Hall, Boston, January 15, 16, 17 
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Dealer Influence is secured thru advertising in the Boet and Shoe Recorder. 
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“Getting More Hosiery Sold Right” _ 





HOSIERY SECTION, Boot and Shoe Recorder 








It’s “Over The Top” 


for Spring 
An Instant Hit Everywhere! 


Retailers book their orders 
for Spring certain of great 
volume in America’s Newest 
and Best Silk Hosiery Value 


A stocking more beautiful, more shapely than it 
was ever thought possible to create at a popular 
price. Shaped in the knitting, not merely boarded. 
Knitted of pure thread double cracked silk and 
unlike the mock seam stocking you know. Its 
knitting is the same even, smooth texture through- 
out. 


Silk Guaranteed Run Proof 


Price $10.50 Doz. 
To Retail at One Twenty Five 


One Twenty Five packing is a work of art in red, 
green and gold that never fails to attract atten- 
tion. 





Every Shade You Want for 
Street and Evening Wear 


Write for Samples Today 
We also (Call ecAttention to Our 


No. 566—Full Fashioned Chiffon in all the wrens shades 
for spring EE SA ORAL EI 


No. 516—Full Fashioned Dipped wee Reinforced 
tops and feet in new popular shades 00s sateen 


No. 541—Full Fashioned (12 strand) Dipped Stockings in 
wanted spring shades .$16.50 
Both Nos. 516 and 541 made with Full Flare Tops. 


No. 568—Chiffon three seam stockings made with imita- 
tion full fas ioned markings. In looks and wearability 
equal to any Full Fashioned Stocking. Our previous 
price, $10.50; now pcbahee Ake icevene 


Ray-Mond Hosiery Co. 


138 Fifth Ave. New York 
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All Girls Want Trim Stockings Like 
“Miss Manhattan” 


HIS lovely mercerized stocking for misses 
is made with the same care and with all the 

quick-selling features which characterize the 
whole Arrowhead line. Tell mothers about the 
way Arrowhead stockings cling to the ankle 
like the very skin itself, how 
durable they are and how 
reasonable in price. 

The super-elastic stitch is 
a feature of all Arrowhead 
Hosiery. It makes it more 
beautiful—and easier to 
sell. It is making mothers 
buy ‘Miss Manhattan” for 
girls—and is selling them 
other Arrowhead styles for 
themselves. 

Consistent advertising in the 
Ladies Home Journal,Good House- 
keeping, The Saturday Evening 
Post and Pictorial Review is 
showing “Miss Manhattan” to 
millions of buyers. The Arrow- 
head Line includes pure silk, 

artificial silk, mercerized, wor- 

sted and cotton hosiery for 

men, women and children. 











Every number is a live one. Send in your 
orders now. They will be filled promptly. 
“Miss Manhattan.” Misses’ mercerized, light weight, 
ribbed, 340 needle. In black, white, cordovan and 
Elk-skin. Sizes 5 to 10. Packed six pairs to the box. 


Ricumonp Hosiery Mixts, Inc. 
Established 1896 
CHATTANOOGA TENNESSEE 


Arrowhead 


Ankle-Clinging 


HOSIERY 


For all the Yam ily 
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This fact, which was shown in checking 
our books just after Christmas, will be of 
interest to the thousands of IRON 
CLAD dealers, and the thousands of 
merchants who will become IRON CLAD 
dealers during 1924. 





We consider this an accomplishment. 
We feel it is an honor, indeed, to have 
over 2006 alert and progressive merchants 
select IRON CLAD as the best Hosiery 
values on the market for their customers, 
and a most profitable line for themselves. 


May we take this opportunity to 
thank IRON CLAD’S many friends and 
our customers, for making this record 
possible, and to assure that with our new 
branch mill at Albany, Alabama, in 
operation since last June, our facilities 
for serving you will be even greater dur- 
ing 1924. 


Nineteen twenty four will be another 
big year for IRON CLAD Hosiery, and 
our wish is that it will bring a full meas- 
ure of success to you. 























COOPER WELLS & CO. 


250 Broad St. St. Joseph. Mich. 
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DESCRIPTION 


FIND 


Are you a McCallum dealer now? If 
not, write to McCallum Hosiery Com- 
pany, Northampton, Massachusetts, on 
your letterhead and say, “I am interested 
in your introductory order.” This order 
is shown above, and will be shipped toa 
limited number of dealers. You cannot 
develop the maximum possibilities of 
business in your hosiery department until 


MCCALLUM HOSIERY CO. 
NORTHAMPTON, MASS. 


HOSIERY SECTION 


say flan Lyla 
act? no 46 72 


- 


____ DELIVERY DATE Zeb fat [224 SHIP | 


& (8% ® | 9% | 10 | 10%) 11 | 


OUT. FOR YOURSELF 


you have tried an assortment of the best- 
selling McCallum numbers. The above 
well-balanced order will give you an idea 
of the variety of weights, colors, sizes, and 
prices, and will demonstrate how well 
McCallum silk stockings sell. The 
McCallum line contains everything in 
full-fashioned silk stockings that you can 
want for a successful hosiery department. 


McCattum Hosiery Company, NortHampton, Mass., New York, Philadelphia, Boston, Chicago 


“You Just Know 


She Wears Them” 


McCallum 


SILK HOSIERY 
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HE number 308 stockings which you 
sent me were simply wonderful. | 
danced in them performance after per- 
formance without their showing a sign 

of wear. Never have I had any stockings 
which wore so well and the fact that they 
are so beautifully sheer makes them all the 
more remarkable.” 

So wrote Irene Castle, “America’s Best 
Dressed Woman" and premier dancer, at 
the completion of her recent American tour. 


THE CORTICELLI SILK COMPANY, NEW YORK, CHICAGO 


Posed by Irene 


Castle 


Photo@ Ira Hill, N.Y C. 


Her opinion is indicative of what discrimina- 
ting women think of Corticelli Silk Hosiery. 

Other popular Corticelli stockings are 
styles 320 and 324, black and colors in a me- 
dium weight; 309 and 310, medium sheer 
weight; our No. 347, a medium light weight 
stocking to retail at $2. 

Write to our office nearest to you for 
complete details on this nationally adver- 
tised quality hosiery made by a company 
whose name is a household word. 


8ST. LOUIS, CINCINNATI, BOSTON, BALTIMORE, PHILADELPHIA 

















Gelling 
More Hosiery § 


Sold Right 
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1923 A Good Year—With 1924 Promising 
To Be Still Better 


S FAR as accounts have been 

cast up for 1923, the silk 

hosiery market finds that it 
has had quite a satisfactory year on 
the whole. The volume of business 
done seems to have been substan- 
tially larger than in 1922; and while 
prices have not always been on a 
profitable basis for producers, the 
market has ended up the year much 
steadier than it has been since 1920. 
Production seems to have still con- 
tinued ahead of consumption, but 
it has adjusted itself somewhat 
more closely to actual requirements 
and the weight of surplus stocks, 
which troubled the market soserious- 
ly during 1921 and 1922, has grown 
very noticeably less. Stocks in the 
hands of manufacturers and whole- 
salers still seem to be large enough 
to make at-once buying a con- 
venient policy for retailers; but they 
are not so burdensome as to con- 
stitute a really weak spot in the 
market situation. 

Holiday business on silk hosiery 
also appears to have been unusually 
large. This applies particularly to 
the better grades. It is felt in the 
market that this large volume of 
Christmas business has left retail- 
ers’ stocks very low and will there- 
fore constitute a strengthening fac- 
tor in the market for some time. It 


is a question, of course, whether the 
extra business done on silk hosiery 
at Christmas time really adds to 
the aggregate consumption of silk 
hosiery in the long run. It may be 
argued that women who have been 
supplied with silk hose as Christmas 
gifts will simply buy that much less 
until they need a new supply. 

This may be true to some extent. 
But on the other hand human 
nature is not built on quite such 
logical lines. The man whose dream 
it has been to have an income of 
$10,000 for instance, finds as soon 
as he gets it that he wants more; 
and that to be obliged to live on less 
than this amount would be little 
short of a hardship. Similarly a 
woman who has been getting along 
regularly with two or three pairs of 
silk stockings, and who receives 
half a dozen or a dozen pairs as 
Christmas gifts, finds it very pleas- 
ant and luxurious to have such a 
supply and will probably do her 
best to keep it up by replacing each 
pair as fast as it is worn out. Many 
women may not feel this way, but 
human nature being what it is, 
most women probably do. After all, 
it is upon this trait of human nature 
that most of our flourishing indus- 
tries have been built; for in the 
strictest sense the majority of the 


things we produce are not necessi- 
ties.at all and would have been 
regarded by an earlier age as 
luxuries. 

So that there really is justification 
for looking upon the holiday gift 
business as a stimulant to the de- 
mand for silk hosiery. The more far- 
seeing producers take this view of it. 
In fact, the more far-seeing pro- 
ducers—and the most successful 
ones—in silk hosiery as in so many 
other lines, owe their success largely 
to the fact that they have con- 
fidently anticipated an increasingly 
large demand for their product. No 
doubt this has led to overproduction 
in silk hosiery as in other industries; 
but the manufacturer who is deter- 
mined to make the best possible 
article at the lowest possible price 
is not worrying about his end of it. 
And the same holds good for the 
retail merchant. 

The merchant who will make a 
consistent policy of offering the 
best merchandise available at the 
lowest possible price can count on 
a continued growth of his business 
and need not worry about his 
competitors. 

All this may seem to have little 
bearing on the market; but in reality 
it has a very considerable bearing, 
There is a distinct tendency in the 
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market at present to take a con- 
structive view of the future; to real- 
ize that no matter how conditions 
may fluctuate there is bound to be 
continued expansion of consumer 
demand in this country for years to 
come; and that those business men 
who can give the public the best 
values and the best service are the 
ones who will grow rich on it. Henry 
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ficient country, prosperous business 
always exists for the man who keeps 
after it steadily and honestly with 
his best brains and energy. 

We have learned from the ex- 
perience of 1920 that the gains ofa 
boom are inevitably wiped out in 
the subsequent depression. We have 
learned that while business during 
the year 1923 was marked by great 





Imported Scotch wool golf stockings from the line of Krueger-Tobin 


They show the Facquard pattern 





Ford is the most conspicuous exam- 
ple of a business man who realized 
this fact long ago and has capital- 
ized on it to a fabulous extent. And 
it is a significant thing that Mr. 
Ford’s policies are being regarded 
more and more by business men in 
all lines as having pointed the right 
way for others to follow. 

The fact that the trade is taking a 
constructive view of the future is 
about the most important and en- 
couraging thing that can be said 
about the market as the new year 
opens. We are accustomed to opti- 
mistic expressions at the beginning 
of each new year. But these expres- 
sions are only too often similar to 
the behavior of the boy who whistles 
to keep his courage up. The opti- 
mism encountered in the market at 
the opening of 1924, however, is of a 
different brand. It is optimism of a 
sober quality. It marks the passing 
of the extravagant hopes and fears 
that have afflicted business ever 
since the World War started. 

Business men are getting down to 
earth. They are no longer hoping 
for booms and fearing panics. They 
are simply realizing that in our rich, 
growing and practically  self-suf- 
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or expanded credits to be liquida- 
ted, with higher real wages and 
consequently with a greater pur- 
chasing power. The conditions 
which have made 192} a success- 
ful year are not in danger of 
being altered appreciably in 

1924, and the coming year there- 

fore ought to be even more 

prosperous. 

This is what underlies the con- 
fidence which the silk hosiery mar- 
ket shows concerning the outlook, 
and it should give equal confidence 
to retail merchants. The market 
feels confident not only because of 
general conditions, but because of 
conditions within the silk hosiery 
industry itself. As above noted, 
consumption of silk hosiery during 
the past year has been very good; 
and it seems to have shown a 
marked increase during recent 
months. Production has been cur- 
tailed to a considerable extent for 
various reasons, with the result 
that stocks are not as burdensome 
as they have been at other times. 
Finally the raw silk situation is 
much better. 

For a considerable time during 








The Facquard pattern is also shown in men’s half hose 


caution and had none of the features 
of a boom, it was really greater in 
volume than during the boom year 
of 1919. And this has taught us that 
it is not necessary to be booming in 
order to be prosperous. 

The caution exercised by busi- 
ness men during 1923 leaves us fac- 
ing the new year in a much sound- 
er position than at any time since 
the war—with no excessive stocks 


last year, as well as during previous 
years, the raw silk market was on a 
level which made it difficult or im- 
possible for manufacturers to get 
profitable prices; besides creating a 
good deal of uncertainty and irregu- 
larity in the price situation. For the 
past couple of months, however, the 
raw silk market has been very 
stable, showing only minor fluctua- 
tions; and it does not seem to 
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This window proved the value of devoting large display space to one product. It was used at the beginning of a successful sale of 


threaten any radical changes for 
some time to come. There are sim- 
ply enough indications of an up- 
ward tendency to lend strength to 
the price outlook. On the basis of 
the present raw silk market current 
prices seem to be about right—as 
moderate as could be expected, but 
still profitable. This situation is 
satisfactory both for buyers and 
sellers, and in this satisfactory 
situation the market enters upon the 
new year. 


‘Advance Expected in Price 
of (otton Hosiery 


Buyers of cotton hosiery are faced 
with the prospect of stiff price 
advances in the near future, and 
are worrying about the outlook. 
The situation is particularly dif- 
ficult for merchants who handle 
low-end lines. They haven’t been 
finding consumer demand any too 
brisk, even at relatively very low 
prices, and prices based in many 
instances on raw cotton at 22 or 23 


Corticelli hosiery by B. F. Dewees, of Philadelphia 


cents a pound. At the present writ 
ing cotton is over 37 cents a pound, 
and while hosiery prices are by no 
means near this basis, the tendency 


Fullfashioned all silk chiffon gold 

evening stocking with a beautiful 

black lace insert from the line of the 
Propper Silk Hosiery Mills 


naturally is to move up that way, 
particularly if cotton remains up, 
as it promises to do. In fact, there 
is good reason to believe that cotton 
may go to 40 cents before very long. 
That this means a substantial ad- 
vance on cotton hosiery goes with- 
out saying. 

The situation, strange as it may 
seem, appears to be rather beneficial 
to the finer mercerized and lisle 
goods. Advances are inevitable on 
these, too, of course. But when 
prices on staple lines are jumped 
above the accepted retail price 
range there is always a tendency on 
the part of the consumer to pay 
more and get a better grade. And 
proportionate advanceson the better 
grades do not count as heavily with 
the consumer as on the lower grades. 
An advance of § cents on a 25-cent 
article seems somehow larger than 
an advance of Io cents on a $0-cent 
article. In any case there appears to 
have been some improvement re- 
cently in the demand for the finer 
grades of cotton hosiery, as com- 

(Continued on page 105) 
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Here’s a Simple System Which Will Tell You— 


A— How -Much Stock You Have on Hand 
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B—How Fast Each Style Is Moving 


HREE = questions which 

every merchant ought. to be 

able to answer at any time 
are how much of each kind of goods 
he has on hand, how much of each 
kind has been sold in a given time 
and whether these goods have been 
sold at a profit or a loss. To be able 
to answer these questions ac- 
curately requires a system of 
stockkeeping which will tell 


(—How Mauch Profit You Are Making 








price. At the top of each page in 
the book is entered the date of the 
month and the different groups. 
Under each group is entered in sep- 
arate columns the selling prices of 
the articles constituting this group. 

Immediately under each price 
heading on the left-hand page is 





purchases for the month, while the 
total at the bottom of the right- 
hand page gives the sales for the 
month. Subtracting the total on the 
right-hand page from the total on 
the left-hand page gives the stock on 
hand at the end of the month. 
Nothing could be simpler. By 
starting the record immedi- 
ately after the regular inven- 
tory an accurate entry can 








the merchant exactly where 
he stands from day to day— 
in other words a perpetual in- 
ventory. For large stores a 
somewhat complicated sys- 
tem is necessary, but for 
stores of smaller size, and 
particularly for special de- 
partments, a very simple sys- 
tem can be used. 

One of the most simple and 
effective systems of perpetual 
inventory that could be de- 
vised has been used success- 
fully for a number of years 
by a New York men’s fur- 
nishings store. Besides being 
extremely simple this system 
has the advantage of being 
adaptable to any kind of 
store, no matter what the 
nature or variety of the lines 
carried. It would be espec- 
ially useful for the hosiery 
department of a shoe store, 
since the variety of lines car- 
ried by such a department, 






















Howto Dispose of Bad Colors 


Did you ever find’ your shelves “loaded” or slightly 
overstocked with White hose in the fall of the year? 
What did you do? You tucked them away and grieved 
that there you had several hundred dollars tied up 
until next summer. Then again at other times you 
made a bad guess on colors which did not sell and what 
did you do? Put ona sale, lost your profit and part of 
the cost in the belief that the money so realized could be 
employed to bring a-profitable turn-over in other mer- 
chandise. - 

Those days are over, says the alert merchant who 
reads his trade journals, including the advertisements. 
Today the unseasonable or bad colors can be converted 
into profitable selling merchandise at a trifling expense. 
Almost any hosiery mill can re-dye your “cold” num- 
bers and some advertise this as a service to their cus- 
tomers. There are also dying establishments who make 
a specialty of re-dying silk hosiery. Charge for this 
service is usually something like a dollar per dozen and 
for one or two cents extra per dozen, you can have toe 
stickers, freshly labeled cartons and such, if you please. 
With these conveniences and such service at your com- 
mand, you can’t afford to carry over dead stocks or 
conduct unprofitable sales. 

Re-dying in black is perhaps the most satisfactory 
conversion, but you can have equally good results if 
others of the new shades are desired when it is mechani- 
cally possible to do so, About two weeks’ time is neces- 
sary to complete such work. 





be made of all the stock on 
hand, and keeping it up is 
very easy. It is necessary 
only to enter each day’s pur- 
chases and each day’s sales 
according to date. Just for 
the sake of illustration we are 
taking the entirely hypothet- 
ical case of a store which 
groups its hosiery stocks un- 
der the headings of women’s 
silk, women’s cotton, wo- 
men’s wool, and novelties, 
and are giving an example 
of how such a stock would 
be inventoried under this sys- 
tem. The groupings, prices 
and figures given are’ not by 
any means representative, but 
are mérely set down at random 
to give a general idea of how 
the thing works. 

It is obvious that this 
method shows at a glance not 
only how the stock stands 
onany particularday, but also 
how each item is moving. 





as a rule, is not very extensive. 

All that is needed is an ordinary 
ledger or account book, such as may 
be purchased at any good stationery 
store. An 18-column book, each 
leaf measuring 15 inches across and 
12 inches, has been the size used by 
the firm in question. Two pages— 
or more if necessary—are devoted 
to the records of each month. On the 
left hand page is recorded the stock 
and purchases, and on the right- 
hand page the sales. The stock is 
divided into groups and each group 
is subdivided according to selling 
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entered the amount of stock car- 
ried over from the preceding month. 

Then each day’s purchases are 
entered opposite the date and under 
their respective groups and price 
headings on the left-hand page, and 
each day’s sales are similarly en- 
tered opposite the date and under 
the group and price headings on the 
right-hand page. At the end of the 
month the totals are added up and 
entered at the bottom of each page. 
Consequently at the end of the 
month the total at the bottom of the 
left-hand page gives the stock and 


And. by this method it is easy to 
compare any day’s, week’s or 
month’s sales of any group with the 
sales of any previous day, week or 
month. It facilitates ordering, be- 
cause when a salesman calls you can 
consult your book and tell abso- 
lutely whether you are overstocked 
or understocked on the particular 
item or items he offers. Incidentally, 
it saves a lot of needless argument 
with salesmen. When goods are re- 
duced for special sales the reduced 
price can be noted in its proper 
column, on the right-hand page, 
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and when the price is restored 
another notation can be made in 
the same column. 

It is to be assumed, of course, 
that the store balances its cash and 
counts up its sales slips every day. 
This, together with the stock record 
here described, should give the mer- 
chant all the information he needs 
about daily business progress. 





1923 a Good Year 
(Continued from page 103) 


pared with the lower-end lines. 
Whether it is due to the price situa- 
tion or not is impossible to say of 
course, but it is a fact of some in- 
terest to merchants who handle 
cotton hosiery. 

It is worth noting too, that busi- 
ness on children’s cotton hosiery is 
assuming increasing importance and 
more attention is being paid to this 
end of the hosiery trade than ever 
before. The advance business done 
for spring on children’s lines has 
been striking; in fact, they have 
been the most active of all hosiery 
lines for future delivery. English 
ribbed styles with colored turn- 
back cuffs are the strongest sellers. 
An increasing tendency is being 
noticed to match children’s hose 
and shoes—a tendency which ought 
to be of considerable interest to 
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shoe merchants who maintain hos- 
iery departments. 

Wool hosiery has had a very 
disappointing season so far, due in 
part, no doubt, to the abnormally 
mild weather that has prevailed 
over most of the country. Silk and 
wool mixtures, however, have been 
moving fairly well, particularly in 
women’s sports styles and men’s 
half hose. Women’s ribbed lisles, 
incidentally, have also been doing 
fairly well for sports wear. The mar- 
ket on wool goods is none too steady, 
and good bargains are available for 
the wide-awake buyer. 





Steady Demand for 
Chiffons 


New York, January 2—The feat- 
ure of the holiday hosiery trade to 
which attention is most frequently 
called is the steady demand for 
chiffons and the comparatively little 
attention paid to the heavier, wool 
hose. Naturally, of course, one 
would expect chiffons to lead as 
gifts, but saleswomen in retail shoe 
stores point out that even women 
who obviously are buying for their 
own needs have not bought wool 
hose to the same extent that they 
have in past years. Silks and wools 
have been fairly strong; and it may 
be that, with real winter here, the 
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sale of heavier grades will pick up 
if not interfered with by the price 
cutting operations which usually 
mark January and February. South- 
ern fashions recently were shown 
by Lord & Taylor, and the prepon- 
derance of light-colored hosiery was 
very marked. The so-called sun- 
burn shade, worn with white shoes, 
was an interesting note. 





Heavier Hose in Boston 


Boston, January 3—Heavier hose 
is moving fairly freely in this mar- 
ket. Wools and silks and wools are 
being sold more freely than is un- 
derstood to be the case in several 
other parts of the country. Fancy 
novelty wools are said to be par- 
ticularly strong in some stores. 
Fiber and wool mixtures also are 
good. For gift purposes during the 
holiday season, of course, full fash- 
ioned silks had the preference, 
blacks and the many light shades 
sharing the honors. Fancy wool 
mixtures, with plaid tops, for chil- 
dren, are fairly strong, as are also 
several numbers in full length wool 
hosiery. The arrival of cold weather, 
following a snow and ice storm, is 
having its effect, and the week 
following New Year’s Day started 
off as though a good volume of 
business would be done. 
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tock and purchases are entered on the left hand page and sales on the right hand page. This chart shows, for example, that the merchant started 
f the month with 200 pairs of women’s $1.50 silk hosiery. During the month he bought 50 pairs to fillin. His sales on this number totalled 200 pairs 
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Style Developments Are Few in Number 


Tendency Is Toward Deeper Tans and Browns in Large 
(ities —(Chiffons (Continue to Dominate 


HE past month, having been 

devoted chiefly to holiday 

business, has naturally shown 
little new in the way of hosiery 
style developments. As far as color 
is concerned the tendency toward 
the deeper tans and browns is in- 
creasing noticeably in the larger 
centers. This, of course, is for wear 
with brown shoes. In the smaller 
and more remote communities, how- 
ever, the light shades, such as nude, 
French nude, atmosphere and beige, 
are in larger demand than ever, and 
even some important towns report 
that their sales of the darker colors 
are comparatively negligible. For 
wear with black shoes the light 
shades are still high style in the 
smartest circles—black velvet shoes 
with blonde stockings, for example, 
being quite a vogue for formal 
afternoon and evening wear. 

Black remains good in staple 
lines, but where style is a feature it 
is of relatively little importance. A 
large department store catering to a 
general trade, for instance, may find 
black representing about 50 per 
cent of its sales, whereas specialty 
shops and department stores cater- 
ing to a more exclusive trade report 


Embroidered top seven-eighths length, lisle hose 
for children from the line of Onyx Hosiery, Inc. 
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Imported lisle, full-fashioned sport hose for 
Spring from the Krueger-Tobin line 


that their sales of black are very 
slight. Most of the sales of black 
are done on medium weight, me- 
dium priced lines, selling particular- 
ly to mature women, but there is 
also some call for black in the finer 
qualities of chiffon hose for dress 
wear. Grays, in the dark and taupe 
shades, are in some demand, and 
the lighter pearl shades are selling 
to some extent. But, generally 
speaking, demand is overwhelming- 
ly in favor of the nude, tan and 
brown shades. 

Chiffon weights continue to dom- 
inate everywhere, although me- 
dium weights are holding up well. It 
is possible that the swing to the 
deeper tones of tan and brown tnay 
detract somewhat from the vogue 
for chiffons, since the desirable 
sheer effect is not quite so notice- 
able or successful in these colors. 
One observant buyer of hosiery in a 
store catering to a high-class trade 
has noticed a few cases in which 
smart women have bought assort- 
ments including black and blonde 
stockings in chiffon weights and 
tan stockings in medium weights. 
A few individual cases, of course, 
are not sufficient to establish a 


tendency; but there may be some- 
thing in it. In any case it is reason- 
able enough to expect an increased 
call for medium-weight silks in the 
darker shades during the severe 
weather that normally afflicts most 
of the country during January and 
February. 

Novelties are rather out of the 
running at present, except for sports 
wear. Even the lace clock is not in 
much demand. For men, however, 
self and contrasting color em- 
broidered clocks both on silk and 
silk-and-wool half hose continue to 
enjoy considerable favor. The white 
embroidered clock on black silk 
half hose for evening wear is liked 
by many men. Women’s ribbed and 
lisles and silk-and-wool mixtures 
are in quite good demand for sports 
wear. All-wool lines are very slow. 





Record Christmas Sale 

Chicago, January 3—Although re- 
ports have not yet been completed, 
it seems safe to say that many 
hosiery sale records went by the 
board during the Christmas season 
just past. Silk hosiery for gift pur- 
poses was in heavy demand. 


Another imported lisle sport hose for spring. 
This is an ingrain number 
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HERE’S no one so dead as Santa 
Claus after Christmas. 


But this year it looks as if his stock- 
ing filling habit would keep up until 
April. 

Women are doing the filling — 
with Gotham Invisibles. They’re put- 
ting them on and wearing them be- 
neath their silk stockings. 


In the first place Invisibles keep legs 
warm and stylish. And in the second 
place women who wear them are finding 


i N viSI 


HOSIERY SECTION 


Naturally! 
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Patented Nov. 7, 1922 


they are not troubled with winter colds. 


Naturally, women are buying them. 
Naturally they are telling their friends. 
Naturally they are enthusiastic. And 
naturally, because the market is virgin, 
and the price of one dollar a pair is 
within everyone’s reach, dealers are 
selling every pair of Gotham Invisi- 
bles they can get. 


Gotham Invisibles, ankle to knee, 
flesh colored, patented, underspats have 
been called the most practical innova- 
tion in women’s wear in five years. 


GOTHAM SILK HOSIERY CO., Inc. 


Sole Distributors 
516 Fifth Avenue, New York 


REG.U.S.PAT. OFF 
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Full fashioned, 
pure dyed silk 
stocking, with 
mercerized top 
and sole. 


iC HOSIERY 
FOR SPRING 


The Keystone of Success 








The H600 qual- 
ity for evening 
wear, of to suit 
the preference 
for a stocking of 
pure dyed silk 
from top to toe. 


SILK conditions have so established them- 
selves that we can now offer “Gordon” lines 
at prices which are attractive, and values 
which will bring satisfied wearers back to 
your departments. 


Gordon Hosiery is not produced to fit a 
price. The different qualities are carefully 
developed to produce their essential features 
of wear and style, and priced to economical- 
ly insure wide distribution. 


Women are no longer satisfied with “‘just a silk 
stocking” which can be obtained anywhere. Far- 
sighted merchants are not satisfied with this “just 
silk stocking” business, but are building for the 
future with merchandise which gives satisfaction 
and brings satisfied buyers back to their departments 
instead of sending them to any other store where 
“just silk stockings” are sold. Gordon silk service 
will help you get this permanent business. 


The lines of Gordon Silk Hosiery are very complete 
and embrace all the desired weights from sheerest 
chiffons to the very heavy silks for street wear in all 
colors. 


Our large stock enables you to replenish often, in- 
suring frequent turn-overs and a consequent profit- 
able business. 


Our Salesmen are now on the road with complete S pring lines. 
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Men’s full fash- 
ioned, pure dyed 
silk sock, with 
mercerized top 
and sole. 


Issue of January 5, 1924 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


Boston 
104 Kingston Street 


New York 
11 West 19th Street 
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An Explanation | 3.2%" 
, lisle top, pure 
and a Promise | ities 
eer” or “Orig- 
inal” pure dyed 








FOR many years the demand for Gordon 
H300 has been greater than the supply. 
This because it has not been easy to expand 
rapidly and still maintain in ideal conditions 
prevailing in the Gordon H300 mill; to 
speed up production and keep rigidly to-the 
high standard necessary to produce the 
unequalled quality of this stocking. 





Gordon H300 is manufactured in one 
mill. The capacity of this mill has been Ladies’ fall fash- 
increased so that it is now one of the largest ioned, pure dyed 
mills of its kind in the world manufacturing silk stockings. 
one number exclusively. No other stocking = or ceed 
is manufactured in this mill, but this one 
number—Gordon H300. 


With this increased capacity we now feel 
safe in making a New Year's promise to 
supply any reasonable demands for Gordon 
H300 in all the wanted colors. 
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BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear “URE 
New York Boston) sfen's fall fash- 


11 West 19th Street 104 Kingston Street | ‘oned, pure dyed 
silk sock, with 


all silk top and 
mercerized sole. 


Very fine quality. 
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He Added $15,000 to His Income by Luring 
Customers to the Hosiery Counter 


Paid His Rent, Salary of His Hosiery Woman and Left 
Him with Velvet of $2,700 at the End of One Year 


HIS story is about a shoe 
store located in a Western 
city of 30,000 inhabitants, 
which had rocked along with a fair 
volume of business with no particu- 
lar effort being made to outshine in 
any way the five or six other ex- 
clusive shoe stores in the same city. 

One day a youth of the new 
school came along with a few thou- 
sand dollars accumulated during 
several years of retail selling and 
bought the “ordinary” store. He 
hesitated before making the pur- 
chase because this store was not 
like those he was accustomed to 
associating himself with, but he saw 
the possibilities of remodeling, not 
only the store room but the mer- 
chandising methods as well. 

In one corner of this store was a 
show case back of which was one 
shelf carrying a few dusty boxes of 
hosiery. Now the “youth” in his 
previous connections had observed 
how wonderfully the public had 
associated the buying of hose with 
shoes. He had also noticed the 
many extra dollars that were taken 
in over properly conducted shoe 
store hosiery counters, yet in this 
splendid Western city of 30,000 
people, a big bet had been over- 
looked. An inquiry brought the 
information that “they sold a few 
hose occasionally.” 

It seems the shoe clerks once in a 
while persuaded a shoe customer to 
buy hose if they had time, etc. It 
was plainly visible that no prepa- 
rations had ever been made to do a 
real hosiery business, so one of the 
first things the new proprietor 
decided on was “‘an honest to good- 
ness” hosiery department. 

The same show case was used but 
to the shelf were added shelves and 
an experienced hosiery saleslady. 
Care was exercised in selecting hose 
in regard to colors, serviceable 
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By A. F. Herpen 


The author, who manages the Poe-Herden 
store in Fort Smith, Arkansas 


materials; and results were beyond 
the new proprietor’s expectation. 
He found at the end of the first 
year he had added to his receipts 
something like $15,000 in hosiery 
money. He was elated and by doing 
a little figuring, found the profits 
from his hosiery department had 
paid the store rent of $2,100 for the 
year, the sales ladies’ salary, who 
also acted as the store’s cashier, and 


left him a balance which he called. 


“velvet” of something like $2,700. 


He also found he had gotten 
even more than mere money, the 
good will of confirmed patrons 
who were singing the praises of 
his good wearing hose which 
would carry on his profitable 
venture to even larger propor- 
tions. Even employees of the 
department stores were buying 
his hose, at regular prices, when 
they could have bought in their 
own establishments at a dis- 
count. 


When asked how all was done it 
developed there was nothing mys- 
terious about it. Just sound reason- 
ing. First the hosiery department 
was conveniently located near the 
front door. When a shoe sale was 
completed the salesman brought 
the shoes and cash to the hosiery 
department for wrapping and change. 

The customer, who followed the 
salesman, was reminded of hosiery 
and neat displays attracted atten- 
tion. The result was a hosiery sale. 
The salesman left a little ticket on 
the counter, bearing his number, 
which was afterwards O.K.’d by 
the hosiery attendant and deposited 
in a sealed can to be opened at the 
end of the month to ascertain the 
prize winning salesmen, who would 
enrich themselves to the tune of 
$3.00, $2.00 or $1.00, while the other 
less fortunate “brothers” looked on. 


People not buying shoes, found it 
handy to step in this store and 
right at the door find their choice 
in hosiery. Didn't they have to 
fight their way through long, 
crowded aisles in department 
stores and wasn’t the attendant 
in the shoe store's hosiery de- 
partment the most obliging and 
pleasant sales person vou had 
ever seen? Furthermore, the cus- 
tomer did not have to wait for 
basket and cash carriers. Lots of 
speed and good service. They 
came again and again. 


Practically all sales in this depart- 
ment were made on “full fashioned” 
hose. An intelligent explanation of 
this construction soon made fast 
friends for the “little corner” and 
the business goes merrily on in spite 
of the fact that the “Bell ringing 
peddlers” have infested the town. 
A lonesome, unprofitable spot has 
thus been turned into an active, 
profitable, inspirational corner. 
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Hosiery’s Place in Advertising for 1924 


January Sales—Seasonable Offerings (Coupled with Shoe Ads 
— There's Room in All Space Used for Hosiery 


The hosiery department is favored 
with an up-front position in the 
store, but it needs more than this. 
It needs about the same relative 
space in advertising that it takes 
in the store and the relation be- 
tween shoe and hosiery advertising 
will come nearer that of the sales of 


both. 
Hosiery Slighted Usually 


In advertising the hosiery depart- 
ment is slighted. Seventy-five per 
cent of footwear advertising con- 
tains no mention of hosiery and the 
balance nothing more than an un- 
imaginative line that treats the 
matter of harmonizing hose in- 
differently. 





eJirst the hose 
-then the shoe 
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1s you dress for the ball the hose comes 
first and then the shoe. It is hard to tell which 
comes first in importance though they seem so 
admirably matched in weight, in looks, in 
feel. No apologies are needed on either side. 
They are both triumphs—and footwear. 

No it is here, hard to tell which comes first 
so we make them both of equal fineness and 
our customers are pleased. Both are footwear— 
bith need fitting if you are to be pleased with 
the results at a time when failure to look one’s 
best is terrifying. 











It has often been said that the 
department store generally does 
not and cannot offer half so much 
in specialized service as the specialty 
shop, but by superior advertising 
designed to arouse interest and to 
get customers into the store, the de- 
partment store as a place to see 
pretty things has an enviable repu- 
tation. It has reached the point 
now where folk go to these places 
without the urge of advertising, just 
to see what is there. Once inside a 
woman must, indeed, be poor who 
does not purchase something. 

The number of sales depend upon 
the number of visitors. The depart- 
ment store sends its invitations out 
every day in every conceivable 
form from refrigerators to rocking 
horses, and its guests solve the 
problem of turnover. They make a 
sight-seeing thoroughfare of the 
aisles. The organization with varied 
and endless appeal serves as the 
model for turnover. 

But the advertising is always 
crammed full of “news.” 

For the proper consideration ot 
hosiery advertising, the shoe mer- 
chant must survey the results of 
such advertising. Hosiery is foot- 
wear, but dry goods also. If it isn’t 
utilized as another reason for one 
coming into the store, part of its 
value as stock is thrown away. 


Juggling Space 

Space is a valuable thing—news- 
paper space, just as store space. 

An advertisement cannot be too 
full for easy reading nor can it be 
extravagant in the display of white 
space. Every ad presents a problem 
in division. 

And the first thing in using space 
profitably, is to know about how 
type (what you say) affects readers. 
It is about the same as using one’s 
voice in persuading a customer that 
is sitting in the store. A plain state- 
ment of facts will do for one. An- 
other needs emphasis on every 
point to make it carry. Some ques- 


tion what is said. There are all 
kinds. 

That is what one must contend 
with in advertising. Advertisements 
must be made to impress favorably 
the greatest number of customers or 
possible customers. If patrons are 
composed of those who do rough 
work or work in the open, big dis- 
play is necessary for they need 
emphasis. If those of refinement are 
to read an ad, it must be refined in 
display and not garish. Garishness 
in the form of heavy black, thick- 
faced letters might offend some 
people. 

That is for the headings, sub- 
headings, prices, borders, etc. They 
are the things that immediately at- 
tract or repel readers. 


Actual Sales Talk 


The actual selling is a different 
thing again. This concerns type 
from the 12 point size down. There 
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‘DRight of Entrance | Street Towr 
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After you run down those wonderful values 
in hosiery at the left stop and picture this 
“Ageless” shoe on your foot. 

It is the personification of youth—and 
comfortable! If that last is a cause for concern 
you'd better try it on. Beautiful kid fashioned 
to the latest style, but mindful of the fact that 
no woman’s foot can be jammed into an un- 
comfortable shoe without spoiling the effect of 
style. 











(Continued on page 113) 
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SPRING IS COMING! a 
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Packed Two Pairs to the Box 


“An Ideal Gift in a Gift Package” 


The Youngsters will be out in force with 
their toys and games. And every one of 
them a prospect for 
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Be ready for the demand that Spring will surely 
bring. 

Make your juvenile department hum with the 
business this line is building for forward-looking 
merchants everywhere. 

We have a great variety of new styles in stock,— 
without doubt the finest Spring line we have ever 
offered. 

Our line of Sox comprises every desirable style 
in %, %, and % lengths. Something here to 
please every taste. 

Our Children’s and Misses’ lisles and silks come 
in all the new and popular shades, and are de- 
signed to match shoe and dress colors. Many of 
our new Jacquard top patterns look like big 
sellers. : 

-Over three decades of specialization in chil- 
dren's footwear has fitted us to cater to children’s 
requirements. 


Our Spring Hosiery Catalogue 
a veritable directory of In- 
fants’, Children’s and Misses’ 
Hosiery is now on the press. 


Write us for your copy today—it will make ordering easy. 


DR. A. POSNER SHOES, Inc. 
140 WEST BROADWAY 
NEW YORK CITY 


The Only House Specializing in Children’s Hosiery Exclusively 
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(Continued from page 111) 


are 12, 10, 8 and 6 point type, 
each with the power of representing 
a tone of voice as an authority puts 
it, which is just the right light in 
which to view the worth and use of 
each one. 

The customer instinctively feels 
in reading type as he would in 
hearing one’s voice. 

The 12 point size is large and 
represents, say, loud talking. The 
10 point type a voice louder than 
the ordinary conversational tone. 
The 8 point type, the regular news- 
paper reading size,conveys a regu- 
lar conversational tone. The 8 point 
size comes closer to what everyone 
is used to in their general reading. 
The 6 point size is the voice lowered 
as in the matter of important things 
that are worth listening to. 

With those type features in mind, 
it is easy to construct an ad that 
will have proper balance, have 
proper emphasis where needed, and 
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To complete the picture look below. Striking 
woolen stockings that look good and feel good 
on one’s feet tucked into the shoes above and 
you're a match for the veriest blast of winter. 

Those stockings seem to be just made for the 
oxfords—a sturdy pair of calfskin with trim 
mings that are defiant of snow and slush. 

They were almost. Their weight just matches 
ind their style, too. What more can the out- 
door girl wish for? 


HOSIERY SECTION 


with an appeal certain to strike 
those for whom it is intended. 


Make Hosiery Fit 


If hosiery is to fit properly and 
efficiently into shoe advertisements, 
much thought must be given to the 
respective merits of type. All dis- 
play crowds out worthwhile mer- 
chandise that an advertisement 
might hold and sell. All display 
does not sell better than a more 
quiet one, any more than all ads 
are read by all people. Customer 
selection follows logically a selec- 
tion of type that will do this very 
thing. 

A small block of interesting copy 
is better than the same amount of 
words run all over the ad. Twelve 
point type will cover all the white 
space, while 10 point will leave 
plenty of margin and not seem so 
long. 


One Works as an Artist 


Twelve point type is more open 
than 8 point. Copy set solid, pre- 
sents a blacker effect than that set 
leaded (with space between the 
lines). One is constantly working 
with blacks, greys and the white of 
the paper just as an artist works 
with black and white or colors. 

A hosiery special may be set in 
8 point and get full attention with 
a proper heading. Where prices are 
the sole selling features, 8 point is 
strong enough. A little space may 
be used with satisfactory results. 
Hosiery is the 8 and 6 point type 
part of an ad. In this size there can 
be no question of a place for it in 
every ad. 

The type must be juggled for 
right effect, but anyway that is the 
basis of making any advertisement 
attractive. 


What Gets Read 


In many cases the smaller the 
type the more likely it is to be read. 
There is a certain class of people 
who are always looking in out of 
the way places for “bargains.” 
That is the kind who will dig down 
into anything that promises an 
attractive price for the reading. 
The hosiery bargain in the shoe ad 
will be read. 

Then there are those who are 
attracted to a thing by a display of 
taste. An illustration and interest- 
ing copy make an appearance that 
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invites reading in the smaller sizes 
of type. 

There are many merchants who 
run the descriptions of their shoes 
in 6 and 8 point type near to the 
shoe, of course, and the effect is 
pleasing. Those attracted by the 
general appearance of the advertise- 
ment will read such small type. 
They are the kind who needn’t be 
yelled at to convince. 


How Much Space for Hosiery? 


A general rule to follow, is to 
appropriate Io per cent of every 
shoe advertisement for hosiery. 
The relation of hosiery sales to 
shoe sales might be made the basis 
for dividing the advertising appro- 
priation. With the right type faces 
such an amount in each shoe ad, if 
anything, will heighten its power. 

If returns are keyed it will be 
seen that this is profitable. One 
way to do is to keep the hosiery 


















































Silk and Kid. 

The luxury of both has been acknowledged by 
Kings for ages. Travelers have ventured into 
strange lands in search of them. 

Nowadays all one needs do is spend a few 
minutes here for the best that the fashion cen- 
tres have to offer. 

The shoes are at their best in company. The 
cobwebby silk hose in whatever color you choose 
is becoming. 

If you were to search high and low you 
couldn’t find a better combination. We know, 
for months ago we combed the best markets for 
them. They represent the best valués we can 
offer. Don’t put off enjoying their luxury. 

(Continued on page 115) 
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Colors: 


Gunmetal 
Silver 
Rembrandt 
\utumn Brown 
Blond Tortoise 
Pearl 

Rose Gray 
Golden Rod 
Poppy 
Geranium 
Cinnamon 
Moresque 
Albino 

French Nude 


Mandalay 


NANAK AI 


Medium Gray 
Log Cabin 
French Gray 
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|or the Exclusive Store 


Lansdale full fashioned silk chiffon stockings, 
treated by the KEEPIT process and thereby 
“Toughened for Wear”’ as testified by the United 
States Testing Company*, have rapidly found a 
most profitable sale in the more exclusive stores of 
the country. 


Because of a limited output, we can only serve a 
few of the better class shops. Interested merchants 
should write in for particulars, as we are now 
accepting a limited number of orders for Spring 
delivery. 


pit LANSDALE SILK HOSIERY CO. 


LANSDALE, PA. 


A. L. ULLMAN, Sole Selling Agent, 267 Fifth Avenue, New York City 


| dugh ened jor Wear 


*Copy of United States Testing Company report will be sent on request. 
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Hosiery’s Place in Advertising 


for 1924 
(Continued from page 11}) 


advertised out of sight while the 
advertisement is running in the 
paper to make those who have read 
of it ask for it upon coming into 
the store. Another way is to specify 
in the copy that the hose should be 
called for by number. If the hosiery 
is guaranteed,emphasize the guaran- 
tee to make readers call for the 
guaranteed sox. 

It is an unusually hard thing to 
get anything like an accurate check 
on general advertising, but some 
such scheme will be productive of 
some results, enough likely to make 
a calculation of results. 


HOSIERY SECTION 


Material for Advertising Copy 


Here are the properties of silk 
that may be woven into interesting 
sales copy: 

Cultivated silk is strong, light- 
weight, clean, durable and of ex- 
tremely high lustre. The diameter 
of the filament is about the same as 
cotton, from .coos to .coro inch. It 
is about the same in size as cotton 
thread. The weight is lowest of all 
fibers. It is the strongest of all tex- 
tile fibers, the tensile strength being 
equal to that of best iron wire of 
the same size. Its tensile strength 
is reckoned in thousands of pounds 
to the inch. It is extremely elastic 
and may be stretched from I-9 to 
1-4 its length. Weighting decreases 
elasticity. 









































Sport Shoes 





Hose to Match 
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Without the right kind of woolen hose a heavy pair of boots seem heavy. 


With a pair of the kind shown, spun from yarn of superior fiber fine in texture, 
they absorb the shocks of hardy travel that the shoes are made to withstand and you 
Jinish the day with feet ready to welcome the filmiest silks for evening wear. 


The value that is in these ““mates” cannot be realized until you're on the hike . . . 


then you'll be glad you have them. 
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It is a good conductor of heat, 
and when wet feels warm in con- 
tact with the body. It sheds dust 
and germ life does not increase as 
rapidly on it as on other textiles. 
For cleanliness it is unsurpassable. 
It is highly absorbent which makes 
it the most comfortable material 
coming in contact with the body. 
This absorbing element makes it 
possible to dye it in light tints that 
are impossible in cotton. 

Real silk is one continuous double 
thread of uniform size. This uni- 
formity is taken care of in the reel- 
ing. In unwinding it from the co- 
coon the reeler watches for in- 
equalities of size, and when there is 
any variation in size a second strand 


(Continued on page 117) 





The Value of Records 


A schedule for each month with 
cost and sales recorded on it with 
a balance struck between the two, 
is necessary to chart the way in the 
future. 


A daily schedule covering all 
specials that must be advertised 
aggressively to move. After a certain 
time limit or when the stock is re- 
duced to a certain point it should 
go on this card with full descrip- 
tion as to its price, qualities, quan- 
tities, reason for selling and all 
other information necessary for the 
advertising. At the time the stock 
is gone over the record is made out, 
and upon this the advertising is 
based. There are no loopholes be- 
tween having and selling in this 
way. 





A Hosiery Surprise Box 


Philadelphia, January 2—A clever 
aid to the sale of hosiery as a gift 
was introduced during the holiday 
season here by the Wanamaker 
store. It was a black enamelled tin 
box, pasted on the lid of which was 
a skillful color reproduction of a 
French print, the whole bearing a 
close resemblance to a candy box. 
But it was designed to hold half a 
dozen pairs of silk hosiery instead, 
and was known as the “Surprise 
Box.” Men, particularly, were the 
biggest buyers of the box. 
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“Signed By The Author” 


And signed with an imperishable 

mark. Not merely a stamp of 

identity, but a lasting impress, an 

ever-present reminder. For it 

would be as unfair to the custom- 

er as it would be to ourselves, to 

COLORS: allow her to forget the name that 
i has brought elegance and satis- 
White faction to her in so high a degree. 


Gun metal 


. oe 
HOSE |. 


Fawn 
Cinnamon 

Silver Grey REG, U.S, PAT. OFF, 
Beige 


Mode GUARANTEED FULL FASHIONED 


Otter 

Pearl Grey - ‘ 
Medium Grey Harrington & Waring 
— NEW YORK CITY 


Your Jobber Can Give You Service 


——— 
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Hosiery’s Place in Advertising 
for 1924 


(Continued from page 115) 
is run in with the first, both 
being held together by the gum 
which forms half the filament, the 
other half of the thread being the 
fiber. Silk is sold by weight which 


HOSIERY SECTION, 


formity being taken care of in the 
reeling. In the spinning the thread 
doesn’t always flow from the worm 
in equal volume so that the thread 
varies in thickness. Those strands 
on the outside are flatter than the 
inside strands. This natural varia- 
tion is taken care of by the reeler 
who watches the filament as it 


Two of a variety of seven-eighths length hose for children from the line of 
Dr. A. Posner Shoes, Inc. 


leads to the introduction of weight- 
ing materials, tannin, sugar and 
tin, which if used too liberally will 
destroy the wearing qualities (the 
properties of silk being advertised 
must be known by the one who 
writes the ads). The care of hosiery 
if rightly told in the advertising 
story, will increase the prestige of 
the advertiser. Perfectly fine silk 
may be easily and quickly ruined if 
not given the proper care. Perspira- 
tion eats into silk like acid. Hard 
rubbing breaks the filament and 
weakens the material as well as 
destroys the lustre. Silk is composed 
of carbon, nitrogen, hydrogen and 
oxygen. It is an animal fiber. 
Water being composed of hydrogen 
and oxygen adds the very elements 
of which the silk is made and con- 
sequently adds to its life. 


Raw Silk Sources 
China grows most of the silk. 
Japan and Italy each grow about 
one-half as much as China. 
France, Spain, Austria-Hungary, 
Russia, and India supply the rest 
in that order of supply. 


Kinds of Real Silk 


Real silk is one continuous double 
thread of uniform size, the uni- 


comes from wild worms and is 
coarser than cultivated worm silk. 


Tests to Prove the Genuineness of 
Silk 

Silk is destroyed by acids. All 
silk in a pair of hose will be dis- 
solved in a few moments by strong 
sulphuric acid. What is left con- 
stitutes the materials that were used 
to deceive. 

Pure silk is hard to burn. Prac- 
tically no ash is formed upon burn- 
ing and the end of the silk fibers, 
when burned, takes the shape of 
little bulbs. When burning it barely 
shows a flame. 

Pure silk gives off the odor of 
burning feathers. 

Weighted silk leaves considerable 
ash and the entire thread keeps its 
shape in the ash after being burned. 

In caustic potash solution, pure 
silk remains unchanged in color, 
while artificial silk turns yellow. 


Tests to Prove Artificial Silk 


Cellulose silk burns readily and 
gives off no odor. 

In caustic potash solution, cellu- 
lose silk turns yellow. 


Embroidered silk infants’ socks from the same line. 


winds and when a thinner section 
is about to be wound, a second 
strand is run in with it, being held 
together by the gum which forms 
half the filament. 

SPUN SILK is the short ends 
(known as floss) that are tangled 
up on the outside and in the centre 
of the cocoon and not suitable for 
reeling. They are not so strong nor 
so elastic as the continuous thread. 


TUSSAH SILK is the silk that 


Tests to Prove Presence of Cotton 


Boil the hosiery, in question, in 
caustic. potash solution for 15 
minutes; the silk disappears and the 
cotton content remains. 


Artificial Silk Properties 


Made of lustro-cellulose, gelatin 
silk, metallic threads, and spun 
glass. 
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In these newest Spring Col- 

! ors: Airedale, Tan Bark, 
Raquet, Jack Rabbit. Bom- 
bay, Mandalay, and in all 
other wanted shades. No. 
3780 retails at $2.00. No. 
3785 retails at $2.50. 


“finer chiffon hose must be smooth and 
flawless beyond ordinary standards. That 
is one reason why Allen A is generally 
approved by fastidious women. 

When you handle Allen A Hosiery it is 
especially satisfying to realize that its good- 
ness is unquestioned. Your customers recog- 
nize its quality at a glance —even if they do 
not already know its 35-year reputation. If 
you want to appeal to better class trade, 
display Allen A in your windows. 


Allen A 


Hosiery Underwear 


For men, women and children For men and boys only 


THE ALLEN A COMPANY, KENOSHA, WISCONSIN 




















—_ 
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Patented— 
May 29, 1923 


OTE well the novel reinforcement— 
Obviously a mark of unique dis- 
tinction, but still more signifi- 
cant for its capacity TO RESIST 

THE PERPETUAL RUB-WEAR OF THE 
POPULAR LOW SHOE. 


Thousands of times every day the back part of 
the low shoe attacks the thin stocking fabric— 
but without avail. TEXSTEP wearers are 
spared the embarrassment of sudden holes, the 
difficulty of over-frequent repairing and the 
expense of replenishment. 


The patented TEXSTEP reinforcement ably 
fulfills its purpose and in addition, adds note- 
worthy charm to slim, sleek ankles. TEX- 
STEPS are different---women want them! 


TEXSTEP SILK 














The TEXSTEP line comprises three leaders:--- 
Retailing at $1.00, the extraordinary value illus- 
trated, having the special high-heel step rein- 
forcement that adds tone and increases mileage. 


Retailing at $1.50, mainly pure thread silk, with 
the same step reinforcement, permanently lus- 
trous, remarkably serviceable. 


Retailing at $1.95, a super-quality, full-fash- 
ioned stocking of pure thread silk, with the step 
reinforcement, unquestionably the finest of the 
fine. 


Ask your wholesaler about the TEXSTEP 
line or write direct for name of distributor 
near you. 


HOSIERY CO. 


Owned and controlled by 


F.V.GUTMAN CORP.,, Newyork city 


377 BROADWAY 
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The finest of silk hosiery for the social season 


a0\ HE demand for high grade silk hosiery is at its height dur- 
ing the winter months, when dinner dances, balls, theatre 
parties and social festivities are in full swing in every 
city of the land. 
We offer the finest of full-fashioned silk hosiery in a full range of 
street and evening colors. 














No. 1207—Full-Fashioned, Lisle Top, Dipped Dyed Chiffon with silk foot in the following shades: African Brown, 
Airedale, Atmosphere, Autumn Brown, Beige, Black, Bronze, Camel, Cardinal, Cedar, Cinnamon, Dawn, 
Deer, Dune, Emerald, Field Mouse, French Nude, French Taupe, Gold, Greve, Gun Metal, Jack Rabbit, 
Log Cabin, Mandalay, Mode, Neutral Gray, Peach, Royal, Silver, Suede, Thrush, White. 

Price, $16.50 Per Dozen. 


No. 526—These stockings are Full-Fashioned, made of the best 12 strand thread silk with an 8-inch Lisle Top, 
exceptionally high class and of excellent wearing quality in the following colors: African Brown, Airedale, 
Beige, Black, Cardinal, Champagne, Cocoa, Cordovan, Dune, Gray No. 31, Gray No. 50, Greve, Ivory, Jack 
Rabbit, Log Cabin, Neutral Gray, Otter, Russian Calf, Silver, Suede, Victoria, White. 

Price, $16.50 Per Dozen. 

No. 904—All Silk High Class Dipped Dyed Chiffon, excellent wearing quality in the following colors: African 
Brown, Airedale, Autumn Brown, Beige, Black, Cinnamon, Cocoa, Dawn, Dune, Field Mouse, French Nude, 
Gold, Gray No. 31, Gun Metal, Jack Rabbit, La Peche, Log Cabin, Mandalay, Otter, Peach, Pearl Gray, 
Silver, Suede, Thrush, White. Price, $21.00 Per Dozen. 


No. 918—A Full-Fashioned, All Silk Chiffon with one row French open work clock. In a number of leading colors. 
Price, $24.00 Per Dozen. 


No. 925—Same as above with two row lace clock. Price, $24.00 Per Dozen. 
Samples gladly submitted upon request 


METROPOLE HOSIERY MILLS, Inc. 


220 Fifth Avenue~ New York 


fey DeKuy 


‘‘STOCKINGS THAT SATISFY’’ 
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The New 
Repeat Orders The newest addon 
e Popularit nas JUMped jn the Ros. 
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Saine 


y= you find the same woman’s name at less thei Stocking po" 150: 
again and again on your sales slips, you Full 00, — 
have sold her more than several orders of goods. 

You have sold her satisfaction. You have 

made her believe in your store. 


It is the experience of our dealers that Rosaine 
Hosiery has a way of making such repeat 
orders. The woman who buys Rosaine once, 
buys it again and again. The beauty, the style, 
and, most of all, the wearing qualities appeal 
to her. 

Sell her Rosaine Hosiery, and you will make a 
permanent customer for your hosiery depart- 
ment. And your other departments—but that 
is obvious. 

The Rosaine Line Consists of Full Fashioned Numbers Only 


ROSENHAIN CO., Inc. 220 Fifth Avenue, N. Y.C. 
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“ ” 
Onyx Pointex 
=e Us wT oF 


The Most Successful of Hosiery Departments can be 
Built Around the Popularity of these “Onyx” Numbers 


ge backbone of the average hosiery department is its stock of women’s full fashioned 
hosiery. The main essentials of this class of merchandise are all comprised in the list of 
items below. 95%, of all full fashioned hosiery sold is represented by the types listed here. 
Other styles are all included in the “Onyx” line—from heavy silk sport hose to delicately 
fashioned lace front stockings. 

A complete assortment of mock seams, artificial silks, mercerized lisles, wools, etc., all under 
the “Onyx” brand, offer a wide range of choice in supplementing the full fashioned silk line. 

In men’s and children’s goods we are showing a line including every possible requirement 
of every hosiery department. 

Every fully equipped hosiery department should carry the 
Onyx “Pointex” items listed below: 


LISLE TOP ALL SILK. 
Style No. 355 . - + . + Sheer weight Style No.154N . . . . . Sheer weight 
Style No. 255 . . * . Medium weight Style No, 164 . . Sheer weight, extra fine 
Style No. 298 . . . . «. Heavy weight Style No. 350 ..+ +t « «+ Medium weight 


OUTSIZE Style No. 105 - » + « « Heavy weight 


Style No. 12020 . . . . . Lisle Top LACE CLOCK 
Style No. 41/20. . ws. All Silk Style No. PC—In a variety of intricate lace patterns. 


And many other styles. 


39 


“Onyx "® Hosiery 


ret orece 


“Pointex”” 


REG, U. S. PAT. OFF. 


“Onyx” Hosiery Inc., Broadway at 24th Street, New York 


: Chicago Philadelphia Boston Buffalo San Francisco Los Angeles 2 
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NEW YORK 


Many New Shoe Stores in Field 


Merchants Considering Several Problems as They Turn Their 
Thoughts to what New Year Holds 


HE year 1923 drew to a close with 

retail shoe merchants in New York 
rather discouraged over business in the 
latter part of the period. The week between 
Christmas and the New Year saw a large 
number of cut price sales here. This action 
was taken to stimulate a slow buying 
public into activity. Some of the price 
reductions were drastic. One of the best 
known stores in town reduced a wide 
range of models, that formerly sold for 
$9 to $14, to a flat price of $6.95, the 
reductions ranging from $2 to $7 a pair. 
Similar sales were conducted by other 
retail shoe merchants, although the 
reductions were not as drastic as this in all 
cases. 

New Stores Are Numerous 


Looking toward the new year, retail 
shoe merchants are not particularly 
optimistic. The general feeling is that the 
style situation is still too mixed for a large 
volume of business. Another factor that 
complicates the situation in New York, 
particularly, is that of many new stores 
that are opened every week. These new 
stores, which in most cases are under- 
financed, and soon go out of business, 
nevertheless take away some business 
from the old established firms. Retail 
shoe merchants are inclined to feel that 
shoe manufacturers should exercise more 
control over this situation through 
stricter credit granting. 


Styles Remain About Same 


Little in the way of new styles are being 
offered at present. Efforts are being made 
to push Colonial patterns in a multi- 
plicity of styles and there is some evi- 
dence that they are gaining ground. The 
low-heeled broad toed Colonial or Puritan 
pump is regarded as a cheap shoe proposi- 
tion and is not being handled to any 
extent by the higher class retail mer- 
chants. The latter have gone in more for 
a slightly higher-heeled Colonial, often 
with a concealed goring in front under the 
buckle to enhance the fitting qualities. 
Sentiment on Colonials is sharply divided. 
Many merchants are against them be- 
cause of the fitting difficulties that they 
bring up. 


Decline in Wholesale Trade 


Wholesale shoe trade in this district 
during November of last year was four 
per cent below November of 1922 and 
17.7 per cent below October, 1923, 
according to figures compiled by the 
Federal Reserve Bank of New York and 
published in the bank’s monthly review 
of business issued on January 1. The total 
weighted index for all wholesale lines 
reporting to the bank showed a 2 per cent 
drop between November of last year and 
the same month a year ago, and a 23.9 
per cent drop between November of last 
year and October. 





LYNN 


Broad Variety of Samples 


Many Dainty Creations Among the New Patterns for Spring— 
Slender Straps Popular 


YNN has spread its samples for 1924. 
It is buyers’ choice. Bountiful is the 
variety of the new samples. And manu- 
facturers are only asking that buyers will 
choose their styles with such care that 
the writers of today will exclaim, with the 
wise man of old, “How beautiful are your 
feet in shoes, Oh princess!”’ 

Easter comes on April 20 this year, and 
with it will come a new array of footwear, 
new in last, new in pattern and new in 
coloring. Mother Nature exercises her 
right to put on new raiment in the spring 
time, and so do fair women. Easter shoes 
will be gray or white, patent or brown, red, 
green, blue, purple, wine color, Chinese, 
Egyptian smoke, Airedale, Oriental pearl, 
and so on through a multitude of colors, of 
patent, of suede, of smooth grain, of 


boarded grain of alligator, lizard, snake 
leopard spot and toad and fish skin, too. 

Lasts and patterns revel in light and 
dainty creations, slender straps of in- 
tricate patterns, sandals fit for fairy feet, 
gore shoes with elastic webbing cunningly 
concealed, sport shoes and flapper shoes, 
too. 

Designers have opened a new field of 
fashion in footwear, and it now remains 
for shoemen to reap good sales of shoes 
from this new field of fashion. 

In New Quarters 

Merrill-Porter Company crossed the 
line of the year with as strong a start as 
any shoe firm could desire. The company 
began in its new factory in the Realty 
Building on Broad Street, with plenty of 


orders booked for its line of sandals, slip- 
pers and comfort shoes, and also, with 
every cutter at his bench, working full 
time. The sandals of the Egyptian type, 
are made in popular colors. 


Kiely’s Line 

T. J. Kiely & Co. continue to add new 
shoes to its sample line. The company is 
offering for January buyers, new sandal 
effects, in patent, tan and colored leathers, 
including the new alligator and lizard 
grains, in two color effects. Also it is using 
reptilian grains for trimming smooth and 
suede calf shoes. 


Gore Styles 


Charles MacLaughlig of MacLaughlin, 
Conway Company believes in making 
shoes so neat and trim that they look a 
natural part of the foot. He is particularly 
skilled in making gore styles, which fit the 
foot with the utmost smoothness. One of 
his friends chanced to come upon a story 
of the origin of gore styles the other day, 
and sent it to him. 


Fat Ankle Shoes 


The increasing sale of fat ankle shoes is 
causing more or less comment. The com- 
mon story is that feet and ankles are get- 
ting thicker from the continuous wearing 
of low shoes. But there may be other 
reasons. One shoe man contends that 
women are getting larger in stature, and 
cites records prepared by physical educa- 
tors to prove it. Of course, if they are 
larger, and heavier, they should have a 
firmer foundation under their feet. A cut 
sole man has an interesting theory about 
the wearing of thin sole shoes “‘letting 
down” the feet, so that they spread out 
more. 

Be these matters as they may, the sale 
of fat ankle shoes is increasing. 


M. G. & H. Sandals 


Murphy, Gorman & Waterhouse have 
some new sandals and the fitting qualities 
are excellent. The straps set down as 
smoothly on the stocking as if they were a 
part of it. The shank arches with the foot, 
in perfect symmetry and the leather of 
both the sole and the upper, fits the ball 
of the foot as smoothly as the leather 
cover fits a baseball. 

As for colors, well, there is every color 
that is selling, including the new two color 
effects on lizard and alligator skins. 


Creighton’s Christmas Party 


The annual Christmas party of the 
employes of A. M. Creighton was held 
Christmas eve. Mr. Creighton was Santa 
Claus and F. D. Armstrong was toast- 
master. An entertaining. program was 
presented. 
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Where to Buy | 


Women’s Shoes 











FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spins | are —y A ane 
favorable attention. Hand turn 
pumps in the latest designs and finest he 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








J.W. BARNARD & SON 
Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 


for Ladies 
IN STOCK 












Colcord & Walker, Inc. 
Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 











Where to Buy 


Ballet Slippers 

















BALLET SLIPPERS 
all styles and 
colors— Black 


$3.50. 


FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 








BALLET SLIPPERS in Stock 
Endorsed by the Wortd’s Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women’s 


1. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








IN-STOCK 

BLACK BALLET SLIPPERS 

Childs $1.30 
Sizes 7 to 11 
Misses $1.35 
Sizes 11¢to2 
Ladies $1.40 
Sizes 24 to 8 
BLOG SHOE FINDING CO., INC. 

147 Duane St., New York, N.Y. 















BALLET SLIPPERS in Stock 
Black and Pink Satin, Black Kid officially adop- 
ted as the best made pt and ballet 


from 6 small to 7 
654 EIGHTH AVE. 


NEW YORK, N. Y. 
Only one exclusive agency in a town 
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Trade Notes 


The Cotter Shoe Company rolled up a 
large sale of its health shoes for the 
year. 

A. E. Little & Co. are making boots of 
staple pattern. 

Edges of colored shoes will be mostly 
finished with transparent wax. But a few 
edges will be colored red, green or blue, to 
match the colors of the uppers. 

“Kelly Kid,” made by Thomas A. Kel- 
ley & Co., Lynn, will be sold by Kallman- 
Newcomb Company, Boston. 


January 5, 19% 


“The road to health is the footpath.” 
That may look like a slogan to supple- 
ment the slogan, ““Walk and Be Healthy.” 
but the Lynner who quotes it said that he 
heard it when he was a boy. 

A lot of the looks of Lynn shoes depends 
upon the stitching of the uppers, which is 
so artistically done that a buyer often 
does not notice it. 

While there are styles beyond common 
counting, yet it is a fact that one Lynn 
firm is still making and selling straight 
last shoes, or shoes that are neither rights 
nor lefts. 





BROOKLYN 


Expect More Snap to Buying 


New Year Regarded as Turning Point in a Generally Dull 
Period—Great Interest in Spring Styles 


HE close of the year found conditions 

in the Brooklyn shoe manufacturing 
district generally dull. New orders, 
according to most producers here, have 
been dwindling for the past four or five 
weeks and last week reached a low point 
from which recovery is expected after the 
turn of the year. The number of retail sales 
reported back to the manufacturers here 
lead the latter to believe that retail stocks 
will be worked to a low point by the turn 
of the year and that replenishment will 
be necessary. For this reason the in-stock 
departments of some of the factories here 
have been stocking up in anticipation of 
quick buying in a week or two. In fact, 
most of the production in Brooklyn in the 
last two or three weeks has been for the 
stock departments. 


Interest Centers on Spring Styles 


Spring styles continue as the center of 
interest in manufacturing circles. Some of 
the producers here are leaning strong 
toward Colonials, while others are trying 
to discourage a revival of this type of shoe. 
It is felt that the ability of the lower- 
priced factories to turn out the broad toe, 
low-heeled Colonial in great quantities 
has killed the style for Brooklyn. Some new 
type Colonials are being made up here, 
chiefly in the light tan shades of suede. 


Airedale is the leading color in new styles, 
not only in Colonials but in other types 
as well. A considerable quantity of patent 
leather is still being used here and some 
of the manufacturers think it will hold a 
strong place through the entire spring 
season. 


Heels Are of Medium Height 

Medium height heels are the order of 
the day in Brooklyn-made shoes. The 
majority of shoes going out the factories 
here carry heels from 8-8 to 12-8 in height. 
In fact, one manufacturer who is in close 
touch with the entire field asserts that 
fully 90 per cent of the business is on 
heels between these heights. The breasted 
heel is not used to any extent, most of the 
heels now being of the boxed block variety. 


Concerning Solid Colors 


Colored trimmings are well thought of 
as a spring proposition. It is ‘admitted 
that few have been sold, so far, but the 
producers expect orders for them in the 
near future. Solid colored shoes also are 
being touted in some quarters of the 
Brooklyn field. Some recently seen were 
of red, green and blue suede in Colonial 
patterns. A few of these have been sold 
and are being tried out by retail shoe 
merchants. 





HAVERHILL 


New Year Promises Well 


Manufacturers Busy Preparing New Patterns while Orders 
Are Coming In for Immediate Delivery 


HE New Year opened auspiciously 

for Haverhill’s shoe industry. The 
two years’ peace pact which is now in 
effect between the shoe manufacturers 
and the labor unions, both in the manu- 
facture of shoes as well as in the allied 
trades, assures steady production and 


prompt deliveries. New patterns are being 
prepared by Haverhill shoe manufacturers 
and many orders are being secured for 
immediate and future deliveries. January 
will be, in the opinion of Haverhill manu- 
facturers, a big buying month for Haver- 
hill-made footwear. There will be state 
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style”shows in January followed by the 
big Chicago Show in February, all of 
which will be of interest and importance 
to shoe manufacturers and to merchants 
who purchase Haverhill novelty footwear. 
In short, Haverhill is on the road to re- 
newed prosperity. The reputation which 
the city enjoys as a producer of women’s 
novelties will be maintained in the styles 
to be shown shoe buyers during the next 
few months. “Something new”’ is what the 
trade wants. Haverhill is right there with 
the supply. 


- 


An Arbiter for the Industry 


Search by the Haverhill Shoe Manu- 
facturers’ Association and the agents of 
the Shoe Workers’ Protective Union is 
being made for an arbiter who shall have 
the final word in regard to all adjustments 
of wages, working conditions, production 
and distribution arising in Haverhill’s shoe 


industry. Several industrial engineers have * 


been consulted but as yet no selection has 
been made. The position calls for a man of 
experience, ability and vision. His salary 
will be paid equally by the manufacturers’ 
association and the labor union. His 
exclusive services will be required for a 
term of years. He must be a big man to 
measure up to the requirements of the 
position. 


Shoe Workers Consolidate 


The Shoe Werkers’ Protective Union 
and the United Shoe Workers of America, 
two of the largest shoe trade organizations 
in the United States, have effected a con- 
solidation which makes this union the 
largest body of affiliated shoe workers in 
the United States. The local union has a 
membership of approximately 20,000, 
while the United workers number about 
10,000. The Protective Union’s principal 
strength is in Haverhill, also towns on the 
North Shore of Massachusetts. The 
United Shoe Workers are centralized in 
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One of the new models to be shown at “The Style 
Review,” January 15-17. This shoe gracefully 
combines four patterns. Ii is here shown in a 
soft shade of “Jack Rabbit"’ alligator. It is also 
developed in brown shades of alligator, lizard 
and colored kid. The heel is a 9-8 inch height. 
Made by Webber Shoe Co., Haverhill, Mass. 


Rochester, St. Louis, with branches in 
Chicago, Cincinnati, Lynn and elsewhere. 
Eventually, under the name of Shoe 
Workers’ Protective Union, the merger is 
expected to include the Amalgamated 
Shoe Workers of America, with general 
offices in Lynn. 


Making the Zev Sandal 


A new pattern called the Zev sandal 
designed by Collins & Staples is being 
shown to the trade by that concern as well 
as by others who have been licensed to 
manufacture it. These latter include: 
Witherell & Dobbins Company, George B. 
Leavitt Company, L. B. Dudley Com- 
pany of Haverhill; Prouty-Daniels Com- 
pany, Herbert Humphrey Company, 
Diamond Shoe Company, Globe Shoe 
Company and McElwain, Holmes & 
Talbot. 


Increase in Population 


According to estimates from the Wash- 
ington Census Bureau, the population of 
Haverhill on January 1, 1924, is 57,908. 
In 1910 Haverhill’s population was 44,115, 
thus making a gain in 13 years of 13,793. 





PHILADELPHIA 


Suedes, Velvets, Patents Lead 


Tan Calf Oxfords Also Meeting with Good Demand in 
Women’s Stores—High Shoes Moving Slowly 


FEELING of optimism prevails 

here, and substantial improvement 
in the shoe business is expected in the 
early part of 1924. Suedes, velvets, patents 
and tan calf oxfords continue to have the 
call. There is no call for high shoes for 
women and in men’s footwear the mild 
weather and the inclination to wear last 
summer’s low shoes is retarding the sale 
of high shoes. As the season advances it 
becomes more apparent that if there will 
be any demand for reds, greens, and blues 
it will be confined to children’s shoes and 


the cheaper grades of women’s footwear. 
Good demand for both the light and dark 
shades of brown is expected. Grays and 
whites are expected to be active as they 
usually are in spring. 


Price Level About Same 


The general price level has not changed 
recently, though one man ifacturer who 
has been obliged to go into the spot mar- 
ket for some upper leather says that in- 
creases are likely and a number of jobbers, 
on the other hand, find concessions being 
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Where to Buy 


Men’s Shoes 














Tue 


SHOE 


FOR MEN 


AG, 
(P) M.A.PACKARDCO., Makers (P) 




















NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 


Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 
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Coumonwsautn Suoe & Levu Co. 


WHITMAN, MASS. 
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Sells 
Another 


T. D. Barry Co. 


Brockton, Mass. 


























Where to Buy 


Men’s Shoes 
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Stock Dept. 5 
Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 











= rT > 
“e 


‘ 
EMERSON free 


Boston Offiee: Room 214 United States Hotel 





FREDERICK S. PECK 


Worcester, Mass, 


Men's and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 


PULLMAN TRAVELING SLIPPERS 
better"than ever inQuality and fit _ 
-owner of Thade Mark Adlman 


\DOLL CABERETA 
GLAZED KIT ieee 


Black and Brown 
full ses 3 toll in Stock 


onfd,SUSTINGO, 











Carried Stock 


at 
11 South Street 
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Do You Know 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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offered by manufacturers who are un- 
usually anxious to get some business. 


Wholesale Activity 


Recent activity in the wholesale trade 
here has been very largely confined to 
Christmas lines. Slippers have been in 
very good demand. The trade reports that 
sales in these lines were at least equal to, 
if not in excess of those of last year. There 
has been some call for rubbers, but trade 
in them and in men’s high shoes will not 
become very brisk so long as the present 
mild weather continues. Fancy patterns 
in women’s shoes continue to constitute 
the bulk of the demand. Men’s light brown 
shoes are in better demand than dark 
brown or black. Some wholesalers think 
that suedes will continue to sell well 
through the spring and summer at the 
expense of kid. 


Millions of Shoes Made 
Here 


Shoe factories in Philadelphia in 1922 
made 3,849,804 pairs of shoes according 
to a recent tabulation of men’s wear 
turned out by local manufacturers. 


Featuring ““Fancy Staples” 


Wiemer, Wright and Watkins is feat- 
uring the expression “fancy staples” to 
describe a line of style shoes which avoid 
the excesses of the most elaborate pat- 
terns. 


Wholesaler Convalescent 


William A. Tompkins, president of the 
Philadelphia Wholesale Shoe Dealers’ 
Association, is back in his office following 
a breakdown. 


All Display Spaces Sold 


George M. Garman, secretary of the 
State Retail Association, announces that 
all of the spaces at the coming convention 
here have been sold as well as several 
additional exhibition rooms. 


Factory Construction Active 


Industrial construction continues to be 
active and present indications are that it 
will continue through the winter months. 
A wide variety of industries are repre- 
sented by this construction and plans call 
for both additions and new plants. 


Breaks All Records 


All indications here point to the fact 
that retail Christmas buying exceeded 
that of any previous year in the history of 
the city. The retail trade here reports to 
the Federal Reserve Bank that the volume 
of its sales for 1923 is approximately 

747,000,000. Of this amount about $28,- 
800,000 represents the increase in the last 
three months of the year, in which Christ- 
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mas buying is concentrated, over t he cor- 
responding period in 1922. Statistics at 
the Federal Reserve Bank for the five 
weeks ending December 12 show an 
increase of nearly $40,000,000 in debits to 
all accounts in the reporting banks. 


Demand for Suede 


The Elite Boot Shop on 29th Street 
finds a good demand for black suede with 
patent trim. This store notices a tendency 
away from extreme cut-outs. In spring 
both whites and the whole brown family 
are expected to be in good demand. This 
store says it is paying advances on its 
shoes. 


Agents for Red Cross Shoes 


Lit Brothers have the agency now for 
Red Cross shoe line which are manu- 
factured by The Krohn-Fecheimer Co., a 
branch of the United States Shoe Co. The 
Krohn-Fecheimer plant is in Cincinnati. 


Regal Prospects Fine 


The two Regal stores here look forward 
to another good year, having enjoyed a 
splendid trade during 1923. The Regal 
stores are among the most successful of 
the chain stores in this city. 


Strumpf Leases Store 


Dave Strumpf, for 21 years proprietor 
of a shoe store bearing his name at 2322- 
2324 North Front Street, will vacate the 
premises on April 1. He has leased his 
store space to the F. W. Woolworth Co. 
Dave writes: “This isan April | story that 
is true.’’ He adds he has no definite plans 
for the future. 


Artcraft Hosiery Declares 
Bonus 


The Artcraft Silk Hosiery Mills gave a 
Christmas Party to its employees during 
the holiday season. There was a tree, and 
a present for everyone; also refreshments 
and dancing. J. Kugelman, president of 
the mill, was Santa Claus and a most 
popular one, especially as he announced a 
new bonus system to go into effect during 
1924. Mr. Kugelman’s generosity is much 
appreciated by the employees, who voted 
their continued co-operation in making 
Artcraft chiffons better than ever during 
the coming year. 


Sales Exceed Those of 1922 


George W. Herman of J. & T. Cousins, 
says that his sales for this year will be 
greater than those in 1922. Buying at 
present is active in evening slippers of 
silver, gold, and paisley brocade, and 
beaded satin. Plain satin slippers for 
street wear are in good demand. Buckles 
are selling fairly well, the best sellers 
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ranging in price from $5 to $15. Black 
suede is selling as well as anything, though 
there is also some call for suede in brown 
and gray. There is not much call for vel- 
vets and demand for glazed kid is confined 
entirely to staple patterns. While the big 
call is still for fancy patterns this store 
notices a trend away from the extremely 
low-cut models. In the opinion of Mr. 
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Herman suedes will sell well on through 
the summer as the younger people do not 
look upon kid as a dressy material. Strap 
pumps feature the style situation, though 
quite a few oxfords in Russia calf and 
black calf are being asked for. This store 
is enjoying a good hosiery trade both in 
silk and in wool and in combinations of the 
two. 





BROCKTON 


Shoes for Cuban Business 


Fancy Patterns in Men’s Footwear in Black, White and Tan 
Leathers Popular with This Trade 


EVERAL shoe manufacturing com- 

panies are producing men’s welts for 
Cuban and Porto Rico trade. Shoes for 
these localities have short vamps, with 
C the narrowest width. Cuban and Porto 
Rican merchants like fancy patterns in 
men’s footwear and buy many “jazzy” 
combinations of white, black and tan 
leathers. Porto Rican customers buy a 
good many men’s high cut patterns with 
fancy stays in contrasting colors. This 


Cuba and Porto Rico trade is steady: 


and Brockton concerns identified with it 
are building up a permanent business. 


Make Skating Shoes 


Several concerns in Brockton and the 
South Shore are specializing in the pro- 
duction of skating shoes. One concern 
in particular had a busy summer in the 
production of this class of footwear. These 
shoes are sold to the merchant, with 
skates attached. The skates are ordered in 
the spring from the manufacturers and the 
shoes are made in summer for fall delivery. 
By October, the shoe manufacturer has 
practically finished his shipments. Sizing 
up orders which later trickle in are 
frequently impossible to fill because skates 
are not available. This year the weather 
thus far has been unfavorable. However, 
there is a long winter ahead. Meanwhile, 
the stores are selling men’s and women’s 
skating shoes in anticipation of favorable 
weather later on. 


Patent Granted to Cary 


W. H. Cary of Brockton has been 
granted a patent which is of interest to 
shoe manufacturers and crepe sole makers. 
This patent, which has been assigned to 
the Avon Sole Company of Avon, Mass., 
covers a crepe soled shoe, and the process 
of making such a shoe in a most practical 
way. The patent which is broad, com- 
pletely covers the construction and process 
of making such a shoe. In reference to the 
claims on this patent the Avon Sole Com- 
pany states: 

“Crepe soles when first used were 
either stitched directly to the welt or 


applied in two units. In the two unit 
method the under unit was stitched to 
the welt and an outer unit cemented to 
the first layer. It is doubtful if crepe soles 
would have been more than a one-season 
novelty if some improvement had not 
been made in applying them. The most 
serious complaint concerned the toe of 
the shoe. Crepe rubber does not hold a 
stitch well, and the toe of the shoe, 
receiving the greatest strain, frequently 
broke away from the welt long before the 
rest of the sole was worn out. This trouble 
is overcome by the use of a special oak 
fibre middle sole to which a coating of raw 
rubber similar to the crepe outer sole is 
applied as in claim 1 of our patent. This 
resulting middle sole, when properly 
made furnishes an anchorage for the 
stitches and a surface of a nature like 
the outer sole, which is easily cemented 
to it. This middle sole is the foundation of 
the patent.” 


Government Contract for 
Lasts 


The Mawhinney Last Company of 
Brockton was recently awarded a con- 
tract for lasts for army shoes to the 
amount of 50,000 pairs. This is the largest 
contract of its kind awarded by the govern- 
ment since the late war. The company will 
make these lasts on its own models. The 
contract will assure the plant of operating 
at capacity during the next six months. 


Enlarges Floor Space 


The Union Shoe Company has added 
nearly 10,000 feet of floor space and has 
increased its output in proportion. The 
company reconstructed a former roller 
skating rink for shoe factory purposes. 
With the beginning of the new year, it will 
manufacture about 60 dozen pairs daily. 
The additional space provides for 125 
dozen pairs as a daily output. 


Course for Foremen 


The Brockton Shoe Manufacturers’ 
Association and the Brockton Association 
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Men’s and Women’s Slippers 

















Felt, Satin and Leather Soft Sole Sli 

For the Entire nay 

No. 401—Ribbon 

Trimmed Moccasin. 

One of the popular 

styles in our com- 

plete line of felt slip- 

—. Made intwelve 


colors. 
NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass. 








Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 
Boston Office 
207 Essex Street 








PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N.Y. 
HIGH GRADE MULES AND D‘ORSA YS 

















Men's sizes 
$18. oo per doz. pairs 
Terme 8% 19. Net 30 days 
F. 0. New York 
Write for Catalog 
The H. L. Hymes Co 
52 W. 15th St. 
New York City 








in Medium and+ 
IGH GRADE 


oR Ss LIPPERS, 


dll /tyla* made 3. Do ic and 
Imported Satin Brocadesand Meta! ~~ 
$2.10 per pair and up 


worst M GUSTIN © 


Speciadli 


— 














te [Reel ee 
Grede { R Trade 


BEST-EVER 
Soft-Sole Leather 
Boudoirsand Novelty 
Kimona Sandals 
Write for Prices 


BEST-EVER SLIPPER CO. ine., BROOKLYN, N.Y. 








oudoirs 


owling 
326 W. Monroe St. 


Chicago 
WM SUMNER SMITH CO 











No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless, you need the 

Boot and Shoe Recorder 
ALL THE TIME 

















Where to Buy 


Children’s Shoes 
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the retail trade. 


Newcomb-Anderson Shoe Co. 


KOCTIESTER, N.Y. 
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Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
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Boston Office, 16 Columbia Street 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 











Where to Buy 


Moccasins 





Tor Mon Wornon oan Children 
Carried in Stock and Distributed 54 
Bliss & Richardson Shoe Shoe 


TLAND 











BOOT AND SHOE RECORDER 


of Superintendents and Foremen are 
sponsoring a series of lectures on modern 
production methods to be conducted in 
Brockton the present winter. The course 
planned has been given in many cities 
under company auspices among 600 
industrial plants in the United States and 
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Canada. It has to do with the industrial 
problems of the modern factory, especi- 
ally with the foreman’s problem of handl- 
ing employees. Lectures are to be free, 
and all factory managers, superinten- 
dents, foremen, assistant foremen and 
other plant executives are invited. 





BUFFALO 


Dull Tone to Shoe Buying 


January and February Expected to Provide Impetus to Trade. 
Evening Footwear Moving Well 


HEN prices are reduced on season- 
able footwear in what should be 
the height of the season, it is a fair 
indication that business is not what it 
should be with the retail shoe merchants— 
and that’s what is happening in Buffalo 
with the close of Saturday, Dec. 29. 
Complete lines, not odds and ends, are 
being sacrificed by many of the downtown 
stores, including the department stores. 
December broke all weather bureau 
records for mildness. Not until the last 
week of the year was there any snow or 
cold weather and a heavy downpour soon 
erased the blanket of white. Short as it 
was this spell of wintry-like weather gave 
a certain impetus to the overshoe trade 
and made the week after Christmas less 
dull than is usually the case. 

If the new year parallels 1923, the first 
two months will be real stormy and cold 
and will make up in a measure for the 
slump last fall. Many people are putting 
up their autos for the winter and this 
should have a tendency to speed up the 
demand for men’s footwear, particularly. 
With the larger number of younger men 
wearing low shoes, a cold and snowy spell 
will likewise help the gaiter business, 
which in recent years has become a profit- 
able side line. 

With many social functions on the 
calendar for January and February 
besides the dinner dances at several of 
the local hotels, there has been some 
improvement in the inquiry for evening 
slippers, especially in brocades. 


Clearance Sale 


The Walk-Over store, 504 Main Street, 
is holding a two weeks’ clearance sale of 
broken lines for men at $4.45 to $6.45 
and for women at $2.45 to $6.45. 


Annual Meeting of Merchants 


The annual meeting of the Buffalo 
Retail Shoe Dealers’ Association will be 
held in the New Statler Hotel on January 
16 when reports for the year will be read 
and new officers elected. Efforts are being 
made to bring to this city, if possible for 
this meeting, Field Secretary Sam Davis 
of the N.S. R. A. 


From present indications close to 
thirty members of the local retail trade 
will take in the Chicago style convention 
next month and the question of arranging 
for a private car will be made at the 
January meeting. A bowling match with 
the traveling men some time during the 
winter, is another event which will come 
up for discussion, and a large attendance 
is anticipated. 


Watters’ Sale on Oxfords 


K. W. Watters headquarters store in 
the Genesee Street offered women’s 
oxfords in black calf, tan calf and patent 
and novelties in satin, patent, brownsuede, 
and dull calf at pre-inventory sale for 
$6.85. All sizes and widths were included 
and values ranged to $10.50, with fifteen 
styles from which to select. 


One-Day Sale 


Oppenheim & Collins, an exclusive 
women’s shop, cleared up a lot of strap 
pumps and oxfords in black and brown 
kid patent, tan Russia Norwegian grain 
calfskin in a one-day sale at $5.90. 


John W. Kelly Dead 


Elmira, N. Y. Jan. 2—John W. Kelly, 
president of the Gosper-Kelly Shoe Com- 
pany, retail shoe merchants, died Dec. 29. 
He was in ill health for several months. In 
1879 he entered the Hudson & Howes shoe 
store and later joined his brother, the late 
Michael H. Kelly with the Kelly & Hough 
Shoe Co. In 1907 the firm changed owner- 
ship, associating with Burt J. Gosper. 





Armour Goes to Birmingham 


J. M. Armour, one of the best known 
retail shoemen in the southern territory, 
connected with the Fred S. Stewart Shoe 
Company, of Atlanta for the past ten 
years, tendered his resignation to Mr. 
Stewart this month, having accepted a 
position with Odum, Bowers and White, 
at Birmingham, Ala., where he will have 
charge of the Critendon Booteries Depart- 
ment, established in this store about a year 
ago and handling men’s, women’s and 
juvenile shoes. 
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BOSTON 
Improved Tone to Trade 


Excellent Response to Offerings in Both Men’s and Women’s 
Shoe Stores—Evening Footwear Sells Freely 


HE week ending December 29 showed 

a decided improvement over any 
other in a long period in the retail shoe 
stores. Both men’s and women’s depart- 
ments in most all of the stores reported a 
splendid trade during the week. The first 
real winter storm struck the city on Fri- 
day and the stores immediately felt the 
favorable effect when galoshes and rub- 
bers sold very freely. 

Coming at a time when it was greatly 
needed, the steady trade was regarded by 
many merchants as a sure sign that winter 
business was on in earnest and promises 
well for the next few months. No particu- 
lar pattern in women’s shoes was favored. 
Suedes, patents and satins sold well. 

A fine trade on women’s evening foot- 
wear continued during the week, although 
evening footwear has sold well for some 
time. It seems to be a strong prediction of 
many merchants that they expect to show 
less of the extreme novelty styles in the 
spring. 

Men’s buying was greatly improved as a 
result of seasonable weather arriving. 
Oxfords are still strongly favored, it being 
about an even thing between the demand 
for these and high shoes. 


Regal Store Display Attracts 


The Regal Shoe store on Summer 
Street, of which J. J. Buckley is manager, 
on the day of the first real snowstorm, 
December 28, drew a good deal of atten- 
tion by a novel display. A Regal shoe was 
in the center of a huge ice cake. The cake 
was placed in the entrance and a card 
testifying to the qualifications of the 
Regal shoes for stormy weather wearing 
was placed over it. 


Home from Labrador 


Philip L. Hunt, son of Herbert V. Hunt, 
of Hunt, Rankin Co., Boston leather 
merchants, has returned from Labrador. 
He went there after the World War. He is 
in business in Labrador, and, also, he is 
aiding in the Grenfel mission. He was, 
before the war, in the leather trade. 


Kallman-Newcomb Sells 
Kelley Kid 


Kallam-Newcomb Company, Boston 
shoe goods manufacturers and leather 
merchants, have been appointed the sole 
selling agents for Kelley kid, made by 
Thomas A. Kelley & Co., of Lynn, Mass. 
This new business alliance should prove a 
most satisfactory one for all concerned. 
The Kallman-Newcomb Company main- 








Buttons Bear Initials 


The shoe department of the Jor- 
dan Marsh Company in advertising 
overshoes called attention to an- 
other novelty initialing stunt. It 
advertised four-buckle overshoes 
and offered to fasten the owner’s 
initial in small, neat celluloid but- 
tons on the outside near the top. 

















tains branch offices in the various shoe 
centers of the United States, and have a 
large organization of able executives and 
salesmen. 


Retail Salesmen Meet Jan. 7 


The Boston Retail Shoe Salesmen’s 
Association, Inc., will hold its next meet- 
ing at Louis’ Cafe on January 7 at 6.15. 
The program will be preceded by a dinner 
at 6.15 P. M. The speaker of the evening 
will be Herman W. Marshall, M.D., who 
will take for his subject, “Foot Knowledge.” 





J. P. Cravens Visitor 


J. P. Cravens, buyer for the shoe de- 
partments of D. B. Loveman Company, 
Chattanooga, Tenn., was a visitor here 
recently.Among those whose sample rooms 
he visited while in the Hub were those of 
W. Henry Dean of Leonard, Shaw & Dean; 








President Coolidge’s 
Pedometer 


Washington, D. C.—A Massa- 
chusetts shoe manufacturer, who 
was invited on one of those famous 
morning walks with President Cool- 
idge, relates that as they swung into 
Massachusetts Avenue at 7.30 in the 
morning, the president began to 
talk cheerily, and to point out 
places of interest, and to discuss 
men and things with his friend from 
Massachusetts. 

When they arrived back at the 
White House at 8:00 o'clock, the 
president pulled from his pocket a 
pedometer, and said: ““We have 
walked exactly two and one-half 
miles.” 

The Massachusetts shoe man said 
that following the walk he never 
felt better in his life. He was at 
loss whether to credit his good feel- 
ing to his brisk morning walk or to 
the influence of the President. 
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Where to Buy 


Shoe Ornaments 























| Price Deliveries Quality 
pecial assortment rhine- 
ormnamen 


covered boxes. 8 pair but- 
ton covers 4 pair pins. 

Price $5.40 per box 
KAHN & BUICK, INC. 
291 Adams St. 

Brooklyn 








_ Latest Creations in Shoe Ornaments 
We make them in all colors. 
BEADED ROSETTES 
Wrile for samples. Write to 
THE VANITY 
NOVELTY WORKS 
1261 Atlantic Avenue 
Brooklyn, 





good shoe i Mee 
ever since 1905 


L. ALTERSON CO. 
102 W 34 h St. _New York City N Le 

















Where to Buy 


Engraving and Printing 














<S_UNIVERSITY. 


ELEcTRorve« FOUNDRY 








ATLANTIC PRINTING CO. 


Producers of Distinctire 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Beach 1961), 4961 
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ASK FOR SAMPLES Grivs 
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TOLMAN PRINT, INC. est 








INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
| runs through these pages may read 
—and learn. 
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atmosphere resulted from the window trim of the Cinderella Boot Shop, 27 West Adams 


Street, Sucka, Fla. Baskets of flowers placed in the background reflected well on the display. 


F. W. Stanton of Hervey E. Guptill; H. P. 
Dalton of The Dalton Company and L. B. 
EvansCompany. Mr. Cravens spent about 
five days in this market. He also visited 
New York and Brooklyn. 

Mr. Cravens reported that business in 
Chattanooga has been very good. He 
attributes as the reason for this that 
Chattanooga has many large and success- 
ful industries; that it is well situated, both 





as to historical interest and as to practical 
travel, being right in the pathway of 
tourists to Southern resorts. 

Mr. Cravens stated that he felt straps 
would be the staple shoes of the spring 
and were good buys; that he does not look 
for a big run on Colonials. He states that 
his store does a big hosiery business, as 
hosiery is one of D. B. Loveman’s “‘pet 
stocks.” 





ROCHESTER 


Good After-Holiday Business 


Some of the Shoe Stores Hold: Sales Immediately Following 
Christmas—Utz & Dunn Co. Predicts Profitable Year 


GOOD trade was reported from the 
leading shoe stores here during ‘the 
week ending December 29. The after- 
holiday shopping proved to be good in 
the shoe stores and more seasonable 
weather served to give impetus to the 
men’s and women’s shoe departments 
alike. 
The shoe stores are selling black satin, 


and brocaded evening slippers for women. ~ 


Men, too, are buying patent and dull 
leather evening oxfords for formal wear. 


New Year’s Sale 
Pidgeon’s held a Happy New Year's 
Sale, offering “high grade shoes at low 
point prices.” 


F. L. Fox Co. Incorporates 


Certificate of incorporation papers 
have been issued to the F. L. Fox Com- 
pany, Inc., of Rochester. According to the 
legal records this long established firm has 


been granted permission to manufacture 
soft sole shoes, moccasins and other foot- 
wear. Capital stock of $30,000. The direc- 
tors named are Jeremiah F. O’Brien, W. 
M. Sweet and A. V. Mattern. 


Sale of Evening Slippers 


Gold and silver brocades and black ooze 
and patent leather evening slippers were 
featured last week in a clearance sale at 
the Eastwood stores. These were priced at 
$6.85 and $9.85. Most of these were of 
strap effects and were broken in size 
range. This pre-New-Year announcement 
urged immediate selection. 


Expect Profitable Year 


The Utz & Dunn Company, in treating 
the 1924 outlook says: “We feel that there 
are so many circumstances affecting the 
shoe business at the present time that it 
would be impossible to intelligently an- 
swer, seriatim, the questions which you 
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ask, but we have, as in the past, full con- 
fidence in the future of the shoe business 
and in the general sanity of the women of 
this country, hence, as people must wear 
shoes, we feel confident that conditions 
will gradually adjust themselves to a more 
satisfactory basis and while anticipating 
no boom in business, we look for a gradual 
and steady improvement in conditions 
that will make the business more satis- 
factory and profitable to all concerned. 
“We believe that this result could be 
very much hastened by the general 
adoption of a four-season year, making it 
possible for both manufacturers and re- 
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tailers to clean up on one line of styles 
before putting in conflicting ones, but in 
any event, shoes are a necessity and the 
general prosperity of this country is such 
that, as a whole, we are very optimistic 
regarding the coming year.” 


Pre-Inventory Sale 


The Shields Boot Shop announced a 20 
per cent reduction on its entire stock of 
footwear excepting only Menihan Arch 
Aids. Both men’s and women’s shoes 
were included in the before-Christmas 
clearance. 





SYRACUSE 


Shoe Buying Only Fair 


Disappointing Holiday Trade in All Retail Houses—Factories 
Operating on Fair Schedule 


ENERAL business conditions here 

are only fair and the retail shoe 
stores, like other retail houses, failed to do 
the usual heavy holiday trade. Unusually 
warm weather greatly retarded buying. 

What Christmas business the shoe 
stores did was mostly in fancy pumps and 
slippers, the gold and silvers selling fairly 
well. The demand for black satins has 
been big, but colored goods are going 
begging. Men’s footwear has been selling 
slowly. : 

Stores have been advertising heavily to 
stimulate trade, but the results are far 
from satisfying. Factories are working 
fairly well up to the schedule, but there is 
some unemployment and the wage level 
has receded slightly. 


Open New Store 


Feltman & Curme opened a store here 
recently and L. T. Zilske, formerly of 
Detroit, who is managing the Syracuse 
store for this firm, is well satisfied with 
the beginning. The store is also carrying a 
line of hosiery for both men and women. 





Prepare for Spring Trade 


This year the business men of the 
city are co-operating to make style a 
big factor in spring business. The 
annual spring display week, March 
17, 18 and 19, is to be participated 
in by practically every large store. 
The shoemen are preparing to take 
advantage of the event, and style 
shows are being arranged to be held 
co-operatively. 














Planning State Convention 


A. B. McCormack, former president of 
the local retail shoe merchants’ club is to 


have charge of the arrangements for the 
state retail shoe merchants’ conventions 
here this Spring. Ernest N. Park, former 
president of the State Association, and 
now head of the local club is going to 
Florida and has designated Mr. McCor- 
mack to take charge. The club is to meet 
frequently during January to get various 
committees to work. 





Lynchburg Notes 


Officials of the Craddock-Terry Com- 
pany here stated the outlook for the shoe 
manufacturer and retail shoe merchant is 
good for the spring. Business conditions 
at present are not very good in this sec- 
tion of the country because of the un- 
usually mild weather prevailing. The 
warm weather here is retarding shoe sales 
of heavy types. During the Christmas 
rush, nearly all stores kept their doors and 
windows open while one store was forced 
to start electric fans. 


Black Suede Best Seller - 


Local shoe retail stores reported that 
black suede shoes sold better than any 
other type. There is a strong call for gray 
suedes, which is continually picking up. 
Novelty shoes are going strong, but no 
plain shoes seem to be selling here. 


These Men Are Optimistic 


P. E. Edmonds, Jr., the popular sales- 
man for the Craddock-Terry Company in 
South Carolina, was in Lynchburg re- 
cently and was very optimistic regarding 
spring business which he feels will com- 
mence to pick up shortly. 

Howard C. Evans, who travels Ten- 
nessee for the same company, also took an 
optimistic view of business in Tennessee 
during 1924. 











Hosiery 











HoLLYwoo 
HOSE 


Reg. U. S. Pat. Off. 
Guaranteed fullfashioned 
Let Your Jobber Carry’ Your Stock 
Harrington & Waring 
41 Union Sq. W. New York 














J.R. BEATON CO. 


Inc. 
331 Fourth Ave.,NewYorkCity 
CHICAGO 
227 Wes! Jackson Blvd. 
TLANTA 
246 Peachirre Arcade 
BOSTON 
99 Chauncy Street 














rtcraf 
IUK HOSIERY MILE 


Erie Ave. & Amber St., Philadelphia 
anufacturers of 
Ladies’ Full Fashioned Chidon Hose 
“THAT ARE SUPERI r 
New York Office, 358 Fifth Ave. 
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Where to Buy 


Shoe Patterns 














Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 














Where to Buy 


Shoe Illustrations 
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JOHNNIE WALKER LAST $6.00 


READY TO SHIP 


There is a big difference in shoes 
and the “Dalton” shoe proves it. 


Send for In Stock Style Catalogue 


The Dalton Company, Inc. | 
Makers of Fine Shoes for Men and Women | 
No. 412. Joh BROCKTON, MASS. 


ker Last. mp.Black 
NEW 


Sole. Wingfoot eel. A 7-11 183 Essex S 
. hi 11. 3 
ae mr treet 651 Marbridge Bidg. 


a ee SS 
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“COLONIALS” | “20te! Empire 


THE BIG HIT RIGHT NOW New York City 


HERE IS A BEAUTIFUL BUCKLE A NEW fourteen story fire proof struc- 
TO GO WITH THEM! ture containing every modern conven- 
ience and “Servidor” Service. 


Capacity 1,034 


CHICAGO 


| 








The location is 
unique: Sub- 
way, elevated, 
street cars, 
busses, all at | 
door. 


Original size of buckle—2 V4 in. wide by 2 in. deep 
RATES 
Buckle is nickel plated with patent leather tongue. Also obtainable . 
with all leathers, including satin. Room, private 
We make in addition to the buckle illustrated, a wide variety of toilet $2.50 


other handsome designs—all sizes. Si " R 
With the strong demand today for colonials, this artistic ornament ing e oom 
with bath $3.00 


will enable you to make your models of this type more attractive, 
as well as give keen satisfaction to your customers. Write now for 


sample pairs while the colonial season is going strong. Double Room L 
WE DO NOT ISSUE ANY CATALOGS with bath $4.00 


THE VANITY NOVELTY WORKS Under Personal 


1261 Atlantic Ave., Brooklyn, N. Y. ne FEF 
P. V. LAND - 


Manager 
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Our “‘Adeline’’ Fashioned in 
Kid, Ooze or Satin, trimming 
to match. Shoe illustrated 
over our “‘Countess’’ medium 
full toe 16/8 Heel Last. 











Capitol McKays 


For Dressy Occasions 


The extraordinary style fea- 
tures of Capitol McKays al- 
ways appeal to the feminine 
taste. 


In finish and workmanship you 
will find them up to a higher 
standard than the price would 
indicate. 


You can sell them to your best 
trade with a certainty of entire 
satisfaction. 





Capilol Shoemakers, Inc. 


Manufacturers of High Grade Novelty McKays for Women 


Wash. Street at Eighteenth .*. St. Louis 
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“A Happy and 


> 


—Empty words mean nothing at all. — 


—But a sincere sentiment backed up with tangible 
Hii results is well worth receiving. 


—In ‘wishing our customers a happy and prosperous 
New Year we intend to do everything in our power fo 
make it such. 


—We intend to maintain in every way the high standard 
of excellence which has always characterized Gallun 
Quality Leathers. 


—We intend to give our customers the best posstble 
service at all times. 


—HVe intend to do our share to make 1924 a truly con- 
structive year in which manufacturers and retailers will 
: share wisely and well. 


—So, in again wishing you the Season’s Greetings, we 
do so with a firm and unswerving confidence in Our 
Industry, Our Country, and Our Ideals. 








** 


A. F.GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 











Prosperous New Year’’ 
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B. E. Cole Quality 
lncA New Fashion 





«Mercedes 


This model in alligator, with lizard 
trimming and collar. 


A sample of our novelty twin style line, made 
in all leathers and colors at an average price range 
of from $4.35 to $5.35. {On January 7 the new 
models will be ready for inspection at our Boston 
Office. Salesmen will be in their territories by the 
middle of January. They will show both our stand- 
ard lines and our new line. 


B. E. COLE CO., Inc. 


ADDRESS ALL CORRESPONDENCE TO HAVERHILL 





40-42 Walnut St. HAVERHILL, MASS. __ Boston—207 Essex St. 
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ied states Rubber Company Where Strain is Greatest United States Rubber Compan as th 
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To help you sell 
“U.S.” Rubber Footwear rhe 


Eight layers at the toe—eleven back of the heel— — 
seven at the ankle—eight over the instep! Here are the weari 
facts about “U. S.” Boots graphically featured in an bea 
unusual store display. , “L 


This large three panelled cut-out is a direct tie-up = 


with our national advertising now appearing in the in foo 
thirty-three most important farm papers. “St 

















Display this sign in your windows or store. It will comp 
identify your store as the headquarters for the “U. S.” . Bas 
Line. It will help increase your sales. "aa 


If you have not received your set of display material 
write to our Branch from which you order your “U.S. 
Rubber Footwear. “R 


manu 


United States Rubber Company ete 
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How Four-Buckle Gaiters Are 


UCH of the growth of the rub- 
ber footwear business since the 
war has been due to the in- 
creased demand for the four-buckle 
gaiter, or overshoe, especially in the 
women’s, misses’ and children’s sizes,” 
says the India Rubber World, in an ar- 
ticle printed in the January 1 issue. 

The article treats in detail the manu- 
facture of the four-buckle gaiter. It fol- 
lows: 

“In fact, many of the plants have 
quadrupled their capacity to manufac- 
ture this type of shoe. The reason for this 
has been the growing custom of wearing 
low cut shoes the year round, whereas 
formerly high boots and rubbers were 
worn, while now low shoes and overshoes 
are the rule. 


L 


“In increasing their production ca- 
pacity, manufacturers have paid particu- 
lar attention to the quality of the article 
as the added wear given overshoes today 
has made it necessary to make the prod- 
uct better than ever. This betterment of 
quality starts with the raw materials 
used, which may be enumerated as fol- 
lows: 


Raw Materials 


“Rubber: Smoke sheet used as the base 
for outsoles, uppers, and all compounds; 
cheaper and softer grades, such as roll 
brown, may be used in lining coatings and 
frictions. 

“Reclaim: Used in outsoles to increase 
wearing qualities and prevent shrinkage, 
and in rag compounds as the base for 
heel pieces, etc. 

“Litharge: Used in all compounds to 
speed up vulcanization. 

“Whiting: The most widely used filler 
in footwear. 

“Sulphur: Vulcanizer for all compounds. 

“Carbon Black: Imparts toughness to 
compound, makes dry, tough, raw stock. 

“Pine Tar: Softener. Helps vulcaniza- 
tion softly. 

“Linseed Oil: Used in varnishes. 

‘“‘Lampblack: Gives deep, black com- 
pound, but imparts no strength. 

“Gilsonite: Footwear varnishes. 

‘Resin: Friction stock and cement. 

“The following fabrics are used in the 
manufacture of women’s four-buckle 
gaiters: 

“Jersey Cloth: A knitted woolen prod- 
uct, knit on 18-inch head, slit and dyed 
black. Used as outside covering for all 
light gaiters. 

“Cashmerette: A woven woolen prod- 
uct, woven on 54-inch looms, and dyed 
black. Used as outside coverings for all 
heavy cloth gaiters. 

“Black Fleece-6-ounce: A knitted woolen 
product, containing about 30 per cent 


wocl, the balance cotton, napped on one 
side and dyed black. Used as lining for 
gaiters. 

“Sheetings: 2.85 and 5.00 yard weights 
commonly used. Some frictioned in the 
gray to make inside reinforcing pieces, 
others dyed black for insole and pocket. 

“Included in miscellaneous materials 
used in gaiter manufacture are: hooks and 
ladders, twine or cord, cartons, cases, etc. 


Stock Preparation 


“The first steps in preparation of these 
raw materials are drying the fabrics and 
mixing the compounds. The compounds 
necessary are five in number, as follows: 
upper, soling, lining coating, friction and 
rag. After the compounds are mixed and 
hung on racks to cool, and the fabrics 
wound over the driers and placed in a 
kiln to keep out the moisture, the scene 
of production department passes to the 
calender department. 


Calendering 


“The types of calenders used and the 
stocks run on them may be summarized 
as follows: 

“Three-roll 60-inch lining calender 
with even motion is used for coating 
jersey, cashmerette, fleece and _ black 
sheeting for pocket stock. In coating 
jersey, special attention must be paid to 
the heat of the rolls so as not to strike 
the gum through the cloth and yet apply 
it with sufficient adhesion to prevent 
peeling. Care must also be taken not to 
get the compound too soft, as this will 
cause the cloth to stick on the rolls, and 
the resulting tension to remove it will 
stretch and strain it too much. Fleece is 
usually ‘bricked’ at the calender, a 
process of applying an even, light coat 
of talc to prevent the napped side from 
pulling off. It is also wound in a liner. 

“Three-roll rag calender is used for 
running insole, filling soling and heel 
piece stock. These compounds contain 
very little rubber, a good percentage of 
reclaimed, and the balance uncured fric- 
tion, net, rag and miscellaneous mill 
scrap. The secret of running ‘rag’ stock 
successfully is to have it well mixed and 
thoroughly refined before calendering. 

“Insoling consists of a very light sheet- 
ing, usually about 5.00 yard coated with 
rag; filling sole consists of rag run plain 
to a heavy gage; and heel piece stock is 
run to a lighter gage. The plain rag stocks 
are wound in liners, this being unneces- 
sary in the case of the insoling as the cloth 
back allows it to be unwound easily. 

“Three-roll friction calender is used 
for frictioning 2.85 and 5.00 yard sheet- 
ing in the gray for various reinforcing 
parts of the gaiter. It is frictioned on 


Manufactured 


both sides, one side at a time, and wound 
in a liner. Compound must be well worked 
and soft in order to strike into cloth 
properly. 

“Upper and soling calenders are equip- 
ped with interchangeable rolls to run 
different trade marks and sole and upper 
designs. Upper work for gaiters is run 
on the plain roll for inner vamp, heel and 
toe foxing. Various corrugated designs 
are used on soling with the firm’s name 
embossed in the shank or ball. The upper 
stock must be absolutely free from harsh 
particles and run comparatively soft. 
Soling must be milled enough to be pliable 
and to prevent shrinkage. +r 


Cutting Parts of Gaiters 


“The stocks are then forwarded to the 
cutting department in rolls, drums, or on 


‘frames for cutting out the parts. There are 


twenty-four parts in the standard con- 
struction of the four-buckle gaiter, as 
follows: outsole; heel and toe foxing, gum 
inner vamp, known as the gum work; 
quarter; vamp; gusset; pocket; leg lining; 
toe lining; insole; rag filler; friction form 
sole; cloth heel; strips, 1}4-inch and 5%- 
inch; rag heel; vamp cord; buckle straps; 
friction back stay; friction quarter stay; 
hooks and ladders, known as the inside 
work. 

“Outsoles are cut out by machine, one 
at a time with a beveled edge. The oper- 
ator centers the trade mark under the 
pattern and operates the machine with a 
foot pedal which throws in the knife 
propelling clutch. The soles are then 
booked and sent direct to the making 
department. The heel and toe foxing, 
and gum inner vamps are cut out of 
plain sheet by mallet and die on a wet 
block to prevent sticking. These are also 
booked and sent direct to the maker. 


Treatment of Jersey Cloth 


“The inside work parts are cut out on 
beam ‘dinkers’ or Parsons presses, and 
clicking machines. The stock first must 
be plied up from 15 to 30 thicknesses, 
which operation is done either on a doub- 
ling drum or by hand on a flat table. 
Separator paper is used between friction 
and rag stocks to prevent the parts stick- 
ing together after cutting. Jersey cloth 
must be stored at least eight days. before 
cutting on a flat table to allow it to shrink 
back, otherwise a ‘crawl’ will develop 
after cutting and the parts will shrink 
from their original shape. This treatment 
is not necessary for cashmerette, which 
can be calendered, doubled and cut in 
the same day if necessary. 


“After the parts are cut, they must be 
‘picked,’ counted into sets, the bad pieces 
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See The A.H. BERRY CO] ° 
Line of Women’s Shoes he 


SOOOCCCOCCCOCCCOCCE Atccece SOCOCCCOCOCCOOE 


No. 186 Lincoln Street—4th Floor 


Buyers visiting the Boston market are 
cordially invited to inspect our complete 
line of women’s shoes, comprising these 
four types of staple footwear. 
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NEW PROCESS 
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CUSHION SOLE 
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IMPROVED CUSHION SOLE 
SHOES, DR. A. REED, PAT- 
ENTEE, 1900, 1901. THIS IS 
NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 
VIOUSLY PATENTED BUT 
HIS LATEST INVENTION. 
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thrown out, and sent along to the quar- 
ter and making departments. 


Making the Quarter 


“The ‘quarter’ is the name given to 
the completed top or cloth part of the 
shoe. The first operation in making this 
part after cutting is performed by female 
workers known as quarter makers. The 
work is equally as skillful as that of mak- 
ing the shoe, consequently experienced 
girls are needed. 

“First the quarters, vamps and pockets 
are laid out and given a light coat of 
cement. Vamp cord, used to reinforce the 
top of the shoe, is medium-weight twine 
rolled together with bias friction strip; 
it is made in spools on a specially con- 
structed machine for that purpose. Simi- 
larly, buckle strap is bias friction strip, 
automatically folded, cemented and cut 
to length. 

“The gusset is edged with piping strip 
and inserted in the vamp, the top edge 
of which is lined with vamp cord. Next 
the friction quarter stay, a long strip 
which serves as a reinforcing for the buckle 
straps, is placed in position on the quar- 
ter with the aid of a tin gage. The placing 
of the buckles and hooks follows this op- 
eration, and when a strip of vamp cord 
has been put on the top edge of the quar- 
ter, the pockets are ready to be Inserted. 

“Taking the pocket, the maker folds it 
in the center, gages the upper edge so 
that it will be even with the top of the 
quarter—the point of the vamp to be on 
line with the corner of the pocket—and 
places it in position. The other pocket is 
then inserted in a like manner and the 
vamp is fitted, the edge of which must be 
rolled over the buckle straps very care- 
fully. The quarter is then complete and 
is placed on a cardboard form to be sent 
to the shoemaker. 


Building the Gaiter 

“Before starting to build the shoe, the 
maker must cement and join the leg and 
toe linings. The lining is drawn or ‘hooded’ 
over the last, the toe inserted and lasted 
over to the insole. The following parts 
are then placed on in order: gum inner 
vamp, rag filling sole, toe piping, back 
stay and cloth heel. The shoe is now ready 
for the quarter, which is slid over the last 
into position, first smoothing out the toe 
so that the edge comes even with the line 
of the friction toe strip. Next the gusset 
is centered and the fullness pushed back 
on either side to make a pocket. With the 
aid of a hand roller all parts are rolled 
firmly together. This rolling is very im- 
portant as the life of the shoe depends 
upon how long the parts will hold .to- 
gether. Then the buckles are hooked up 
and the friction form sole is placed on and 
rolled. 

“Our shoe is now complete except for 
the gum work, the toe foxing going on 
first, then the heel foxing, both of which 
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Rubber Footwear 
Prices Show No 
Change 


The rubber footwear prices 
announced by the United States 
Rubber Company for 1924 on 
January 1 show no change from 
those which have been in effect 
during 1923. An extract from a 
communication from the com- 
pany’s office reads; **There are 
no important changes in the 
line, which has met with uni- 
versal approval by the retail 
trade. As usual, the company 
will keep the styles of light rub- 
ber footwear lasts abreast of 
current styles of leather foot- 





” 
wear. 











are sealed securely by two stitchings with 
a serrated roller. These lines made by the 
stitcher add a great deal to the appear- 
ance of the shoe and must be made with 
care. 

“The outsoles are cemented, allowed to 
dry, and placed on the shoes carefully, 
being pressed on by machines, of which 
there are various types. 


Varnishing, Curing and Inspecting 


“The shoes are then loaded on cars and 
sent to the vulcanizers, where first they 
are given a coat of varnish to give them 
a shiny appearance on the rubber parts. 
After vulcanization, which lasts from 
three to seven hours, according to the 
type of curing apparatus used, the shoes 
are sent to the packing department, where 
the wooden lasts are removed or ‘stripped,’ 
the shoes trimmed, and laid out for in- 
spection. Here they are graded into firsts, 
seconds, or thirds, and packed for ship- 
ment. 

“Common faults which cause the shoes 
to be classed as seconds are as follows: 
(1) Compound troubles—blistering of fox- 
ing or soles, shipping or pulling away of 
sole from foxing; (2) vulcanization—over 
or under curing; (3) making troubles— 
wrinkles in uppers, faulty alinement, 
tops put on crooked, poor stitching of 
soles; (4) handling damage—-shoes stuck 
together or bruised by dropping from 
cars, or cut shoes from carelessness in 
trimming; (5) construction—wrong ma- 
terials used.”’ 

American Rubber Soled Foot- 
wear in Ireland 


Washington, Dec. 22—Analysis of re- 
ports received from the American consul 
in Belfast, Dublin and Queenstown show 
that American canvas rubber-soled foot- 
wear is increasing in popularity in Ireland. 
Talks with Irish retail shoe merchants 
reveal the fact that low-cut shoes are pre- 
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ferred to high-cut shoes and the preference 
is for white uppers. It is customary for 
retail merchants to figure a gross profit of 
30 per cent. 

It is pointed out that advertising would 
undoubtedly increase general sales, and 
at the same time call attention to the ex- 
cellence of American lines. The Irish 
trade is handled from stocks maintained 
by branches or exclusive agents in Eng- 
land, this enabling retail merchants to 
purchase small lots as needed. There is, 
however, a tendency to direct trade with 
the United States in the Dublin area, 
rather than trade through jobbers and 
agents located in other parts of the Brit- 
ish Isles. As retail shoe merchants are 
accustomed to order in small quantities, 
direct trade is rendered difficult in this 
ine, and a meth°d recommended as sat- 
lisfactory is to deal through commission 
agents who could bunch their orders and 
decrease somewhat the disadvantages 
arising from small shipments. 

Cheap British imitations of American 
makes have given general dissatisfaction, 
and this has to some extent hurt the sale 
of the American makes, as the public 
fails to distinguish between the genuine 
article and the imitation. Brands and 
trade-marks are of slight importance in 
the retail marketing trade, particularly 
of medium and low-grade goods, which 
are regarded as staples. They are not 
advertised, and frequently are not even 
separately boxed, being displayed heaped 
up in shop windows, but in the case of 
high-grade goods, attention is given to 
display and boxing in cartons. 


Detroit Notes 





Advertising Slogans 


Several shoe stores have adopted adver- 
tising slogans, the following being among 
them: R. H. Fyfe & Co. ““Ten floors of 
shoe service.”’ Alfred J.'Ruby, Inc. :‘‘Where 
only the best is good enough.’’ The R. & 
H. Shoe Company: “The largest cut-price 
shoe store in the U. S.”’ Russek’s, I. Miller 
shoes: “The shop of original modes.” A. E. 
Burns Company: “A Burns shoe is a good 
shoe—«lways.”’ 


Buy Wilson & Robinson Stock 


"The stock and fixtures of Wilson & 
Robinson have been purchased by Crow- 
ley, Milner & Co. 





Yager Opens Store 


Grand Rapids, Mich., Jan. 2—George 
A. Yager, buyer of women’s shoes for 
Herpolsheimer Co., this city, concluded 
his duties with the company Dec. 31 and 
will soon open a shoe store under the 
style: Yager’s Bootery at 61 Monroe 
Avenue. He was with Herpolsheimer Co. 
since 1910. 
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For Letter Carriers, Mail Clerks 
and Men on Their Feet All Day 


HERMAN: S 







You can stock No..19 
with absolute assur- 
ance that there is nobet- 
ter selling shoe where 
comfort is inseparable 
from service. Our na- 
tional advertising in 
such magazines as Sat- 
urday Evening Post, 
has given No. 19astand- 
ing never before en- 
joyed by a _ genuine 
**Super-Service”’ shoe. 


In Stock 
A to EE, 5 to 13. 























ERE’S the shoe that was practically “made 
to order” for active men. A model of won- 
derful comfort, excellent appearance and 
matchless wear. Made on the genuine, original 
Munson Last—based on hundreds of tests of foot- 


freedom under every condition. 


This shoe has been adopted by the New York 
City Police Department as their standard Police 
shoe and by Police and Fire Departments all 
over the country. Only the best quality gun 
metal calf is used. Full double thick sole with 
rubber gasket; toe box of leather. Steel shank 
piece and built-in leather arch supporter rein- 
force this wearproof construction. Goodyear 
Wingfoot heels at no extra charge. 


JOSEPH M. HERMAN 
SHOE COMPANY 


MILLIS, MASS. 


Makers of over 4,000,000 
pairs of shoes for the 
U. S. Govt. 


Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 























police SHOE 


Write for big dealers’ 
catalog and price-list. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Pre-W: Peak December, 1 
Calf, suede, top grade...............- 32 “3S $1.40@$1.50 $0.65 7s $0.60. i .65 
« 30 406 1.50 45 50 35 45 rs 

-26 -28 1.30@ 1.40 43 45 os 40 

-22 -75@ 1.00 -26 30 28 30 

50 140@ 1.60 65 80 -60 -70 

30 -.90@ 1.00 35 40 35 AA 

-26 65 -70 BY .26 -28 32 

30 42 

x 1.40@ 1.65 .80 a 8S 90 

30 1.35@ 1.60 -7@ Be -70 80 

.30 1.35@ 1.50 60 -70 65 -15 

24 -70@ 1.10 35 55 35 60 

22 606 1.00 30 50 35 50 

12 -20 .36 - 18 - -20 

30 85@ 1.05 45 5e 40 45 

Pe icncecéeceuscscncedsecesen 40 oe 140@ 1.60 -70 80 -65 -75 

Sole Leather (Price Per Pound) 

Green hide sole (sides)... ............ $0.32 He: $0.56 @$0.58 $0.34 = $0.24 .31 

pegnesensseoesesoeoeececoesoes os 36 90 es 46 50 4A 48 

Ps I nn cctondneneeseeessa 38 39 92 95 55 58 40 50 

No. 1 oak bends, shoe mfrs.” use... ... 46 AT -98@ 1.05 60 : 65 50 60 

No. 1 oak bends, finders’ use.......... oe 48 1.15@ 1.25 -70 80 -70 : -75 

Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
Native steers, used in sole leather, Sept. 1, 1922 ‘oday 

si etme nw EE RE iid 1836 $0.52 @$0.55 ii doze " .14 

Heavy Texas steers, for sole leather... . . o* 18 oe 50 “ 18 12 
Light native cows, for side leather .. 17 ee 62 oe 19 10% 

No. 1 buffs Satan: side lea . is So $0.13% 134 $0.08 08 

o. i d d ‘ J . j 

No. hicago City ealfskins for fine 4 
BREET, oc ccccccccccccoccece ° ‘$ 17 a8 1.02% 15 21% 12 18% 

for upper leather..............- i 16 65 80 AS .20 ll 16 
B. A. hides for sole leather........... ee .30 42 -26 16% 17K 16 8 16% 











Expect Much Improved Leather Demand 
Now—Prices on Rock Bottom Basis 


are today: the expectation of 

much improved demand now that 
the holiday season is past; that buyers 
are convinced of the stability of the mar- 
ket and the fact that prices of both upper 
and sole leather are on a rock bottom 
basis; and finally that much interest is 
and will continue to be displayed in 
novelty leathers, such as lizard, alligator, 
colors and the shades which give snap to 
the novelty shoe business. 

The extremely low price level is a con- 
dition to be watched because tanners are 
conservative in their offerings and with a 
gradually advancing hide market are not 
inclined to accept orders for far off deliv- 
ery at existing quotations. The packer 
and country hide markets have advanced 
the past month from a half to a full cent 
per pound and country extreme light 
hides are 1}4c higher. This certainly does 
not mean cheaper leather, but with a 
continued advancé in hides and a more 
active demand for leather higher prices 
will be very likely to result. 


ee of the leather situation 


Indications for Better Business 


Farseeing leather buyers are taking 
advantage of present low prices and are 
picking up bargains in the big leather 
centers. Another indication of the better 


times which seem probable early this year 
are peace arrangements which have been 
effected in Haverhill and Lynn. The labor 
situation is also on a more satisfactory 
basis in other centers than it has been in a 
long time. 
Sole Leather 

The past week or ten days has naturally 
been a quiet period due to the holiday 
season, inventories and the like. Sole 
leather prices are virtually unchanged 
from the preceding week. Sales have been 
relatively few and confined to immediate 
needs, although sole cutters are becoming 
more active and buying more union and 
oak sole leather. 


Calf Leathers 


The upper leather situation has also 
been quiet, the principal business being of 
a sampling nature and buying for imme- 
diate needs. There have been some sizable 
blocks of calf leather moved, buyers 
profiting by the low prices and although 
the price of such sales are for the most 
part at private terms, the top of the mar- 
ket continues at 45c per foot for choice 
selections; 40c for medium and 35c for 
third selections. The top selections of 
suede range from 60c to 65c per foot; 
medium grades 40c to 50c. The outlook is 
considered good for suede leathers. 


Side Upper Leathers 

Side upper leathers are in substantially 
the same position, sampling is active in 
the novelty finishes, although tanners are 
conservative in going in heavily on any 
such finishes until the tide of the demand 
is better determined. The staple makes of 
side upper leathers are listed at the same 
quotations as the past week, top selections 
quoted at 28c to 30c per foot. Buck 
leathers and the sport finishes of elk are 
quoted all the way from 30c to 44c per 
foot, according to weight, selection and 
tannage. 

There is no change in the patent leather 
situation from recent weeks. Prices are on 
practically the same basis with some sales 
made at private terms. Standard tannages 
of full grain chrome sides are quoted at 
45c, 40c and 35c for first three selections. 


Good Outlook for Kid 

General improvement in the glazed kid 
situation is anticipated, although current 
sales are light. A handicap to the kid 
business has-been the higher prices exist- 
ing proportionate to other leathers. A 
good demand appears likely for white 
and colors. With recession in costs of raw 
stock which appear likely, glazed kid 
would reach a point where it would offer 
more competition to other upper leathers. 
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As Mysterious As The Orient 


Our Latest Sensation 


THE 


MING Tuy 


A SANDAL 
As Chinese as Mah Jong 


This new and original design will make its first 
bow to the trade at 


Wholesaler’s Style Show 
BOSTON 


Evenings of January 15-16-17 


Harding Shoe Company 


Haverhill, Mass. 


Originators and Sole Manufacturers 
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This Cepariment is conducted by Helen M. Haney, Associate Editor 


N. S. T. A. Convention Is ‘‘On”’ 


All Sections of the Country Well Represented—Indiana Boys Boost Buyers’ 
Week, January 21-23, at Indianapolis 


HE National Shoe Travelers’ As- 

sociation is now on the eve of its 

thirteenth annual convention. Reg- 
istration will take place at the Hotel 
Somerset at nine o’clock, January 7, and 
at ten o’clock the sessions will begin. The 
order of business and the program was 
duly announced in last week’s issue. Much 
interest centers in the banquet, at which 
the entire allied trades, from the tanning 
industry to the retail shoe salesman, will 
be present. 

T. A. Delany, National Secretary, and 
General Chairman of the Committee of 
Arrangements, reports that orders for 
hotel reservations have been coming in 
from all parts of the country. The Pacific 
Coast boys are coming and Philadelphia 
and Chicago are sending a big delegation. 


Banquet Reception Committee 

The three associations who are to be 
the hosts at this convention are, as 
follows—Boston Shoe Salesmen’s Asso- 
ciation, Southern Shoe Salesmen’s As- 
sociation, and the Boston Shoe Associates. 
‘The members of the reception committee 
chosen from these three associations are: 
A. L. Puffer, E. J. Andrews, Frank R. 
Briggs, A. N. Blake, J. Frank Crehan, 
W. M. Oakman, Charles W. Morrill, 


‘T. E. Murphy, Harry Ripley, Clarence P. 


Waide, F. W. Stanton, Charles Starks, 
David J. Tobin, T. A. Delany, Robert 
Mills, W. H. Ramsdell, William Noll and 


George H. Cummings. 


Indiana Elects Officers 
The Indiana Shoe Travelers Associa- 


‘tion held its annual election of officers on 


December 15. Wilbur J. Newburg was 


re-elected as President; F. E. Hart was 
elected Vice-President and Charles I. 


Slipher was elected Secretary-treasurer. 


‘Directors elected for two years are: “Bob” 


Dillard and John Lucas. 

Secretary Slipher asked for an assistant 
in his strenuous duties and Charles R. 
Meek, editor of the Indiana Shoe Trav- 
eler Live Wire, was elected as Mr. 
Slipher’s assistant. Mr. Meek is also a 


very busy man, but he stated that as far 
as resignation as Mr. Slipher’s assistant 
was concerned, this was out of the ques- 
tion, as Secretary Slipher had tried to 
do so for four years and had been un- 
successful, so what chance did he (Mr. 
Meek) have? 

The Secretary-Treasurer’s report which 
was given at the December 8 meeting 








WILBUR J. NEWBURG 
President of Indiana Shoe Travelers’ Association 





was most satisfactory, showing that 
the association had money in the bank. 
At the close of the December 15 meet- 
ing, President Newburg submitted plans 
that have been made for the Annual Shoe 
Buyer’s Week, to be held in Indianapolis 
at the Claypool Hotel, January 21, 22, 23. 


Buyers’ Week a Big Event 


Through the efforts of the Shoe Trav- 
elers of Indiana, Shoe Buyers’ Week has 
become an important factor in the retail- 
ing of shoes in this section of the Middle 


West. Hoosier State Boys say that it is 
the biggest event of its kind in the 
country, ranking next to the National 
Convention which has attendance from 
all over the United States. The first con- 
vention was held at Indianapolis in 1915 
with a registered attendance of fifty 
buyers. Last year’s attendance passed 
the four hundred mark and this year the 
association has an assurance of more than 
six hundred buyers to be in attendance. 
One hundred and fifty manufacturers will 
display their lines and the buyers will see 
the newest styles in footwear for Spring 
and Summer of 1924. 


Fine Entertainment 


The committees have also planned an 
entertainment feature of the convention. 
There will be special plans made for the 
merchants and several features have been 
arranged for the wives of the merchants 
in attendance, among which will be a 
candle-light luncheon bridge to be held 
in the Chateau Room of the Claypool. 


Lisl of Committees 


The following is a list of the committees 
for the Second Annual Buyers’ Week. 
The Hoosier State boys ask that all in the 
association give to the members of these 
committees all the assistance and co- 
operation possible, as they want a larger 
attendance even than their large attend- 
ance of last year and every possible co- 
operation. 

Executive Committee: F. E. Hart, 
Chairman; J. E. Scroggy, Mark Reed, 
Harry Springgate, Walter Scott. 

Publicity Committee: C. E. Wilson, 
Chairman; C. T. Foreman; E. C. Thomas. 

Hotel Room Committee: Walter F. 
Crooke, Chairman; C. F. McNew. 

Ladies Committee: Mrs. W. J. Newburg, 
Chairman; Mrs. Harry Springgate; Mrs. 
C. I. Slipher, Mrs. Walter F. Crooke, 
Mrs. B. H. Dillard, Mrs. John Lucas, 
Mrs. C. S. Codding, Mrs. F. E. Hart, 
Mrs. C. T. Foreman, Mrs. Chas. Meek, 
Mrs. Elmer Thomas, Mrs. J. E. Scroggy, 
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Announcing 


The purchase of The Leach Shoe Co., Rochester, welt equipment including their 
newest in lasts, dies and patterns. 

This strong line combined with ours, enables us to offer the widest range“of the 
season's newest patterns and leathers. 


Specializing in $5.00 and $6.00 Retail Sellers 


“Value to the Brim” will be our constant aim and endeavor. In addition to our 
popular line of low heel welts, we will have a complete showing of military, Cuban 
and Spanish heels, both leather and covered. We are prepared to show you the 
strongest and best in our career. Do not fail to see this wonderful line of real values. 
Drop us a card and our salesman will call promptly. 


LE-HY SHOE MANUFACTURING CORP. 
ROCHESTER, N. Y. 


Makers of 
‘“‘“ROCHESTER MAID” for Ladies, ‘“‘PALS’’ for Grown Ups, 
Growing Ups and Little Folks ‘a 


REPRESENTED BY: 





Louis R. Prince B. F. Richardson S. Coleman M. O. Stern 

Los Angeles, Cal. Dubuque, Iowa Columbus, Ohio Wilkesbarre, Pa. 

Pacific Coast Mid-west States Indiana, Michigan Pennsylvania and New Jersey 
H. L. Kaiser H. P. Leatherbury M. Sherry W. D. Byrne 

Denver, Col. Chicago, Ill. Toledo, Ohio Rochester, N. Y. 

Mountain States Great Lakes District Ohio New York State 























LE “AMCO” KLASIC COLONIALS 


COLONIALS are not coming THEY ARE HERE 
THE “BIG FOUR” FOR SPRING STYLE 


CHASE—NUGGET—LIZARD—ENGINRUL 


New Patterns in Colonial Buckles with or without tongues. Buckles 
finished in Polished Silver, Gray Silver, Bronze, Jet or Gun Metal. 
Tongues in all leathers, Black Satin, White Fabric. 


In addition to styles pictured, 
we are showing: 

Enginrul—a neat ribbon ruled 
engraving. 

Nugget—a new moire effect in 
Metal. 

Also—plain buckles, in all finishes 
including the Priscilla & Puritan. 
Prices—with tongues per dozen 
hiveisces cetpidase. oe 
Prices—without tongues per dozen 
pair... .. $6.00 














Chase—A Beautiful Hammered Style Colonial Buckle, Lizard—The New Lizard Leather Matched in En- 
on Tongue No. 5. graved Colonial Buckle, on Tongue No. 7. 


ABE MANHEIMER & COMPANY 


14th and Locust Sts., St. Louis, Mo. 


























Dealer influence is secured thru advertising wn the Keot and Shoe Kecorder. 
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EDWARD J. ANDREWS 
President Boston Shoe Travelers’ Association 





Mrs. Albert Stevenson, Mus. Dallas 
Crooke, Mrs. W. E. Radcliff, Mrs. Chas. 
E. Wilson, Mrs. F. E. Naegele, Mrs. H. 
Gerrish, Mrs. H. C. Warren, Mrs. Ed. 
Bayless, Mrs. H. S. French, Mrs. Harry 
Hume. 

Committee on Arrangement: C. I. 
Slipher, Chairman; John Lucas, F. E. 
Hart. 

Stag Entertainment Commitiee: B. H. 
Dillard, Chairman; H. Gerrish, Walter 
Crooke. 

Sign Committee: I. Saloskin, W. E. 
Radcliff. 

Reception Committee: Fred Naegele, 
Chairman; Marsh Lowe, Walter Taylor, 
H. S. Hume, Roy Prather, Chas. Gross- 
man, W. E. Schmidt, Geo. Senhauser, 
Geo. Sanburg, Dallas Crooke, V. L. 
Rash, L. S. Klein, L. W. Parker, F. O. 
Miller, J. C. Thomas, Dusty Rhoades, 
W. G. Cushing, Orville Romig, Ed. 
Matteson, Ed. Snell, H. S. French, Ed. 
Bayless, Joe Warrender, A. J. Apple. 

Mrs. Newburg will call a meeting of the 
and divide them into various 
committees. 


ladies 


Chicago Travelers Elect 
Officers 


\t their regular meeting, on December 
22, held at the Palmer House, the Chicago 
Shoe Travelers Association elected the 
following officers for the year 1924: 
Milton Rubel, president; Jacob Weurmser, 
vice president; Chas. L. Heilbron, sec- 
retary and treasurer; Board of Governors, 
James Murray, B. J. Coens and F. L. 
Barnes. 

Just when we think we can make both 
ends meet, somebody moves the ends.— 
Ulrich, Mo., Herald. 


WILLIAM NOLL, 


Elected, unanimously, Gor the 24th conseculive 
time) Secretary of the ton Shoe Travelers’ 
Association. 


Boston Shoe Travelers Elect 
Officers 


The Boston Shoe Travelers held their 
annual meeting on December 22. In the 
absence of President A. L. Puffer, Past 
President W. M. Oakman took the gavel. 
A full report on the association’s activities 
in regard to the coming National Con- 
vention was given and a committee of 
three—William Noll, D. J. Tobin, and 
T. A. Delany—was appointed to name a 
list of delegates to the National Conven- 
tion. Delegates appointed are as follows: 
Edward J. Andrews, Charles P. Abbott, 
H. M. Barnes, E. U. Burdett, William P. 
Brennan, A. L. Chase, S. L. Curry, L. J. 
Cross, T. A. Delany, A. W. Darling, 
Robert I. Emmett, F. P. Fanning, H. P. 
Goss, William F. Gaffney, M. C. Galvin, 
“Jack” Jones, H. C. Kleeman, Frank W. 
Lord, H. W. Le Favor, George J. Lovely, 
W. H. Larkin, T. E. Murphy, H. P. Mc- 
Nulty, William Noll, W. M. Oakman, 
A. L. Puffer, A. P. Richards, Robert G. 
Reed, David J. Tobin, John J. Whalen. 


Resolutions Committee Appointed 


A resolutions committee to draft 
resolutions for presentation at the Na- 
tional Convention was appointed, as 
follows: John J. Whalen, Harry M. Barnes 
and Frank W. Lord. 

Officers for- the ensuing year are as 
follows: President, E. J. Andrews; Vice- 
President, John J. Whalen; Secretary, for 
the 24th time, William Noll; board of 
directors: A. P. Richards, Robert I. 
Emmet, E. U. Burdett, and Frank B. 
Fanning. 

Notice how much longer the days are 
getting? The sun is on the way back. 


JOHN J. WHALEN, 


Vice-President of the Boston Shoe Travelers’ 
Association 





Utz & Dunn Men on 7 per 
Cent Commission 


The Utz & Dunn Co. is the second 
Rochester factory to advance the com- 
missions of its traveling force. Sales 
Manager M. C. Smith stated that his 
company had been considering this matter 
for some time, on his recommendation, 
and had recently decided favorably. The 
other Rochester firm is that of E. P. 
Reed & Co. 


Naturally the Rochester Association of 
Traveling Shoe Salesmen is delighted over 
this increase, as it means for those who 
travel for the above named houses an 
advance of 1673 per cent over their 
former drawing account. It is the opinion 
of the R. A. T. S. S. that the action 
of these two firms is the beginning of a 
movement which will become national. 


R. A. T. S. S. Elect Delegates 


The following delegates and alternates 
were elected to attend the National Shoe 
Travelers’ Association Convention now 
about to open at the Hotel Somerset, 
Boston, January 7-9: President R. B. 
Leard; J. P. Byrne, C. B. Rowley, “Jack” 
Castle, John M. French. Alternates— 
B. B. Blythe, J. P. Beatty, E. R. Gordon, 
W. C. Goodger and Charles H. Helmer, 
C. W. Anderson, H. B. Carpenter, R. F. 
Schneider and Harry Amish. Rochester 
is entitled to 14 votes—proxies not 
recognized. 

A resolutions committee to present 
measures at the National Convention 
was named by President Leard, as follows: 
Joe P. Byrne; A. J. McLeod and Harry A. 
Chase. These resolutions will first be 
approved by the local body. 





January 
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Chosen by the Most 


Discriminating 


Women who are particular as to style, 
Keen as to value, 
And demand comfort, 


These are the women who appreciate 


and prefer 


Didi, sc ron 
No. 229—Built with the famous 


Steinbrecker steel shank, carries rub- 
ber heel. 


John Ebberts Shoe Co., Inc. 
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chart 
while 
being 
tical 


THE LACE FOR SPORT WEAR on 


Strong—Durable—Fast Color 
No Tin Tags to Pull Off at the Wrong Time 
‘“‘“HUBTIP”’ ‘“*“NO-METAL-TIP”’ 


(Trade-Mark Reg. U. S. Pat. Off.) 
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Martins Genuine Imported 


Scotch Grain College Oxfords 


IN STOCK 
Two Real Sales Getters 


Overweight “A” Quality Leather Soles. Bleached Calf Lining 
Peck Standard of Shoemaking 

No. 860—Tan Imported Scotch Grain College Ox. Coach Last 

No. 861—Black Imported Scotch Grain College Ox. Coach Last 


Sizes & Widths: B 6-11, C 5-11, D 5-11. “HUBTIP” Cabinet Displayed 


PRICE $6.10 MEANS ADDED SALES 
Order Now to Have on Hand for School and College Trade Are you supplying this demand? Made in Black, 


FREDERICK S. PECK Brown and Russet. 72 Pair jin Cabinet. 


Specify “‘“HUBTIPS" to your jobber. 


FRANK W. WHITCHER CO. Mfrs. 89STON& 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Byrne Favors Budgeting 


“Joe” Byrne, as a constructive bit of 
legislation, offered a resolution for pres- 
entation at the National convention, 
looking to the naming of a finance com- 
mittee, whose business it shall be to look 
into the receipts and expenditures of the 
National for the past three years for the 
purpose of getting facts and figures in- 
cidental to putting the association on a 
budget basis. The measure provides that 
if the finance committee determines that 
there is a need for more funds to conduct 
the legitimate business of the National 
the membership be taxed to make up the 
deficiency. 

An attendance committee was named 
for the next meeting, as follows: Harry A. 
Chase, E. R. Gordon, C. J. Vegiard. The 
resignation of Charles W. Reynolds of 
Nathl. Fisher Co. was accepted. 


Dingle Is Central’s President 


The Central Association of Traveling 
Shoe Salesmen held an election of new 
officers on December 15, as follows: John 
C. Dingle, President; W. A. Vaughan, 
Vice-President; R. P. Alderson, re-elected 
secretary-treasurer; D. F. Morgan, Dow 
C. Phelps and A. B. Calhoun, were 
elected as directors. There were two 
tickets, Mr. Dingle heading both. He is a 
charter member of the association, and 
while he has always tried to “dodge”’ 
being elected to the helm, he has prac- 
tically been “The Man Behind the 
Captain” since the formation of this 
branch of the N.S. T. A. 

W. A. Vaughan is also a man of much 
prestige in the industry, having for 23 
years been in the shoe business; he is a 
charter member of the Southwestern Shoe 
Travelers Association and an active 
member of the Central Association. He 
represents J. S. Zulick & Co. of Orwigs- 
burg and Vaughan-Towle Co. of Lynn, 
his son being a member of the last-named 
concern. R. P. Alderson’s name was also 
unanimously placed on both tickets. 

E. U. Harbaugh, retiring president, 
thanked members for their support dur- 
ing the year. 


C. A. T. S. S. at National Meet 


The C. A. T. S. 8. will be present at the 
National Convention in goodly numbers 
and will there present definite matters for 
action, reflecting ideas on which the boys 
of the Central Association would like 
attention. The most important of these 
will be the matter of commissions and 
number of trips per year; E. O. Graham 
is chairman of a special committee which 
will formulate suggestions. The several 
communications from the National office 
were given attention and the most earnest 
desire evidenced to give the association’s 
full support to the National President 
and National Secretary. 
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City of Boston 

Office of the Mayor 

City Hall 

May I assure you I am deeply 
gratified that your organization of 
so high a standard in commercial 
circles has selected Boston for its 
place of meeting. Our city not 
alone possesses the historical shrines 
which mark the movement for 
American freedom, but is one of the 
great commercial centers of the 
United States, and generally recog- 
nized as the leading shoe and leather 
center of the world. Accordingly it 
is very appropriate that members 
of your splendid association who 
represent so much in the world of 
commerce and industry, and who 
reflect the prosperity that attends 
the shoe factories of Massachu- 
setts, should meet within our city. 

I assure you your delegates will 
enjoy a most eventful Convention 
in Boston, and I shall be pleased to 
extend every courtesy to the mem- 
bers which lies within my power. 

Sincerely yours, 
(signed) James M. Curley, 
Mayor. 














Interstate Salesmen on Trips 


The following salesmen will represent 
the Interstate Shoe Company for the 
next season: Natt F. Stevens, Southern 
Cities; Lester J. Gordon, Pacific Coast; 
Bernard L. Durgin, New England, New 
York State and Middle West; Chester H. 
Crandall, Pennsylvania, Ohio, Indiana, 
Virginia and West Virginia; A. L. Briggs, 
large cities, New York to Denver; H. T. 
Bradley, New England and special ac- 
counts in New York State. 


Glenn Ratcliff Is Dead 


Glenn Ratcliff passed away on the train 
near Albuquerque, New Mexico, on 
November 29. Mr. Ratcliff covered Illinois 
and Iowa for the Bradford Shoe Company 
until about a year ago when he had a 
break in health. Glenn had taken over the 
territory formerly covered by his brother, 
R. R. Ratcliff, who is sales manager for 
the Bradford Shoe Company. 

While he was connected with the Brad- 
ford Shoe Company for only about 18 
months before his illness, he was one of 
the top-notch salesmen for this house. He 
loved the shoe game, was sincerely in- 
terested in every one of his customers and 
associates, was always ready to meet you 
with a smile and will be missed by hun- 
dreds of friends in the territory. 


Let’s all get out our old hard work pre- 
scription and we need not worry about 
hard times.—McElroy-Sloan Enthusiast. 


Southern Boys’ Banquet 
January 24 


The Southern Shoe Salesmen’s Associa- 
tion will hold its thirty-third annual 
banquet at the Hotel Westminster, 
January 24. The banquets of the boys 
who sell shoes in Dixieland are noted for 
being brilliant affairs. The program for the 
thirty-third annual event promises to 
“line-up” in accordance with the S. S. S. 
A.’s long record of past achievements. 


Garcy and Cinderella Winner 
Wed 


Irwin J. Garcy, who sells N. A. Paris’ 
line of women’s novelty McKays through- 
out Brooklyn, Bronx, and New York City, 
became a benedict on January 6, last. 
The young lady bride is Eva H. Winograd, 
daughter of Israel Winograd, proprieter 
of the Harlem Shoe Co. of New York. 
The ceremony took place at the home of 
the bride, 1]3 West 118th Street, New 
York, the Rev. Dr. Eisman officiating. 
Only a short time ago, Mrs. Garcy was 
the winner of a Cinderella shoe prize in 
Brooklyn. 


LeMar Salesmen on Trips 


The salesmen of the LeMar Shoe Co. of 
Brooklyn are now starting out on their 
trips. S. S. Topp will cover New York 
and metropolitan territories, as well as 
New Jersey and Pennsylvania. H. L. 
Levy will also travel for the firm. 

Said Mr. Levy, “LeMar Shoe Co. is 
one of the factories in Brooklyn that is 
coming to the front fast. Although in 
business only a few years, we have won 
an enviable reputation for ourselves 
and we boys think that we have some- 
thing ‘a little different than the other 
fellow’ to show. Our spring line for 1924 
is now complete and contains many new 
and exclusive novelties in women’s high 
grade footwear.” 


“Phil” Green with Atlas Shoe 
Mfg. Co. 


Philip H. Green, former President of the 
Green Shoe Mfg. Co. and recently con- 
nected with Sachs Shoe Co., Inc., of Cin- 
cinnati, Ohio, wishes to announce to his 
friends that he is again back into his 
original game. 

Starting January 1, Mr. Green, in con- 
junction with Mr. Steckler, Secretary of 
the Atlas Shoe Mfg. Company, Inc., will 
take charge of the general sales and styles 
of the Atlas Shoe Mfg. Co., Inc., who have 
speedily come to the front with their 
novelties of women’s stitchdowns. 

Mr. Green is taking this opportunity to 
thank all his friends for their past cour- 
tesies. He is now on his first trip through 
the country for the Atlas Shoe Mfg. Co., 
Inc. 
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Show ’Em This Plain Toe 
With Creased Vamp 


It’s a regular seller 





P. B. Keith Shoe Co. Brockton, Mass. 


MEN’S AND WOMEN’S FINE SHOES 


IN STOCK 


Stock No. 400—Men’s Black Imp. 
Calf. 

Stock No. 450—Men’s Autumn Brown 
Imported Calf. 


$5.75 | 








+ 














2 


GREELEY 
BOUDOIRS 


sell all the yeararound. 
They are always in 
style. We aim for 
quality and we hit 
the mark. 







In Black“or Colored 
Kid. 36 pair lots 
only. 


If your Jobber Cannot Supply You, Write Us. 








4 A. W. GREELEY, Haverhill, Mass.5x¢ 





APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
rowing children and as a fully venti- 
ated shoe, the Burk! 
Developer is unexcelled. Well known 
surgeons recommend its use. 
Make your stock of 
children’sshoes 
WENTILATIONS: complete by sending 


es = 5 2133 
for immediate action. 
BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. | 


Fine Calf Leathers 














Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 
Strictly Pine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CoO. 


106 Beach St., Boston, Mass., U. S. A. 














The World’s Largest and Most 
Beautiful Hotel For Men 


HOTEL CLAMAN 


bes, TIMES SQUARE 

fT 43d St. West of Broadway 
NEW YORK CITY 
re 1000 Rooms and 1000 Baths 


Complete! uipped with eve 
pam om a a ie home for 
men in New York City. Quiet re 
ag -—  - p — 
” im . Yet a re 
is not used to buoy up the rates. 


$12 to $18 $2 to $3 
Weekly Daily 


Cer Ae ely aM tog. 
ee 
. ve ‘ r x i = 
ae os te 


\* 
- 
{ 








»=e Absolutely Fireproof = 
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SALESMEN v sl WHOLESALE 





The Law on | Salesmen’s Commissions 


The subject of sal ‘8 s has evei 
been one on which much documien has cube tm 
We have recently received through the courtesy of the 

National Shoe Wholesalers’ Association some inter- 
esting data, which we are dividing into two —— 
the first entitled—“ Advances Against Commiss: 
Belong to Salesman, T h "Adeances Exceed Earned 
Commissions,” prese in part herewith. The 
second section—“Agent May Recover Advances 
Agreed Upon But Unpaid,” will appear in a later 
sssur. 





ONEY advanced to a salesman by 
M.. y of a drawing account or against 
his commissions belongs to the salesman. 
This is so, even though, at the termina- 
tion of the employment, the sums ad- 
vanced are in excess of the earned com- 
missions. Such advances are not regarded 
as loans, but as sums paid to the agent, 
and to be repaid to the employer only out 
of earned commissions. 

If the amount of commissions earned is 
insufficient to cover the total amount 
advanced, there is no obligation on the 
part of the agent to return the excess. 

The parties may enter into an agree- 
ment under which the agent obligates 
himself to make good any amount re- 
ceived by him in excess of the commissions 
actually earned. But the language used 
must be to the point. A provision that 
advances constitutes a first lien on all com- 
missions or a charge against commissions 
earned will not entitle the employer to 
demand a return of the amount by which 
the advances exceed the commissions. 

If the employer wishes to be protected 
on this score, the contract should provide 
in effect: ““All sums advanced to the sales- 
man are to be regarded as loans, and the 
salesman hereby agrees to be personally 
responsible and upon demand of the 
employer at any time (or at the termina- 
tion of the employment) to repay to the 
employer the amount by which the sums 
advanced may be in excess of commis- 
sions actually earned.” 


Advances Not Loans 


\ case involving a situation of this kind 
is Mixsell’s Estate, 7 Pa. Co. Ct. 443. 
This case involved a contract between an 
insurance company and its agent in which 
it was agreed “that said agent shall be 
allowed under this agreement the follow- 
ing compensation only, unless otherwise 
expressly stipulated in writing.” hi. 


provision was followed by a schedule of — 


rates of commissions. 

This clause was immediately succeeded 
by one which stipulated: “An allowance 
of $100 monthly shall be granted said 
gent, the same constituting a charge 


against his commissions earnéd; also his 
necessary traveling expenses shall be 
advanced in like manner.” 

When the agency terminated the ad- 
vances exceeded the accrued commissions. 
The company brought suit to recover 
back the excess on the theory that the 
moneys advanced were loans. It was held 
that the company was not entitled to 
recover. 

“This theory” (that the advances were 
loans), said the court, “is faulty in two 
respects. If it is correct to say that the 
advances were in any sense loans, it is 
nevertheless clear that the source of their 
repayment was limited to a certain fund, 
and that if that fund should fail, the 
obligation to repay was gone.” 


Advancements Were Compensations 


The opinion proceeds: But so far 
from being loans, these advancements 
were as much a part of the compensation 
as the commissions themselves. They were 
assured to the agent by even more binding 
words of grant. He‘was to be “allowed” 
commissions; but an allowance of $100 
per month was to be “granted’’ to him. 
Each month of his engagement he could 
demand this sum, regardless of whether 
he was earning large commissions or small, 
or whether, in short, he was earning any 
commissions at all. Its payment was a 
condition precedent to his service. 

All of this, of course, is subject to the 
qualifications that he gave his services in 
good faith, and his fidelity is not impugned. 
He did not guarantee that they would be 
successful, and hence he did not insure 
that he would create a fund; but the 
claimants, on the other hand, did guar- 
antee a monthly allowance, and stipulated 
only that it should be a charge upon a 
fund which he proposed to accumulate. 
If there was no fund there could be no 
charge. They said this literally when they 
agreed that the allowance should con- 
stitute ‘‘a charge against his commissions 
earned.”’ That language meant nothing if 
it did not import a restriction to the thing 
itself; and if it meant that, it excluded 
any idea of a recourse to the person. 


“George and [ had a terrible quarrel 
last night over the observance of our 
golden wedding anniversary.” “That's 
too bad. How long have you been married 
now?” “Three days.’’—London (Eng.) Tit- 
Bits. 
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R. NIGHSWONGER 


Who covers Western and Southwestern Indiana 
for the Indianapolis Branch of the United States 


Rubber Co. Mr. Nighswonger will sell the same 
_ lines as formerly—felts, Keds and clothing. 





Nighswonger Will Travel 
Western and Southwestern 
Indiana 


L. R. Nighswonger, who for the past 
two years has traveled Wisconsin with 
rubber footwear, felts and Keds, for the 
Milwaukee Branch of the United States 
Rubber Company, has been transferred to 
this company’s Indianapolis Branch and 
will travel Western and Southwestern 
Indiana. Mr. Nighswonger will sell the 
same lines and also the clothing line. He 
has had 20 years’ experience in prac- 
tically all branches of the shoe and rubber 
game. Through his past connections as 
buyer and manager of exclusive and chain 
stores, he is well acquainted with the 
problems of the retail shoe merchant. 





Kenney Keeping “Open 


House.” 


Arthur L. Kenney, in charge of the 
Boston office of C. A. Grosvenor Shoe 
Company, at 139 Lincoln Street, and who 
also covers New England, up-state New 
York and Ohio, has recently returned from 
a very successful trip. Mr. Kenney is 
optimistic over the felt shoe business for 
1924. Reports from Chris S. Briel, who 
covers southern territory for this house, 
as well as from Walter W. Nichols, in 
charge of the New York office at Room 
651, Marbridge Building, are equally 
encouraging. Mr. Kenny anticipates a 
large number of buyers during this entire 
month and the latchstring of his office 
door is already on the outside for his many 
customer friends. 


If a burglar got into your cellar, would 
the coal shute? No, but the kindling wood. 
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FOR YOUR DANCING TRADE— 
The Popular “Bal Tabarin” 


on New Last and New Pattern 


IN STOCK 











The “bal tabarin” has always been a great 
seller. Because of its construction it offers 
utmost flexibility, style, comfort and wear 


Sizes 5-11 Widths A-B 
4-11 C-D 

A Goodrich Masterpiece 

$5.00 net 3 Se ee ae 


HAZEN B. GOODRICH & CO. 


ee HAVERHILL, MASS. 89 

































Good Paper 


is an aid in obtaining business 


NEWTON FALLS BOND 


A fine texture paper of moderate price. Especially suited 
for business letters which the sender desires to have carry 
a splendid impression—without high cost to him. 


Made in WHITE From ADIRONDACK SPRUCE 


and ten colors 
BY 


NEWTON FALLS PAPER COMPANY 
NEWTON FALLS, N. Y. 
| ———] 


For Sale by 


Stone & Andrew 


Main Office and Warehouse 
Boston, Mass. 


Providence, R. I.—Springfield, Mass.—_New Haven, Conn. 
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STYLE 296 


296— Patent Strap, Black Suede Trim, Leather 
Spanish Heel, Rubber Lift. B—D. $4.00 . 
254—Same Style, Black Satin, 
Trim Cov. Cuban Heel. B-D 

265—Same Style, Black Satin, 
Trim, Covered Low Heel. C-D 
252—Black Kid Strap, Leather Cuban Heel, 
Rubber Lift. B-D .$3.50 
251—All Patent Strap, Cut Out Quecte and 
Vamp, Leather Cuban Heel, B-D $4.00 
259—All Patent Strap, Cut Out Quarter Rub- 
ber Low Heel. B- $4.00 


Black Suede 
. $4.00 


"Black Suede 
$4.00 


BOOT AND SHOE RECOfSDER 


THESE ARE IN STOCK 





STYLE 362 
IN STOCK JANUARY 20 
362—Patent “Mah Jong” 
Strap. Chinese Cut-Out, 
A-D.... 
Also can ‘be had | in “Black Seeds: 


2-Strap and Front 
Low Leather Heel. 
‘ .. 4.35 


Ww hite Kid 

$4.75 
Gray Buck, Airedale Buck............. $4.50 
Gray, White, Blue, Red, Green, Elk... . $4.50 





290—Patent Strap, Chinese Cut-Out Vamp 
and a | Leather Low Heel, Rubber 
Lift. B-D.. . $4. 




















STYLE 264 
264—Patent Strap, Dull Kid, Scroll Front, 
Covered Cuban Heel........... $4.50 
263—Patent Strap, Patent Scroll Front, 
Leather Cuban Heel, Rubber Lift. . $4.50 


297—Patent Strap, Black Suede, Lattice Front, 
Leather Spanish Heel, Rubber Lift..... .$4.25 


102—Black Velvet Strap, Patent Lattice Front, 
Cut Out Quarter, Co,ered Spanish Heel. .$3.50 


Send for Catalogue of High and Low Shoes 


The Boardman Shoe Co. 


564 ATLANTIC AVENUE 





BOSTON, MASSACHUSETTS 
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“CLIFTON” 


Preferred Because Most Perfect 


Used with our wet process it produces a 
perfect innersole, as it is easily formed 
in and hugs the lip providing strength 


where strength is most needed. 


You'll Always Specify 
“CLIFTON” Gem Duck 


when once tried 


“Clifton” 


sults. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 

MASS. 

SSBB BRB BBS RBRB BRB RBBB RB BES 


BOSTON, 


shoe covering cloths, also 
“Clifton” backing and plumping cloths 


are recommended for satisfactory re- 


GEM 
DUCK 


OLIGLIOLieL 


Mraanery, : TATTOLIOLYANT — 


OLIVLTCLTeLyeLy 











IT'S 5 THE 


BREAKFASTS—Ciub Breakfasts with 
generous portions at 65c, 75c and $1.00. 
ey ll la Carte in four 


ly famous restaurants. 


=A la Carte. Special Sunday 
table d° hote dinner at $2.00. 


CAFETERIA=— Hollenden Cooking and 
Service at Cafeteria prices. 

DANCING — Dinner Dancin 
Rupp’s Hollenden Dance Orchestra every 
evening excepting Sunday. ‘No Cover Charge. 


with Carl 


Roscoe J. Tompxins 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


” HOLLENDEN a 
‘Not Expensive 


ROOMS — 
Large comfortable and well-furnished : 

83 Rooms, hot and cold running water, $2.50 
210 Rooms, single with beth, $3.00 - $3.50 
192 Rooms, with bath ’ - $4.00 
160 Rooms, double, with bath, $5.00 - $6.00 
135 Rooms, large double with bath, $6.00- $7.00 
ManySample ——-* Parlor Suites,$7.00up 
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We Have It— What? 


The Genuine 


ZEV SANDAL 


Lene’ Poway 


i a 
IN STOCK 
Ready to Ship January 25th 





In the following colors: 


610 Black Ooze 630 Turkey Red Calf 
615 Patent Leather 635 Blue Calf 

620 Gray Buck 640 Green Calf 

625 Airedale Buck 645 Smoked Elk 


650 White Elk 


Goldberg Bros. 


Haverhill, Mass. 


Also in stock at 
Sessel Shoe Co. 


1011 Commerce Street 
Dallas, Texas 
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Recorder rates for space less than one-eighth page per 


issue: 

Space 1 time 7 times 13 times 
1 in......- 98.00 $4.00 $3.50 
cs 8.00 7.00 
| a FC 12.00 10.50 
4in........20.00 16.00 14.00 


Payment in advance is required, 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per 
Minimum amount accepted, savant live cents. For other mS 


advertisements, seven cents per word for . M 
26 times 52 times mum amount accepted, $1.25. ae under this heading will be received 
up to noon on Tuesday of week of publication date. When advertisers 
$3.00 $2.50 desire answers to come in care of this twelve words must be 
6.00 5.00 allowed in each advertisement for address. When adv desire 
9.00 7.50 replies forwarded direct to their address, each word of the address 
. . must be counted in the advertisement and paid for accordingly. Answers 

12.00 10.00 to ads must be sent under letter postage. 


except when regular advertisers, as amounts are too small to open accounts 


word for each insertion. 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





\ ANTED—tThree live salesmen for Illinois, 

Indiana, and lowa, capable of taking hold of a 
real quality, middle western made line of mens 
$5.00 RETAIL Welts. The best selling and repeat- 
ing line of real values in the field today. A regular 
line for a regular ‘“Go-Getter” producer. Do not 
apply . unless you have the connections and the 
following to put over a volume of business. Six per 
cent straight commission paid weekly. Address 
E-457, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 











SIDE LINE SALESMEN 


TO SELL KOZY KOMFORTS 


Kozy Komforts represent the most complete line of Woolskin, Calf and Sucde leather soft 
sole slippers manufactured. To men who are capable of selling the largest department stores, 
as well as the Family Shoe Stores we have a profitable proposition to offer. Write for full 
Geet and give references. Kozy Komfort Shoe Mfg. Co., 161 Center St., Milwaukee, 











ANUFACTURERS producing 3,000 pair daily 
+ of infants and childrens turns up to size eleven, 
want salesmen with established trade. Can be 
carried as a side line, 6 per cent commission. Address 
E-520, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





FOR Washington, Oregon, Idaho and Montana to 
carry line of ladies’ comfort and semi-dress shoes. 
Real opportunity for man acquainted with territory. 
Considerable established wate. Give age, married 
or single, references, residence and previous 
employment. Address E-521, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


GALESMEN WANTED—To carry a line of 

Auburn made welts in the following states: 
Pemmaphvenle, Michigan, Ohio and New England 
States. A good opportunity for the right man, must 
be experienced, send references with application. 
Address E-522, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








SAL .ESMAN WA NTED—To carry our complete 

line of Dr. Flynn’s ladies arch support shoes 
which retail at $5.00 and $6.00. Wonderful oppor- 
tunity ready January 1. Reference required. C. and 
P. Shoe Co., Auburn, N. Y 





LARGE shoe distributing house has a very fine 
-% territory open in the western part of Penn- 
sylvania. The trade has been established there for 
many years. This is a real opportunity for a live, 
progressive salesman, who is experienced in selling a 
general line. Write ‘confidentially, giving full in- 
formation regarding your experience and qualifica- 
tions. Box 494, 1313 West 38th St., New York City. 





*ALESMAN for Iowa and Minn. acquainted with 
S 
~ buyers of ladies stylish shoes. Groves & Rood, 
222 W. Monroe St., Chicago. Il. 








Eleven Thoroughly Experienced 
Shoe Salesmen Wanted 


for cities mentioned below) with estab- 
lished shoe trade in the cities selected and 
nearby territory. To carry a splendid 
specialty line of ladies Goodyear welt, 
Novelties, Oxfords and Sandals. About 
forty styles of $4.00, $5.00 and $6.00 retail- 
ers. Salesman should live in and work 
regularly the trade in territory selected, 
with established office preferred, commis- 
sion monthly. In answering, give age, 
references, for whom travelled, amount of 
goods shipped per annum and if carrying 
any other line, state what line. 

Number 1, Albany, Troy, Schenectady 
and Saratoga, New York. 

Number 2, Buffalo, to and including 
Rochester, New York. 

N ber 3, Chicago, Illinois. 

N h 4, Cinci : 

Number 5, Denver, Colorado. 

Number 6, Detroit, Michigan. 

Number 7. Indianapolis, Indiana. 
_Number 8, Kansas City, Missouri and 
Kansas. 

Number 9, Los Angeles, California. 
Number 10, Milwaukee, Wisconsin. 
| Number 11, San Francisco, California. 


| Address P. O. Box 3404, Boston, Mass. 























I you are a wide-awake energetic salesman 
thoroughly familiar with selling a general shoe 
line, you are offered an opportunity to connect with 
a very large wholesale shoe house. A splendid 
territory in central part of New York State, with 
trade established for many years, is open. Can 

conveniently worked from Utica ¢ or Syracuse. Give 
full details of your qualifications and experience in a 


ALESMEN WANTED—A western manufac- 
turer of men’s and boys’ popular price dress 

can use several experien salesmen. A 

did opportunity for men who know the game. 

No novices wanted. Attractive commission basis to 
salesman. discount to customers. Well 
“advertised line of shoes of real merit. Address E-506, 
care Boot and Shoe Recorder, 207 SouthSt., Boston. 





letter, which will treated in strict confid 
Box 495, 1313 West 38th St., New York City. 


ROGRESSIVE soft sole boudoir slipper mfrs. 

want salesmen selling dept. store, retail shoe 
trade following territories: Carolinas, Va., Fla., Mo., 
Tenn., Minn., Oregon, Mich., Cal., Indiana and 
Iowa. Smart numbers, popular priced, now ready. 
Address with full particulars E-523, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


XCEPTIONAL opportunity for salesman to 

handle a nationally known line of ladies’ turn 
comforts, sandal, oxford and ish boot, ——— 
in colored leather and quil satin (leather sol 
and heels), ballet slippers, soft and hard cone, 
gymnasium slippers. In stock, and profitable mail 
order repeating ay Can handled as 
side line 10 samples. Address E-524, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


WANTED —Salesmen to carry the well-known 
line of “Tootsies Better Babies Shoes” and 
“Tootsie Hikers."" Can be carried with non-con- 
flicting line. Hi t rate of commission. References 
required. The Mater-Mack Co., Rochester, N. Y. 


wes have desirable territories open, with estab- 

ess on our well-known lines of 
men’s a boy’s shoes. We solicit a from 
experienced salesmen who know they are capable 
of prod Onl possessing 
these requirements will be considered. Address, 
R. P. Hazzard Co., 119 Lincoln St., Boston, Mass. 

















KANSAS 
MISSOURI 
OKLAHOMA 
TEXAS 


Salesmen needed immediately to sell a 
high grade line of infants, childrens, 
misses and young ladies Welts, McKays 
Turns and Stitchdowns in the above 
territories. 


Apply by letter only giving age, experi- 
ence and references. P 


SINBAC 


211 West Monroe St. Chicago, Ul. 





Wend aport manufacturer of high-grade worl work 
shoes will have the 

open ym 1: Virginia and West Vieginia, 

North and South Carolina, emg Tennessee, 

Mississippi and Alabama, Ohio, Indiana, Kansas 

and Missouri, southern Wisconsin and southern 

Minnesota, Illinois, and isi: ions of 

7 per cent paid each month on ali orders shipped. 
Applicants must have confidence in 

ity to travel on straight commission » pn 

to furnish unquestionable references 

~y ny - record. Address 


Recorder, 189 W. 
Madison St., Chicago, Il. 


WANTED— Good salesmen with established 
,trade to carry (with - esent 178. 14 
men’s welts to retail at $5.00. — in stock. 
Commission basis only. ions paid each 
month. State what territory =~ en er and what 
line you carry. — = es ready now. Address E-278, 
care Boot and Shoe Recorder, 189W. Madison St., 
Chicago, Ill. 








[OWA Minnesota, Wisconsin and Kansas ter- 

ritories open January 1. oye! line of men’s dress 
welts retailing at $5.00 to $7.50. Unusually satis- 
factory in stock service. Full details 1 on Cor- 
respondence in confidence. Address E-411, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 








Shoe Salesman Wanted 


who is thoroughly acquainted with the 
British and French West Indian trade from 
the Virgin Islands to Trinidad, to carry our 
generalline of boots and shoes. In answer- 
ing give age, references; date of previous 
experience and amount of sales per annum. 
State whether carrying any other line and 
if so so, what line. A. W. TEDCASTLE & 
CO., Boston, Mass. 

















Salesmen wanted in the following ter- 
ritories, open 3: Wi Iowa, 
Illinois, Minmesota.. Missouri, Kansas, 
Nebraska, North and South Dakota, iby 
old-established facturer of i 
children’s, misses’ and growing gicls® 
turns and welts for retail trade. Seventy- 
five styles carried in-stock. On a straight 
commission basis, 6 per cent paid each 
month on all orders shipped. No objection 
to carrying a woman’s line with same. 
Applicants must have a clean record, and 
good references. Address E-510, care Boot 
and Shoe Recorder, 207 South St., Boston, 

ass. 
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SALESMEN WANTED 


POSITION WANTED 


LINE WANTED 





Wi 


Edmonds Shoe Company, Milwaukee, Wis. 


Wanted: Side line salesmen for Okla- 
homa, Kansas, Missouriand Virginia. 
General work shoe line consisting of 
Men's and Boys’ shoes, hi-top Pacs 


and cruising boots. Wisconsin manu- 
factuier. Address F-487 care Boot and 
Shoe Recorder, 189 W. Madison St., 
Chicago, Hlinois. 





ANTED—First-class salesman to represent 
factory line of men’s high-class dress welts, 6 
per cent straight commission. Must have at least 6 
ears’ experience. Age limit between 33 and 45. 
dne that can furnish list of accounts sold in the 
»ast two years. Must be able to finance himself. 
Best of references required, none other need apply 








WORK SHOES 
We specialize on three numbers. 
EASY SELLERS 
Exceptional opportunity for one who 
can produce. 


No objection to non-conflicting - 


line. Address E 489 care Boot and Shoe 
peeeeee, 207 South Street, Boston, 
Mass. 








Side line sal n ted by 
facturer of women’s fat ankle welts 
with built-in arch support shanks. 





Ten samples. All in stock. Commission 
basis only. Address E-512, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 





XPERIENCED buyer of Ladies’, Men’s and 
Children s Shoes, would like to hear from a 
House desiring the services of same. Am now 
employed, but desire change. Address E-528, care 
Boot and Shoe Recorder, 207 South Street, Boston, 
ass. 





APABLE shoe factory executive with specialized 

Orthopedic knowledge, open for position. 
Proficient in all phases of factory requirements 
costs, buying, production, sales, books, and | 
Thorough shoeman. Address E-516, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





FORME! =R branch sales manager recently manu- 
facturing shoes, open for ow Haglan with 
reliable factory. Will canis Ne ppoane road 
ition with mens’, boys’ or children’s lines. 
tnergetic worker. Thorough shoeman. Address, 
E-517, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





Factory Executive 
Open for Position 


I have had many years practical and 
successful experience as factory execu- 
tive on women’s stylish footwear. Am 
thoroughly equipped to act as superin- 
tendent of factory or as buyer of upper 
leather, etc. Was formerly a partner in 
a well known shoe manufacturing 
business specializing in women’s 
novelty shoes. Am open for a position 
with established firm and can furnish 

t of references. For further particu- 
lars address E-529, care Boot and Shoe 
ee, 207 South Street, Boston, 

ass. 





wart ED—Live wire line of Women s Flexi!.\e 
McKays and Turns, for wholesale trade on a 
commission basis from dependable factories, !,y 
long established Boston Selling Agents. Address 
E-533, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





ANTED—Side Line. Texas and Oklahoma 

Ladies jar priced turns preferred. Car- 
ried in stock. Traveled above states twelve years 
Have following. Addrese E-500 care aos and Shoe 
Recorder, 207 South Street, Boston, Mass. 








FOR RENT 
R RENT—Sample Room completely equippe |, 
ready to occupy, rent reasonable. H. H. Brown, 


Shoe Co., 155 Lincoln St., Boston. 





FOR SALE 


Fer SALE—C | i t for samp'e 
office mes cases, desks, ‘tables, chairs, et., 
etc., H. C. Brown Co., 155 Lincoln St., Boston. 











R SALE—Family shoe store, best location, 
hard coal region, Hazleton, Pa., 40,000 popula- 
tion, drawing igo x 70,000 more. For further 
cee cag appl ly to E-526, care Boot and Shoe 
ecorder. South St., Boston, Mass. 





OR SALE—Cheap if taken at once. Stock car- 

tons for Mens, Womens, and Childrens shoes 
Used only a short time. if interested will send 
samples. Address E-527, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an opportunity to salesmen 
with ability, to sell one of the best 
known men’s fine shoes in America, 
of first quality, solid leather. A factory 
that is recognized as being foremost in 
shoe construction. 

Immediate attention given to appli- 
_— that can furnish a record of past 
performance that shows they were 
leaders in their organization as sales- 
men. Must be able to finance them- 
selves, and come to the factory for per- 
sonal interview. All correspondence 
strictly confidential. Address E-477, 
care t and Shoe Recorder, 207 
South St., Boston, Mass. 











DO YOU NEED 


a buyer and manager after 
February first? Fifteen years 
experience. Familiar with 
department store merchandis- 
ing. Have been and at present 
connected with the highest- 
class firms in Ohio. Thirty-nine 
years of age, married. Will go 
anywhere. Immediate interview 
can he arranged by addressing 
E 530, care Boot and Shoe Re- 
sore, 207 South Street, Boston, 
ass. 














OR SALE—Widow wishes to dispose of well 

pe ay exclusive mens’ shoe store in city of 

the middle West, stock to invoice about 

18. “000 will discount for cash. Address E-513, care 
Boot and Shoe Recorder, 207 South St., Boston 





WANTED TO PURCHASE 








We bu and highest cash price 
ae ee ne 
ee : any 60 ages. 

‘or peeve our cqocial \ 

Bank and mercan por 


BROOKLYN PURCHASING SYNDICATE 











gg tor 

© Stagg 1757 
POSITION WANTED BUYER & MANAGER WANTED CASH PAID 
ANTED—Shoe Buyer and for entire shoe stocks or stocks of 


AVAILABLE 


SALES PROMOTION AND 
ADVERTISING EXECUTIVE 








manager 
aes in es and children’s high 

de shoes and rae of net pro’ 
~& Ft Anderson ewcomb Company, Hunt- 











shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N. Y. 
Phone Canal 0679 





A man who knows shoes from maker to 
market; who has been associated with numerous 


MANAGER WANTED 








sales and advertising problems — con- 

es policies; 
merc handising ; trade investigations; dealer co- 
operation. His specialty is getting things done 
with despatch and without noise, friction nor 


structive work in organization; 


high costs. 


ETAIL MANAGER WANTED—Good open- 
ing for Retail Shoe and Hosiery Manager. 
Chain store handling up to $10.00 shoes. Salary and 
Commission of profits. Give references, full experi- 
ence, age, nationality and class of merchandise 
accustomed to selling. Address E-525, care Boot and 


He is acquainted with the principles of the 
big corporation as well as the practises of the 
advertising agency. 


He can write clear cut understandable Eng- 
lish. He knows printing and engraving and 
possesses a sincerity and honesty of pur 
that builds confidence and secures from ot 
the loyal enthusiastic support necessary 7 a 


Shoe Recorder, 207 South Street, Boston, Mass. 


DO YOU CONTEMPLATE 


value for entire or jus stock of shoes. 
| pedy hay Boe opnng ly eng 
25 years. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 





LINE WANTED 











continuous success. 


His record speaks for itself but the finest 
references will justify his statements. Com- 
pensation ary to congenial surroundings. 
Address E-531, care Boot and Shoe Recorder, 


207 South Street, Boston, Mass. 


THOROUGH experienced shoe salesman, sold 

retail, ——_ manufactured, desires a 

i women’s or a men’s line 

for a ifn laciading Chica; Gary, 

Indiana and vicinity and of Iowa. Will locate 

in Chicago. Have ae ollowing. Address E-532, 

care Boot and Shoe Recorder, Leather Trades Bldg., 
St. Louis, Mo. 





THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 ny Pheme=Canet vom, & 
WILL W SELLERS FOR 
SURPLUS STOCKS 
BUY | ENTIRE STOCKS CASH 
Bargains in shoes always on — Se special 
sales and bargain basem 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 

Clayton, Ga.—Louis Evans, general merchandise, 
reported etttineed s or petitioner in bankruptcy. 

Stephens, oung, general merchan- 
ff — petitioned or petitioner in bank- 
ru 

Win ~ "en, —J. C. Ray & Co., general merchan- 
dise, reported petitioned or petitioner in bank- 


a 

Bardwell, Ky.—J. S. Wright & Sons, shoes, re- 
ported assign: 

Detroit, Mich. —John Sieradzki (5821 Dubois 
Street), shoes, reported petitioned or petitioner 
in bankruptcy 

Averill, Minn. ~Aveslll Mercantile Co., general 
merchandise, reported assigned. 

South Haven, Minn.—Flygare Cash Store (Her- 
man Flygare, proprietor), general merchandise, 
repor’ assigned. 

Como, Miss.—M. Blumberg, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy 

seatibune, Miss.—P. Ross & Sons, general mer- 
chandise, reported offering to compromise at 25 


per cent. 

Red I Bank, N. J.—Julius Binder (39 Broad Street), 
shoes, reported petitioned or petitioner in bank- 
ruptcy. 

New York City—Prince Shoe Co., Inc. (48 Cannon 
Street), shoe manufacturers, reported petitioned 
or petitioner in bankruptcy and receiver ap- 
pointed. 

Wagman & Shapiro, Inc. (126 Fifth Avenue), 
leather —_ reported offering to compromise 
at 25 per cent. 


BUSINESS CHANGES 
Enterprise, Ala.—Colson-Weems Dry Goods Co., 
shoes, etc., reported name changed to Colson 


Dry Goods Co. 

Oakland, Cal.—E. W. Stegeman, shoes and repair- 
ing,. reported succeeded by G. J. Otten. 

Chicago, Ill.—Ball & Zmigiodzki (13338-13340 
Baltimore Avenue), shoes, etc., reported retired 
and su ied by John Ball. 

Modale, Ia.—Simon Elias, general merchandise, 
reported sold or closed ont anes at Modale, 
Ia., and moved to Neola, 


Lexington, a ide tice Market, shoes, 
reported sellin, id out. 
Minneapolis, Minn. —l. L. Erickson (1303 E. 


Franklin Street), shoes, reported succeeded by 
Economy Shoe Store. 

Poplar Bluffs, Mo.—Lorenz Mercantile Co., shoes, 
etc., reported succeeded by Lorenz- Knower Mer- 
cantile Co. 

Brooklyn, N.Y.—J. & R. Shoe Store (455 Grand 
Street), shoes, reported succeeded by Baltren & 


Lumas. 

Monticello, N. Y.—Abraham Ursaner (179 Broad- 
way), shoes and repairing, reported sold or 
closed out business at Monticello and com- 
menced business at 94 2nd Street, Passaic, N. J. 

Cleveland, O.—Giss Shoe Co., shoes and findings, 
recently incorporated. 





MISCELLANEOUS 
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To provide adequate 
storage teclities for shelf 
stock — to make it accessible 
and convement for clerks and 
Wj sock men to handle with absolute 
by safety to msure quick service for 
wholesale or retail treade—mstall one 
or more MYERS NOISELESS 
DERS. De = —— LAD. 
hand grips, rubber tires,  sonleniah system, 
firm construction throughout, eliminate vibration 
and noise and produce a ladder + Em 
strength for safety, convenience and 
One style only — neat of design 
fnished - LA, height — easily 
installed — meets most 
Tequirements. 
Circular on 
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WANTED TO PURCHASE 








HIGHEST CASH PRICES — 
for entire shoe stocks. We also buy 
[ayes me Y slow sellers. a ay no objext. xt. Retail 
Short term leases taken off your 
bande Wine Wire or caiished 189 us. ' neamene con- 


fidential. 
AX CLAUBERG 
Ww Bs soot thir “~y 4 bg oe, 
e clo im; ats. urn 7 
ing goods, etc Phone Canal 9633 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. We 
send a representative to investigate and 
make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 














MISCELLANEOUS 











Hotel 
Richmond 


70 West 46th Street 
Between Fifth. Ave. and Broadway 
NEW YORK 


Convenient location 

For motorists in the heart of the 
usement section. 

Garage near by. | Moderate prices 









SHOE STORE 
CHAIRS 
SETTEES 








WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 








Milbradt Rolling 
Step Ladders 


are made in a grea 
many styles to suit all 
is of stores and 
te They — en- 
le you to get along 
with 


wear and tear on your 
shelving, — | help the 
sppearance of your store 
subject to ap- 
ny and satisfaction 
guaran 
Write for om, “3 
catalog showing 
styles of ladders as well 
as other store 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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THE COMFORT MEN BUY! 


With his other treasures of comfort and convenience the 
typical man greatly covets his shoes with lacing hooks. 
He appreciates the thought and consideration on the 
part of thé retailer that has made it possible for him 
to enjoy greater shoe comfort. A man never forgets the 
store which sells him service of that kind—make the 
men who come into your store to buy, your permanent 
customers by selling them footwear which has the feature 
that makes shoes snug fitting, easy to lace and conveni- 
ent to wear—sell shoes with lacing hooks! 
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THROUGHOUT THE NEW YEAR 
1924 FOLLOW THE STYLE WITH ROGERS 1924 | 


No. B4553—Airedale Buck, Russia Calf Trim- 

med Turn, 15-8 Full Covered Spanish Heel. 

Cc : ... $5.00 

No. B4554— “~* Illustrated, Black Satin Gun 

Metal Calf Trimmed. A to C -00 
tl (25c. per pair less in 36 pair lots) 


No. B4556—Airedale Buck, Russia Calf Front 

Lattin, Turn, 15-8 Full Covered a Heel. 

AtoC... Y 

No. B4557—-As Muspeted, Gray Buck, Gray 

Calf Trimmed. A to C.. 5. 
(25c. per pair less in 36 pair lots) 


No. B4500—Black Suede Gun Metal Caif 
Front Lattice, Imitation Turn, 8-8 Covered 
Heel. A to C $4.25 
No. B4503—As Mustrated, Black Satin, Black 
Suede Trimmed. A to C $4.25 
No. B4504—As Miastented, Gray Buck, Gray 
Kid Trimmed. A to ( 25 

This shoe in 16-8 full ( overed Spanish Heel 
25c pair extra 

(25e per pair less in 36 pair lots) 








1924 
SHOES 


ALREADY 
IN STOCK 


for 
Immediate 
Delivery 


—— > 


IF IT’S NEW 
WE HAVE IT 


The largest 
Women’s 
Exclusive 
Specialty 

Shoe 
House 
in 
New England 
Terms 2% 10 


Net - 30— 
F. 0. B. Boston 











yn 


No. .B4550—Gray Buck, Gray Calf Front 
Lattice, Turn, 8-8 Covered Heel. A to C. .$4.75 
No. B4552—As Illustrated. Airedale Buck, 
Russia Calf Trimmed. 9-8 Heel. A to C. .$4.75 
No. B4555—As Illustrated. Black Satin. “3 
Metal Calf Trimmed. A to C 

(25e. per pair less in 36 pair lots) 


No. B4518—Black Satie, Black Suede Ww 

med, Imitation Turn, 12-8 Covered Heel. A to 

C. Also in Black Velvet, All Patent, Gray Buck, 

Airedale and White Kid $4.75 
(25e. per pair less in 36 pair lots) 


as 


No. B4725—Patent Leather Loop Sandal. 
Imitation Turn, 6-8 Leather HeelC width. . $3.25 


No. B4726—As Illustrated, Black Vici Kid. 
C width $3.25 


No. B4727—As Illustrated, All Gray, Airedale 

and White Buck. C width. . $3.50 

No. B4730—All White Kid, also Red, Green 

and Blue Kid. C width $3.60 
(25c. per pair less in 36 pair lots) 


ROGERS BROS. SHOE CO. 


59 LINCOLN STREET .. .. .. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 


BOSTON, MASS. 
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Imagine a factory of large dimensions, equipped with the very 
best in turn shoe making machinery, and ic is easy to see why the 
“ADORA” shoe reveals such perfect craftsmanship. Our skilled 
employes are surrounded by the very best aids to a complete 
expression of their abilities. 


- 
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“NONA” 
The “Nona” is a semi-sandal turn in patent leather. Carries a 13-8 
covered wood heel. Also made up in other leathers and combina- 
tions. The collar around the quarter and throat of the vamp makes 
possible endless combinations. Suedes with calf trimmings, that 
match perfectly, seem to be in greatest demand, 


ay 
qs = ~ ~ 


e. & eh Shoe aan ae 


marae § N. HL 


New York 
Marbridge Bidg., Room 433 


Address all correspondence to the factory 


Saat 


Boston Chicago 
Chicago Bidg., Room 810 


215 Essex Street 


— 


s, Published week by the Boot and Shoe Recorder Publishing Com y, 207 South St., Boston, Mass. Entered as second class mat- 
= ‘Aprisis. 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Subscription price, $5.00 a year. Printed im U.S.A. 
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TANNERS 
Levor Grain Kid 


CABRETTAS 
Levor Grain.Goat 
CHEVRETT 
























































| NewYork Glov vereville ‘Bosker 

tributi ing Force 
RTHUR S.PATTEN peerage 4 GEQW.NEWMAN LEATHER CO, Cincinnati 
McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
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“Lower Prices mean Larger Profits’ 


“It is an ill wind that blows nobody good. Strikes and 
Stir-ups in Lynn have been as regular as my income tax 
installments and just as welcome. 


“The manufacturers wanted this. Labor wanted that. 
The white flag is being raised—harmony is in sight with 
Labor agreeing to take a little less. 


“All of which means lower prices on FISHER Comforts.” 





NEW PRICES NOW EFFECTIVE 

Style No. 054—Blk. or Brown Vici Oxford, Arch-Supporting Construction .............. $2.35 
Style No. 078—Blk. or Brown Vici Boot, Arch-Supporting Construction ................ 2.85 
Style No. 018—Blk. or Brown Vici One Strap, Arch-Supporting Construction. .......... 2.35 
Style No. 019—Bik. or Brown Vici Two Strap, Arch-Supporting Construction ........... 2.50 
Style No. 0145—Bik. Kid One Scrap, Flexible Spring-Steel Shank .................... 2.15 
Style No. 0320—Patent One Strap Dress Comfort, Perforated Vamp and Qtr 

Style No. 0321—Patent Two Strap Dress Comfort, Perforated Vamp and Qtr.......... 2.40 


5%—30 Days. Samples or catalog on request. 
IN STOCK 
All inquiries filled in order received—GET YOURS IN TODAY 


FISH OM S 


ISHER Of, \QN 


LYNN,MASSACHUSETTS 


Boston Office: 216 Lincoln Street Chicago Office: 189 W. Madison Street 
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Make Men Buy Oftener 
With Glazed Kid Shoes 














Once a man wears a glazed 
kid shoe, he experiences his 
first real foot comfort. 


Try and get him away from 
glazed kid after that. 


He has found a leather that 
removes all the old dread of 
breaking in new shoes. 


Consequently he buys 
oftener 


Amalgamated Leather Companies 
INCORPORATED 


22-24 North 5th St. Philadelphia, Penn. 


Factories: Wilmington, Del. 


In offering glazed 
kid shoes to the men 
of your community, 
be sure to have them 
made of a leather 
which completely 
assures your cus- 
tomers’ satisfaction 
with the quality and 
the color. 


That means insist 
on F. B.&3 C. Kid 


in your shoes. 


The best and richest 
brown shade we can 
Suggest 15 our new 


Color 53. 


KID\ 


Sec 


7 py MARK R S 
ecl ‘ 
STares parent oe 
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STORMY, WINTRY WEATHER IS COM- STOCK NO. 31548 
ING, GENTLEMEN, AND HERE’S A STORM CALF OXFORD, CUT FROM 
PROVEN SHOE, BOTH IN REPUTATION CARL SCHMIDT'S SELECTED ERIC 
AND AS A REPEATER. IT IS A SAFE GRAIN CALF, MAHOGANY Se 
NOVELTY TO STOCK IN FULL RUN OF ian 
WIDTHS AND SIZES, WITH ASSURED 
FILL-IN FROM STOCK CARRIED BY 
OUR DISTRIBUTORS. THEIR NAME AND 
OURS IS YOUR GUARANTEE THAT THE 


QUALITY IS HIGHER THAN THE PRICE.”’ PRICE $3.85 








IN STOCK 


All styles Carried on 


THE JUVENILE SHOE CORPORATION 


CARTHAGE: MISSOURI 
Also stocked at original factory prices by our Authorized Distributors 


x a SHOE Co 
Pye tera See OWES Lee eee 




















Shoe at right, shown 
by courtesy of 
Claremont Shoe Co. 
Haverhill, Mass. 

Made of 


all over 


“Vode Kid 
Color 9 
Fog 
Gray 
Quarter Lining 


of Color 70 Gray 
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Shoe at left, shown 
by courtesy of 
I. Miller & Sons 
Brooklyn, N. Y. 
Made of 
all over 
“Vode Kid 
Color 70 
Jack Rabbit 
Quarter Lining 
of the Same. 





12, 1994 
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The Richness of 
Vode Kid Shades 


Experienced shoe buyers have 
learned the great importance of 
getting leathers in their orders that 
“liven up” the shoes. 


“Yode Kid has won the approval of 
many such men because of the rich- 
ness it gives their styles. 


Color 17 AIREDALE 

Color 19 CAMEL 

Color 112 BOMBAY 

Color B GOLDEN BROWN 
Colon 4 HAVANA BROWN 
Color 222 AUTUMN BROWN 
Color 50 WHITE 


Color 51 FAWN 

Color 111 TAN 

Color9 FOG GRAY 

Color 70 JACK RABBIT 
Color 170 ORIENTAL PEARL 
Color6 CHINESE YELLOW 
Color 38 BLUE 






Headquarters 


NEW YORK 
CHICAGO 


‘yode Kid Colors lend themselves most effectively and resultfully 
to the successful meeting of the “shoes for the occasion” idea. 


We Recommend for Spring: 


A decided finishing touch to the Shoe—Quarter Linings of GRAY, WHITE, CAMEL, 
GOLDEN BROWN, AUTUMN BROWN and FAWN shades of VODE KID 


The Standard Kid Co. 


PHILADELPHIA 


Perhaps you have sometimes won- 
dered why some shoes of which you’d 
expected much, looked color “weak’”’ 
when they came in. 


Try having your next order made 
of VODE Colors, and you’ll be de- 
lighted with the “liveness” and 
richness of the shoes. 






Color 61 MEDIUM GREEN 
Color 361 YU CHI 

Color 161 KARA 

Color 62 APPLE GREEN 
Color 546 CHINESE RED 
Color 211 YUCATAN 


Color 39 MIDNIGHT BLUE] 
Color 140 LIGHT BLUE 

Color 48 LAVENDER 

Color 340 CLOISONNE 

Color 46 RED 

Color 246 LACQUER 


Boston, Mass, 


CINCINNATI 
ST. LOUIS 
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A NOTABLE STYLE ACHIEVEMENT 


BARNET’S 
New 


GLASS TANS 





TAN 
BROWN 
RED 
BLACK 


Samples of GLASS TAN, together with names of prom- 


inent manufacturers using it, gladly sent on request. 


Made in Lynn 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS - - ‘*TENRAB” 


Cl 


“Maintain a Standard Reputation” 
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Double selling seasons— 
Double turnovers 


HE success of the Craw- 
ford Four Season Style 
Plan warrants us talking 
about it again! 
Every distributor ot 
Crawford Shoes has found 
this Four Season Style 
Plan highly practical, resulting in 
more turns, larger profits and 
smaller inventories. 

This profit-making plan, plus the 
Crawford “In Process” Production 
feature, makes the Crawford agency 
one of the safest bets going 

Have you seen the Crawford book, 
“Spreading Two Seasons into Four”? 

This boek explains the Four Season 
Style Plan in detail and shows just 
how it works out to double your 
profits and your turnovers. 

If you haven’t seen it yet, better 
drop us a card today. 


CHARLES A EATON (J SHOE INDUSTRIES 


Dealer I nfluence is secured thru advertising in the Boot and Shoe Recorder. 
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Which Shoe Has More Style ? 





RY this experiment right By having Armstrong Circle 

now in your own store. A Heels placed on the shoes you 
stock, you will be assured not 
only of having a heel of the high- 
est quality, but a heel that has a 
style of its own—that will add 
style to your line. 


Take from your shelves a 
shoe with an ordinary heel. 
Then put beside it a shoe with a 
well-designed rubber heel. 


The contrast will surprise you. 
How much more style and finish 
the good rubber heel adds to the Armstrong Circle A Heels will 
appearance of the shoe! help you sell shoes. 


Style helps sell shoes. 


ARMSTRONG CORK CO., Shoe Products Division, LANCASTER, PA. 


Armstrong 
Circle @) Hi e els 
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STYLISH—FREAKISH 


There’s a Difference 


Each style in our sample line was de- 

signed with one thought in mind :— 

To appeal to women who seek 

fashionable footwear that is “Good 
B 484 0 Looking.” 


=e » Ante 8 ~~ -§ 7 mt pes vee Aire- 
s oxford, Mok MeKay" scl, Se ae vo Not one “freak” style in our entire 


Not in Stock. Can make in thirty da: line—but many original and stylish 
a patterns that areemuch wanted by 


well-dressed women. 


Every one built in such a manner as 
SEE OUR DISPLAY to give satisfactory service. 


BOOTH 194 


COLISEUM, CHICAGO If you haven’t seen our 
N.S.R.A. CONVENTION Spring samples, wire us 
FEBRUARY 11th—1l4th and we will have one of 
our salesmen call on you. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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-EINSTEIN’S 


Permanent 
Lustre 
Satins 


The favored fabric 


Made to uphold the true standard of all EINSTEIN 
Fabrics which have been known for a generation to both 
manufacturer and dealer for their wearing qualities. 


Made under our own supervision, and according to the 


EINSTEIN STANDARD. 


Prepared with care. Made to wear. 


A rich natural lustre that 1s guaranteed to 
last as long as the satin itself. 


Easily cleaned.’ 





J. EINSTEIN, Ine. 


7-11 Spruce Street 
NEW YORK CITY 


St. Louis Cincinnati Milwaukee 


Montreal Buenos Aires Mexico City 











5/B\'B\'/ BY BV (BV 8\ VB BV, 8) BVDV (WW WINN WN WN WN WW NN WNW NNW NWA 
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CUT-OUT STRAPS 


These nifty cut out strap designs are now ready. They are accepted 
styles for Spring, 1924. We have them in stock for your immediate wants. 
Mail your order today and realize what T-C. S. Co. SERVICE means. 





Price $4.85 
Silver Suede Cut Out Patsy One Strap, Sin om 
Military Wood Covered a. , Newport 


No. 140. Same in Whiter rid Price $4.50 


No. 128 
Price $4.85 


Black Suede Cut Out Two Strap, Dull Kid Straps, 
Single Sole, Military Wood Covered Heel, 
Newpo rt Last. AA toC 
No. 129. Same in 5 katana Brown Suede. Price $4.85 


No. 174 
Price $5.00 


Black Suede One Strap Dolly, Cut Out Quarter and 
Saddle, Single -_ Full seen eens Heel, 
uclid Last. AA to C 


No. 173. Same Style in Patent. Price $4.65 


No. 136 
Price $4.50 


Patent One Strap Dolly, Cut Out rter and 
Saddle, Single Sole, Military Wood Covered 
Heel, Newport Last. AA toC. 


No. 135. Same Style in Black Suede. Price $4.85 


No. 98 
Price $4.65 
Patent One Strap Dolly, Cut Out rter and 
Saddle, S Single Sole, Full Spanish Louis 
Heel, Paris Last. AA to C. 
No. 99. Same Style in Black Suede. Price $5.00 


No. 105 
Price $4.50 


Black Suede Cut Out Two Strap, Dull Kid | Sanpe, 
Single So 


, Belmont Last 
Price $4.15 


Sole, 8/8 —s me 
No. 104. Same Style tn in < 


Our complete line will be shown at Booth 29, Pennsylvania Retailers’ Convention, January 21 - 23, 
by Messrs. Drysdale and Vincent. 


Also at Indianapolis, January 21 - 23, Room 85, Claypool Hotel, by H. J. Hinkebein. 


Thomson-Crooker Shoe Co. 


18-26 Station Street 


Boston, Mass. 
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AAA 


s 5400 
$4.40 
AAA 
AA 
s $403 
Cc 
$4.60 


D 





IN STOCK _ 


Black Kid Oxferd 


Black Kid Oxford 
(Arch Corrective) 


5-9 
5-9 
4-9 
4-9 
3-9 
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Brown Kid Oxford 


AAA 5-9 
AA 5-9 
$ 8401 $3 
Cc 3-9 
D 3-9 
$5.00 
Brown Kid Oxferd 
(Arch Corrective) 
AAA 5-9 
AA 5-9 
§ 8404 $3 
Cc 3-9 
D 4-9 
$5.20 
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Place Your Best Foot 
Forward For the New Year! 


The famous B. W. Combination Last shoe 
in your stock will p-o-s-i-t-i-v-e-l-y prove 
one of your best investments during 1924. 
The phenomenal success other stores great 
and small are enjoying with the B. W. 
virtually assures YOURS! 


The B. W. has the lines, the quality, the 
price—and best of all,the FITTING ABILITY 
to make countless new customers for your 
store and better customers of old ones. 


*“SOME”’? SHOE — Ask us to tell 
you all about it! 


Every Morning thousands of 
pairs of B. W. shoes go into action—saving 
the feet and the composure of thousands of 
American women. 

FREEDOM has come at last through the 
B. W. shoe. In no other way was this possible! 


Th: ROTH SHOE”4@ 


“ CINCINNATI ¥ 


There are no shoes better than Cincinnati-made shoes; there are none so good as ROTH’S 
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RUEPING'S Kin 
TM 





SPORT SHOE 
LEATHER 


18 T is generally conceded that the coming 








spring will be an unprecedented sport 

shoe season. It will pay you, Mr. Dealer, 

to acquaint yourself with the distinguish- 
ing qualities of Rueping’s KIN KIN Sport Shoe 
Leather—which, by the way, will be extensively used 
in sandals and other smart footwear now coming 
under the head of sport shoes. 


KIN KIN is the first successful adaptation of elk ri. Lm. 
tannage to a fine leather with exceedingly close grain HS thy I %, 
and silky finish—soft as velvet and gently elastic, | iy wl, 
conforming to all movements‘of the foot and preserv- Me ' 
ing the shape of the shoe. 


In 49 Standard Colors: 






























— 




















lack Rabbit Nubian Brown Mongolian Brown 
] Samara Tanbark 
Piao Grey Venetian Rose Light 
— Oriental Pearl Piccadilly 
— Green Log Cabin Hazel 
Otter Chocolate 
smoked Pearl Olive 
Blue Cork Lavender 
Airedale Sand Mulberry 
Pueblo Cla: Moss 
Paris Cinnamon Light Beige Dandelion Yellow 
Mandalay ava Eu 
Lead Grey Red Rose 
Sandalwood Orange Copper Red 
White Fawn Scarlet 
Coolie 
Write for Color Card 





FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 
Branches: Boston Cincinnati Milwaukee St. Louis New York : : : : . 
i i Upper and trimming in this partic- 
cago F rtham; nglan os 
‘s ee - + an , ularly smart sandal are of Rueping’s 
KIN KIN Sport Shoe Leather. 


Made by Kalt-Zimmers Mfg. Co., 
Milwaukee, Wis. 


Their No. 2741 -- Last 162 
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AMERICAN SEATING (OMPANY 


General Offices: 1060 Lyiton Bidg., Chicago 
W. 40th St. Room 394—69 Cana) St. 
BOSTON 
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MODEL 0500 








The Word which best expresses the Values 
in MARSHALL MADE SHOES is 


“QUALITY” 


C. S. MARSHALL COMPANY 
Brockton, Mass. 


i LALA A LEA 
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Putting a New Punch 
Into Slipper Sales 


Practically every shoe dealer in the United States 
knows the high quality of Daniel Green Comfys. 


They know how carefully we buy the material that 
goes into Daniel Green Comfy Slippers. They know 
how rigidly we keep the idea of “‘rush’”’ from our ex- 
pert workmen. 


But the public, who are apt to think in terms of price, do not al- 
ways see the great difference that exists between Daniel Green 
Comfys and ordinary, cheap felt slippers. 


In order to put this difference plainly before the consuming pub- 
lic, we have devised a new sales plan which will enable buyers to 
realize, as they never realized before, that we are stating only 
literal truth when we say: 


“Length of wear considered, Daniel Green Comfys are the cheap- 
est felt slippers you can buy.” 


Wewant every progressive shoe dealer to become thoroughly 
familiar with this new plan. Send in your name for an advance 
copy of our announcement, which will be ready in a few days. We 
know that you will like it, as it will put your felt slipper business 
on a firmer foundation. 


Daniel Green Felt Shoe Company 


DOLGEVILLE, N. Y. 


New York Sales Office Chicago Sales Office Boston Sales Office 
i116 East 13th Street 189 West Madison Street 10 High Street 


Daniel Green 
Comfy Slippers. 
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BUSINESS— 
INFORMATION 


N. S. R. A. 


CONVENTION—EX POSITION 
FOOTWEAR STYLE REVUE 


Chicago---Feb. 11, 12, 13, 14, 1924 


Never before have committees been able to get 
the important, vital factors in the industry to- 
gether as for this occasion. 


Never before have exhibitors worked so con- 
scientiously to place before you things that will 
interest you, and help you. 


Never before have shoe retailers and shoe 
manufacturers been able to get together in so 
close a spirit of co-operation. 

Now is the time for every man, every organi- 
zation and every branch of the industry to 


meet, exchange thoughts and get better ac- 
quainted in the interests of more profitable 


shoe retailing. 

Don’t miss the Footwear Style Revue. 100 
Living Models, painstakingly coached and 
dressed for every occasion. 


Take advantage of the reduced railroad fare. 
Make your hotel reservation now. There will 
be ample room for all, but if you want accom- 
modations at some particular hotel don’t wait. 


Every Shoe Retailer 
is Welcome 
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Enduring brilliance 
Unusual pliability 
Comfort extraordinary 


Toughness that withstands 
shoemaking strains 


— in short 


Everything you can ask 
for in Patent Leather 


— that’s 


Donkey Colt 





TOLMAN, DOW @ CO., Inc. 


174 LINCOLN ST. 33 BOSTON, MASS. 
Rochester, N. Y. Greater New York 
Mr. Charles L. Kirk New Castle Leather Co. 
22 Andrew St. 100 Gold St. 

St. Louis, Mo. Cincinnati, Ohio 
T. M, Fitzgerald & Co. Mohr-Holters Sales Co. 
1602 Locust St. 202 E. 7th St. 
General Representati for Continental Europe 
New Castle Leather | Geraleaiiensaies Paris, France 
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Buyers of our Spring Models. will 
have the support: of national con- 
sumer advertising which will start 
in March. 


- ONE OF THE TEN STYLES IN STOCK . 


Stock No. 403—Councillor Last, Tony Brown | 

Calf Bal. Wingfoot Heel, Heavy Single Sole; 

Sizes AA, 7-11; A, wey BO C, D, 5-11. 
36.85 


21 


E. T. WRIGHT & COMPANY, Inc.; Rockland, Mass. | 


Makers of the Well Known “Arch Preserver”’ Shoes for Men 
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POLAR KLOTH 


OTHING has been left un- 
done to make and maintain 
POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 


Distinguished for its Fine Face and 
Even Weave, which give it an 
individual character that is reflected 


in the shoe. 


Thomas, Lake & Whiton, Inc. 


179 South Street 
Boston, Mass., U.S. A. 
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TOP NOTCH 


Top Notch for 
unconquerable durability 


HE Top Notch Cross on rubber foot- 

wear is an absolute guarantee of 
mileage. Your customers can put them to 
the hardest use in snow, slush, or rain 
without coming back to you with com- 
plaints. 

All rubber footwear, rubbers, arctics, 
rubber boots, bearing the Top Notch 
Cross are built to give service. You can 
be dead sure of that. Every one is made 
by hand just as carefully as fine custom- 
made shoes. Top Notch rubber footwear 
has the durability, appearance and fit 
that your customers demand. Top Notch 
brand means satisfaction all around. 
Satisfaction to your customers because 
they can be sure of lasting qualities. 
Satisfaction to you because Top Notch is 
a brand of quickly moving merchandise 
with large volume and sure profit that 
you can rely on. 

If you are not a Top Notch dealer it 
would pay you to write at once to our 
nearest branch for particulars. 


BEACON FALLS RUBBER SHOE COMPANY 
| Makers of Top Notch Rubber Footwear 
Beacon Falls, Connecticut, U.S. A. 


A GUARANTEE [374 an OF MILEAGE 


Branches at 


* NEW YORE BOSTON 


106 Duane Street 241 Congress Street 
CHICAGO KANSAS CITY 
208-12 South Jefferson St. 926 Broadway 


” MINNEAPOLIS 
426-432 Second Ave. No. 
* SAN FRANCISCO 
530 Howard Street 


rT. 





The famous 
Top Notch 
Buddy Boot 
with mus- 


cles of live 
oe 


a 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 














BOOT AND SHOE RECORDER 





January 12, 1924 














‘¢ Johansen will be doing 








a big job in 1924. Every 
shoe merchant in the 
country will be interest- 
ed. The pages of this 
magazine will tell all 
about it soon. Watch for 
it. You'll want to know. 


ohansen 


BROS. SHOE CO. 


St. Louis 



































Future orders ac- 
cepted for 


January, 
February 
and March 


Terms: 
Net 30 Days 


Black Kid 
$4.25 


White Nu Buck 
$4.25 


Fawn Nu Buck 
$5.25 


Otter Nu Buck 
$5.25 


Black Ooze Calf 
$5.25 








THE BURNS ORIGINAL UNIVERSAL SANDAL 
IN STOCK FOR IMMEDIATE DELIVERY 


* Faultless In Fit, Style and Comfort 





rip. 
White Kid 
$4.50 
Gray Nu Buck 
THE ORIGINAL a 
, : Red Kid 
Especially Attractive to Dealers Who Feature Short Vamp Shoes. $5.00 
Brown Kid $4.25 Patent Colt $4.25 Gold Kid $10.00 
Green Kid 
BURNS - 
SHORT VAMP SHOES Blue Kid 
525 So. Broadway Los Angeles, Cal. $5.00 





For Dancing or W 
Street Wear . 





Turns that will 
stand up and 
wear, they do not 
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s \ 


‘Have you seen the 
“ee 9) 


FOR MEN 








The uieame seat of your 
office chair i nee Hat Why is the 
leather innersole of your shoe? 
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HEY will like that little extra 

firmness that Armor-tred has. 
They will like the extra wear 
that goes with Armor-tred. 


Armor-tred plantation pure Crepe 
Soles are not so spready or stretchy 
—in other words they stay put 
better and mean repeat sales. 


QUABAUG RUBBER COMPANY 


NORTH BROOKFIELD, MASS. 


1m 


The ol 
OH ol Ye) Co 


made by Quabaug Rubber Company, North Brookfield, Mass. 
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BROWNBbit SHOES 
Mean “Specialty” Built Shoes 















_ on You will find in this splendid line of 
men’s footwear all the solid, substantial 
value demanded by men, combined with 
the newest lasts and leathers which com- 
plete the masculine impulse to buy. 





Men want value—they know values and 
they recognize in BROWNbit Shoes the 
full measure of their expectations. 





Your men’s shoe department will be- 
come a big profit producer —showing 
steady sales increases, if you concentrate 
on this great specialty line of men’s shoes. 














WUSWs Dass Gowrganaay, 


MANUFACTURERS ST. LOUIS 
Standard Since 1878 














Browntit Shoes 


are made exclusively, by, 


‘Wren tes Ge Lens 


Makers of 


Busrer Brown SHOES 
for BOYS-for GIRLS 


B184 
Men's “BROWNDIt” Gun 
Metal Calf Lace Oxford, 
stitched, single sole, 7/8-inch 
Wingfoot rubber heel, welt, 
Turf last. A instep, B ball; B in- 
step, C ball; C instep, D ball. 
Sizes 5-11. Price.......$4.50 


B18S—Same sizes, widths and 
price in Hazel Brown Calfskin, 
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for all occasions 


priced at $9.50 


The Alden shoes are really fine shoes 
at the same price as ordinary shoes—the 
reason for this is that the Alden factories 
are standardized and the saving in man- 
ufacture of from $1.50 to $2.00 is passed 


on to the consumer. 


For Business wear there is the tan, brown and 
black oxford or high shoe, English or wider toe 
last. All sizes and widths, including the extreme 
sizes. Most styles priced at $9.50. Others at 
$10.50 and $12.50. 


For Semi-dress wear we have the black calf and 
kid in oxford or high shoes, smart stylish lasts. 
All sizes and widths, including the extreme sizes. 


Priced at $9.50, $10.00 and $10.50. 


For Full dress wear there are only two styles 
permissible—plain toe patent oxfords and plain 
toe patent leather, cloth top button shoes. These 
styles are also very popular among the young 
men for dancing. Priced at $9.50. 


Only here in Sacramento. 


aan 
C.H.ALDEN Ca 
Ne 


U.s.h 


Another 
Prominent 


Retailer’ 
of 


The ALDEN Shoe 


Explains the Alden Idea 
to His Customers 


The advertisement shown here 
illustrates exactly what our plan 
permits every store retailing 
Alden Shoes to offer men who 
want truly fine shoes at reason- 
able prices. 


The past four years during which 
we have concentrated upon a 
limited range of standard styles, 


‘leathers, lasts and patterns have 


proven beyond doubt that the 
economies we have effected have 
greatly assisted Alden dealers 
in giving better value, at no 
sacrifice of profit. 


Our plan also includes quick 
delivery service on certain 
lines altho’ this is not an 
in stock proposition. 


BRadgaat _ ee. 


0 ee 


¢, 


4 (Lome 


Ga) «am, aa 


Cc. H. ALDEN COMPANY 


Factory Boston Office 
ABINGTON, MASS. 10 HIGH STREET 


Karon 


*LAVE NSO NS, Inc., of SACRAMENTO, one of the 
best shoe retailing establishments on the Pacific Coast. 











As you discuss a shoe with your 
customer:— 


The Seiberling Rubber Heel adds 
its testimony to high quality. For 
the Seiberling Rubber Heel is re- 
stricted in sale to makers of fine 
shoes only. 





SEIBERLING RUBBER COMPANY, AKRON, OHIO 


@@ SEIBERLING 
‘leas RUBBER HEELS 


— 
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es FOR YOUR DANCING TRADE—" 
‘The Popular “Bal Tabarin” 


on New Last and New Pattern 


IN STOCK 








The “bal tabarin” has always been a great 
seller. Because of its construction it offers 
utmost flexibility, style, comfort and wear 


Sizes 5-11 Widths A-B 


4-11 C-D 
A Goodrich Masterpiece 


$5.00 net forMen .. . 
HAZEN B. GOODRICH & CO. 


HAVERHILL, MASS. 


























CUSHION SHOES 
SALABLE STYLES ARE ASSURED 


The Dr. A. Reed dealer is never troubled 
by doubt as to the salability of the shoes he 
selects. 


Knowing that the shoes are “right” Dr. A. 
Reed dealers can devote all their energies to 
selling, with the assurance that every sale 
should mean a permanent customer. 


ARCH SUPPORTER If the Dr. A. Reed Cushion Shoes for Wom- 
No. 229—Built with the famous en are not placed in your town there is a 
Steinbrecker steel shank, carries rub- real opportunity for you. 


Write— 


JOHN EBBERTS SHOE CO. Ine. 


Exclusive Manufacturers 


BUFFALO NEW YORK 
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EATON SHOES NOW FEATURED 
BY JAMES McCREERY & CO. 


Weare proud indeed to announce that James McCreery 
& Co. are featuring Eaton Shoes in New York. The 
McCreery reputation for fine merchandise is one that 
we feel will add to the prestige not only of the Eaton 
Shoe but to that of the other retail organizations 
throughout the country which are showing this truly 
remarkable line. 


Thevery words—‘ “These are the same Eaton Shoes that 
James McCreery & Co. are displaying in New York’’ 
—are bound to carry weight with your customers. 


Remember, the Eaton method of construction marks 
the first great forward step in shoemaking since the 
introduction of the Goodyear Welt—and the Eaton 
is a style proposition. 

Our salesmen will be glad to tell you just what num- 
bers James McCreery & Co. have bought, which may 
help to serve as a guide for your own buying. 


CHARLES A EATON (()}) SHOE INDUSTRIES 
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GARDINER’S “600 LINE”— 


oondadg 


Here are flexible, hand- 
turned, well made, supreme- 
fitting shoes—that you can 
sell to more women than 
any other type of footwear 
—at a good profit. 


memantine Black ‘They were introduced, ex- No. 651—Black Kid One-Strap, Imi. 
perimentally, through our tation Tip. . $3.30 

salesmen, and are proving 

Made on order in not less so successful we are mak- 

than twelve-pair lots. ing them a permanent part 

of our line. 





—- 


Delivery in about three 


weeks. ooodaog 


H. K. GARDINER COMPANY 


PITTSFIELD, N. H. No. 641—Black or Tan Gun-Metal 


Calf or Patent Leather, One-Strap Cut- 
Boston Sample Room, 134 Lincoln Street Out Sandal $3.40 











| 








vera 


Make a New Year's resolution to stop 
at the Essex when in Boston. This hotel 
is headquarters for the shoe and leather 
trade. Located as it is in the shoe trade 
district of Boston. You can transact 
business from here with utmost ease 
Something interesting. and satisfaction. 


We'll tell about 
it soon. | “Essex Service Satisfies” 


Watch this magazine! 


A The Essex Hotel Co. 
ohansen a 


BROS. SHOE CO. ee T. A. McCarthy, Treas. $e 
St. Louis Perat cab , FS: 


ie | Wize ZANT omni a il ry 
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GET TRADE WITH A SHOE LACE 
THAT WILL HOLD TRADE 


































It is a distinct selling advantage to be able to say: 
“These shoes have ‘Cordo-Hyde’ laces in them.” 


“Cordo-Hyde” shoe laces have qualities which 
will impress your customers favorably. 


An increasing number of shoe manu- 
facturers are sending shoes out | 
“Cordo-Hyde” equipped. 


Mr. Shoe Merchant, if 
“Cordo-Hyde” shoe laces 


are not sold in your find- 
ings department, you 
are overlooking 
a sure source 
of profit and 
goodwill. 
































A SHOE LACE THAT OUTWEARS 
BY MONTHS ORDINARY LACES 
STAYS TIED AND NEVER LooKs| 
SHABBY. 




















SHOE LACE DIVISION 


0. A. MILLER TREEING MCH. CO. BROCKTON, MASS. 
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Mr. Julius Pincus 


President 


PINCUS “& TOBIAS, INC. 
BROOKLYN, N. Y. 


‘‘JUDGE IT BY ITS USERS”’ 
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Open Letter 


To JULIUS PINCUS 


Dear Mr. Pincus: 

If co-operation is the keynote of success in any business 
transaction, one can readily explain the remarkable growth 
and development of Pincus & Tobias. To maintain a position 
as pre-eminent in the shoe manufacturing world as is enjoyed 
by your firm is a clear exposition of the appreciation by your 
many customers of the co-operation you must have shown 
in obtaining and holding their constant good-will. 


We have fully appreciated the opportunity to work with 
you and have a keen realization of the importance of continu- 
ally assisting you in your policy of co-operation. 


Sincerely yours, 


NEW CASTLE LEATHER CO., INC. 


oer 


President 


S” 








sme} 


: 


NEW CASTLE KID 


SES FBG EI PES ES RPS Pe 
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=== CAHILL STYLE 


CLASSIC 


No. 705 
Brown Lizard Calf, with 7-8 Heel 


One of our many styles on which our 
dealers are enjoying a good January busi- 
ness. Don't overlook this number. 

Built by Cahill in lizard, alligator and 
reptile finishes 


RECORDER 


January 12, 1924 





Everything we have been 
planningand working out 
will soon be revealed. 
1924 will be a big year 
for us —and for you, it 


you're in on the deal. 





BROS. SHOE CO. 
St. Louis ~ 


The CAHILL SHOE CO. 


CINCINNATI - - - - OHIO 











SODn SOOO oHOn DODo oOo oODoOOOOooewOnooo 
ANNOUNCING HOTSPUR CREPE RUBBER! 


COLORS 
Natural Color, Blue, 
Brown, Red, Orange 





A particularly fine grade of Ceylon Plantation Rubber especially 
prepared for the requirements of the American Shoe Manufacturer 


HERMANN WEBER 


606-610 NEWARK STREET, HOBOKEN, N. J. 
IMPORTERS OF FINE RUBBER 


SSG SPooseP eee eeesoeEseeeEseeseEesdoones 


GROPING IN THE DARK 


Time was when the purchase of advertising space was a “blind groping in the dark.” 
Advertisers had no means of checking a publisher’s statement of circulation and often 
these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 








6 Thicknesses 
vs” to 34" 


Grey, Yellow, Pur- 
ple, Green, Black, 
Snow White, Jazz 
(mixed). 
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1,479,497, dated January |, 1924, and covering the 
basic process of rubber sole attaching, which consists 
in applying two layers of substantially unvulcanized 
rubber with the first layer mechanically attached to 
the shoe, and then by means of a coating of benzol or 
the like, securing the outer layer to the mechanically 
attached layer. 





This process was originated for the 
benefit of ‘‘ RAJAH”’ users and purchasers, 
but licenses under this patent will be 
granted on application, to users of crepe 
soles other than ‘‘ RAJAH.”’ 


have been granted to our Mr. David A. Cutler, No. 


In order to protect our customers and to save shoe manu- 
facturers, dealers, jobbers and users from liability for in- 
fringement of the process patent just granted us, we are at 
once giving this public notice, so that the trade will be aware 
of our patent rights, in the process of attaching with two-layer 
crepe or latex soles, stitching or otherwise attaching one layer 
while treating the contacting surfaces of the two layers to 
solidify them into a unified, unvulcanized rubber sole. 


We propose to enforce our rights under this patent against 
all parties who fail to secure licenses under same. 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 


Founded 1837 


Do Not J; iah Soles 
Genuine Rajah Soles are by aay whi oa joe 


branded with this mark 
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THE COMFORT MEN BUY! 


With his other treasures of comfort and convenience the 
typical man greatly covets his shoes with lacing hooks. 
He appreciates the thought and consideration on the 
part of the retailer that has made it possible for him 
to enjoy greater shoe comfort. A man never forgets the 
store which sells him service of that kind—make the 
men who come into your store to buy, your permanent 
customers by selling them footwear which has the feature 
that makes shoes snug fitting, easy to lace and conven- 
ient to wear—sell shoes with lacing hooks! 
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The Famous of 2 





They Wear 


They Can Be Resoled 


IDEAL SCHOOL SHOES 
IN STOCK 


5-8 
Spring 
eel 





No. 5400—Mahogany Chrome Bal with gen- 
uine bend oak sole. . 1.45 


No. 5415—P. & V. Brown Lowus Bal., genuine 
bend oak sole.. couse EMD 


LINED SOLES 
No. 5300—Full Grain Mahogany Bal com- 
pletely leather lined, genuine Send oak sole 


No. 5355—Full Grain ~ eel Bal, drill 
lined, genuine bend oak sole . cp 











SPECIAL 
8%-11 1142 
Outside 
No. ~<ikemmensed Chrome Bal, oak shoulder Rubber Heel 
soles...... . $1.1 $1.30 $1.60 











SCOUT SHOES 
5-8 8-11 1142 
Outside 
Rubber Heel 


No. 5312—Cherry Elk Sc®ut, smoked elk eye- 
let and backstays ......... . $1.10 $1.30 $1.60 


347 ont AVENUE NEW YORK CITY 











6 ee Oe OOD EE OEE EE 
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BSERVANT quantity buyers tell | 

us that we offer more new and | 
profitable styles during a twelvemonth | 
than any house making shoes in our | 
grade. ; 








We've got it, if New York says: 
“<Tt’s The Latest Style’ 


Allen. Goller Shoe Co. 
Boston Office, 207 Essex St-Factory 60 K Street, South Boston 
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Harry W. Crooker, Inc. 


Creators 


BRIDGEWATER, MASS. 


@ Announcing the showing of our new and exclusive 
styles and patterns for Spring, 1924. 


@ Distinctive in design because we specialize in style. 


@ You need for profitable selling our fancy turns, light 
weight welts, sport models in straps and oxford effects. 


Men Who Build Our Shoes 


Joun P. We cu, Pres. and Supt. 
Epwin REINHART Harry W. Crooker 
Vice-Pres. and Designer Treasurer and Gen. Mgr. 


«Men Who Show Them to You 
A. C. GotpeEn—New England Norman M. MacponaLp—South- 


Roy L. Mitter—New York State ern States. 
and Penn. Joun G. Brown—Northwest 
Epwin Re1innart—New York City, CHarLtes Coox—Pacific Coast. 
Phil., Wash., Texas and Okla. ws. Leonarp—China, Fapan and 
Ben B. BiytHe—Middle West. the Philippines. 


On Exhibit At 
Chicago Exposition Boston Market Sample Rooms 
Booth 86-87 183 Essex Street 
New England Exhibit Feb, 11th to 14th Rooms 501-502 


at La Salle Hotel, Rooms 815-816 
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| . pig nna . _w — 
| Why Sell Suede Shoes Without | 


“Staso” Dry Cleaner ! 


| You Would Not Do Business 
Without Books 


“CLEANS WHILE IT COLORS” 


' Books are important to record sales records. “Staso” suede stick is ) 
} important to help make sales records. 


i} The “‘Staso” Suede Stick is made from a new formula. It contains § 

fine particles of a gritty substance that work down into the nap of 

! the leather, cleaning the leather, at the same time carrying the color 
dow n to the body of the leather, not merely smearing the surface. 

4} The “Staso” Suede Stick has a’coating on its surtace wnich prevents 
the stick from soiling the hands while using. 

} It is made so tnat it fits snugly into a beautifully decorated metal 
tube, with pressed metal cap, gold,Jacquered and will not deposit 

4 dust in bag or pocket. 


HANDSOME METAL CONTAINER 


The “‘Staso” Suede Stick has & 
a hair felt brush in cap to be 
used in rubbing the powder |; 
into the leather. This is a 
special felt, and will not fillup ¥# 


or cake with the cleaner. 


The “‘Staso” Suede Stick isa very § 
neat package, ornamental in ap- 
pearance, and one which every 
particular woman will take pride # 
in using and showing to her friends. 


ALL COLORS 


The “Staso” Suede Stick will fit in any 

hand bag or pocket. 

The “‘Staso” Suede Stick is so attractive 

in appearance, so neat and handy, that 4 
5 women will not hesitate to use it any- 

where to remove stains or discoloration 


from suede, buck, or canvas shoes. 


The “‘Staso” Suede Stick is made in all 
shades, and sample color cards will be sent 
on request. 


CARRIED IN STOCK 


TPE «The “‘Staso” Suede Stick is carried in 

"ORE WA stock in all standard shades and imme- 

MELLO diate delivery can be made. Special shades 
will require about one week. 


The “‘Staso” Suede Stick is packed 12 
sticks in one attractive counter display # 
carton. I 


$21.00 per gross, F.0.B. Haverhill, Mass., 
$1.75 per doz. 


Send For Sample Dozen Today. 


Actual size 


| W. E. ELLIS COMPANY | 


MANUFACTURERS 
HAVERHILL, MASS. 
See er See Se ro : 





Kiely’s Rebecca Pattern is certainly an 
‘eye-opener.’ Any woman would be an 
‘‘odd fellow”’ if she didn’t enthuse over 
it—and so would you too! Accredited 
wholesalers can see this cleverest of pat- 
terns, shown in a number of styles and 
combinations, at their style show, in 
Boston, at Booth 38. If you don’t look 
us up you will have missed your best bet. 


T. J. KIELY & CO. 


H. I. PLATZ, Salesmanager 
LYNN, MASS. 
Boston Office, 113 Lincoln St. 


Wholesalers Style’Show Evenings of Jan. 15, 16, 17, Booth 38, 
Convention Hall, Boston 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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is your assurance of 
Perfect Style 
Perfect Fit 


Perfect Service 


Perfect Satisfaction 
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REG. US PAT. OFF. T.GP CO. 


IN-STOCK SERVICE 


Keeps Stocks 


in Style 
“GROWING QUEEN” 
Style 14843 Price $4.25 
YOUNG WOMEN’S BLACK SATIN SONORA 
ONE-STRAP—BLACK OOZE FRONTPIECE 
8-8 Wood Covered Heel 
Bud Toe 


’ 
(eH 


“QUEEN 

QUALITY” 

Style 4625 ($4.65) 
PATENT LEATHER CATALINA 1-STRAP 


13-8 Wood Covered Heel 
Flexible Sole Tosca Toe 
A 48 


AA 414-8 B 3-8 
C2%8 D248 


Order from 


Flexible Sole 


A 4-7 B 3-7 C247 


Ofder from 
BOSTON, NEW YORK or CHICAGO 


D 2%-7 


Style 14643 ($4.25) The Same in 

YOUNG WOMEN’S PATENT LEATHER 

SONORA ONE-STRAP—BLACK OOZE 
FRONTPIECE 


BOSTON, NEW YORK or CHICAGO 


Style 802 ($4.65) The Same in Style 2869 ($4.75) The Same in 


BLACK SATIN CATALINA 1-STRAP YOUNG WOMEN’S WHITE KID SONORA 
Order from NEW YORK or CHICAGO ONE-STRAP—CUT-OUT FRONTPIECE 


Quen QUALITY—America’s best known brand, the longest, strongest 
line of women’s and children’s shoes — is the solid foundation of thou- 
sands of retail shoe successes. How it can help you RIGHT NOW will be 
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gladly told on request. 


THOMAS G. PLANT COMPANY 


101 Bickford Street, BOSTON, Massachusetts 
NEW YORK: 125 Duane Street CHICAGO: 207 W. Munroe Street 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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with this number 
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SERVICE 


Many of your customers are 
not sold on style alone, es- 
pecially if they have feet 
difficult to fit. Such cus- 
tomers are very fastidious 


and exacting, demanding 
the best. Then it becomes 
necessary to stock a num- 
ber that is staple, well made, 





good looking, good fitting, 
and in a wide range of sizes. 
There is no need to turn 
away hard-to-fit trade. You 
can fit them with number 
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8331, an All America Boot, 
on the Senator Combination 
Last. 


Manufacturers of 


The Famous Educator Shoe for 
the entire family—men, women, 
boys, girls, and infants; the 
Modified Educator for Men and 
Women; the Armada shoe for 


Men; and style shoes for Women. 











Number 8331 is an All America black kid blucher, 
on the famous. Senator Combination Last. This 
shoe is stocked in eleven widths. AAA-to I and 
in sizes 5 to 15. With such a size range, and with 
such a last, practically every man who enters your 
store can be fitted with this shoe. 


In Stock at 


Ric—E & HUTCHINS 


INCORPORATED 


13 HIGHST. BOSTON, U.S.A. 


Distributing Branches: 
Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 
Rice & Hutchins Baltimore Co. Rice & Hutchins St. Louis Shoe Co. 
Rice & Hutchins Chicago Co. Atlas Shoe Co., Boston, Mases 
Rice & Hutchins Cleveland Co. Jos. I.Meany & Co., Inc., Phila., Pa. 


Aealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Responsibilities of the Association 


Merchants, Manufacturers, Wholesalers and Salesmen 
Feel the Need for a. Unified Style Policy 


upon the National Associations who meet for the 
betterment of conditions in their own fields. This 
year they have something in common. 

They realize that the style game is a fast one and that 
new and again somebody gets beaten up and loses so 
much money as to be forced to close up. There is no 
doubt that a certain increase of conservatism is a thing 
much wished for in all branches of the shoe trade. The 
feeling is universal in that direction. Something can be 
done to contribute to a little better understanding of 
good taste in footwear. 

A reasonable movement towards conservatism repre- 
sents the aims and purposes of nine-tenths of the shoe 
trade of today. The rate of change in style the past few 
seasons has been a kind of “‘you cut my throat and I'll 
turn the knife on you.”” Some operators have made 
money, but the general average have marked time. 
We have had to have this style period with its setting 
experience and we are undoubtedly in for a prolonga- 
tion of it for years to come—conditions have made it 
and will continue to make it necessary to stimulate trade. 

What we want to do is to fall in line with each trend, 
get the most out of it and then pass on to the next and 
to do it collectively. 

There is going to be a lot of betterment in this direc- 
tion if we can have in the associations, some united and 
general influence, some suggestion, some urging and 
some appeal to reason. 

There is a feeling among some manufacturers that 
unless they do come forth with very numerous novelties 
the retail dealer will get the notion that they are not 
keeping up in the race. The foolish attitude of some is 
largely to blame for this fear. 

Some merchants will look over a line and be dis- 
appointed and make disparaging remarks if it does not 


{+ coming weeks have a responsibility thrust 


contain about forty wild novelties; but these identical; 
dealers when it comes to ordering will pass up the 

novelties and howl at the manufacturers for producing - 
so many. 

The charge of responsibility for too great multiplicity 
of shoe styles has been tossed back and forth between 
the dealer and the manufacturer. We imagine that it 
may have been a topic of discussion for a few genera- 
tions prior. It is only recently however, that we have 
ever seen the charge shifted from both and the public 
accused of being altogether to blame. 

We have a communication in which the writer says: 
“It is entirely the fault of the public who demand these 
fantastical and unusual and freakish styles.”’ 

Do you mean to say that men and women come into 
your store with fantastical patterns of freak shoes, and 
tell you to order and stock them? Did you ever sell a 
freak shoe in your life that you hadn’t seen yourself and 
ordered, before the customer saw it? Some designer 
planned the freak, some manufacturer made it up and 
some dealer put it in his store, before the public ever 
saw it or imagined it. 

It is ridiculous nonsense to say that the public is 
wholly to blame for freak shoe styles, and it is equally 
nonsense to say that the public cannot be guided to- 
wards common sense and good taste in shoe styles. 

Notice that we say “guided”; we do not say com- . 
pelled, or driven or coerced. The same principle applies 
to the matter of styles in shoes as applies to every other 
line of merchandise on earth, whether it be jewelry or 
carpets, hats or automobiles, women’s skirts or the 
building of summer bungalows. The people who pro- 
duce these things can, if they have sense enough, guide 
and influence public demand. The man who waits for 
the public to come and tell him what styles to stock is 
missing a big opportunity. 
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Tell Customers the Plain Truth! 


OU know well enough that crazy freaks are not 

really “fashionable”; you know that the best 
dressers in your town never wear them; why don’t you 
say so, once in a while? 

You know that freaks are expensive, on the whole, 
and are a poor proposition for the consumer. Why don’t 
you spring this information occasionally on customers 
who look as if they had sense enough to understand and 
appreciate it? 

Give the common sense of the public a chance; you 
will still have some few incurables, bereft of taste, who 
want freaks, but the great mass of the people are 
amenable to reason. 

Emphasize “Good Taste”; 


emphasize “Style”; 


emphasize “Fashion” in your window displays, your 
“ads”, your talk to customers—and see that your sales- 
force do the same. There never was a time when 
genuine GOOD TASTE stood readier to lend a stronger 
helping hand to the shoe trade. 


Why Shoe Stores Fail! 


HE reason a business succeeds or fails can almost 
be sensed by a look at the store, its salesmen and 
its management. 

To have looked at John Coward in the face was to 
have made it obvious that there stood the greatest 
exponent of correct foot fitting that the shoe world has 
ever known. He put all that there was into the shoes and 
backed it up with everything that discipline could 
achieve in store service. 

Another merchant who writes us this week records a 
four and a half time turnover in 1923 which he says he 
is going to better in 1924. This merchant maintains that 
he hasn’t time for system, and that he utilizes turnover 
to such an extent that he does not need to use any of his 
capital. This store is run on the simplest set of books 
consisting of just an in and out record and a cash book. 
He checks up his perpetual inventory of stock by weekly 
reports. 

Another case is known of a prominent shoe merchant 
who figures that his system is so perfect that personal 
attendance by him is not obligatory much of the time 
in the store. Recently when one of his manufacturing 
friends and heaviest creditors visited the store, he 
accepted golf invitations three days running and when 
he returned to his factory informed his credit man, to 
put pressure on Browns collections. Too much golf as 
well as too much system can be a bad thing for business. 

We are not trying to prove any case by citing these 
three examples. They simply come in the order of the 
day as examples of application to business. What we do 
emphasize is the following by G. A. Nichols in Printers’ 
Ink Monthly. 

“Of the 22,415 retailers in the United States and 
Canada who failed during 1922, 70 per cent should still 
be in business today! 


January 12, 1924 


“These failures did not mean only that 22,415 
retailers had gone out of business. They meant that a 
great many manufacturers suffered credit losses, that 
the price of merchandise was higher to take care of the 
losses, that a certain amount of advertising effort was 
wasted, that there was a general loss all along the line 
from the factory to the consumer. 

“Of the total number of failures, 7,666 or 34.2 per 
cent, are ascribed by the commercial agencies as being 
due to incompetence; 1,062 or 4.7 per cent to inexperi- 
ence; 6,912 or 30.8 per cent to lack of capital. 

“These three causes, as a matter of practice, may be 
assembled under the single heading of “incompetence,” 
making 69.7 per cent of the failures due to that. 

“What is the answer? 

“The Chicago Credit Men’s Association after con- 
sidering the question some time ago became convinced 
that the basic cause for business failures—or at least the 
reason many business men fell short of success, was to 
be found in lack of system. It was declared the average 
retailer devoted most of his time to buying and selling 
to the neglect of the great principles of expense and 
investment—generating plenty of power but lacking 
control.” 





Squaring Accounts with 


Merchandise 


HOLESALERS and manufacturers are talking 
a lot before their conventions on the old evil 
of “returned merchandise.” 

Conversation with several wholesalers developed the 
apparent cause was the tendency of retail merchants 
to unload broken sizes or to return even larger lots 
because of late delivery. 

Naturally as the inventory period approaches, stocks 
must be reduced, but it is unfair to cull out the undesir- 
ables at the manufacturers expense. 

One wholesaler expresses himself very plainly on the 
subject. He says, ““The time to object to late deliveries 
is when delivery is made and not after the shoes have 
been taken in and marked up. The customer often 
gambles on the sale of the shoes and after a week or ten 
days finding only a few pairs sold, decides to return the 
balance and use “late delivery” as an excuse. Our 
“returned merchandise” account is far out of propor- 
tion to our volume of business. 

The paying of a past due account with merchandise 
is another means of increasing the “merchandise 
returned” figures. This is a poor method of squaring 
accounts but one that we are glad to note is decreasing 
from day to day. 

Whatever may be the cause or whoever may be at 
fault it is apparent that the remedy is not far distant. 
The concentration of style, elimination of dead stock 
through sales methods and the manufacturing of shoes 
for the occasion, should do much to minimize the return 
of merchandise and prevent a repetition of any ill feeling 
or friction, between debtor and creditor. 
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ETTING More Shoes Sold Right: not only “more” but “right”; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail mer- 
chants. The chief purpose of the Boot and Shoe Recorder is to help solve it; 
for this is the basic problem upon which depends the progress of the entire 
allied industries relating to shoes and Jeather ; their production and distribution. 

















This Week’s Leading Features 


BOUT this time of year the shoeman’s thoughts fly South, although physically he may 
be lashed to the mast and incapable of motion. For it is from the semi-tropical resorts 
of the Carolinas, Georgia, Florida, Southern California and Texas that comes the first 

flash of spring and early summer style. 

‘“‘As Maine goes, so goes the Nation” is a political axiom, finding its style counterpart in 
‘‘What she wears on the Florida east coast in January, her sister will wear north of the 
Mason and Dixon line in April, May and June.” 

With that in mind, early this week we wired a score or more of style merchants in the 
Sunny South, and their answers give a comprehensive idea of what kinds of footwear they 
expect to sell to the winter tourists. Lasts, colors, leathers and materials are discussed in 
these wires and in the article beginning on page 49—headed: 


The South Says— 


UT there is still another source of style information. What did the big northern stores 

sell to their customers who were stocking their wardrobes preparatory to going South? 
This, too, is illuminating and is authoritatively covered by our style expert, Marguerite 
Caroe, in a two-page article, beginning on page 54, entitled, “Keeping You in Step with 
Fashion.” 

What the National Shoe Travelers’ Association did this week at its annual convention in 
Boston; what the National Shoe Wholesalers’ Association expects to do next week, also in 
Boston; and what the National Boot and Shoe Manufacturers’ Association will do next 
week at their twentieth annual meeting in New York City, are fully covered in an interesting 
way. To say nothing of the activities of the Pennsylvania Shoe Retailers’ Association, whose 
convention in Philadelphia, beginning January 21, stands out as the first 1924 gathering at 
which style manufacturers expect to exhibit in any number. 
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Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





A New Colonial 


New York, January 11— 
A new member of the Colonial 
family has made its appearance. 
It is all suede with fairly large 


tongue and carries heels of 


medium height. The shoe 
comes in many colors—henna, 
brick, blue and green. They are 
intended primarily for wear 
with high colered sport cos- 
tumes that are being -pushed 
for early spring. wear. 
Cold and Snow Stimulates 
Trade 

Baltimore, January 10— 
Real winter weather has done 
much to stimulate buying in 
the retail shoe stores. Cold, 
rain, and snow have been fac- 
tors in inspiring the public to 
buy more shoes and rubber 
foot coverings. 


Buying Mere Suedes 


Atlanta, January 10—Suedes 
are selling much better than 
any other material in women’s 
shoes. Dark brown suede seems 
to have an edge on black in 
popularity. Few high shoes 
are being sold. Indications 
point to a promising spring 
season. 

Advance Spring Styles 

New York, January 10— 
Advance spring styles bei 
shown run mostly to strap 
patterns. Some Colonials are 
displayed. The popularity . 
the straight pump appears to 
be waning. 


Black Leading Color 

Pittsburgh, January 11— 
Black is the leading i here 
for both street and dress wear. 
Dark shades of brown rank 
next to black. Some stores are 
showing Colonials to a promi- 
nent degree. 


Overshoe Trade Good 


Milwaukee, January 10— 
The most severe cold spell in 
20 years was followed by mild 
weather and galoshes sold very 
well during the week. It was 
the first real busy period 
in the demand for overshoes 
this season. 

Canvas Strap Pumps 

Philadelphia, January 10— 
White canvas one-strap pumps 
for wear at the Southern re- 
sorts are being shown at one of 
the shoe stores here. One model 
at $9 has an ivory white 


leather sole and an inch and 
three-quarter Cuban heel of 
white leather. 





Jesse Adler President 

New York, January 8— 
Jesse Adler, of the Adler Shoe 
Company, was elected presi- 
dent of the Retail Shoe Deal- 
ers’ Association of New York, 
today at the organization's 
annual meeting at the Cafe 
Boulevard. Other officers 
elected were A. Gabriel of the 
L. N. Hirsch Shoe Company, 
first vice-president; A. W. 
Shiverts, second vice-president; 
E. A. Perlberg of I. Blyn & 
Sons,- third vice-president; 
James Holden of Oppenheim- 
Collins & Co., fourth vice- 
president; and Philip Bender, 
treasurer. Jacques Hirsch, of 


slippers are being featured by 
the John Wanamaker store at 
$16. One is of black velvet}with 
cut-outs, elastic gores on the 
instep and rosettes. The other 
is of black suede with patent 
leather trimmings and sides 
cut low. Both carry two-inch 
Spanish heels. 


Rhinestone Ornaments 

Philadelphia, January 10— 
One of the large shoe stores is 
featuring rhimestone  orna- 
ments at prices ranging from 
$2.25 to $3.50. The rhinestones 
are set in white metal in a 
variety of designs. Some are in 
the shape of buckles and others 





so-called **Lizard”’ 


leather” 
advertising or not. 


calf skins is freely u 








Investigating “‘Lizard” Skin Designation 


New York, Jan. 8—The proper designation of the 
leathers, which are not the skins 
of lizards, but calf skins embossed or pressed, is the 
subject of investigation on the part of the Vigilance 
Committee of the Advertising Club. Several letters 
have been received by officials of trade associations 
asking for information on the subject. It is not 
known whether the advertising club will take the 
stand that the designation of such leather as “‘lizard 
falls under the classification of fraudulent 


In advertisements and window displays here the 
term ‘“‘Lizard leather,” in referring to the processed 








L. M. Hirsch Shoe Company 
was re-elected secretary. 

Field secretaries in various 
zones, such as the Bronx, 
Brooklyn, up-town, mid-town 
and down-town Manhattan 
will be appointed to assist the 
secretary. 


Strap Patterns Good 
San Francisco, January 9— 
Strap patterns in black suede, 
satin and patent are selling 
well. Evening footwear is good, 
especially in gold and silver 
brocades. 


Displays of White Shoes 

New York, January 11— 
Several displays of white shoes 
and sport shoes for both men 
and women have been made in 
shops along Fifth Avenue and 
34th Street. 


Cold Weather Helps 
Detroit, Mich., January 11 
—Snow and extremely cold 
weather added impetus to the 
overshoes trade. 
In Suede and Velvet 
Philadelphia, January 10— 
Two styles in women’s black 





are single ornaments or in 
flower designs. 


Wooden Buckles 


New York, January 11— 
Hand-cut, and. painted wooden 
buckles in the same shape as 
steel and rhinestone buckles 
and moderate in price are 
being worn in Europe. 


Live Model of ’Gator 


Lynn, Mass., January 11— 
A shoeman, traveling in Florida 
has sent his dob ton a live 
alligator, so that they shall 
have a real model for alligator 
shoes. 


Sold Out On Boots 

Chicago, January 10—A 
wholesaler here has sold his 
stock of women’s boots com- 
pletely. And it’s only January, 
and three months more of boot 
weather to come. 

Library of Style 

Hollywood, Cal., January 11 
—Moving picture companies 
here are assembling one of the 
finest libraries of styles. They 
aim for correct costumes from 
shoes up. 


New Basketball Shoes 


Boston, Mass. January 10- 
Basketball players throughout 
New England are taking to a 
new basketball shoe, which has 
a canvas upper and a crepe sole 
vulcanized on. The sole is light 
and springy, and non-skid, and 
thick. enough to protect the 
foot. The upper laces down to 
the toe, like a baseball shoe. 
Later, the same shoe will be 
tried. out as a baseball shoe. 


Buttons Up Back 


Lynn, Mass., January 11- 
An oxford that buttons up the 
back has appeared here. Its 
strap fastens to two buttons, 
~ around the corner of the 

ck stay. 


Swift Stitching 
Haverhill, Mass., January 10 
—Why button fastenings for 
straps? Well, a Haverhill stitch- 
er can make button holes at 
the rate of 1000 an hour. That's 
speed. She will put 48 stitches 
in to each button hole. That’s 
strength. Button holes never 
pull out, no matter how tight 

the straps are buttoned. 


The Reptile Grains 

Boston, Mass., January 11— 
Reptile grains, now the fashion 
were used for shoes in Egypt 
3000 years ago, according to a 
tanner who studies history. 
20,000,000 Pairs of Whites 

Boston, Mass., January 11— 
That 20, 000,000 pairs of white 
shoes have been made of his 
leather during the past ten 
ears, is the estimate of a 
eather merchant here. 

Show New Styles 

Buffalo, January 11—The 
William Eastwood and Sons 
store showed some new styles 
this week in appealing to 
Buffalonians who are prepar- 
ing to go to Southern resorts. 


An Evening | Model 


Los Angeles, Cal., January11 
—aA new pattern for evening 
wear shown by Weatherby 
Kaysers is made of black 
satin, trimmed with velvet. 
The model is strapped and 
carries a Spanish sh heel. 

For the Style Review 

Haverhill, January 3—One 
of the + models “y in the 
making for tyle = 
to be held at Convention Hal 
Boston, January 15-17 is a 
unique pattern, with Chinese 
motif. 
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The South Says: 


Sandal patterns by long odds.— Houston. 
White ‘predominating.—Orlando. 

California sandal types lead.—Fort Worth. 
Tongues and Colonials NOW.—Dallas. 
Suedes are best sellers.—Charlotte. 

Lizard leathers fair.—Birmingham. 
Seventy-five per cent white.—Tampa. 
Velvets are entirely over.—San Antonio. 
No heel sport oxfords.— Memphis. 

Goring in refined patterns.— Winston-Salem 
Black in patent and satin.—Greenville. 

Do not see colors.—Little Rock. 

Small neat strap effects popular.—Miami. 
Large white demand.—E/ Paso. 

Golf and sport oxfords good.—St. Petersburg. 


O interpret the first style showings from the 

South is to be helpful to merchants who later will 

enjoy the same climatic advantages. January and 
February are the big southern months. People with 
money and plenty of time anticipate warm weather by 
a trip South. 

The first requisite is pretty footwear as well as color- 
ful costumes. The best index that we get from the 
South is what will be good in sports wear. 

Along the routes of fashion going South are many 
smart shoe stores. Some of the northern shoe stores 
have southern displays of shoes so that they can get 
some of the cash that is spent in mid-winter by people 
southward bound. 


By Telegraph from Honorary Editors 


Study with a great deal of care the telegraphic re- 
ports received from the South from prominent mer- 
chants. These reports give the first safe index of the 
salability of spring and summer footwear. You will 
note that the leading feature in footwear is the sandal. 
Nearly every telegram emphasizes smart sandal foot- 
wear. 

The front strap sandals and low cut effects with open 
shanks have a lot of life to them and because they show 
so much of the stocking, should prove salable for six 
months. You will note how emphasis is placed on 
shapely sandal effects. Snugness of the strap, some- 
thing that you can get in suede and kid leathers and 
the lower heel numbers for sport wear, you have your 
opportunity for standard and new calf skins. 


Freakishness Discouraged 


You will note that freakishness of style is not en- 
couraged by these reports. Velvets are not seasonable 
or in demand. Some merchants believe in vivid colors 
and others can’t see them. 


Styles “‘on Location” 


The tourist season in the South gives to the mer- 
chants “on location” the best opportunity of seeing 
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what the exclusive and better dressers of the country 
wear. When garment houses after creating southern 
styles and after watching them sell on Fifth Avenue 
and in the big stores of the country, send personal repre- 
sentatives down to fashionable southern resorts to 
check up the style trend, then it doubly emphasizes the 
importance of finding out “what the South says.” 

There is no question but what there is a season ahead 
for light colored leathers and what is expected is that a 
big white season will follow it. 


Straps Lead Everywhere 


On tongues and colonials, there is a variety of opin- 
jon. With some merchants they are salable right now, 
but as to the future, they have their doubts. Still other 
merchants feel that tongues and buckles will take the 
place of part of the strap; but this opinion only exists 
with very top-notch stores in their top-notch grades 
selling around $20.00. With the balance of the country, 
the strap pattern leads all else. 

We particularly emphasize the fact that the sport 
season such as they have in the South brings out colors 
and costumes and to that end, read with care the articles 
under, “Tides of Fashion” in this issue. 
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Our style artist in the South 


ae 
finds that fashion favors footwear. se SS 
NS 


A gypsy high throat number with ‘ eo 
a fancy strap effect. ° 


A gore pattern in a beige ooze 
sketched on the route of fashion 
going South. 





Sandals the Best Bet 


Sandal patterns by long odds are the big bet for spring. Some 
large buckle patterns are in demand but we do not anticipate 
much run on them. We will show lighter shades of beige and gray 
ooze such as G and § until Easter and then probably go into the 
same shades in colored kid. Some white kid naturally will be 
shown, but we do not expect the sale of them to in any way reach 
the volume of last year.— Krupp and Tuffly, Inc., Houston, Tezas. 
* 


* * 





« 





White Predominates 


White, gray and J ooze good with white predominating. Play- 
ing strap sandals big.—Dickson Ives Co., Orlando, Florida. 


* * + * 


Suedes Are Best Sellers 
Sandals with straps predominate. Tongues and buckles selling 
fine. Black very big. Airedale and gray next best; mouse gray, 
brown and fawn kid in demand but suedes are best sellers. Satins 
are very good. Expect white kid to be better than ever.—Ed. 
Mellon Co., Charlotte, N.C. 





Telegraphic News from Merchant Editors 










First Flash of 
Style 













Sandals in Suede, Kid, Calf 
Sandals look good for spring in suede, kid and calf, flat heel, 
California styles, also block shape heel. Turns and light welts, 
slippers with single narrow strap coming from heel, medium wide 
toe, 16-8 Spanish heel in satins, colored kid and light color suedes. 
Expect big business on white kid turn sole slippers.— Washer 
Brothers, Ft. Worth, Tezas. 



















White Kid Strap Sandals 


Our tourist season just now opening up. However, indications 
are that white kid strap sandals will lead in style, the small neat 
strap effects being most popular; while fancy cut-out instep strap 
with gore side pumps is also popular. Style seems to be running to 
round toes with low and high Spanish heels leading, also Junior 







Louis heel fairly popular. For evening wear, strap effects in bro- 
cade, silver and gold, also black materials with silver and gold 
trimmings selling very well.— John Sewell and Bro., Miami, Fla. 
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When Mr. Dunbar of the Dun- 
bar Pattern Company went South 
we asked him to make some 
sketches for us. 


Here are two sandals that have 
found favor in the South. He 
stays on the east coast of Florida, 
sensing southern style. 


The fancy strap sandal has a 
dotted white lizard trimming. 





Telegraphic News from Merchant Editors 


Fawn Suedes for Sport Shoes 


The shoe style situation for pre-Easter presentation as we see 
itmay be summed up as follows: In materials, black satin is very 
strong for dressy wear with G, J and Airedale ooze next, and S 
and Jack Rabbit grays a slow third. Velvets are entirely over, 
also lizards and black and dark suedes. Pastel kids very doubtful, 
while shoes drenched in vivid color out of the question. Fawn 
suedes best bet in sport types with trimmings of self and contrast- 
ing material. Patents never very prominent here. In patterns— 
gore effects, especially front gores, which lend themselves to small 
buckles and to the trend for elaborate applied trimming, are ex- 
ceptionally good. Multi-strapped sandals are losing rapidly, while 
tongue colonials of the Puritan type are impossible in our grades. 
Open shanks promise well in afternoon and evening models. 
Sport types with block heels will enjoy healthy volume. 

In lasts, the square toe “on which we enjoyed a big pre-Xmas 
run” is over. French lasts will predominate medium grades, while 
modified types will take precedence in styles priced upward from 
$16. After Easter, whites will, of course, control everything with 
us and a good percentage will be slightly trimmed in black and 
vivid color.—The Guarantee Shoe Co., San Antonio, Texas. 


75 Per Cent White Kid 


For right now, low heel colonial effects in patent, satins and 
ooze, medium to light gray, airedale and light brown tones, and 
good fitting sandal effects, not the shapeless affairs of the past 
season, good in above colors. Since January first no demand for 
lizard skin or freak styles. For late spring, believe will sell 75 per 
cent white kid with sprinkling of colored kid. No ooze leathers 
after Easter. Business good.—Maas Bootery Co., Inc., operating 
Maas Brothers Shoe Dept., Tampa, Florida. 


* * * + 


Colonials Only a Flash 


Following styles look good. Sandals in patent leather and 
colors; straps in medium gray and light shade of suede, 12-8 to 
14-8 heel, brown and black kid straps. No heel sport oxfords, 
light shades trimmed same or near same color. White in late 
spring and summer not in volume on account of light colors*in 
other styles. Tongue and buckles short life—only a flash.—Tom 
Sherron, Sherron Shoe Co., Memphis, Tenn. 
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adjustment for this sport strap 
sketched at West Palm Beach. 
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The Colonial must have its M s 
selective buckle. Behind is con- ss SS * 
cealed the goring which gives 7 aS 5 
adjustment. | . 
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Telegraphic News from Merchant Editors 


A Low Heel Sandal Season 
Sandals and low heel Colonials look to be the two best styles 
with sandals very good, though tongues are a style hit. Patents 
and brown suede good. Grays coming strong. Lizard leathers fair; 
whites fair. Looks like a strong low heel sandal season.—Guar- 
antee Shoe Company, Birmingham, Ala. 


. * * * 


Flapper Styles Big 

Sandals and so-called flapper styles big in all materials but no 
green and red. Goring and strap effects in plainer, more refined 
patterns. For material, Jack Rabbit and Airedale big, few patents, 
black suedes, velvets and black and brown calf. Lasts, modified 
French and narrower, no extreme French lasts. Heels, 14-8 and 
lower; biggest volume 11-8. Sales of whites no larger than last 
year, possibly less by five or 10 per cent. Strap patterns—almost 
no oxfords. White kid larger than last year and all canvas with 


white leather trimmings. — Hines Shoe Store, Winston-Salem, 
N.C. 
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First Flash of 
Style 





Strap Sandals by Far the Best Bet 


The color question for spring looks like the lighter shades of 
tans will predominate. Tongues will not last longer than March 1. 
Straps by far the best bet. Satins will continue to be very strong. 
Box heels will be stronger than ever, ranging in height from 8-8 
to 13-8; Spanish heels, 13-8 to 16-8. Modified short vamps seem 





to have the call. Looks like big white season ahead. Sandals lead- 
ing in style.—Ike Kempner § Bro., Little Rock, Ark. 


Cannot See High Colors 


We look for front strap sandals and low-cut effects to be good. 
Tongues and Colonials are good now, but we do not expect them 
to continue. Late in spring we believe light tan shades in ooze and 
champagne kids will go big. Also, limited number of gray ooze. 
We count on white kids very big and cannot see high colors, ex- 
cept possibly in very limited way.—Volk Brother Co., Dallas, 
Teras. 
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From the Sunny 
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x One place where men do smarten 
va up is at a southern resort. Here 
¢, we have smoked elk and mahogany 
combination in a crepe sole for 
southern wear. Note the buckle 
and strap. 


In a southern story we must 
include a southern tie. It is one 
of the smartest things of the season 
with its crepe sole and its light tan 
and buck upper. 





Telegraphic News from Merchant Editors 


Colors Good in Medium-Priced Lines 


White straps leading. Suedes and kids, browns and blacks good 
until February first. Golf and sport oxfords good; tongues only 
fair. Colored sandals will be fair January 15 to March 1 in medium 
priced shoes.—Shepard ¢ Company, St. Petersburg, Florida. 


* * . * 


**Do Not See Colors”’ 


We think sandals will be extra good. Materials, suedes and 
patents. Temporary call for tongues. For 60 days dress styles, 
strap effects with box and Spanish heels, 11-8 to 15-8. Materials, 
Airedale, grays and patents. All over white kid, especially good. 
Do not see colors.—O. S. Poe, Little Rock, Ark. 


* * * * 


Sandals in All Colors 


Sandals will be good on all colors. Gray best colors in suede and 
kid. White kid will be good in oxfords and straps. White fabric 
weak.—Davis Shoe Company, Tampa, Florida. 


Big White Season Expected 


It looks as if the demand for suede sandals in light tans and 
grays will be very strong for early spring. Blacks will probably be 
best in patents and satins. A big white season is expected but may 
be somewhat retarded by the sale of light colored leathers.— 
Patton Tilman and Bruce, Inc., Greenville, S. C. 


Plain Effects in Straps and Sandals 


Speaking mainly as to the probable local requirements, we 
anticipate a fairly large demand for whites after Easter, during 
summer months. For early spring selling, black satin, gray and 
Airedale suede in order mentioned, will be strongest. We believe 
plain effects in strap and sandals will be the dominating styles.— 
Guarantee Shoe Co., El Paso, Texas. 
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An Inlepretation of What Women Are Wearing 
and How Shoes fit into the Scheme of Dress 
By Marguerile Carcé 


HITE, white and still 
white flies the Southern 
banner of sports fashions 


this season. Never has its call been 
stronger. This applies to shoes 
equally well. 

I. Miller pronounces white 
kid the ruler of sunny climes, 
whether Palm Beach or other 
Southern resorts. 

Since such resorts attract the 
most individualistic of women, many 
interesting departures are noted. 
Now and again, a delicate touch of 
black interpreted in terms of check- 
ered black trimming, buttons of 
black or tips of black, relieves an all- 
white appearance. Other times, tiny 
black piping, slender black straps, 
shapely and narrow vamp collars of 
black are the favored deviations 
from the slipper of all-over white. 


Strap Effects Stressed by I. Miller 


Though marked is the general 
tendency of shoes to rise about the 
ankle and to be less cut out, I. Miller 
still stresses the strap effects. Some 
of a quite simple touch form the pre- 
vailing foil for the maker’s ingenu- 
ity. Beside straps, a model which has 





Bridal headdress and slipper ornament of 
finely twisted silver thread and blown glass 
fashioned into flowers. From Hennings. 


already received considerable atten- 
tion is of white kidskin with a single 
thin scroll of black kidskin. The high 
opera pump cut-out round the edge 
in two rectangular, oval or square 
motifs has a decided following. Ex- 
cept for black this house eliminates 
all use of color on white. 


MULES BECOME 
EMANCIPATED 


Mules have their conceits. 
Those of gold brocade take on a 
heel strap to prevent the mule 
from slipping off, others of black 
satin appropriately wear a row 
of morning glories round their 
edge, while others prefer ostrich, 
marabou, a row of rhinestones, 
hand painting or French flowers 
to trim a pastel colored velvet 
model lined in contrasting col- 
ored satin. Novelties in this field 
are endless for mules like women 
have become emancipated and 
demand more attention than 
formerly. 





Some Bright Colors as Trim 


This, however, cannot be said of 
other stores who welcome a touch of 
red, blue, yellow or green on white 
as the suitable complement of white 
gowns touched with these shades. 
These are specialty shops, such as 
Best & Co., and Franklin Simon, the 
latter carrying one of the most suc- 
cessful shoe departments in town. 
Here a show case of Southern shoes 
reveals interesting novelties. Num- 
erous are the sports shoes of white 
buckskin or canvas wing tipped, 
strapped or tongued with red. The 
brogue tongue whether hanging 
from a single, wide strap or in truly 
Scotch fashion concealing the lacing 
of the oxford has redeemed a fore- 


most place in sport shoes. This 
tongue is either small or considera- 
bly large. 


Reptile Skins also Used 


Another form of trimming to 
which Franklin Simon becomes 
addict is lizard and crocodile. These 
saddle a white buckskin shoe in 
brown or black or form a winged tip 
and strap. The conventional white 
sports shoe remains good, but for 
sports, properly speaking, soles of 
heavy crépe rubber are often used. 

Lizard, snake skin and crocodile 
are undoubtedly smart as trimmings 
and here to stay until eliminated by 
cheap imitations already on the 
market. The prohibitive price of 
such skins, says Miller, makes a 
whole shoe of these leathers impos- 





Hand painted Russian scarf from Fay 

Thorpe, Inc. Top shoe—Orange satin 

hand painted in pastel colorings. Below— 

Black satin hand painted in grape motif. 

Sorosis Shoes shown by Arnold Constable 
& Co. 
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Amber flower studded in topaz, and sur- 

rounded by folds of gold net on gold bro- 

caded sandal. Two silver loops and rhine- 

stone buckle on silver kid slipper. Both 

shoes display new side trimming favored 
by Hennings. 


sible except for a few custom-made 
shoes. A house as conservative as 
J. & J. Slater favors these leathers, 
while Hennings refuses to touch 
them. 


Two Spring Seasons This Year 


According to I. Miller, spring will 
see two seasons in the realm of slip- 
pers as a result of a late Easter and 
the custom of introducing new 
styles early in the year in response 
to women’s desire for something 
fresh between January and April. 


Slippers of suede with kid trim- 
mings will predominate in the pre- 
Easter season while later will come 
slippers of beige, taupe, fawn and 
others of the brown family. Brown, 
it must be remembered, from the 
palest beige to téte de négre vies 
with black as a standard color in 
hats, gloves, shoes and stockings. 
Gray, of course, will have its follow- 
lowing, while sport shoes in a variety 
of effects and combinations will see 
a renewed popularity. . 
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THIS ANDTHAT ON 
TRIMMINGS 


Cameos in vogue years ago as 
jewels are being revived in 
brooches and shoe buckles, the 
latter being seen at Rossiter in 
medium size, for buckles are no 
longer large. 

There is a decided tendency at 


Hennings to place the trimming 
on opera pumps to the side front. 
A silver kid pump, for instance, 
wears two silver loops and a 
small rhinestone buckle in such 
manner. Interesting are the 
ornaments of finely twisted sil- 
ver thread and blown glass or 
hreaded beads fashioned into 
towers at this same house. 








To the Left—White 
taffeta evening gown 
trimmed round bot- 
tom and collar with 
Richelieu embroidery. From Maison 
Maurice. Black velvet shoe with gold kid 
cross strapping. From Rossiter Shoe Inc. 
To the right, black satin dress with band 
of Petit Point down center front. From 
Mann. Black suede shoes buttoning on 
side from Rossiter Shoe Inc. Rose felt 
hat with band and bow of rose patent 
leather. From Leonore Frank. 
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Top—White suede shoe with graduated 

strap. White canvas sport shoe trimmed 

in red kid. Red suede shoe with Colonial 

tongue. All shoes from Franklin, Simon 
& Co. 


Some Novelties in Trimmings 


Cut-outs and straps testifying to 
more restraint than heretofore will 
often be replaced by appliques, hand 
painted bands, inserts of color, cord- 
ing, piping, and lacing. J. & J. 
Slater in last week’s window re- 
vealed a spring model which con- 
firmed this report. Here taupe kid 
appliqued on taupe suede and dark 
brown on beige kid testified to novel 
ideas in trimmings. 

McCreery, Best and Franklin 
Simon feature a new colored suede 
shoe in green, yellow, blue and red. 
These shoes in softer hues replace 
last season’s colored kid, and seem- 
ingly, the Colonial cut is preferred. 


Hand Painting Adorns Shoes 


In the modern art prints a deft 
and subtle use of color is revealed in 
dress. Many of the more exclusive 
white silk gowns are painted by 
hand in large Russian designs by the 
exiled nobility of that land. Often- 
times floral, these motifs sometimes 
picture futuristic Russian figures 
dancing round the bottom of a skirt 


(Continued on page 62) 








First—W hite kid slipper cut on opera lines with cutwork band. 
Second—W hite kid shoe banded in black patent leather. Third 
—White kid slipper appliqued in patent leather with three 
mother of pearl buckles concealing elastic. Fourth—Plain white 


kid shoe with three buttons on either side. 
All shoes from I, Miller. 
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Closer ‘Trade Co-operation to Be Urged on 


Manufacturers 


Addresses on General Business Outlook Will Be Another Feature 
of Meeting in New York, January 15 and 16 


HAT two of 

the crying 

needs of the 
shoe and leather 
industry are a more 
accurate knowledge 
of general business 
conditions and the 
promulgation of 
ways and means of 
securing more ac- 
tive co-operation 
among its various 
branches was rec- 
ognized in the prep- 
aration of the 
program for the 
twentieth annual 
meeting of the Na- 
tional Boot and 


President of The National Boot and Shoe Manufactur- 
Shoe Manufacturers’ Association 





FRANK R. BRIGGS 


ers’ Association, to 
be held at the Hotel Astor, New York City, January 15 
and 16. No less than seven of the 20 set addresses will 
bear in some way or other on one of these two important 
aspects of modern business activity. 
The complete program is as follows: 
TUESDAY, 10.00 A.M. 
Registration, Eighth Floor 
1. President’s Address—Mr. Frank R. Briggs. 
2. Report of Secretary—Mr. J. Dudley Smith. 
3. Report of Treasurer—Mr. Herbert P. Gleason. 
1. Statement of Certified Account- 


9. Advantages of Stock Control and Simplification. 
—Mr. Elmer J. Bliss. 

10. Domestic and Foreign Situation—Mr. Julius 
Klein, Director U. S. Bureau of Foreign and Domestic 
Commerce. 

11. Business Co-operation.—Mr. John E. Edgerton, 
President National Association of Manufacturers. 

12. Report of Nominating Committee and Election 
of Directors.—Mr. John S. Kent, Chairman Nominating 
Committee. 

13. Open Forum. 


WEDNESDAY, 10.00 A.M. 


14. The Advantages of a Technical Research Labora- 
tory for the Boot and Shoe Industry.—Mr. George H. 
Burgess, Director U. S. Bureau of Standards. 

15. Report of Business Conditions and Their Fore- 
Casts.—Prof. Homer B. Vanderblue, Bureau of Econom- 
ics, Harvard University. 

16. Business Conditions and General Outlook.—Mr. 
W. F. McElroy, Mr. Frank Payne. 

17. Co-operative Publicity and Shoe Trend Direc- 
tion.—Mr. John C. Me Keon. 


Lunch 1.00 P.M.—2.00 P.M. 

18. Bankruptcy.—Mr. Harold Remington, Author- 
ity on Bankruptcy Law. 

19. Credit Problems.—Mr. Edward P. Tuttle, Presi- 
dent Atlas Shoe Co., and President National Association 
of Credil Men. 

20. Suggestions Tending to Promote Closer Co- 
operation Between the Branches of the Industry.— 
Mr. Frank S. Farnum. 


21. Legislation —Mr. R. P. Haz- 





ant—Mr. John R.Garside, Chairman, 


zard. 


January 12, 192 


Auditing Com. 

5. How Can We Secure Better Co- 
operation in Making Our Undertak- 
ings Successful>— Mr. Harry C. 
Spillman. 

6. Taxation.—Mr. J. Austin Smith 
Industrial Engineer and Accountant. 

7. Review of Tax Problems.—Mr. 
Milton S. Florsheim. 


Lunch 1.00 P.M—2.00 P.M. 


8. An Outline of the Use of Stand- 
ards in Shoe Manufacturing Plants 
as Applied to Cost Accounting.— 
Mr. F. Richmond Fletcher Scovell, 
Wellington § Co. 





Joint Styles Meeting 
Called for Jan, 14 


John C. McKeon, as head 
of the Joint Styles Commit- 
tee, has issued a call for a 
meeting to be held during 
the afternoon of January 14, 
at the Hotel Astor in New 
York City. This is the day 
preceding the opening of the 
shoe manufacturers’ con- 
vention. It is understood 
that the subject for discus- 
sion will be styles for the 
months of April, May and 
June. 








22. Memorial Resolutions. 

23. Announcement of New Officers 
for 1924 as Elected by Board of Di- 
rectors.—Mr. John S. Kent, Chairman 
Nominating Committee. 


24. Open Forum. 

Annual banquet Wednesday even- 
ing in the Grand Ballroom at 7.45 
P.M. The speakers will be Mr. 
George E. Roberts, of the National 
City Bank of New York; and Mr. 
Heywood C. Broun, well-known New 
York newspap®r colyumnist of the 
New York World. 
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L. M. TAYLOR 


Secrelary-Treasurer of the National 
Shoe Wholesalers Association 
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EDRIC R. TAYLOR 


In charge of runway show at style revue 
to be held in Boston 


Wholesalers Flock to Boston for Annual 
Meeting and Style Show 


HE fact that all branches of the shoe and leather 
on have many problems in common and 
that all business in general, no matter what the 
industry, must be guided by certain well-defined princi- 
ples, is well illustrated in the subjects chosen for dis- 
cussion at the annual two-day meeting of the National 
Shoe Wholesalers’ Association to be held at the Copley- 
Plaza Hotel in Boston beginning Monday, January 14. 
The necessity of keeping accurate purchase records, 
the need for a more frequent turnover and the advan- 
tage of having an expense analysis which tells the truth 
about the cost of doing business will be taken up under 
the leadership of men who are acknowledged experts in 
those lines. 


Style Show a New Feature 


In connection with the meeting, also, will be held the 
first style show of the year. The revue is to be held at 
Convention Hall, Boston, and is being put on by manu- 
facturers who make exclusively for the wholesale trade. 
Many buyers who are in Boston at that time will take 
advantage of the opportunity to see what is being 
offered and to confirm or disprove their preconceived 
ideas as to the best bets. 

No style show is corhplete without a runway, and a 
runway there will be. This part of the program is under 
the supervision of Edric R. Taylor, of the McNichol & 
Taylor Last Company of Lynn. Details of the whole- 
salers’ convention are under the supervision of another 
Taylor, Louis M., who is secretary and treasurer of the 
national association. 


The convention program is as follows: 


Monday, January 14 


2.30 P.M.—Rubber and Tennis report and confer- 
ence. 
6.30 P.M.—Executive committee dinner. 
8.00 P.M.—Executive committee meeting. 
Program committee. 
Nominating committee. 
(These committees will meet jointly for dinner.) 


Tuesday, January 15 


9.30 A.M.—Registration. 

10.00 A.M.—Reports— 

President Dooley, 
Secretary-Treasurer Taylor, 
Auditing committee, 
Membership committee, 
Transportation committee. 

10.30 A.M.—-Discussion: ““The Wholesaler an Impor- 
tant Factor in Modern Shoe Merchan- 
dising,” led by William C. Herrick of 
Smith & Herrick Co. 

11.30 A.M.—Methods of Keeping Accurate Purchase 
Records. 

11.30 A.M.—Discussion: ““Methods of Keeping Accu- 
rate Purchase Records,” led by E. M. 
Scattergood of the George H.West Shoe 
Co., and R. B. McCallie, of Haynes, 
Henson Shoe Co. 

12.30 P.M.—Luncheon at the Copley-Plaza Hotel, with 
address by J. Austin Smith on “How 
Long Will Your Business Live?”’ 

(Continued on page 62) 
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N.S. T. A. Holds Big Convention in Boston; Texas Man Made 
President; Key Resolution Asks for Higher Commission 


HE thirteenth annual convention of the Na- 

tional Shoe Travelers’ Association, held in Bos- 

ton, January 7, 8 and 9, has passed into history 
as a memorable event. The National came back to the 
city of its birth with banners flying high. “Success- 
ward” was inscribed on the National insignia by its 
first president at its first meeting in Boston on July 11, 
1911, and “‘Successward” has been and ever will be the 
slogan of the N. S. T. A. 

The sessions of the thirteenth annual convention were 
interesting and constructive. New England proved a 
good host to the large number of delegates present. The 
Boston Shoe Travelers’ Association, the Southern Shoe 
Salesmen’s Association and the Boston Shoe Associates 
were gracious entertainers. 


Better Association Work Planned 


Resolutions for better association work, and for the 
advancement of the industry, were recorded. A review 
of the work already accomplished for the advancement 
of the shoe industry and in the cause of “Getting More 
Shoes Sold Right”” showed that the association had 
made splendid progress. So efficiently have the various 
committees on style, legislation, on hotels, railroad, 
publicity and membership, operated that the National 
Shoe Travelers’ Association has this year “hit the high 
mark” of recognition from all branches of the allied 
industry. 


President Weber in Chair 


The first day’s program was devoted to meetings of 
the Board of Governors. The convention officially 
opened on January 8, with President Frank J. Weber in 
the chair. The address of welcome was made by Everit 
B. Terhune, treasurer and general manager of the Boot 
and Shoe Recorder. 

Mr. Terhune traced the history of the National from 
its birth in Boston, on July 11, 1911, to the present time, 
as reported in the Bool and Shoe Recorder. He gave an 


account of that memorable meeting, at which John E. 
O’Brien, “‘the first father” of the National, gave to the 
association the inspirational term of “‘Successward.”’ 
Mr. Terhune complimented the National on its hearty 
response to this keynote of progress. 


A Business Forecast 


He followed his comments on the initial meeting 
with a forecast on business conditions for 1924. He 
brought to the attention of the convention that during 
1923 we had made and sold more pairs of shoes than 
during any like period of America’s shoe history—and 
yet that few manufacturers have made any money; 
most of the tanners had suffered big losses; the retail 
industry was in anything but a healthy condition, and 
that few of the travelers have been investing their 
profits. He stated that America is suffering from the 
aftermath of the war inflation in over construction. 
He stated that while there might be some failures in 
1924, these would be but the wreckage of the preceding 
year’s conditions and not chargeable to 1924. He said 
that he did not think that 1924 would differ greatly 
from 1923; he did not think that the American people 
are going to use any more shoes; he cannot see that the 
export markets are to open up any more extensively 
in 1924, but that they undoubtedly will in the future. 
He believed, he said, that there was no need of any fear 
from Presidential year; that the Federal Reserve Bank 
insured and assured us from any undue upset, regulat- 
ing as they do the easy, normal flow of capital through 
the country. Mr. Terhune does not look for any lower 
labor costs, nor lower leather costs. 


He feels that conditions, however, are 
fundamentally sound—that the retail 
shoe merchants of the country are becom- 
ing more efficient, as they had had their 
eyes opened to conditions through the 
investigations conducted by the Harvard 
Bureau of Business Research, and that 
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they are fast becoming real assets rather 
than liabilities. 

He said that he felt the four seasons 
selling plan, originated by Arthur D. 
Anderson, editor of the Boot and Shoe 
Recorder, was, like Bok’s peace plan, a 
step in the right direction. 


President Frank J. Weber gave a comprehensive 
account of his stewardship, stressing the activities of 
the various committees during his administration. 


Work of Style Committee Reported 


Frank B. King, chairman of the Styles Committee, 
opened the business of January 9 with an account of the 
general scope of the work of the Styles Committee. He 
said that in his opinion this plan of “Shoes for the 
Occasion,” (originated, by the way, by Mr. King) 
would reduce the number of troublesome styles by 60 
per cent. Mr. King was especially complimented for his 
admirable work in this matter. 


What's the Solution of Present Conditions? 


| One of the most interesting reports of the convention 
was that of President Weber who stressed the ever- 
growing importance of the association and reviewed 
extensively its aim and the work done by its officers 
‘and various committee chairman. The keynote of his 
address was struck, however, when he said: 

“We are now face to face with the most complex and 
crucial conditions caused by the style situation that has 
ever confronted those in the industry whether he be 
traveler, manufacturer, tanner or retailer. We are all 
concerned in its ultimate solution. The whole industry 
has met with a reversal of conditions that existed just a 
few years ago. Never in the history of the business have 
conditions been parallel to those of the present time 
and we must all give serious consideration and thought 


BUFORD McWHIRTER 
Newly elected president of the N.S. T. A. 


JAMES L. SCANLON 
Elected vice-president of the N.S. T. A. 
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so that in the end by co-ordinated effort those of us in 
the industry can find some solution that will lift the 
burden of the conditions existing. 


How Many Trips Per Year? 


Only a short time ago it was possible to solicit and 
book a normal years’ business in two trips each year. 
Factories could make their contracts for materials and 
patterns, retailers could make their purchases for future 
needs with some degree of freedom and the salesman 
could form some idea as to what he might expect to do 
on his territory. Today the ever-changing styles have 
brought about a condition bordering on chaos. The 
present situation is a menacing problem to the industry 
and to the ultimate welfare of all engaged in it. The 
manufacturer by reason of constant changes has dis- 
rupted his fixed charges; the retailer has to meet a con- 
dition of having a lot of unsalable merchandise on 
hand; the traveler by reason of this period of distraction 
has to visit his territory four to five times each year to 
book his business which under present standards of 
remuneration and with the high and ever-increasing 
costs of traveling has made it unprofitable for him to 
stay in the business. 


Active Co-operation Urged 


‘“‘Allow me to admonish you that those in the indus- 
try must work together whether he be traveler, manu- 
facturer or retailer in closer harmony with a fixed vision 
and purpose to some solution for a readjustment to 
economic sanity as to styles. The time has faded in the 
distant past when it was possible for one to stand alone 
and aloof from his fellows in the same line of endeavor. 
It is our association friendships and counsels that en- 
able us to clearer and firmer understandings.” 

In conclusion, he recommended that future annual 
meetings of “this association be so arranged that they 


FRANK J. WEBER 
Retiring president, made honorary president 











BOOT AND SHOE RECORDER 












January 12, 1924 





The keynote resolution, after calling attention to the 
increased cost of selling to the traveler, due largely to 
the fact that many more trips per year must be taken 
now than heretofore, declares for an increase in com- 
mission and petitions “‘the National Boot and Shoe 
Manufacturers’ Association and all firms employing 
salesmen to market their product for an increase in the 
present average percentum being paid for selling shoes.”’ 
(It was here decided that a committee of two be 
appointed to present the matter before the manu- 
facturers’ meeting in New York, January 15.) 
Resolutions inspired by the activities of the Hotel 
Committee were to the effect that hotel rates are exces- 











Resolutions Adopted and Discussed by the 
Shoe Travelers 


sive, that arrangements be made to have the hotels 
make a day rate on sample rooms and that, in the rooms 
themselves, they be required to post actual rates for 
sample and sleeping rooms, not subject to change. 
Other resolutions advocated the tax reform recom- 
mendations of Secretary of the Treasury Mellon; that 
oil companies be urged to supply gasoline and oil at 
wholesale rates to salesmen who make their trips by 
automobile; that the time and place of the next con- 
vention be left to the discretion of the board of gover- 
nors; and that manufacturers and wholesalers pay 
salesmen commission on all orders accepted and 


shipped. 

























can be held at the same time and in the same city as the 
annual meeting of the National Shoe Retailers’ Associa- 
tion. I think,”’ he added, “such action will have a ten- 
dency to stimulate the attendance at our meetings and 
at the same time make it easier on the locals in the 
matter of expense incurred in sending their delegates.” 


Reports of Officers 


Other reports covered the subject of Publicity, made 
by T. A. Delany, National Secretary; and legislation, 
presented by Charles W. Morrill, which reviewed the 
work done during the year on interchangeable mileage, 
the Pullman surcharge and the so-called Wisconsin and 
Illinois bills. George J. Loveley presented the report of 
the hotel committee and told of what had been accom- 
plished in the way of securing rebates on over charges 
for sample rooms, etc. He urged that, in making com- 
plaints, the complainant furnish the committee with a 
complete record of facts, as otherwise it would be very 
difficult to make out a case. The secretary’s report, by 
Mr. Delany, covered mach the same ground as other 
reports, presenting a summary of work accomplished 
and stressing the good work done in securing positions 
for members. “Approximately 410 leads were given on 
positions,” he said, “while 580 requests for positions 
reached us.” 

One of the important matters to come before the con- 
vention was the proposition to establish a mutual benefit 
insurance association, operated by the board of gover- 
nors, death payments to be $1,000. It was urged that 
membership in this association be not necessarily lim- 
ited to travelers, but open to all members of the allied 
trades. The following committee will investigate and 
report: 

Charles W. Morrill, W. M. Oakman, T. A. Delany, 
Frank Fanning, Jack Jones. 


Officers were elected as follows: 


President, Buford McWhirter, of Waco, Texas, who 
is organizer and secretary of the Southwestern Shoe 
Travelers’ Association; Vice-President, James L. Scan- 









lon of Philadelphia; Secretary, T. D. Delany, re-elected; 
Treasurer, Dave Davis, re-elected. 

The award of the silver loving cup to the local asso- 
ciation showing the largest increase in membership was 
made to the Boston Shoe Associates which, during the 
year, has increased its membership from 22 to the con- 
stitutional limit of 100. 

The convention ended Wednesday evening with a 
big banquet, at which the hosts were the Boston Shoe 
Travelers’ Association, the Southern Shoe Salesmen’s 
Association and the Boston Shoe Associates. The com- 
mittee in charge consisted of W. M. Oakman, Harry 
Ripley, Charles W. Morrill, A. L. Puffer, Frank Fan- 
ning, Oscar Whitcher, E. J. Andrews, Clarence P. 
Waide, Harry LeFavor and Helen M. Haney, of the 
Boot and Shoe Recorder. 

Speakers at the banquet were Alvan T. Fuller, Lieu- 
tenant Governor of Massachusetts; Budget Commis- 
sioner Fox of Boston; Hon. Thomas A. Mullen, member 
of the Massachusetts Bar and a former professor in the 
Boston Latin School; T. A. Delany; Frank R. Briggs, 
president of the National Boot and Shoe Manufactur- 
ers’ Association; Thomas O’Brien, district attorney; 
and Buford McWhirter. 

James H. Stone, president and editor of The Shoe 
Retailer, acted as toastmaster. 





Liquidation of Chas. K. Fox, Inc., Is 
Completed 


The directors of Charles K. Fox, Inc., Haverhill, 
Mass., having completed liquidation of this company, 
have transferred all correspondence pertaining to 
orders to Joseph J. Berlin, former general salesmanager 
and now acting in the same capacity with Herman E. 
Lewis, Inc., Haverhill, Mass. Says a statement issued 
by the company: 

“Mr. Berlin will be pleased to answer any inquiry of 
the old firm’s many valued customers, and the firm of 
Herman E. Lewis, Inc., is well prepared to give efficient 
service to users of medium-priced turn footwear.” 
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Keeping You in Step with Fashion 


(Continued from page 55) 


or sleeve in still more futuristic, yet artistic colorings. 
This type of decoration has become a rage in Southern 
clothes, having swept scarfs, capes, hats and bags to 
match. Joseph achieves success in featuring such a 
set. 

Shoes invariably follow in the wake of fashion and 
now they too display Russian hand-painted designs as 
shown by Arnold Constable in a Sorosis orange satin 
shoe. A black satin shoe is equally painted in a rose and 
green grape design. Satin mules at I. Miller show many 
floral hand-painted designs. 


Eyelet Embroidery a Rage for the South 


A mode that started in shoes now follows through to 
dresses in the momentary vogue for eyelet and Riche- 
lieu embroideries. They gave their first symptom of life 
at the end of last summer and now sway the South in 
voiles, silks and woolens. We find them in morning, 
afternoon, and evening gowns and also in the favored 
three-quarter woolen coat. Sometimes the dress presents 
an eyelet embroidered tunic to the knee where it adds a 
circular flounce of plain material or takes as here illus- 
trated the form of trimming only. 


The Revival of Tailored Suits 


Distinctly smart for Southern wear this season and of 


foremost interest, is the revival of the strictly tailored 
suit of white flannel, alpaca, kasha cloth or heavy crépe. 
A short, one-button box coat, long tight sleeves, well 
tailored Japels and a wrap-around skirt—such is the 
suit featured by such houses as Dobbs, Abercrombie & 
Fitch, Hollander, and Bonwit Teller. The more severe, 
the smarter. 
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To complete the suit comes the new tailored shirt, 
often boasting a tucked bosom adorned by a tab at the 
bottom, where the monogram is embroidered. Instead of 
a fur neck-piece a long, rectangular scarf or square 
handkerchief of gaily blocked Rodier fabric is worn and, 
of course, the brimless cloche. 

This tailored mode of dressing will undoubtedly in- 
troduce for spring a severely tailored shoe of the opera or 
eyelet tie variety as predicted by Hennings. 


“Petit Point” Enters the Realm of Dress 


“Petit Point,” a tapestry stitch our grandmothers 
used with pride as motifs for chairs, footstools or, if 
ambitious enough, for panelings invades the dominion 
of dress. Aubusson workers introduced this handy craft 
to the realm of bags two years ago, at extremely high 
prices, the entire bag being made of this stitch. The 
price proving prohibitive to many. “Petit Point” was 
next introduced in the form of a small medallion to 
ornament the much-sought-after black silk envelope 
bag. Not content to remain in the domain of bags | 
“Petit Point’ now steps to dresses where a straight 
panel six inches wide occupies the center of a black satin 
gown. Nor is this all, for Georgette underwear at 
Franklin Simon.uses the same medallions bags once 
boasted. 





Becomes Salesmanager for Oscar Scherer 


& Bro., Inc. 


Oscar Scherer & Bro., Inc., New York, have engaged 
Mr. Sam B. Smith as sales manager for their line of 
Flower City Kid. Mr. Smith, who formerly had the 
New England territory only, will continue to devote 
part of his time to this trade. 











WALDO M. OAKMAN 


“DAVE” DAVIS 
Re-elected Treasurer of the N.S. T. A. 


First honorary president and active in 
convention arrangements 


T. A. DELANY 
Re-elected national secretary for 1924 





Haverhill Celebrates Beginning of New 
Working Agreement 


Haverhill, Jan. 9.—As a tribute to the farsightedness 
of the leaders of the Haverhill Shoe Manufacturers’ 
Association and the Shoe Workers’ Protective Union a 
banquet and get-together meeting with 700 in attend- 
ance was held here tonight. It marked the beginning 
of a five-year working agreement which was recently 
signed by representatives of both organizations. The 
Haverhill Chamber of Commerce promoted the event. 

There was also a meeting late in the afternoon and 
the same speakers addressed the gathering there. 

The principal aim of the meetings was to fittingly 
commence a new era in Haverhill’s shoe industry and to 
broadcast to the world that the city is now in a most 
favorable condition to manufacture shoes and speedily 
deliver them. 

Charles Aubrey Eaton, who aided Charles M. 
Schwab in the war period concerning the shipping 
problems of the country, and Atty. Frederick W. Mans- 
field of Boston were speakers. Remarks were also made 
by Joseph C. Kimball, president of the Manufacturers’ 
Association, Austin E. Gill, of the Shoe Workers’ Pro- 
tective Union and Mayor William D. McFee. 

The main speakers said both the manufacturers and 
shoe workers exercised great wisdom in resorting to 
arbitration plans in reaching an agreement. 





Lynn Last Manufacturer Dead 


Lynn, Mass., Jan. 10—Prominent as a last manu- 
facturer here for years, Thomas W. Gardiner was found 
dead in his bed yesterday by his wife at their home on 
Ocean street, shortly after he had announced that he 
would like to rest for a while as he was not feeling well. 
Death is believed due to heart disease. 

He had retired from active business in the shoe in- 
dustry some years ago, but was still engaged at the 
time of his death as director of several Lynn banks. and 
took part in the affairs of the Lynn Board of Trade and 
the Essex County Board of Trade, both of which 
organizations he was a former president. 

Besides his wife Minnie K., he leaves two sons 
Harry K. and George B. and Mrs. Nellie Hall of 
Swampscott, a daughter. 





Wholesalers Flock to Boston 


(Continued from page 57) 


2.30 P.M.—Open discussion of “How to Get a Better 
Turnover.” 

3.30 P.M.—Discussion: “Uniform Expense Analysis,” 
led by Ralph B. Jones of the C. A. 
Goodnow Shoe Co. 

4.30 P.M.—Report of nominating committee and in- 
stallation of officers. 

5.00 P.M.—Adjournment. 

6.30 P.M.—Meeting of executive committee. 
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Conservatism Still Rules in Business 
World 


Washington, January 7—Review of business con- 
ditions by the Committee on Statistics and Standards of 
the Chamber of Commerce of the United States, shows 
that conservatism is strongly in evidence in all sections, 
The committee expressed the opinion that building and 
construction continued to be one of the important 
features of the situation and display an activity unusual 
for the season. “The activity is amost entirely in the 
cities,” the committee states, and is one of the many 
evidences of the amazing growth of the great centers of 
the momentous and significant rate at which the 
country is losing population to the cities.” 

The opinion is advanced that the price spread be- 
tween agricultural products and manufactured articles 
is becoming less pronounced and the outlook for the 
farmer in 1924 is more hopeful. 

“‘Anencouraging feature of the agricultural situation,” 
the report points out, “‘is the general liquidation of past 
obligations by farmers wherever returns from the crops 
permit such liquidation. Another matter of moment is 
the growth of the co-operative movement inall phases of 
farm production and distribution.” 

Discussing the buying question, the committee stated 
that there is a general conservatism in buying “which 
pervades all classes, and which refuses to make com- 
mitments either for the present or future other than as 
necessity dictates. The general thought is that caution is 
the best attribute of sentiment and action in view of a 
general attitude of exceptional uncertainty regarding 
the future. This attitude accounts for most of the falling 
off in production, and for declines in prices which marked 
the course of metals, both in manufacturing and mining, 
during the fall months.” 


—* 


Canadians to Meet 


The Second Annual Canadian Shoe Trade Conven- 
tion. will be held at the Windsor Hotel, Montreal, 
January 21-23, 1924. Many shoe men of New England 
are planning to swing around the circuit on the road to 
Chicago. 

The Central Vermont Railway Company is making a 
special winter tourists’ and convention rate that will 
give a round trip to Chicago with stay-over privileges 
at Montreal. 

The Committees in charge are as follows: 

Programme Advertising and Advance Registration: 
Manufacturers—D. F. Desmarais (chairman) Wilfrid 
Gagnon; retailers—C. R. LaSalle, Louis Adelstein; 
wholesalers—H. V. Shaw, W. Girouard; travelers— 
(Mr. Lessard is to name 2 representatives). 

Luncheon Committee: Manufacturers—W. T. Mar- 
tin; retailers—A. Daoust; wholesalers—George Robin- 
son; travelers—(not named yet). 

Banquet Committee: Manufacturers — Joseph 
Daoust; retailers—Aime de Montigny; wholesalers— 
Alfred Lambert; travelers—One representative. __ 











No. 1954—$5.55 
Black Calf. Rolled Tip. 


Cross Crease. * Round Edge. 


In Stock C and D only. 
No. 2954—$5.45 


Ace Brown Calf. Rolled Tip. 
Cross Crease. Square Edge. 


In Stock A to D 
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XG Biogen 


No. 1942 —$5.60 


Black Norwegian Calf. 
Round Nose. Plain Toe. 


Cross Crease. 


In Stock A to D 








“Faithful to the Last" 


Nunni-Bish & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 
Booth 57, N.S. R. A. Convention, Chicago. Also Morrison Hotel. 
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SPORTOCASIN 


Golf Shoe 









In Booth 28 
Philadelphia 
Style Show 


ISI'TORS to the Philadelphia Style Show will 
have opportunity to see the full line of 1924 
Sportocasins in Booth 28. Our Sales Depart- 
ment representatives will be there, to furnish full 
information concerning these famous golf shoes 
and their distribution through the retail trade. 


Merchants of highest-grade footwear are especially invited to become acquainted 
with Sportocasins. In the short time since they were introduced in America, they have 
won their place as the most desirable golf footwear produced—not only in the esti- 
mation of world-known golf players themselves but also in the opinion and experience 
of the conservative, high-class dealers who sell them. 


7 - 
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Our sales extension program for 1924, already under way, is aggressive and interesting. At Philadel- 
phia we shall explain it fully, and give full information as to our general and local advertising plans. 


THE SPORTOCASIN Co. 


YARMOUTH, MAINE 








e a2 e ° e se 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“Lucia” 














Also very effective in 
ooze with lizard trim- other popular shades 
ming. 16-8 Spanish of suede with trim- 
heel. ming to match. 


Combination of gray 
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A new pattern carefully modeled to meet the discriminating taste of the 
woman who favors the more conservative style of footgear, with just a 
deft touch of smartness. 


PRACTICAL FOR THE WEARER PROFITABLE FOR THE MERCHANT 
During the Philadelphia convention Jan. 21 to 23 
Our new Spring line will be displayed at the Hotel Adelphia 


MR. D. LEVINE and MR. N. J. BLOCK will be in attendance 
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2405 PACIFIC ST., 


Brooklyn, N.Y. 





See These Two 


Many Other Styles of 
Cc 7 Fairy turn, black patent leather sabot 


pump, black kid cut-out saddle. 
hoes 


AT BOOTH i1 


Penna. Convention Style Show 
January 21, 22, 23 


Note the attractiveness of pattern, grade of material, 
and quality of workmanship. 


Grieb Shoe Manufacturing Company 


309 Arch Street a je “ oo Philadelphia 


Fairy welt, Grow. Girls’ white calf, 
tennis strap, cut-out vamp and quarter. 
.30 
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Some Distinctive Patterns 


That 
Are In 
Stock 


RHODA 
1410—Patent Colt....... 
1411—Black Satin 
1412—Black Suede 
1413—Brown Suede 

15-8 Spanish Heel 
A, B,C 











TEMPTATION 


1323—Patent Colt. ..... .$4.75 
1324—Black Satin....... 4.75 
12-8 Block Heel 
A, B,C 




















VISIT OUR 
BOOTH NO. 69 
AT THE 
PENNA. STATE 
CONVENTION 


ERMINIE TWINKLE 
1415—Patent Colt... ... .$4. 1420—PatentJColt..... . .$4.50 
1416—Black Satin ‘ 1421—Black Satin....... 
1417—Black Suede J 1422—Black Suede 
1418—Brown Suede...... 5. 1423—Brown Suede 

15-8 Spanish Heel 14-8 Spanish Heel 
A, B, C A, B,C 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
1s NORTH FOURTH ST. PHILADELPHIA 
a al 


° 
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Manning 
UNICO 
“Fell Shjipers 








Manning “Unco Felt Slippers 
Mannine “Meadow Brook’ Shoes 


Will Be at the Philadelphia Show 
Lulu Temple | Booth Noo. 40 
























Manning’s Unicos, the most extensively adver- 
tised felt slippers, will be exhibited in their com- 
plete line at the Philadelphia Show, on January 
21, 22 and 23. May we ask all of our old and 
new customers to regard this as a personal in- 
vitation to drop in and talk things over with 
any of the following representatives of this 
company: 
Arthur B. Brown f 
covering Pennsylvania, Virginia and West Uirginia 
A. €. Giddes’ 
covering New ‘fersey 
W. T. Gaul 


General Representative 


mast, 


Outing Shoe Company 


Executive Offices and Sales Rooms: 118-128 Lincoln St., Boston, Mass. 


Three Factories at Worcester, Mass. 





C ¢Mannung | 






| UNICO 
— Felt Shippers 
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What’s Good for Spring Is One Question to Be 


Answered at P.S. 
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R. A. Convention 


Philadelphia Gathering Looms Up This 
Year as an Event of National Importance 


when prominent speakers speak, when manu- 

facturers exhibit, when models pose, when 
experts in various phases of the shoe business tell their 
experiences, surely YOU can get some ideas which will 
help YOUR business.” 

So runs the first paragraph of an announcement sent 
out recently by the general committee in charge of the 
annual convention of the Pennsylvania Shoe Retailers’ 
Association, to be held January 21, 22 and 23 in Lulu 
Temple, Philadelphia. This presupposes a good con- 
vention. 

Bat even more important is the fact that this is the 
first big retail convention to be held this year at which 
any attempt has been made accurately to define shoe 
styles for next spring. 

This is the time of the year when orders are being, 
placed with manufacturers for late winter or early 
spring delivery. This is the time of the year, therefore 
when it behooves retail shoe 
merchants to decide what 
they are going to sell during 
the early days of spring in 
their respective communities. 

And it is for this reason 
that the Pennsylvania con- 
vention this year looms up 
almost as a national event. 

Manufacturers, recogniz- 
ing the fact, are preparing to 
exhibit there as never before. 
Under the leadership of A. 
H. Geuting, former N. S. R, 
\. president, the committee 
in general charge has worked 
as never before to get up 4 
program of solid merit—one 
well worth the while of 
everyone who will attend. 
Merchants from at least five 
States are expected to be 
present Monday morning 
when the gavel falls. 

Committees are as follows: 

Genera! Convention Com- 
mittee—A. H. Geuting, 
Chairman, Philadelphia, Pa.; 
(reorge McLaughlin, Phila- 
delphia, Pa.; A. T. Flitcraft, 
Philadelphia, Pa.; Morris 


. \ 7 HEN one thousand shoe retailers get together, 


sa ~ pee 





Lulu Temple, Philadelphia, where P.S. R. A. convention will 
be held 


Yoskin, Philadelphia, Pa.; Albert Forster, Philadel- 
phia, Pa. 

Display Committee—B. W. Shaub, Chairman, Lan- 
caster, Pa.; W. A. Geuting, Philadelphia, Pa.; Charles 
Kloss, Jr., Wanamaker’s, Philadelphic, Pa. 

Publicity Committee—H. S. Fredericks, Chairman, 
Souderton, Pa.: Alfred Cohen, Philadelphia, Pa.; 
Charles Cleres, Philadelphia, Pa.; S. J. Propper, Phila- 
delphia, Pa.; Charles G. Dillman, Philadelphia, Pa. 

Style Review Committee—B. W. Shaub, Chairman, 
Lancaster, Pa.; George N. Geuting, Philadelphia, Pa.; 
David Strumpf, Philadelphia, Pa.; William T. Bryan, 
Philadelphia, Pa.; H. I. Boyd, Lancaster, Pa. 

Membership Committee— George W. Ludebuehl, 
Chairman, Pittsburgh, Pa.; Milton Gross, Scranton, 
Pa.; M. Lowenstein, Danville, Pa.; Charles Kahn, 
Williamsport, Pa.; L. W. Buckalew, Bloomsburg, Pa. 

Entertainment Committee—David Strumpf, Chair- 
man, Philadelphia, Pa.; Mrs. Charles G. Dillman, 
Philadelphia, Pa.; George K. 
Frees, Phoenixville, Pa. ; Jus- 
tin Pagel, Norristown, Pa. 

Badges and Registration 
Committee—Frank E. Bader, 
Chairman, Phoenixville, Pa. 

Program and Speakers’ 
Committee— Albert J. 
Schmidt, Chairman, Pitts- 
burgh, Pa.; Christian Lude- 
buehl, Pittsburgh, Pa.; Mor- 
ris Browdy, Pittsburgh, Pa. 

Hotel Reservation Com- 
mittee—George N. Geuting, 
Chairman, Philadelphia, Pa, 

Nominating Committee— 
Albert Forster, Chairman, 
Philadelphia, Pa.; Charles 
Cleres, Philadelphia, Pa.; §. 
J. Propper, Philadelphia, Pa.., 
George K. Frees, Phoenix- 
ville, Pa.; Charles G. Dill- 
man, Philadelphia, Pa. 


Better Hosiery Trade 
» Retail shoe merchants are 
looking for a better hosiery 
business in January and Feb- 
ruary than they experienced 
during the same months in 
1922. 
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THIS is the January advertisement on leather 
footwear—your January advertisement. Lit- 
erally millions of people will read it this month 
—millions will learn that only leather will let 












their feet breathe this cold weather, only leather. —AN INVITATION — 
will keep their feet warm and dry, only leather VISIT OUR EXHIBIT 
will keep their feet healthy and comfortable. BOOTHS 45 AND 46 






PENNSYLVANIA SHOE 
RETAILERS CONVENTION 


JANUARY 21-22-23 
LULU TEMPLE 
PHILADELPHIA 


Nothing takes the place of 


LEA 
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Millions know 
that only leather will do! 


HAT more striking illustration of leather’s 

cold weather protection can you think of than 
the northern explorer? He must wear leather. He 
knows from experience that only leather will do 
for him. 


And your customers—more and more of them 
every day—are learning this same leather lesson. A 
goodly proportion of huge circulation of the publica- 
tions in which this advertisement will appear is right 
in your immediate vicinity. 


The advertisement is one of a series that will run 
every month, right through the year, in the magazines 
that people read and by which their buying habits 


are influenced. 


This is your advertising. While it is sponsored 
and inserted in these publications by the American 
Sole and Belting Leather Tanners, its whole purpose 
is to sell more all-leather shoes for you. Co-operate 
with it in every way that you know how. Push all- 
leather shoes. Bring the advertisements to the atten- 
tion of your salesmen. Get themtoreadthem. They 
will learn more about the shoes that they sell; they 
will be better, more enthusiastic salesmen than ever 
before. 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 


ITHAHER 
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ree meat 


SEE 3 W’s LENOX 


Shoes for Women, Misses and Children 
at 
BOOTH 16 
P.S. R. A. Style Show 
PHILADELPHIA 


January 21, 22, 23 


THE ELF—Pat. Chrome Strap Sandal. 
Ru anes Heel McKay 
sto2, D&E $2.30 Misses’ Patent, Cut-Out Quarter, McKay 
7 Ble t 
oh. tc 


t 
rls to 


> 7 D&E 2.10 Front Strap, Winner Pattern. 
» 8, 12-8 ey D&E 2.75 6610- a 2 7 2,>C,D&E $2.50 
8, Low Heel, D & E 2.75 6611 'y to Il, D’ & E 2.30 


Years of satisfaction on 
the part of customers is 
the best proof of the mer- 
its of the line for which we 
invite your inspection. 


Child's Tarn in Combination Leathers, 
Plain Toe, Button, Wheeled Edge. 
200—Child’s Pater o. Vamp, Dull Top, 
Weilge sor $1.75 
201—Infant's. » tee, 1.50 
2u4 oe sn stent Yam Field Mouse 
Top, e Heel, 3-8 1.75 


These styles are carried in 
stock for immediate shipment 


"Weimer, Wright & Watkin Co. 


Ss 39 S. Second Street, Philadelphia 
WAALS SSSSSSOS SS SOSOOOOSS RIDES 
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Exhibitors at the P. 8. R. A. Convention 


P. W. Minor, Batavia, N. Y. 

Hugh Lyons & Co., Lansing, Mich. 

Smaltz Goodwin & Co., Phila., Pa. 

Wall Streeter & Doyle, North 
Adams, Mass. 

Segall & Sons, Phila., Pa. 

Ohio Leather Co., Girard, Ohio. 

Mrs. A. R. King, Phila., Pa. 

Jos. 1. Meany & Co., Phila. Pa. 

Standard Kid Co., Wilmington, Del. 

Grieb Shoe Mfg. Co., Phila., Pa. 

S. Rauh & Co., New York City. 

Converse Rubber Co., New York 

Kleistone Rubber Co., Warren, R. I. 

Temko-Bass Shoe Co., New York 
City. 

Weimer, Wright & Watkin, Phila.. 
Pa. 

Morse & Rogers, New York City. 

Kelly-Schonfeld, Phila., Pa. 

Sherwood Shoe Co., Rochester, N.Y. 

Bray Shoe Co., Philadelphia, Pa. 

Phila. Shoe Wholesalers Assoc. 

Excelsior Shoe Co., Portsmouth, 
Ohio. 

Crescent Shoe Co., New York City 

\. H. Colmary, Baltimore, Md. 

Maid-Rite Slipper Co., Brooklyn, 
N. Y 


John Kelly, Inc., Rochester, N. Y. 
Bliss & Perry Co., Newburyport, 
Mass. 
Nahm Bros., Philadelphia, Pa. 
Thompson-Crooker Shoe Co., Bos- 
ton, Mass. 
Clement & Ball, Baltimore, Md. 
Lax & Abowitz, Brooklyn, N. Y. 
Conrad Shoe Co., Brockton, Mass. 
A. E. Little Co., Lynn, Mass. 
Field & Flint Co., Brockton, Mass. 
Devine & Yungel, Harrisburg, Pa. 
Carlisle Shoe Co., Carlisle, Pa. 
Geo. H. West, Philadelphia, Pa. 
Boyd-WelshShoe Co., St. Louis, Mo. 
Murphy, Gorman & Waterhouse, 
Lynn, Mass. 


U.S. Rubber Co., New York City. 

American Sole & Belt. Lea. Tanners. 

Hannahson’s Shoe Co., Haverhill, 
Mass. 

McGovern Shoe Co., 
Ohio. 

Emerson Shoe Co. 

Weber Bros. Shoe Co., No. Adams, 
Mass. 

Johansen Bros. Shoe Co., St. Louis, 


Columbus, 


Mo. 

H. B. Hanford Co., Philadelphia, Pa. 

Diamond Shoe Co., New York City. 

Claremont Shoe Co., Haverhill, 
Mass. 

Hood Rubber Co.., 
Mass. 

Thompson Bros. Shoe Co., Cam- 
pello, Mass. 

C. S. Gibbon Co., Philadelphia, Pa. 

Steele-Lobelle Co., Baltimore, Md. 

Laird Schober & Co., Phila., Pa. 

J. Edwards & Co., Phila., Pa. 

Edwin Clapp & Co., E. Weymouth, 
Mass. 

Richards & Brennan, Randolph, 
Mass. 

Holland Shoe Co., Holland, Mich. 

Pedigo Weber Shoe Co., St. Louis, 
Mo. 

Penn Shoe & Overgaiter Co., Phila., 
Pa. 

W. T. Holmes & Co., Phila., Pa. 

Thos. G. Plant Co., Boston, Mass. 

Bett Shoe Co., Phila., Pa. 

Shepley & Vaux Shoe Co., Phila., 
Pa. 

P. Hagerty Shoe Co., Washington, 
C. H., Ohio. ; 

Barke-Gibbon & Co., Phila., Pa. 

Barnet Leather Co., New York 
City. 

Bond Shoe Co., New York City. 

Ferris Shoe Co., Philadelphia, Pa. 

Outing Shoe Co., Boston, Mass. 


Watertown, 
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No. 462 Golden Tan Calf Frenchy 


No. 508 P. & V. 104 Tan Calf (144) Last, Goody 
t, ear 
Preston (116) Last, Rub- Rubber Hols .C, D, 5% to i. 


ber Heels. B, C. D, 5 to 11. 


No. 518 Bt Black Velvet Catt Same WOMEN’S g 5 20 


ils and sizes 


$4.50 











Soon :Tan Calf 
No. 827 ore ist.” Soft 


Toe, Brass ws Eyeein, Ga 
Vamp, 


Hoole’ BOG De 3 tot a — —_ m, 
No. 837 Black Velvet Calf Sy 2 ca $4.25 


Same details and 








rizes. 


ADVANCE SPRING STYLES NOW ON HAND—SAMPLES PREPAID 


PLENTY OF PROFIT IN 
1924 WITH THIS SERVICE 


Cut out losses on surplus stock. Cut out losses on styles you think 
will sell, but never go over. 


HERE’S THE REMEDY—Our stock service builds a healthy sell- 
ing policy. It supplies you with proven money-makers from day to 
day. If you want to learn how to worry less and make more in 1924, 
ask for our catalog or a salesman. 


Diamond ShceC- 


196 Church St., New York 


Two Factories: Brockton, Mass. 
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Golden Tan Calf French 
No. 578 (144) = Last, Goodyear 


Rubber Heels. B,C, D, 5 to 11. No. 574 ao Tan Calf Frenchy 


Last, Brass Eye- 
Good year Rubber 


Black Velvet Calf 5 i 
No 968 fet dae WOMEN’S TTC ie can 
®. Same details and 


$4.90 am Se t with Black 


aby Eyelets). 


$4.85 


No. 817 Sunset. Tan Calf 249 
ear Rubber 


$4.25 Heels. B, obs et” 


100 POPULAR MEN’S AND WOMEN'S NUMBERS—ASK FOR CATANOG} 


* 


SEE FOR YOURSELF 
AT THE CONVENTIONS 


We'll be ready to show you values, styles, and size ranges that you 
might think impossible in a stock department. There’s nothing like 


it in the industry. 
IN PHILADELPHIA IN CHICAGO 
Jan. 21-22-23 Feb. 11-12-13-14 
Lulu Temple, 54-55 Coliseum, 96 


Local Office at La Salle Hotel in 
402 Central Trust Bldg. Rooms, 606-607 


BE SURE TO SEE US 


196 Church St., New York 


Two Factories: Brockton, Mass. 
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‘Second to None—If You Want to Know 
What’s What 


By A. H. GEUTING 
General Chairman of the P. S. R. A. Convention Committee 


TWENTY-FOUR will be a 

big business year for every 
shoe merchant who know his business 
and will be a bad year for every shoe 
merchant who does not know his 
business. 


N INETEEN HUNDRED AND 


The Pennsylvania Shoe Retailers’ 
Convention which will be held in 
Philadelphia January 21, 22 and 23, 
is staged and has its program organ- 
ized for the purpose of making the 
shoe retailers of this section success- 
ful for 1924. We have invited the 
District of Columbia and Baltimore, 
Maryland, Delaware (including Wil- 
mington), Jersey (including its main 
centers), as well as people in New 


community. With the increase of 
education and travel, it will be harder 
and harder each year to serve our 
population, to learn their wishes, and 
to have what they want when they 
want it. This can only be accomplish- 
ed by a broad policy of observation 
in common with many shoe men for 
many sections, with a great diversity 
of exposition from the best manu- 
facturers of the country who have 
already to a degree worked out the 
crystallization of this thought in 
models. 


F the shoe man can afford to miss 
this Convention, then the whole 
scheme of Conventions and Associa- 








York State within easy reach of this 
Convention, for this purpose. This 
District is the most densely populated 
section in the entire world, and has 
the greatest wealth per capita of any 
section in the entire world. 


VERY retailer coming here has 
‘4 a common cause with every 
other retailer who is invited to this 


“Personally, as general chair- 
man of this committee,”’ says Mr. 
Geuting, “I can promise _ the 
Pennsylvania Shoe Retailers and 
their guests the best convention 
they have ever attended. I shall 
try to give them a talk based upon 
all past experience, that will be the 
best I have ever given, for I feel that 
the Pennsylvania Shoe Retailers 
are a little closer to me. They have 
promoted and stood by the Na- 
tional Association in its early days, 
for which I have always been grate- 
ful, and they will always have from 


tions is wrong, but from those who 
have been deeply interested in Asso- 
ciation work for a number of years 
we learn that in those retailers who 
travel, who make general observa- 
tions, who attentively attend the 
Convention and listen to the practical 
shoe retailers’ advice on the various 
subjects pertaining to merchandising, 
there is a great change in their ap- 


Convention. They are serving the 
same elass of people and will crystal- 
lize the same kind of shoe style from their mighty think- 
ing. In this sense, this Convention will be the same ser- 
vice to the retailers of this section in detail as the 
National Convention at Chicago in February. Besides 
this, dealers who find it inconvenient or too expen- 
sive to go as far as Chicago, nevertheless can spend 
their days at this Convention and still be home at night, 
s0 closely is the population centered about Lulu Temple 
in Philadelphia. This means small cost to them while 
the abounding knowledge that they will be able to pick 
up, provided they get their minds open for this purpose, 
will mean the difference between success and failure in 
their business for 1924. 

These local conventions are becoming more and 
more important to the shoe trade. There are those that 
feel that they are just gathering places to loaf and have 
a good time, but the spirit of the times necessitates 
them. No longer can a man remain cooped up in his 
store or his community and successfully serve that 


me the best I have to give.” 


appearance, in their intelligence, 
their growth of business. Fifteen 
years ago, the Pennsylvania Shoe Retailers looked like 
an assemblage of cobblers. Anyone coming to the next 
convention will behold one of the most intelligent 
bodies of American citizens. That is the answer to those 
who still think, ‘““What good is a Convention?” “Why 
should I attend it?’ 


Chiffon Hosiery Selling Well 


Shoe stores have been selling much chiffon hosiery. 
Chiffon, both plain and with Paris clocking, is very 
popular. The light colored hosiery with dark shoes is the 
fad. Among the colors that are selling well are peach, 
mauve, blush, cinnamon, rose, beige, and lightwood. 
Much of this hosiery, ranging in price from $3.50 to 
$5.00, is being sold. 

Caramel colored hosiery to match lizard leather slip- 
pers has come into its own. Women are also showing a 
preference for peach, blush and mauve colored hosiery 
in combination with gold and silver evening slippers. 
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The “{ifa’’ 


PATTERN of superb proportions that is find- 

ing marked favor in smart shops the country 
over. While adhering in contour to the Colonial 
type of shoe now so popular, it embodies consider- 
ably more grace and finesse—two features so 
highly essential when appealing to the women 
with a finely developed sense for things beautiful. 


A shoe of this character is suitable not only for semi-dress 
but for street wear as well. It can also be made up attractively 
for sportwear with the low walking heel. 


Model shown is a combination of Jack Rabbit ooze with 
grey kid trimming to blend. Made on our No. 51 Last, 17-8 
Spanish Heel. Also obtainable in any other popular shade of 
suede with kid trimming to harmonize. 


Cornell footwear will be displayed during the annual 
convention of the Pennsylvania Shoe Retailers 
Association. 

January 21 to 23 


at the 
Hotel Adelphia 
By 
Mr.G. E. Van Meter 
Mr.G. B. Rosenfield Mr. L. M. Livingston 


(ornell Shoe (ompany 


Designers and Manufacturers 
61-67 Navy Street, Brooklyn, NY. 





“The Shoe You Admire is made by Cornell’ 
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What You Will Hear and See at the 
P.S. R.A. Convention 


Sunday, January 20 


7-8 P.M.—Registration and a “Get . Ac- 
quainted Meeting,” in the gold 
room at the Adelphian Hotel. 
Music. 


Monday, January 21 
9.30 A.M.—Conference of Advisory Board. 

10.00 A.M.—Meeting of Directors. 

10.00 A.M.—Trip Around City for Ladies. 
Lunch at noon at Adelphia and 
theatre party at Stanby Theatre. 

11.00 A.M.—Invocation—C. Ludebuehl. 

Opening of convention by Jules Winkelman, 
president of Philadelphia R. S. A. 

Address of welcome by Mayor Kendrick of 
Philadelphia. 

Response by A. H. Geuting, chairman of gen- 
eral committee, calling upon presidents of manu- 
facturing, jobbing and sales organizations. 

President Lee Reineberg’s message. 

Committee appointments. 

Minutes of 1923 convention, George Garman. 

Reports of officers and committees, etc. 

Address by John Slater, president National 
Shoe Retailers’ Association. 

Address by Dr. E. S. Cattell, Chamber of 
Commerce. 

Adjournment. 

8.00 P.M.—Style Show at LuLu Temple. 


Tuesday, January 22 
11.00 A.M.—‘Worries and Failures of Business 
Men and Captains of Commerce.” 
—A. H. Geuting. : 
11.15 A.M.—Railroading in Our Country. 


11.30 A.M.—Open Forum.—C. J. Mensch, chair- — 


man. 


A—“Successful Shoe Buying.”’-—M.G. Harper. 
Twice a Year Buying Passé6; sizes, grades and 


delivery, as well as.style, must be considered. 
—William Geuting. 

B—“Who Will Be the Future Distributor of 
Shoes—Department Store, Chain Store or 
Individual Store?”’— Harry Stoebener, J. F. 
McConnell and A. N. Foster. 


C—‘What Has Style Meant to the Shoe Busi- 
ness During the Past Decade? Has Style 
Increased Business Sufficiently to Compen- 
sate the Losses?”’—Jules Winkelman, Roy 
Walters and Mrs. E. E. Evans. 


D—“How Can a Shoe Retailer in a Town of 
6,000 to 20,000 Compete with Large City 
Stores in Appearance, System, Advertising, 
Service and Store Policies?’’—George Lude- 
buehl, Harry Boyd, Herb McGowan and Paul 
Kimmins. 

Adjournment. 


8.00 P.M.—Style Show followed by dance at 
LuLu Temple. 


Wednesday, January 23 


11.00 A.M.—“Resurrection of the Rule of 

Six.”—A. H. Geuting. 
“Our Business.”— Hon. B. Frank 
Murphy, Member of Congress. 
“Shoe and Leather Outlook for 
1924.”"—A. S. Kreider. 

Report of the resolutions committee. 

Unfinished business. 

Adjournment. 


2.00 P.M.—Meeting of directors. Election of 
officers. The result of the election 
to be announced in the evening. 

8.00 P.M.—Men’s entertainment. Smoker and 
boxing; buffet luncheon. Ladies’ 
banquet and card party at Green- 
hill Farms. 
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No. 5014—-Double Top Shee Stands 
Equippe! with three-way coupling that 
allows adjustment of the shoe top at any 
desired angle. Made in heights of 12, 18, 24, 
or 30 inches, respectively. 


No. 5016 Three-Legged Tabourette 


A table with three tops; oval shape. Gothic 
design. Height of sections, 16 inches, 26 
inches and 36 inches, respectively. Size of 
ova!'s are 9 x 13 inches. 


GOTHIC 


* Dignified, attractive, and neat appearing is 
the Gothte Design, with octagon shaped taper- 
ing standards and graceful three-cornered 
hase. Tops of plateaus conforming to the 
general lines of the design, give them an ex- 
tremely graceful and unusual appearance that 
balances out completely the lines of the well- 
proportioned design itself. 


BOOTH 2 
P.S. R. A. Style Show 
Lulu Temple - - Philadelphia 


Pride of ownership and appearance 
is typical of good looking windows. 
Your merchandise is worthy of the 
best setting possible, for it brings 
good results in sales from a dollar and 
cents standpoint. 


Every progressive store owner is 
pleased with a neat and attractive 
appearance, with every detail of his 
organization, for it helps speed busi- 
ness along. 


It is difficult to imagine a _ store 
without display windows—and _in- 
asmuch as a store is judged by its 
windows first, any effort to make 
them highly attractive pays good 
results. 


Display Fixtures play an important 
part in the setting you wish your 
shoes to make when on display. 


We have a complete book describing 
fully, correct styles in widow Dis- 
play Fixtures. The Shoe Book is 
yours for the asking. 


HughLyons & Company 


Lansing, Michigan 


SALES OFFICES: 
New York—35 W. 32nd St. 
Chicago—217 W. Jackson Bivd. 
Baltimore—1! N. Eutaw St. 
Boston—52 Chauncy St. 


No. 5005—Plateau 


8 inches high, 10 x 18-inch top 


No. 5002—Flower Vase 
With 4-inch base, 12 inches high 


No. 5006—Pedestal 


12 inches high; 7-inch base, 9- 
inch top. 

18 inches high; 8-inch base, 10- 
inch top 

——— h 


nigh: 9-inch base, 12- 
inch top. 


No. 5021—Hosiery Drape 
Stand 


A convenient fixture from which 
hosiery can be attractively 
draped for display in the win- 
dow. It has a 24-inch standard 
with two 6-inch side arms. Base 
of the standard is 7 inches. 
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INNOVATION IN SMART STYLES 
WITH SPECIAL LASTS FOR 
GROWING GIRLS ARE OUT- 
STANDING FEATURES OF 


SHOE S ano 
SANDALS 


The finest Stitchdowns for Growing -% 
Girls now being made, full of Style 
and Character. 


They are -COMFORTABLE—GOOD 


LOOKING and STAND UP UNDER 
THE HARDEST USAGE. 


The RAUCRAFT LINE OF SHOES and 

SANDALS will be featured at the Tenth Annual 
Convention and Exposition of the Pennsylvania Shoe 
— in Philadelphia, January 21, 22, 23 at 
oot : 


The styles featured are unusual 


and the prices are reasonable. 
s 


RAUCRAFT SHOES for growing girls come in all 
popular shades and leathers— representing the newest 
ideas for Spring. They possess the good looks of an 
expensive shoe, at popular ‘“‘sales- building” prices. 


See our leading numbers here 
illustrated or write us for samples 


S. RAUH & COMPANY 


310 Sixth Avenue New York, N. Y. 





Dealer influence is secured thru advertising in tne bout and Snve Kecorder. 











82 BOOT AND SHOE RECORDER January 12, 1924 


FOOTWEAR OF DISTINCTION, 


The Famous 


Weber 


Shoe » for Neen 








An example of footwear fashioning 
that is truly representative of the 
House of Lax & Abowitz, where 
buyers can always depend upon 
getting the utmost value in Design, 
Materials and Craftsmanship. 
Shown in Patent Colt with Green STYLE 976 
Kid Piping. 16/8 Spanish Heel. ag 4° 7 
Modified French Toe. Bleached Cal 1 cine. 
vel last. Price... $4.75 


Our Complete Spring Line Terms 2930; net 60 


will be on display 
at Booth No. 31 A Postal Card 
during the 
ANNUAL CONVENTION will put you in touch with our 


OF THE salesman if you want the best 

: line shown today to retail at 

PENNSYLVANIA RETAILERS $6.00 and $7.00 Calf shoes with 
ASSOCIATION —JAN. 21 to 23 '  golid counters and Rock Oak 


LULU TEMPLE soles. 
PHILADELPHIA 
Some pretty shoes to retail at 
Our Mr. J. Abowitz will be in at- $5.00 
tendance and all buyers present are asaild 
invited to come in and inspect the 
line. 
Our Line will also be on display at the Weber Bros. Shoe Co. 
HOTEL ADELPHIA North Adams, Mass. 


New York Office, H. Harris, 1328 Broadway, 
tz Marbridge Building 


MANUFACTURERS OF 
LADIES’ HIGH ‘GRADE TURN 
FOOTWEAR 
FACTORY AND SHOWROOM 
17 SMITH STREET, BROOKLYN, N. Y. jj 


UNION MADE BY 
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In Booth No. 14--Pennsylvama Shoe Retatlers 
Association (onvention--Philadelphia 


Growing! Growing!! Growing!!! 


Every day brings us orders from new customers and reorders from 


old ones—WHY? 


Lynco Muscle Building Sponge Rubber Arch Supports 


are scientifically designed to remedy the causes which bring 
about foot troubles. They are Non-Metallic, manufactured 
from specially compounded sponge rubber encased in high- 
grade leather—consequently they are springy, yielding, 
resilient, and comfortable. 


Lynco Muscle Building Sponge Rubber cArch Supports 


are the only supports that follow every movement of the 
foot, and allow free muscular action and normal circulation. 


Lynco Muscle Building Sponge Rubber Arch Supports 


contain no metal or other rigid material, are sanitary, and 
average less than five ounces to the pair. 


Lynco Muscle Building Sponge Rubber eArch Supports 


are the best and most satisfactory supports on the market 
today. 


Lynco Muscle Building Sponge ‘Rubber Arch Supports 


have been used and recommended by the leading physicians, 
chiropodists and shoe experts in the country for more than 
ten years. 


Write for Catalogue and Prices 


KLEISTONE RUBBER CO., Inc. 


WARREN, RHODE ISLAND 
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SSSoeeoooosoooegogoooeoos Sooo aaoaoor 


BOOT AND SHOE 


A New Shoe 


That Will Keep 
You Thinking 
and Ordering 


SUM-~-SHU? 


Will Be Displayed 
at the 
Philadelphia Convention, Jan. 21-23 


BOOTH NO. 12 


Philadelphia Shoe 


Travelers Section 


Our Lines Will Also 
Be Shown At 


HOTEL VENDIG 


13th & Filbert Sts. 


A Visit Will Be 
Worth Your While 
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Bond Shoe®, 





Manufacturing ::: Wholesalers 
132 Duane St., New York 


Pittsburg Office Philadelphia Office 
Blackstone Bldg., 345-5th Avenue 32 N. 3rd Street 
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f SHOE INDUSTRY 


“DAISY” 


Made in all com- 
binations, on any 
last, with any heel 
or toe. 


You Will Remember 
Franklin's Saying: 


“——as we enjoy great advantages 
from the inventions of others, we 
should be glad of an opportunity 
to serve others——.” 


We heartily agree with Franklin’s thought. 
And, as we enjoy many advantages from 
your “inventions” to improve business, we 
are glad to serve you through any “inven- 
tion” of ours. - 


For instance, some of our new models for 
Spring. 


You will see them at the 
HOTEL ST. JAMES, PHILADELPHIA 
January 21-23 
and 
AT THE COPLEY PLAZA, BOSTON 
January 15-16-17 


B ENJAMIN ROTHMAN Inc. 
Designers and Builders of 

WOMENS HIGH GRADE FOOTWEAR 

43-TO-47 -WEST - 167- STREET-NEW: YORK 
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the Experts Say 


about the 


Converse 


JOE FOGARTY, Head Basketball Coach, - Yale 
University, winners of Eastern Intercollegiate 
Championship, 1923: “ Your Hickory is the best basketball 
shoe that has come to my attention in the past twenty years. 
It is a pleasure to use a shoe that combines in such degree 
lightness in weight, perfect traction, and excellent wearing 
qualities.”’ 


NAT HOLMAN, Member of the ‘“‘Original Celtics” 
of New York City and Coach of C. C. N. Y.: “J have 
been using your Hickory basketball shoe and it_js unquestion- 
ably the most satisfactory one I have ever use : I recommend 
it highly to all professional and collegiate players.” 


NELS NORGREN, Varsity Basketball Coach, 
University of Chicago: “For lightness and ability to stick 
to the floor, the Converse Hickory shoe is the most satisfactory 
I have ever used.” 


“HICKORY” 


the new crepe sole basket- 
ball shoe that is meeting 
with universal approval 
wherever it is being tried. 


" Prof. C. W. SAVAGE, Director of Athletics, Oberlin 
College: “We have tried out your Hickory shoes and believe 
them to be the best on the market.”’ 


W. L. CHILDS, Basketball Coach, New Trier H. S., 
Kenilworth, Ill.: “Jn over twenty years of playing and 
coaching experience, I have never used a basketball shoe that 
was equal to your Hickory.” 


C. N. AMIOTT, Basketball Coach, Fitchburg, 
Mass., H.'S., 1923 Champions of New England: “/ 
have tried your Hickory shoe and have found it to be the most 
satisfactory shoe I have come in contact with in a number of 
years. 





With recommendations like these, you can sell the 
**HICKORY” with the least possible sales effort and 
with the assurance of maximum satisfaction for 
your customers. Get acquainted with “HICKORY”’ 
NOW. 


(onverse Rubber Shoe ©. 


FACTORY AND GENERAL OFFICES, MALDEN, MASS. 


iF IT ISNT Converse. IT ISNT THE BEST. 
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BOOTH 23 


—at the Philadelphia 
Convention of the 
Pennsylvania Shoe 
Retailers’ Association, 
January 21st to 23rd, 
is where you will find 


us, awaiting you with 


pA - WA gS WA aS Wh PS WA 


Our 
Brand New Spring Line 
of 
Women’s e& (Children’s 


Footwear Novelties 


f a A ag WA a 


In attendance: 
Mr. A. W. Copianp of New York 
Mr. I. Witson of Philadelphia 
Mr. Harry KLEIN of Scranton 


=) 
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159 Duane St., NewYork City 


Sole Manufacturers and Distributors 
of Dr. Copland’s Health Shoes 


Biya aaaway 


January 12, 19% 


HARD TOE BALLETS 


“Foot Lite”’ 
Ballet 
Slippers 
IN STOCK 


B, C and D Widths 
Satins on Order 


SUPERIOR PRODUCT THROUGH 
LONG EXPERIENCE 


SOFT TOE BALLETS 


No. 601—Black Glazed Kid 
Ry Os ows vévesd $1.35 
es aa ann waemaie 1.40 

MEN. > sacegmuen 1.50 
C and D Widths 
Whice Kid to Order 





Ha t and left last Ballet Slippers? If 
Stave vo ewan OP Se uae madd d paiee bile 
Slipper style. 











BROOKS SHOE MFG. CO. 


1731-41 N. 6TH ST. PHILADELPHIA 








The PECK Shoe 


No. 860 


IN STOCK 


MARTIN’S GENUINE IMPORTED SCOTCH 
GRAIN COLLEGE OXFORDS ~ ww 
Two Real Sales Getters 


Overweight “A” Quality Leather Soles. Bleached Calf Lining 
Peck Standard of Shoemaking 
No. 860—Tan Imported Scotch Grain College Ox. Coach Last 
No. 861—Black Imported Scotch Grain College Ox. Coach Last 
Sizes & Widths: B 6-11, C 5-11, D 5-11. 


PRICE $6.10 


Order Now to Have on Hand for School and College Trade 


FREDERICK Ss. = | 





Thomas Street 
WORCESTER, MASS 
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MASTERPIECES BY THIE 


MACKEY SHOE CO., Inc. 


BROOKLYN N. 
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“ HYACINTH” 











GOOD TASTE IN FOOTWEAR 


The coming of Spring once again heralds the return of the ever popular sandal, with thedemand “this[year 
appearing even stronger than before. 


The “Hyacinth,” orz‘of our sandal favorites, portrays the essenze of good taste in footwear design. Just 
enough to give it that touch of fascination, but always with a sense of t. These qualities, combined 
with masterful shoemaking, for which Mackey Shoes are known, should]give it particularly strong sales value 


The Mackey Spring line for 1924 will be shown during the annual convention of the Pennsylvania Shoe Re- 


tailers’ Association, at Philadelphia, January 21st to 23rd, at the Hotel St. James, by our Messrs. M. J 
Brennan and F. Aubé. 








Office and Factory 
526 Marbridge Bidg € > 482-500 Driggs Avenue 
New York The World Furns Toward) these Brooklyn MasterIurns Brooklyn, N. Y. 
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PATENT LEATHER PEARL ELK 


STITCHDOWN 
SANDALS 
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“The Hollywood” 


Convertible—may be worn as shown 
or with strap under instep. 


BATHING SHOES 


ALL RUBBER | 
ALL COLORS | 
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Spats—in All Grades— 


for Immediate Selling 

a 

Everything in Findings and Supplies 
for the Retail Shoe Store 











Here are a few of hundreds of reasons why 
you should pay our house a visit when in 


Philadelphia—Remember that for many years | 


SSS Sy ————— 


our policy has remained unvaried and is rep- 
resented by this phrase 


“THE PRICE IS RIGHT” 


) 
LAING, HARRAR = CHAMBERLIN 
J 





[ 43 N. THIRD STREET : : : PHILADELPHIA 
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Getting More Shoes Sold R ight 








CHICAGO 


New Year Starts Well 


Advent of Real Winter Weather Serves as Great Stimulus to 
the Demand for Rubbers and Overshoes 


URING the week ending January 5 
D winter arrived in Chicago witha ven- 
gence—and retail shoe merchant, whole- 
saler and manufacturer alike commenced 
ihe new year with a fresh supply of opti- 
mism. With the thermometer hovering 
around the “‘ten above” mark during the 
early part of the week and down below 
zero on Friday night and Saturday, those 
merchants who had begun to feel down- 
cast over the fact that they had on hand a 
large stock of overshoes and warmth foot- 
wear generally, ate now too busy fitting 
them and selling them even to wonder at 
this sudden favoritism of the weather man. 

With only slight uncertainty as to what 
styles and leathers will be popular for 
spring, the present outlook for 1924 is 
excellent. 


Sold 10,000 Pairs Overshoes 


Jack Cohen, assistant manager and 
buyer of the shoe department at Mandel’s 
Department Store, reports a heavy volume 
of business on overshoes. “‘During the last 
two months,” says Mr. Cohen, “we have 
sold more than 3,000 pairs of galoshes and 
most of them went this week. Motor boots 
are in large demand also. Colonials con- 
tinue to be popular and indications are 
that they will be good next season as well. 
We sell a great number of them with 
hammered sterling silver 
buckles.” 


brass and 


Sales Increase 18 Per Cent 

Carl Burgstahler, manager of Foster's 
store at 115 N. Wabash, says that the 
Foster stores show an increase of 18 per 
cent for 1923 over 1922. They are still 
doing a fine volume of business on Colonial 
patterns. 

One of the windows is very attractively 
decorated to display footwear for those 
going South. An attractive show card in- 
Vites one’s attention to the “Latest Sum- 


” 


merland Styles.”” The display includes 
white kid Colonials, straps and oxfords, 
some of which are artistically t1immed in 
patent leather. The oxfords are featured 
both with crepe and ordinary rubber soles. 
White ribbed silk hose are shown to match. 


Good Feet Are Scarce 


The Chicago Herald and Examiner re- 
ports the following interview with Miss M. 
Florence Lawson, director of health educa- 
tion at Central Branch Y. W. C. A., 59 E. 
Monroe Street: “Only one out of 900 girls 
in Chicago has really good feet. The other 
899 have acquired either external or inter- 
nal foot troubles through the wearing of 
the wrong kind of shoes.’’ Miss Lawson 


examined the feet of girls enrolled in the 
health education classes. 


Outgrows Office Space 

The Hecht Fixture Company, with head- 
quarters in the Medinah Building, Chi- 
cago, announces the removal of its New 
York office from its former location at 70 
W. 36th Street, to quarters at 16 W. 31st 
Street. This is due to the business having 
grown to such proportions that greater 
office space was necessary. E. S. Hecht, 
brother to M. F. and Jacob Hecht of Chi- 
cago, is the New York manager. 


W. C. Calvin Resigns 


William C. Calvin, treasurer of the Rice 
& Hutchins Chicago Company, resigned 
January 1, after 29 years of service. His 
loss will be keenly felt by not only co- 
workers, but by the trade in general, 
Joseph L. Proctor succeeds Mr. Calvin 
and has had 32 years of experience with 
the company as former sales manager. 





CINCINNATI 


Good Tone to the Trade 


Style Situation in Women’s Shoes Shows No Change—Men’s 
Business on Fair Basis’ 


ITH the close of the week ending 

January 5 retail merchants ex- 
pressed satisfaction with the result of the 
business done in the first week of the new 
year. There is no change in the style situa- 
tion. Men are showing interest in oxfords 
and high shoes on an equal basis. 


Smith-Kasson Company Ex- 
pands 


Business expansion planned by the 
Smith-Kasson Company during 1924 calls 
for the taking over of two buildings adja- 
cent to its present store at Fifth and Race 
Streets and the addition of several depart- 
ments to its business. 

With the taking over of these two stores 
adjoining the present structure occupied 
by the company, which will afford addi- 


tional floor space of 15,000 square feet, the 
Smith-Kasson store will be completely re- 
modeled by a gradual progressive process 
which will permit business to be carried 
on as usual throughout the alterations. 
The Smith-Kasson Company was organ- 
ized in 1895 as a store selling men’s, 
women’s, and children’s shoes, and since 
then has developed through various 
stages and additions into one of the largest 
department stores in Cincinnati. 


Article on Fitting Room 


The current issue of The Fool-Saver 
Magazine, monthly house organ of the 
Julian-Kokenge Company, contains a 
splendid article on the fitting room oper- 
ated by this company. Accompanying the 
article is a fine picture of one-half of the 
fitting room. This is one of a series of arti- 














Advertising Shoes for 
Southern Wear 


An appeal through the daily 
newspaper is being made by the H. 
and S. Pogue Company to those 
women who are going South to 
spend all or a part of the winter 
season. Included in the footwear 
that is advertised are white buck- 
skin oxfords with low heels, white 
kid oxfords with walking heels and 
white kid strap slippers and san- 
dals, with either low or high heels. 
White linen oxfords with welt soles 
and walking heels are being offered 
among the fine footwear for south- 
ern wear. Another featured shoe is 
the sport oxford of cream elk leather 
trimmed in tan or black, with rub- 
ber soles. White reignskin cloth 
strap pumps are also a number that 
is going over well. 











cles on “Little Journeys Through the 
Julian and Kokenge Company’s Factory.” 


Florsheim Store Sale 


The Florsheim Shoe Company, 527 
Vine Street, recently opened semi-annual 
sale of men’s footwear. The Florsheim 
shoe is being offered to the public at $8.85. 
Included in the sale are all of the latest 
type men’s shoes. These twice-yearly sales 
conducted by this company always at- 
tract the attention of discriminating buy- 
ers in Cincinnati. 


H. D. Minces Retires 


H. D. Minces has retired from the firm 
of Altman and Minces, shoe wholesalers. 
In the future the business will be conducted 
under the name of Altman Brothers with 
Ed. E. Altman and I. Altman heading the 
firm. The business will continue to be con- 
ducted along the same policies as in the 


past. 


Shoe Company Incorporates 
for $250,000 


An announcement of great importance 
to the shoe manufactming industry of 
Cincinnati was made during the past week 
when it became known that the Stanley 
Duttenhofer Shoe Company had been in- 
corporated for $250,000 and will begin the 
manufacture of women’s shoes approxi- 
mately February 1. 

This new company has acquired about 
27,000 square feet of factory space at 1401 
Plum Stceet where three floors will be 
occupied. The factory is ideally situated 
for the manufacture of shoes and is a 
structure that affords plenty of light 
throughout. The factory will produce 
medium grade welts and turns. 
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Stanley Duttenhofer, president of the 
new concern, is the son of John Dutten- 
hofer, former president of the Val Dutten- 
hofer Sons Company, and a grandson of 
Val Duttenhofer. He was long associated 
with his father in the Val Duttenhofer 
Sons Company until this company was 
merged with a number of other Cincinnati 
fag ories last spring in the United States 
Shoe Company. Mr. Duttenhofer comes 















from a family which has been affiliated 
with the shoe manufacturing industry of 
Cincinnati for years and he has learned the 
shoe manufacturing business from the 
ground up. 

The company will concentrate its ener- 
gies on turning out women’s medium grade 
welts and turns. It is expected that the 
actual making of footwear will get under 
way by February 1. 





MILWAUKEE 


Rubber Merchandise Sells Freely 


Snow and Cold Weather Stimulate Sales of Overshoes and 
Rubbers to an Encouraging Degree 


RRIVAL of snow on the wings of 

zero temperatures accomplished won- 
ders for Milwaukee shoe merchants during 
the early January days in the way of 
moving stocks of four-buckle overshoes 
and rubbers. Overshoes sales were es- 
pecially stimulated through the heavy 
snowfall which piled up snow toadepth of 
several inches on sidewalks and which 
was rapidly drifted by winds and later 
melted into slush by a let-up in the cold 
spell. Overshoes selling from $2.95 to 
$3.75 were most popular and in this price 
range the bulk of sales took place. Al- 
though the greatest part of the overshoe 
business will be transacted during the 
present week, merchants look for good 
intermittent business in this line during 
the entire month of January. 


1923 Proved a Good Year 


Merchants completing an analysis of 
business for the year just ended are almost 
unanimous in reporting good business for 
the period. In general, 1923 volume was 
on a par with that of 1922, going ahead in 
some instances, and falling behind in 
others. Lack of cold weather and the non- 
appearance of snow until after the holidays 
made the overshoe business a nonentity 
until early January, thus swinging the 
entire bulk of this business into 1924, in- 
stead of 1923. The fact that the total 
business for 1923 was equal to that of 1922 
despite the lack of this business, indicates 
that business in the regular leather foot- 
wear was ahead of last year, during 1923. 

S. J. Brouwer, head of the S. J. Brouwer 
Shoe Company, one of the largest ex- 
clusive shoe stores in the city, reported 
that business for the year was well up to 
1922 in every department except rubbers 
and overshoes. Max Diamond, president 
of the Diamond Shoe Company, operating 
a chain of retail stores in Milwaukee and 
Wisconsin, turned in a similar report. Jos. 
Klawitter, manager of Florsheim’s Mil- 
waukee branch is highly optimistic over 
the outlook for 1924, predictng that it 
would be a banner year in Florsheim’s 
Milwaukee history. 








Know Merchandise, Ivey 
Says 


“Know the merchandise; know 
the customer; and know yourself,” 
was the advice given to Milwaukee 
sales people by Dr. Paul W. Ivey, 
professor of marketing at the Uni- 
versity of Nebraska, and author of 
several standard text books on 
salesmanship, in an address before 
Milwaukee salesmen at the Hotel 
Pfister. “‘Creative salesmanship is 
the big thing. I don’t believe in talk- 
ing of competitors, but in selling the 
merchandise. The man you like to 
talk to is the man who gives you a 
broader view and who shows you 
how to increase profits,” said the 
professor in discussing the welcome 
accorded traveling salesmen. 











Shoe Company Leases 
Building 

The Ringness Shoe Company of Stevens 
Point, Wis., has leased the building occu- 
pied by Young’s Shoe store at 417 Main 
Street and will open for business in that 
location about January 15. The store at 
112 South Third Street, now occupied by 
the Ringness Company will be for rent. 
The Ringness Company has been at the 
old location for more than 21 years and 
moved from it to expand properly in 
larger quarters. The stock of the Young 
store is being sold out of town and Mr 
Young is retiring from business. 


Open Racine Branch 


Feltman & Curme, operators of a chain 
of national shoe stores with branches in 
58 principal cities of the United States, 
have opened a store in the Arcade Build- 
ing, 423 Main Street, Racine, Wis. R. D. 
Feltman, son of C. H. Feltman of the firm, 
is the divisional superintendent of the 
North Shoe region and M. E. Fiedler, 
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Jenkins Re-Elected 
President 


Albert T. Jenkins was re-elected 
president of the Milwaukee Shoe 
Retailers’ Association at the annual 
meeting on Jan. 3. Other officers 
chosen include: Charles Collar, 
vice-president; W. F. Wuerl, secre- 
tary; Joseph A. Schumacher, treas- 
urer; and the following three-year 
directors: Frank Kuczynski, Charles 
Bertler, and Joseph Klawitter. 
William Graebel was chosen director 
to fill the unexpired term of Charles 
Collar, elevated to the vice-presi- 
dency. . 

Reports of officers made at the 
meeting showed that the association 
enjoyed a prosperous year in 1923, 
and that everything points to a 
successful season in 1924. 

Discussion of several trade evils 
were discussed. Particular stress was 
laid on the conducting of sales in 
Milwaukee by reputable shoe firms 
who do not use their names in 
connection with the sales. Con- 
demnation of this practice was 
emphatic. The next meeting of the 
association will he beld on Feb. 7, 
at the Association of Commerce 
headquarters. 











from the Milwaukee branch of the com- 
pany, will be manager of the new store. 
Men’s and women’s shoes, slippers, rub- 
bers and hosiery will be carried by the 
new store. 


Clearance Sales Numerous 


Following the heavy holiday business 
and the strong immediate post-holiday 
volume Milwaukee shoe merchants took 
stock of broken lines and odds and ends 
in their stockrooms and on their shelves 
and promoted clearance sales. Among the 
most important of the sales were those 
held by the Walk-Over Shoe Store, and 
the Nunn-Bush Shoe Store Inc. 


Anticipates Big Business 


Employment of 75 persons and an out- 
put of 2,000 pairs of shoe “fittings” or 
uppers is anticipated within a year by 
officers of the newly-organized Monroe 
Shoe Fitting Company which began 
operations on January 1. Complete shoes 
will also be turned out by the plant, the 
Volume to depend upon the demand. 
Officers of the new company. which is 
capitalized at $25,000 are S. N. Darling, 
formerly with the Palma Shoe Company, 
Waupun, president; Henry Hogan, Evans- 
ville, vice-president; E. C. Corning, 
Milwaukee, secretary, J. B. O’Meara of 
Monroe, assistant secretary and M. J. 
Knight of Monroe, treasurer. 
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ST. LOUIS 


First Month Starts Off Well 


Clearing Sales and Advent of Extremely Cold Weather Stim- 
ulate Trade in Shoe Stores 


January clearing sales in a 
majority of shoe stores made their 
appearance during week ending January 5. 
Good values were offered. The results 
reported were good. One large department 
store reported that the sales each day 
during the week showed an increase over 
the same period of a year ago. Other 
stores were having a similar business. 

The weather turned extremely cold 
starting New Years day and on Friday 
and Saturday the mercury dropped to 10 
degrees below zero. Saturday found more 
business than anticipated and there was 
an unusual rush for spats and wool hosiery. 


January Promises to be Good Month 


There has been some response to the 
advertising featuring merchandise at a 
price. This has been especially true in 
stores that have a reputation for quality 
footwear. From all indications the Jan- 
uary cleanup will eliminate the possibility 
of carrying over any unsalable merchan- 
dise. Merchants have gone after the busi- 
ness vigorously with increased advertising 
space and the reports indicate good 
response. 

All styles are being asked for in the sales. 
The new Puritan pumps which are not in 
the clearing-sales have had little demand 
up to the present time. Most stores are 
showing them in patent as well as dull 
calf. 


To N.S. R. A. Convention 


The St. Louis Shoe Manufacturers’ and 
Wholesalers’ Association_will go to the 
N.S.R.A. Convention in Chicago in a 
special train over the C. & E. I. R. R., 
leaving St. Louis at midnight, Saturday, 
February 9. Letters are going out to the 
retail shoe merchants throughout this 
territory asking them to join the St. Louis 
contingent via St. Louis. Open house will be 
held at the Jefferson Hotel Saturday, all 
day where merchants are asked to make 
their headquarters during their stay in St. 
Louis. Julian Samuels is in charge of the 


train and hotel accommodations, and O. A. 
James will direct the management of the 
booths at the convention. Frank Mahler 
will have charge of the entertainment 
during the open house session at the 
Jefferson. 


International Shipments 
$109,922,738 


With net sales of shoes and other manu- 
factured merchandise amounting to $109,- 
922,738, in the fiscal year ending, Novem- 
ber 30, 1923, the International Shoe Com- 
pany earned an operating profit of $9,- 
424,587, and a net income of $10,298,641 
after the inclusion of miscellaneous earn- 
ings, the deductions of interest charges 
and the provision of $1,405,347 for income 
taxes. The annual report to the stock- 
holders of the company was issued here 
this week by President Frank Rand and 
Chairman of the Board, Jackson Johnson. 
The statement to the stockholders by the 
officers describes the company’s expansion 
during the year as well as the conditions 
under which operations were carried on. 
“From our standpoint,” it concludes. 
“The conditions of the country as a whole 
are not unfavorable, and we anticipate 
conservative healthy flow of business 
based on sound values and free from 
harmful influence either of speculation or 
depression.” 

The balance sheet as of November 30,- 
1923 shows total current assets of $50,- 
766,144 and total current liabilities of 
$9,793,690, which compares with current 
assets of $46,595,342 and current liabili- 
ties of $10,787,752 a year before. Current 
assets on November 30 consisted of cash 
$2,194,475 notes and accounts receivable 
$17,541,250; manufactured merchandise 
$15,229,672; and raw materials and mer- 
chandise in process $15,800,746. Current 
liabilities included notes payable $3,473,- 
610 officers and employees balance, etc., 
$617,580 reserve; for income taxes $1,- 
600,000. 





CLEVELAND 


New Year Commences Well 


Shoe Merchants Favor Dainty Patterns in Ordering for Late 
January Delivery 


ERCHANTS who have balanced 
their books for the holiday trade 
in this city report it established a new 
record. The buying probably was not so 
long extended as in previous years. While 


it did not start as early as formerly, yet 
when it got under way merchants in all 
retail lines were surprised at the volume. 
Shoe merchants shared in this trade. 
The stocks that are being advertised are 
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Shoe Stores Showed 
Satisfying Increases 


Estimates as to the volume of 
business in retail shoe stores in 1923 
as compared with 1922 place it from 
15 to 25 per cent greater in 1923. 
Some of the larger down town 
stores report their volume in cash 
transactions was 25 per cent in ex- 
cess of the figures in 1922. 

The merchants in the outer 
sections of the city as a rule had a 
steady flow of business throughout 
the year. It was on the average a 
satisfactory 12 months for them. 

















not so heavy and the average merchant 
came through the holidays in very good 
shape so fac as size of stocks is concerned. 

As for 1924, the merchants are being 
given plenty of encouragement by the 
local bankers. President C. E. Sullivan of 
the Central National Bank says that 1924 
prospects look good to him. With more 
stability in merchandise prices, manufac- 
turers and merchants will be more willing 
to prepare for business in volume. 

Sullivan says he does not look for a 
boom in 1924, and a boom is about the 
last thing that merchants should look for. 
When one comes along, the sensation is 
pleasant while it lasts, but when it is over 
there is always a shock that is most dis- 
concerting. Such influence as ever inci eas- 
ing population, demands for better and 
better living conditions, and increased 
transportation facilities will help make 
1924 a sound, stable and healthy one for 
trade. 


Volume in 1923 Shows Appreciable Gain 


While the volume of retail trade in this 
city generally in 1923 was above that for 
the year 1922, yet in the closing months of 
1923, merchants felt a tapering-off. It 
came along with a decrease in the number 
of employees on the factory pay rolls. The 
peak of production was reached in this city 
last May and since that time it has steadily 
dropped. The records at the close of the 
year were not of a startling character, 
however. 


Favor Novelty Patterns 


Merchants who have given orders 
recently for late January delivery are very 
strong for novelties, and for patterns that 
are pretty and dainty. Cut-out patterns 
are extremely popular and so are oxfords. 
Satins and patents are going to have 
another good run in late January and 
February, according to predictions that 
merchants here are making. 

As for the present, many women stocked 
up at the inventory sales that started after 
Christmas. They also wanted the cut-out 
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patterns, Black satins and patents were 
the favorite colors, while with men the 
tans were sold to better advantage. 


Schreiber Succeeds Moore 


George L. Moore has relinquished the 
Cleveland agency of the Brown Shoe Co., 
of St. Louis, and he has been succeeded by 
Herman L. Schreiber, formerly with A. C. 
Winkelman, of the Friedman, Shelby 
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branch. Charles Gottlieb, who has been ia 
the retail sales here, has succeeded \Vtr. 
Schreiber with Winkelman. Moore has 
gone to the main office in St. Louis. 
Schreiber has taken up offices at 376 The 
Arcade with a complete line of the 
Hamilton-Brown Shoes. 

When he was about to retire from the 
Winkelman staff here Mr. Schreiber was 
presented with a belt buckle. It was given 
as an appreciation of loyal service. 





DETROIT 


Good Sales on Evening Slippers 


Shoe Stores Hold Sales as a Step to Increase Business—Black 
Satins with Buckles Very Popular 


OME retail shoe stores announced 

sales immediately after Christmas 
day as a measure to stimulate shoe buying. 
The closing of 1923 marked an unsatis- 
factory year as a whole for the shoe stores 
here. Merchants are eagerly looking for- 
ward to a prosperous 1924 in the shoe 
stores. 

Evening slippers are selling much better 
in proportion to other types of women’s 
shoes. Silver brocades have proven the 
most popular numbers, while gold and 
Persian effects have been favorably re- 
ceived. Black satin strip pumps are having 
a comeback at Fyfe’s, according to Ross 
D. Filion, manager of the women’s high- 
grade shoe department. Black satin with 
rhinestone buckles in contrast are in good 
demand. 

In spite of the general feeling that busi- 
ness should have been better during the 
year just past some stores report a good 
year’s business. This is no doubt due to 
unusual conditions within these stores and 
must be considered as the exceptions to 
the rule. 

New Shoe Department 

An attractive and most convenient shoe 
department was opened recently in 
Bedell’s new store. The department occu- 
pies the entire second floor of the building 
erected and occupied by this new store. It 
is under the management of Charles L. 
Thompson, until now manager of the C. H. 
Baker store. 

The floor is covered with a heavy pile 


carpet of taupe shade, the fixtures and 
wall cases being of American walnut in 
natural finish. A hosiery department is 
installed on this floor in addition to the 
main hosiery department on another floor. 

The price range of the lines carried runs 
as follows: $7.50, $10.00, $12.50, $15.00. 


Many Pumps on Display 


There are more pumps shown in the 
windows at present than for some weeks 
previous. At the I. Miller, Inc., shoe 
department of Russek’s a large proportion 
of the lines on display at this writing, are 
of the pump order, some having small 
tongues, some Colonials. Cut-out effects 
over the instep were prominent. 


Refers to “Success Road” 


Carrington’s, Inc., used a very eective 
method of remembering its customers, and 
at the same time reminding them of the 
store by mailing a New Year’s card printed 
in colors. The picture represented a happy 
man with his grip tramping away on 4 
road marked “Success.” The message 
read: “‘Here’s hoping you'll travel so far 
on the road of good luck during the New 
Year that you'd wear out a million pairs of 
shoes if you tried to come back.” 


New Hanover Store 


There will be another anover Hshoe 
store in February, at 612 Woodward 
Avenue, the third in the city. 





SAN FRANCISCO 


Black Patterns for Women 


Strap Models in Suede, Satin and Patents Sell Freely—Re- 
port on Early 1924 Styles 


UYING in the retail shoe stores 
immediately following the holiday 
period was better than most of the mer- 
chants expected. Trade in women’s dainty 


patterns was good. Evening footwear sold 
well and there is strong indication that 
this type of shoe will sell well for the re- 
mainde;: of the winter season. Black strap 
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models in suedes, satins and patents seem 
to be favored by women. 


Rosenthal Leases Store 


The lease of I. L. Rosenthal, shoe mer- 
chant, to the Woolworth stores organiza- 
tion, is for a period of 10 years. The store, 
known as Rosenthal’s Inc., is one of the 
most impressive shoe stores in the retail 
shopping district. It is at 151 Post street, 
just opposite the White House. Rosenthal 
held the lease from the Crocker Estate 
Company under an annual $50,000 rental. 
He sublet it to the Woolworth agencies 
for $72,500 a year with the consent of the 
Crocker Estate Company. No statement 
is forthcoming regarding the future plans 
of the firm which was founded by I. L. 
Rosenthal 44 years ago. 

Women’s Styles for Early 

1924 


As a measure‘to aid retail shoe merchants 
“to more correctly analyze in the light of 
local conditions the official style report of 
the National Shoe Retailers’ Association, 
a questionnaire based on this report was 
sent to merchants. The California Shoe 
Retailer’s Association issued a bulletin, 
headed “Supplementary Comments” 
which treats the shoe styles subject for 
eatly 1924. It follows: 

1. Shoes for morning wear. The tendency 
seems to be stronger towards straps than 
the report indicates. A general average of 
50-50 for the three month period is shown 
with straps gaining strength as the season 
advances. Some emphasis is given to 
colored ooze leather. 

2. Shoes for informal afternoon wear. 
Particular attention is called to the state- 
ment that straps will predominate. One 
retailer emphasizing this point says, 
“They (straps) are the only safe shoes to 
buy.”’ Just “a sprinkling’’ of gore effects 
and Colonials is suggested for the larger 
retailers. A few novelty oxfords will con- 
tinue to sell. Quite a few retailers would 
reverse the order of popularity of materials 
putting satin first and patent second. A 
little more importance is given colored 
suede. 

3. Shoes for informal afternoon teas, etc. 
Most retailers believe that 12-8 boxwood 
heel will be the most popular. None refer 
to full LXV but only to Spanish heels from 
lt to 16-8. Straps will predominate as 
unde: the 2nd classification with a slightly 
increased demand for gores, Colonials, and 
openwork oxfords. More attention should 
be given to colored oozes. 

4. Evening slippers. No further Com- 
ments. 

5. Sport shoes. All retailers think that 
colored buck and suedes and combinations 
will be first with elk and similac materials 
second. All predict an exceptionally heavy 
Sport season. 

6. Men’s and Child:en’s. No additional 
comments. 
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PORTLAND, OREGON 
Black Satins Women’s Choice 


Retail Shoe Business Slower Than Usual and Weather Is 
Blamed as Factor in Retarding Trade 


HOE sales, which made their appear- 
ance at several of the larger stores 
earlier than usual this year, give a fair 
indication of the general slowness of 
season. The weather did not become 
severe enough before the holidays to offer 
the stimulation hoped for in staple lines. A 
number of stores held large pre-holiday 
sales and others announced sales for the 
day after Christmas. 

Holiday functions gave a stimulation to 
merchandising methods and many pairs 
were sold for gift purposes. Gold and sil- 
ver metal cloth slippers vied about equally 
for favor and French brocade proved very 
popular. Black satins continue to lead in 
dress footwear. Suede holds up well, 
especially with trimmings. Black leads in 
demand, but there is a brisk call for dark 
brown. 

The weather has been too mild for 
heavy sales of galoshes or rubber footwear. 


Closing Out Sale 


The Specialty Shoe Shop, 291 Morrison 
Street, is holding a sale to close out the 
entire stock. The fixtures and the business 
are also for sale and will be disposed of as 
soon as the stock is moved. 


New Walk-Over Manager 


P. B. Skidmore, former manager of the 
Walk-Over store on Broadway, recently 
left to take charge of the Walk-Over store 
in San Francisco. Leon J. Bodungen of 





Kansas City, has arrived to take charge of 
the Portland store. Mr. Bodungen has 
been with the Walk-Over Company for a 
number of years, but this is his first trip 
to the Northwest. 


Third Baker Store 

Portland welcomed the third C. H. 
Baker store on December 19, when it 
opened in the new Ungar Building on 
Alder Street. This is regarded as one of 
the finest specialty shop locations in the 
city and the entire building is designed for 
such shops. The C. H. Baker store has 
one entrance facing the lobby and elevator 
making attractive displays a strong draw- 
ing card in this position. 

Old gold and black have been used with 
telling effect to carry out this idea. The 
gold is used on the heavy beamed ceiling, 
carpet and upholstering. 

The hosiery department occupies the 
prominent location to the left of the main 
entrance and is beautifully designed with 
built-in fixtures and a long glass case. 

A feature of the new store is the men’s 
department, which occupies the rear of 
the store and a part of the mezzanine 
floor directly above. The chairs are larger 
and the eatire fittings preserve the mas- 
culine effect. 

O. H. Kirschner, who formerly managed 
the C. H. Baker store on Washington 
Street, is in charge of the new store. 

Glenn Tyler is now manager of the 
Washington Street store. 





LOUISVILLE 


Better Tone to Trade 


Shoe Stores Report Good Business in All Lines Following 
Holiday Season—Good Hosiery Sales 


N improvement over the condition of 

the retail shoe business for early 
December is reported by several shoe 
stores during the period immediately 
following the holidays. There were several 
sales held after the holidays and they 
acted as a stimulus to some degree. 


Retail Merchants to Exhibit 


Announcement has been made of a con- 
solidation of two proposed industrial, 
commercial and retail exhibits scheduled 
to be staged in Louisville this spring, along 
with fashion or style shows. The Greater 
Louisville Exposition selected March 15 to 
23, for a show, and later upon finding that 


the Kosair Temple Shriners, planned a 
similar show, at the same building, and in 
the week previous to the Greater Louis- 
ville show, the dates were changed to 
February 2 to 10 by the latter organiza- 
tion. Later the two organizations got to- 
gether and deceided to combine, and it has 
been decided to hold the affair in early 
March. 


Shoe Club Meeting 


The Louisville Shoe Club held its month- 
ly meeting at the Tyler Hotel on Jan. 8. 
Several committees reported. Plans for 
attending the N.S. R. A. convention at 
Chicago in February were discussed. 








U.S.Boots are Strongest 
pany Where Strainis Greatest United States Rubber Co 


. rCom 
United States Rubber Lo mpany 


To help you sell 
“U.S.” Rubber Footwear 


Eight layers at the toe—eleven back of the heel— 
seven at the ankle—eight over the instep! Here are the 
facts about “U. S.” Boots graphically featured in -an 
unusual store display. 


This large three panelled cut-out is a direct tie-up 
with our national advertising now appearing in the 
thirty-three most important farm papers. 


Display this sign in your windows or store. It will 
identify your store as the headquarters for the “U. S.” 
Line. It will help increase your sales. 


If you have not received your set of display material 
write to our Branch from which you order your “U.S. 
Rubber Footwear. 








United States Rubber Company 


“U.S.” Boots 
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Advent of Winter Weather Stimulates Call 
for Rubber Footwear 


EASONABLE weather in the East, 
West and mid-West sections of the 
country during the past two weeks 
has done much to move the overshces and 
rubbers of the retail shoe merchants. Re- 
ports from various parts of the country 
characterize the change in the rubber foot- 
wear situation as remarkable, inasmuch 
as at Christmas time many stores were 
loaded with rubber goods, due to the long 
period of mild weather and the lack of 
snow. 
Now there is a different complexion to 


the subject, and although the sales of rub-* 


bers and overshoesare still below the excep- 
tional records of last year at this time, 
there is a spirit of optimism prevailing 
concerning the prospects for’ “cleaning 
out” the stocks. 

In the East there was no heavy snowfall 
up to the week ending January 5, but 
there had been a few flurries which 
arrived after Christmas and they served a 
purpose in inspiring the public to seek the 
rubber depaitments of the shoe stores in 
order to purchase rubbers and overshoes. 

Saturday, January 5, was featured by 
snowfall in the East and besides the usu- 
ally good trade in shoes, rubbers and over- 
shoes also sold well. Snow fell all day long, 
continuing until late at night and there 
were many hasty purchases of rubbers by 
those who had left their homes in the 
morning before the storm commenced. 


Sold Over 10,000 Pairs Overshoes 


Proof that the overshoe business is not 
so bad as it was anticipated it would be 
when the early winter season brought 
only mild, summer-like weather, is clearly 
shown by the encouraging statement from 
a merchant of a big western city: “We 
have sold more than 10,000 pairs of over- 
shoes during the past two months, and 
most of them went this week.” (Referring 
to the week ending January 5.) 


Firestone-Apsley Announces 
Changes in Line 


The Firestone-Apsley Rubber Com- 
pany, of Hudson, Mass., in announcing its 
1924 prices, has also issued a pamphlet de- 
tailing changes in its line of rubber foot- 
wear. Some thirty additions have been 
made to the various lines sold under the 
brand names of Firestone, Firestone- 
Apsley, Apsley and Hudson, and are con- 
fined for the most part to the heavier types 
of footwear usually known as storm rub- 
bers, overshoes or arctics and gaiters. 
There have been made, also, a number of 
eliminations, not only in styles, but in 
lasts as well, designed to bring the Fire- 


stone-Apsley line into strict accord with 
style tendencies in all parts of the country. 
Among construction changes which are 
noted are that all men’s plain edge storms 
and overs in Apsley and Hudson brands, 
will be made with fine knurling; all men’s, 
boys’ and Youths’ Ware last will carry a 
larger heel seat, lower shank, lower toe and 
improved fitting forepart; and that heay- 
ier ribs have been placéd in the vamp of 
Firestone brand Lumbermen’s and Sports- 
men’s overs, improving the wear and 
appearance. 

Andrew P. Foss, formerly associated 
with a well-known rubber footwear manu- 
facturer, has joined the Firestone-Apsley 
sales division and will act as Southern 
representative. 


Goodrich Salesmen at Con- 
ference 


A three-day sales conference was re- 
cently held at the Sherman House by the 
Chicago District, Rubber Footwear Divi- 
sion, of the B. F. Goodrich Rubber Com- 
pany. Eighty-two salesmen were present 
with A. C. Kelly, district sales manager, 
in charge. Mr. Rischel, general sales man- 
ager, gave inspirational talks which added 
greatly to the enthusiasm of the confer- 
ence. A nice snow, the first of the season, 
had the desired effect of putting the men 
in a happy frame of mind and if the con- 
ference is an indication of the amount of 
“‘pep” the boys show on the road, it looks 
like a big year for the company. 


New Footwear Articles 


Under the heading, ““New Goods and 
Specialties,” The India Rubber World 
in its issue of January 1 printed brief arti- 
cles concerning an acid and oil-proof rub- 
ber boot and a non-skid rubber tap. The 
text of the article concerning the rubber 
boot follows: ““The boot may be put to 
many uses in chemical plants and indus- 
trial works, mines, garages, etc. It can be 
washed inside and out and dried easily. It 
has no lining. If cut or punctured it can be 
mended as easily as an automobile tire or 
tube.” 

The item pertaining to the rubber tap 
states it is made in black or tan, is water- 
proof, oil and acid proof and is strong 
enough to hold the shoe in shape. It will 
not squeak and takes the stitch like 
leather. 


Optimism Prevails in Buffalo 
In Buffalo, N. Y., where there was a 
feeling of discouragement in shoe circles 


at the beginning of the new year because 
of the protracted period of warm weather, 
there is now a sharp contrast concerning 
the outlook on rubber footwear. A report 
from there issued Saturday, Jan. 5, 
follows: “This cold wave has revived 
the retail shoe merchants’ hopes for a sea- 
son in overshoes closely approaching that 
of a year ago, which was a record breaker. 
The demand for overshoes has become 
brisker with each succeeding day of the 
new year. The flapper, who has heretofore, 
lacked the courage to parade up and 
down the bare sidewalks with unbuckled 
overshoes flapping in the breeze is in her 
element now.” 





Poppe Presents Shoe Style 
Show 


As a measure to stimulate trade during 
the holiday season when many of the 
younger women of the city were at home 
enjoying recesses from colleges, W. H. 
Poppe, proprietor of the Nicollet Booterie, 
Inc., Minneapolis, presented a shoe style 
show. 

The Nicollet is a high grade women’s 
store and possesses fitting surroundings 
for presenting an impressive style show. 
Rich rugs and draperies added much to 
the atmosphere. Invitations were mailed 
to members of the exclusive country clubs. 
The young women were presented in the 
window of the booterie which was fitted 
as a stage, with spotlight and other 
effects. 

In the Poppe store a record is made of 
every sale. A carefully prepared list also is 
being kept of these invitations. By a 
simple manner of tracing, Mr. Poppe will 
be able to determine what new customers 
have been won for the store through the 
fashion show. He plans to present other 
style shows. 





Demand for Help Increases 


Orders came in more freely for help dur- 
ing the latter part of December according 
to Harry Lippart, superintendent of the 
Milwaukee employment office. In the 
women’s division of the employment 
bureau, many requests for girls for factory 
work were received, while in the men’s 
section, a considerable number of requests 
for farm labor, an almost unheard of call 
at this time of year, were noted by bureau 
officials. According to official statistics for 
the week before Christmas, the men made 
585 applications which resulted in 502 
placements, while the women made 362 
applications resulting in 271 placements. 
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Both are I ONY 


and 


Both are GOOD 


TONY 


(Reg. U.S. Pat. Off.) 


BROWN 


ONY BROWN is 


pronounced by most 
buyers of note to be the 
most generally satisfying 
shade of brown which the 
tendency toward this color 
has developed. 


TONY 


(Reg. U. S. Pat. Off.) 


T A N 


ONY TAN is follow- 

ing closely in point of 
demand, although the 
greatest call for it comes 
from the larger cities where 
it is the favorite new color 
with smart dressers. 


TONY RED has graduated from the 
novelty class, and has become a solid 
and assured staple 








CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Mo. 


TANNERIES 
DANVERSPORT, MASS. 


SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 
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Dealer Influence is secured thru advertising in the Bout and Shoe Recorder. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Pre-W: Peak December, 1922 Today 
Calf, suede, top grade..............++- $0.32 35 $1.40 1.50 $0.65 $0.75 $0.60 @$0.65 
Calf, smooth colored, top grade -28 .30 1.40 1.50 45 50 35 45 
Calf, smooth, black, top grade.......... .26 .28 1.30 1.40 43 45 40 40 
Side leathers, colors, top grade.......... 18 -22 -75 1.00 -26 .30 28 @ .30 
Side leather, black, top grade........... 16 -20 65 .90 .24 -26 -26@ .28 
Wilts ok top grade Gide icatheri..... 28 @ 30 90 @ Loo $s @ 40 $3 @ 142 
OMe cre rccccercerenn.. 4 @ 126 6 @ 70 24 @ 126 8 @ 32 
En, GE GOES GREED. ccc ccecccesccoces .30 4 42 
Kid, colors, best fancy................. .35 40 1.40 1.65 80 @ .90 85 90 
Tet, SEED, CED GIEEDs cc cccccecccecces .28 .30 1.35 e 1.60 -70 .80 -70 .80 
Kid, black, top grade................-- 28 @ -30 1.35 @ 1.50 60 70 65 @ .75 
Kid, medium, colors................+-- 20 @ .24 70 @ 1.10 135 ‘55 35 @ .60 
Kid, medium, black................... 18 22 60 : 1.00 730 ‘50 "35 6 50 
t — =e d d « d “s « a i 
i Rees : F 85 @ 1.05 45 ‘50 40 @ 145 
——.. no 1.40 @ 1.60 70 80 ee is 
Sole Leather (Price Per Pound) 
Green i y . 58 .34 - $0.26@ .. 
pee Gtit.........-----.- Cae Me ial oO 43 
No. 1 oak backs are mace yietteseee: 38 @ :39 92 8 3 “5S 58 35 @ 45 
hide. “7 48 1.15 @ 1.25 70 @ -80 ree} 70 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) —— ga 
i teers, used i » leather, t. 1, ay 
nee oe Nedra “ — _ ines @$0.18% $0.52 @$0.55 . @$0.20% @ .14 
Heavy Texas steers, for sole leather... . . 18 -- @ 50 pr 18% oo @&@ a8 
Light native cows, for side upper leather $ 17% - @ 4 an 19 .. @ .1l 
Branded cows, for light sole leather... . . i 17% -.@ .50 — -.@ .08 
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Indications Promise Firmer Leather Values 


OW that the holiday season is past 

there is expected a continued im- 

provement in the demand for leath- 

er. The large influx of shoe buyers in east- 

ern markets should result in a good buying 

period which will make for more activity 

in the leather market. The advancing ten- 

dency and greater strength in the raw hide 

and skin market indicates, if anything, 
firmer leather values. 

Sole leather has been too low in price for 
some time, consistent with costs of tan- 
ning and raw material. People in close 
touch with the sole leather situation have 
been and are taking advantage of the low 
prices which have existed. An upward 
trend in price is not at all unlikely during 
the next month or two. It was necessary 
during the closing months of the year to 
turn certain leather into cash and some of 
the quotations which were in force before 
the first of the year have been withdrawn. 

The peace pacts signed in the leading 
shoe centers encourage the belief of a bet- 
ter year for shoes and leather. The price 
situation is healthy and free from specu- 
lation. 

There is no essential change in recent 
weeks in sole leather prices. Packer steer 
union backs, tannery run, are quoted at 
42 cents to 43 cents per pound for heavy; 
packer cows 34 cents to 39 cents. Oak sole 
bends for shoe manufacturers’ use range 
from 40 cents to 55 cents; oak backs from 
35 cents to 45 cents. 


Calf Leathers 

In upper leathers there is keen interest 
in the various finishes of lizard and alli- 
gator calf. Prices on the smooth finishes of 
calf for full grain colors continue at 45 
cents per foot for first selection; 40 cents 
for medium and 30 cents to 35 cents for 
the third grades. While the call is slow now 
for suede finishes, it is a little early to ex- 
pect volume business. The best tannages 
of suede are held at 55 cents to 65 cents per 
foot; medium grades 40 cents to 50 cents. 
While prices were nominal before the first 
of the year there is a firmer atmosphere 
prevailing now. 


Side Upper Leathers 

Side upper leathers are in about the 
same situation as calf so far as the demand 
is concerned. There are many attractive 
finishes of the fancy leathers which are 
being sampled, but until a healthy de- 
mand develops for same, tanners are in- 
clined toward conservatism. The top se- 
lections of full grain colors in side upper 
leathers are held at 28 cents to 30 cents 
per foot according to tannage and selec- 
tion; medium grades are listed at 22 cents 
to 26 cents and cheaper grades at 20 cents 
and betow. Elk leathers and fancy finishes 
are quoted all the way from 32 cents to 40 
cents per foot. Suede kip is quoted at 40 
cents for the top selection. There is a fair 
demand for heavy and waterproof leath- 
ers, price depending upon quality and 


type of leather wanted. The range of price 
is wide in side upper leathers owing to 
many different selections and tannages. 


Patent Leather 


Patent leather tanners and japanners re- 
port no greater activity than other upper 
leather tanners, but they believe that the 
outlook is encouraging for a good business 
during the next few months. Prices are on 
the same basis as for the past few weeks 
with less disposition to shade prices for the 
sake of the sale. Top selections of patent 
kip are listed at 45 cents per foot. Patent 
chrome sides are held at 40 cents to 45 
cents for the leading tannages, medium 
grades from 30 cents to35 cents and cheap- 
er selections below 30 cents according to 
quality. 

Glazed Kid 


Tanners of glazed kid report rather 
quiet conditions, but they look for much 
more active trading. The medium and 
cheaper grades have been in the best de- 
mand, although a better call may now be 
expected for the top grades, prices of 
which range from 65 cents to 80 cents and 
very choice leather is held higher. Medium 
grades of kid are listed from 45 cents to 
60 cents per foot, and cheaper and lower 
grades are quoted downward according to 
quality. There are usually job lots avail- 


. able bringing anywhere from 8 cents to 


20 cents per foot. 
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BOSTON 


First Week of Year Satisfactory 


Periods of Stormy Weather Stimulate the Call for Rubber 
Merchandise—Men’s Oxfords Selling Well 


HE week ending January 5, the first 
of the new year, was regarded by 
the retail shoe merchants as a whole as 
satisfactory. Shoe buying was spotty, but 
on certain days of the week there was a 
splendid response, which resulted in a good 
weekly volume of trade in most stores. 
Some of the larger of the high grade 
stores reported business was steady all 
during the week. Stormy weather pre- 
vailed on two days of the week,.and it 
played a part in stimulating the demand 
for rubbers and overshoes. Merchants are 
much more confident at the present time 
concerning the chances for cleaning out of 
their rubber stocks than they were at 
Christmas time. Intervals of stormy 
weather, which was lacking in December, 
brought about this change. 


Styles Remain About the Same 


There is little change in the women’s 
style situation. Some of the high grade wo- 
men’s stores are adding new patterns in a 
gradual way, but they resemble closely 
those which have been most popular since 
early fall. The Thayer McNeil Company 
is showing two new numbers in dark suede 
which are impressive, even though they 
are built along conservative lines. One is 
plain, but striking, with three small but- 
tons on each side. The throat is fairly 
high. The other shoe is also made of dark 
brown suede; simple in design, and 
trimmed with the same shade but the ma- 
terial is kid. 

Low- Heeled Sandals Disp.ayed 

The Puritan sandals are prominently 
displayed in windows, some stores giving 
more prominence to this type by devot- 
ing generous spaces. One high grade wo- 
men’s house, Hanan’s, devoted one entire 
window to this number. Large nickel 
buckles adorned the shoes and the display 
was well arranged and commanded atten- 
tion. Black patent and calf were ma- 
terials shown. , 


Shoes for Wear at Southern Resorts 


White buck shoes in both men’s and wo- 
men’s patterns, with hosiery to match, 
have been displayed at some stores to in- 
spire those planning to go to Southern re- 
sorts to make purchases. A fair response 
is reported. 

Men’s stores report oxfords.are selling 
better than high shoes. Tan shades, par- 
ticularly light shades, are selling freely in 
the medium-priced stores. As a whole, 
however, the oxfords and high shoes are 
selling equally well, judging from reports 
from several sources. Stormy weather has 
given impetus to the men’s trade. 





Regal Ice Cake Gets Addi- 
tional Recognition 


Some Bostonians who were attracted 
to the ice cake display of the 
Regal Shoe store on Summer street 
liked it so well that on New Year’s Eve 
they took possession of the cake and the 
Regal shoe imbedded in it. J. J. Buck- 
ley, manager, showed a shoe in the cen- 
ter of the ice, and placed it in the lobby 
entrance to the store. It went over big 
as a display, groups of people being at- 
tracted continuously during the day and 
evening. 

At closing time the cake was left out- 
doors in order to preserve its life, but it 
was missing following New Year’s Eve. 
The police recovered the cake in pieces 
and also the shoe, and Mr. Buckley’s 
novel display received additional recog- 
nition thanks to those responsible for 
the prank. 

The latest Regal display is an X-Ray 
machine shown at the Summer street 
store. The fitting qualities of Regal 
shoes are well shown by means of the 
apparatus. 


a 











Attractive Sale Notice 


Walsh’s Arch Preserver Shoe Shop, 236 
Boylston street, started i:s annual mark- 
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down sale on January 7. The advance no- 
tice sent to customers was neat and busi- 
ness-like. It was signed William J. Walsh 
and stated that as a mark of courtesy to 
former patrons, he was to hold a special 
sale of Arch Preserver Shoes, giving the 
dates, and then added: “Substantial Re- 
ductions will be made on many shoes and 
some reductions on all. This sale will not 
be advertised to the general public until 
January 21. It will pay you to call as soon 
as possible.”’ 


Moseley’s Moving to Brom- 
field Street 


The clearance sale being held by the T. 
E. Moseley Co., during the past few weeks 
has been progressing nicely. On January 15 
the company will move into its new home 
at 39 West street, recently vacated by the 
Dr. A. Reed Cushion Shoe Store, which is 
now located at 54 Bromfield street. 
Arthur Wallace will open another store in 
the Moseley location. 


Concerns Consolidate 


Bray & Stanley of Beverly, Mass., man- 
ufacturers of men’s and women’s McKays, 
and Damon & Ellis of Boston, makers of 
men’s and women’s McKays, and also felt, 
leather and carpet slippers, consolidated 
on January 1, and are now conducting 
both businesses under a Massachusetts 
charter as Bray, Stanley & Ellis, Inc. A 
card announcing the change was issued to 
the trade and it also expressed apprecia- 
tion for courtesies received during the past 
twenty-five years. The address of the new 
concern is 93 Albany street and a sample 
room is located at 111 Lincoln street. 





NEW YORK 


Advance Spring Models 


Many Sales Being Held—Stores on Fifth Avenue and 34th 
Street Showing Whites for Southern Wear 


* JYNHE New Year opened with but little 
change in the retail shoe situation in 
New York and the surrounding territory. 
The principal phase of present conditions 
is the continuance of a multiplicity of bar- 
gain sales. Even some of the new spring 
styles are being offered at slightly reduced 
prices in connection with the first showings 
of Palm Beach or southern winter resort 
wearing apparel. Several displays of white 
shoes and sport shoes for both men and 
women have been made in retail shops 
along Fifth Avenue and 34th Street, the 
two principal shopping thoroughfares. 
The advance spring models being shown 
run largely to strapped models, although 
a few Colonial types are also displayed. In 
the latter most of the local merchants 
appear to be pinning their faith to rather 
high cut Colonials with concealed gores 


under the tongue. The run of the straight 
pump, even with the decorated or cut-out 
collat appears to be waning here. 


New Type of Colonial Appears 


The newest member of the Colonial 
family to appear is the all-suede with fairly 
large tongue and medium height heels. 
These shoes come in a wide variety of 
colors,—henna, brick, blue and green and 
are intended primarily for wear with the 
high color sports costumes that are being 
pushed for early spring wear. 

The local merchants are watching gar- 
ment style development a bit more closely 
than usual. Efforts to revive the tailored 
suit for women last spring met with no 
success. Paris, according to style leaders 
again is sponsoring the tailored suit and 
the chances of reviving it here look better 
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| Where to] Buy 


Women’s Shoes 








Coleord & Walker, Inc. 
Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 








FASHION FOOTWEAR 


attracting most 
favorable attention. d tarp sl and 
in la finest 


TESSIER WDOIN 
2 Washington St., Haverhill, Mass. 








J.W. BARNARD & SON 
Andever - - - Mass. 
Makers of the 
CELEBRATED BARNARD 

COMFORT SHOE 


for Ladies 
IN STOCK 





















Where to Buy 


Ballet Slippers 

















BALLET SLIPPERS in Stock 
Black and Pink Satin, Black Kid officially adop- 
sper as the _— made professional toe and ballet 
America by International Association 
(Eee Beacee Sizes from 6 small to 7 
BAR oNEY'S. 654 EIGHTH AVE. 
RNEY’ S NEW YORK, N. Y. 

Only one exclusive agency in a town 








BALLET SLIPPERS 
all styles and 
Black 


Kid Soft Toe 





FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 








BALLET SLIPPERS in Stock 


Endorsed by the World's Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women’s 


Il. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 11 
Misses Yr 
Sizes 11}to2 
Ladies $1.40 






Sizes 24 to 8 
BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N.Y. 
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than they did a year ago. Already, leading 
Fifth Avenue couture shops are showing 
them, many in the plainest of styles, fol- 
lowing closely the regulation sack suit as 
worn by men. If such styles gain any 
vogue with women, the shoemen assert, it 
will lead to a sharp swing toward more 
tailored footwear, a call for welt street 
shoes of rather mannish type. Some mer- 
chants already have anticipated this de- 
mand by buying more heavily of plain 
tailored oxfords than they did last year. 


The Lizard Leathers 


The lizard leather shoes appear to be 
losing some ground. They have been 
brought out in low-priced shoes, and one 
store is offering them at $6.95 a pair, a 
price which cuts them out of the high 
grade store class. Practically all stores are 
showing a few pairs of them, in both 
strapped and colonial models. 


Planning to Increase Produc- 
tion 

President Norman K. Winston of the 
Lounsbury-Soule Company, manufactur- 
ers of Dr. Kahler Shoes, announces plans 
to increase the production capacity at the 
company’s Stamford, Conn., factory, 
where women’s shoes are made, 25 per 
cent during the coming season. Already 
advance orders cover 50 per cent of possi- 
ble production, it is said. The company is 
making arrangements to manufacture its 
men’s shoes in the South Shore District 
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Men’s Trade the Same 


The men’s wear trade shows but 
little change. Continued mild and 
dry weather for this time of the year 
has permitted the wearing of sum- 
mer oxfords straight through the 
fall season. It is believed that a good 
snowstorm with a spell of cold 
weather would benefit the retail 
merchant of men’s shoes more than 
it would the women’s shoe mer- 
chants. So far there has been little 
demand for the heavier grain 
leather shoes that was expected to 
develop with the winter season. 
Smooth grain calf skin is the popu- 
lar leather with male consumers. 











of New England. Sales for the year 1923 
show an increase over 1922 of from 19 to 
35 per cent. Fiscal offices are maintained 
here in the Pershing Square Building, 100 
East 42nd Street. 


Fire Didn’t Injure the Shoe 
Departments 


The fire suffered at the Long Island City 
factory of Rosenwasser Brotheis, shoe 
manufacturers, did not injure the shoe 
departments of the concern, it is an- 
nounced, but affected the departments 
devoted to the manufacture of leather 
and sheep-lined coats and other com- 
modities. Plans to rebuild are under way 





BROCKTON 


Almost 16,000,000 Pairs of Shoes 


Made by Shoe Manufacturers During -1923 —Parcel Post 
Shipments Heaviest on Record 


HE annual tabulation for shoes 
shipped from Brockton in 1923 
showed an output of 609,232 cases. This is 
equal to 15,230,800 pairs. At an estimated 
average wholesale price of $5.60 a pair, the 
value of the shipments is $85,292,480. 
Parcel Post shipments were the heaviest 
ever known, totaling 676,000 pairs as 
compared with 410,000 pairs a year ago. 
Shipments by truck have greatly in- 
creased. There were 75,000 cases sent from 
Brockton last year by this method of 
transportation as compared with 55,750 
cases during the previous year. 


City’s Population Increases 


According to the report of the United 
States Census Bureau the population of 
Brockton, January 1, 1924, was 71,554. 
This is an increase of 5,300, or 8 per cent 
more than the 66,254 persons shown by 
the United States report of 1920. These 
figures show a substantial gain in three 


years’ time and indicate a continued and 
healthy growth in Brockton’s population. 


Occupying New Factory 


The Sporwin Shoe Company has re- 
moved from its former location on North 
Main Street to a section of the E. E. Tay- 
lor Company’s factory. Sam Spekin of 
Sporwin Company says that these larger 
quarters are required for the concern to 
care for its increasing business. The con- 
cern plans to start on cutting 70 dozen 
pairs daily of men’s welts, principally for 
the wholesale trade. 


New Concern Organizes 

The Boston Last Company, in which 
Brockton men were interested, has been 
liquidated and taken over by Fred Drew, 
of the Brockton Last Company. A new 
concern to be known as the Boston Elec- 
tric Heating Corp. will manufacture the 
electrical heating appliances for shoe fac- 
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tory operations, formerly made by the 
Boston Last Company. The plant will be 
established in Whitman, Mass. Donald 
Heath will be in charge of production, 
assisted by Charles Lowell and Harold L. 


Spooner. 


Retires with Honors 


C. Chester Eaton, president of C. A. 
Eaton Shoe Industries, has retired from 
the Brockton school board, following an 
efficient service of 15 years. In addition to 
being the head of one of Brockton’s largest 
shoe manufacturing concerns, Mr. Eaton 
has done a great deal of work of a civic 
nature, and is one of Brockton’s foremost 
citizens. 


Wholesale Prices in the 80s 


Shoe wholesale prices in the late 1880s 
as printed in the Boot and Shoe Recorder 
were quoted in a recent issue of the Brock- 
ton Enterprise, a local newspaper. William 
E. Doyle of Wall, Doyle & Daly, Inc., 


BOOT AND SHOE RECORDER 


shoe manufacturers, sent the issue to the 
paper. Shoes were advertised to sell at $2, 
$3 and $4 a pair and from $18 to $37 for 
dozen pairs. 

Button and congress types of shoes were 
featured. The advertisers included: Stacy, 
Adams & Co., Burt & Packard, S. Gardi- 
ner Jones, Packard & Grover, Brockton 
concerns; and Lewis A. Crossett, North 
Abington. 


Shoes for Anton Lang 


Albert F. Doyle, a member of Wall, 
Streeter & Doyle Company, recently met 
Anton Lang, famous for playing the part 
of Christus in the Passion Play for many 
years in Switze-land. Mr. Lang is now in 
the United States with several of his 
countrymen engaged in the sale of the 
wood carvings. Mr. Doyle offered to make 
for Mr. Lang a pair of American shoes on 
special lasts. Tracing Mr. Lang’s foot on 
paper, Mr. Doyle in consultation with last 
manufactureis, determined the size as 


10% EE. 





PITTSBURGH 


Shoe Stores Are Holding Sales 


Merchants Eager to Make Room for Spring Merchandise in 
Anticipation of a Big Season 


ITH the books of the past year 

closed, the Pittsburgh retail shoe 
merchants have started a clean sheet with 
a bigger volume of business as their goal. 
Although 1923 was not what had been ex- 
pected, it was encouraging and showed 
a substantial increase over 1922. Pitts- 
burgh bank clearings for the year exceeded 
last year by one and one-third billions. 
Another indication of good conditions is 
the fact that the steel mills have inaug- 
urated an eight-hour working day for their 
employees. Considering the extent to 
which business hinges on labor, conditions 
in the Pittsburgh district make the general 
outlook for 1924 much brighter. 

Retail merchants enjoyed a very good 
holiday business and are optimistic con- 
cerning the outlook for 1924. With prac- 
tically all the seasonable weather to come, 
there is no reason why 1924 should not 
start off with a “bang.” 


Popular Prices Prevail 
Popular priced footwear seems to be the 
demand of 'the people. Stores featuring $5 
to $8 shoes have had a very good business. 
Higher priced merchandise has moved 
fairly well and will increase as conditions 
return to normalism. 


Merchants Buying Close 


With the approach of the new year 
comes the spring style proposition. Mer- 
chants have bought generously of staple 
oxfords and straps, but are playing more 


of a waiting game on novelties. Heavy 
buying of novelty patterns is expected at 
the state convention in Philadelphia where 
the new styles will be shown. 


Black Favored Color 


Black is the leading color for both street 
and dress wear. Satin, suede and patent 
leather are the most prominent with 
browns in their various shades following 
close. Hanan & Son are featuring a fine dis- 
play of Colonials and report a good busi- 
ness. 


Takes on Red Cross Shoe 
Line 

Kaufmann & Baer are distributors in 
this city for the Red Cross shoe line, man- 
ufactured by The Krohn-Fechheimer Co.,a 
branch of the United States Shoe Co. The 
Krohn-Fechheimer Co. plant is in Cin- 
cinnati. 


Pittsburgh Notes 


The Pennsylvania State Shoe Retailers’ 
Association will hold their “Style Show of 
the East’”’ in the Lulu Temple, Philadel- 
phia, January 21, 22, and 23. Morris 
Brody, chairman of the transportation 
committee of the Pittsburgh Shoe Retail- 
ers’ Association reserved two special cars 
for the Pittsburghers’ journey to the con- 
vention. The delegation will leave for 
Philadelphia at 11 P. M. Saturday, Jan- 
uary 19. 
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es s Shoes 


























(P) M.A.PACKARDCO., Makers (P) 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 

















HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Gpesmmuntentions to the 
Factory at 


BROCKTON, MASS. 
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BOSTONHARS 
Commonweautu eS ee Co. 








One Pair 
Sells 
Another 


T. D. Barry Co. 


Brockton, Mass. 
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Where to Buy 


Men’s and Boys’ Shoes 
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FOR MEN Brockton, Blase, 


Men's Suoes ~HaAnp TAILORED 


NorHinc A. a>, MaveTneBesr 
But THe Pine Man 
Best Mave ("3 KnowsHow 


When East Visit Us 


Wien IN Your Town We Wit Vistt You 


Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 




















HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 

















FREDERICK 8S. PECK 
Worcester, Mass. 


Men’s and Women’s 
Sport and College Shees 
Boston Salesroom 
207 Essex Street 


PULLMAN TRAVELING SLIPPERS 


pemer” than oe nay aes 
Sinstor.owners of 7hade Mork Pullman’ 


DOLL CADERETH $15. 
‘GLAZED KIT fin 


‘olory Blackhand Brown . 
full srzes 3 toll in Stock 
rm. , GUSTIN WO, ._J 
wwig 


AShoe for Boys 
That Wears 


. Marston & Tapley Co, 













































PHILADELPHIA ak 
ex 
. 9 . e 
Children’s Factories Most Active . 
Orders Are Being Placed and Many Inquiries Indicate Busy o 
Period Is Ahead on 
N spite of the fact that the only fac- - 
tories which have been getting any Ready for Convention 2 
orders in considerable volume are those , ro 
making children’s shoes, the general feel- The Pennsylvania Shoe Retailers’ As- de 
ing among them is one of optimism. There sociatson is sending to the trade broad- = 
is more inquiry and the orders being placed sides about the convention to be held 
while not larger are being taken as indica- here on the 21st, 22nd, and 23rd of this 1 
tions of coming activity. One manufac- month. The broadsides contain a pic- 
turer of children’s shoes says that by the ture of Lulu Temple, where the con- 
middle of the present month he expects to vention will be held, of a number of the rej 
be booked up until Easter. During one leading hotels, whose rates are given, ve 
week last month he received orders for and of one of the female models. The 
20,000 pairs. Buck and combinations of features mentioned include talks by 
patent and suede have the call. Straps and prominent shoemen, the open forum, 
cut-outs prevail. the exhibits and the style show, and the 
entertainment for the visitors and their 
wives. Hotel reservations are being made 
Expect a Good Janu 7 through George MacLaughlin, 1228 M 
Due to the fact that retail holiday sales Market street. Among the exhibitors are , 
here broke all records, retail shoe mer- Laird, Schober, and Co., J. Edwards & 
chants think that immediate reordering is Co., Edwin Clapp & Co., Hood Rubber 
imperative and are looking for a good vol- Co.,and the U.S. Rubber Company. The | 
ume of business during this month, ac- association expects an attendance of fac 
cording to R. G. Dunn & Co.’s review of 1000. oe 
local conditions. There was a let-up in tic 
activity immediately after Christmas but P : 
it was of short duration. The report says shoes now and looks for entirely satisfac- 
that shoe manufacturers state prospects tory trade in two-tone golf shoes in spring h 
are bright for brisk business and that some and summer. Prices in general have shown —* 
of them are sold up on shoes for Easter de- ™° change though here and there a manu- 2 
livery until April 1 facturer has tacked five or ten cents on to ers 
: the prices of some of his numbers. = 
Record Construction in 1923 er r 
9 Wholesalers Are Optimistic E 
Building in 1923 broke all records in the Wholesale sh look Co: 
history of the city and plans for 1924 in-_ ., ererared merchants are btn -enadl mi 
dicate continuation of this activity. The '™8 for activity in other than holiday lines. po 
ent, of constrection wesk started tn the While there are few indications of a run on 
city in 1923 is estimated at $123,000,000, Kid, one jobber is preparing for increased N 
an increase of $8,000,000 over the total for activity = brown and gr ay kid after East- 
1922. Plans for this year include the con- Until that time he believes that suedes As 
struction of several huge hotels, a number will conta te dominate the unten. its 
of large apartment houses, office buildings, He is also looking for a revival of activity th 
public school buildings, and new depart- an eutane, Rubber goods have been selling cel 
anand, cheun conetuestion. fairly well in spite of the unseasonable d 
weather. = 
Children’s Shoe Business ste 
: ws Arch-Preserver Shoes Th 
The last review of conditions by the 
Federal Reserve Bank of Philadelphia | Selby Arch-Preserver shoes for ladies th 
finds that manufacturers of children’s ®2d E. T. Wright Arch-P; reserver foot- ce 
shoes are getting a satisfactory volume of Wear for men are being offered by Chris- = 
business for February and March delivery, ans on Frankford avenue. ~ 
though the style uncertainty is causing ie . 
continued inactivity in women’s footwear. Wooden Buckles in Europe 
3 ° ° The wearing of hand-cut, painted wood- 
More Activity in Colonials en buckles is one of the features noticed by 
Another manufacturer reports increased William Ickler, shoe buyer for Snellenburg’s org 
activity in Colonials. A manufacturer who Department Store, in an extensive trip chi 
specializes on sports shoes for baseball, abroad from which he has just returned. 
football, skating and golf, recently in- They are made in the same shapes as steel 
creased the capacity of his plant by 10 per and rhynstone buckles and are moderate 
cent, bringing it up to 1200 pairs a day. in price. Mr. Icklér reports the tendency me 
He reports good business in ice skating towards plainer shoes is more pronounced wil 
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abroad than in the United States, with the 
exception that they are now taking up the 
reds, greens, and blues. There is not much 
demand in Europe for lizard and alligator. 
In this country the bulk of present de- 
mand is for black suede. Patent leather 
and satin are dead, though the latter may 
stage a come-back. This store is selling a 
good bit of black kid in staples. There is 
very little demand for colored kid. The 
demand for gores is very slight, straps and 
cut-outs having the call. 


Velvets in Colonial Effects 


The Vogue Boot Shop on 29th street, 
reports considerable activity in black vel- 
vet in Colonial effects. There is also some 
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demand for operas and some for anklettes. 
The demand for fancy cut-outs is declin- 
clining. Harry Seidman, of this store, says 
that for the past several weeks his men’s 
business has been considerably better than 
the women’s. The former also shows an in- 
crease over last year while the latter does 
not. This store is also selling some side- 
lace velvet oxfords at $9. Reds, greens, and 
blues are dead, there is very little call for 
brown suedes, and grays have not yet 
come into the market to any considerable 
extent. 


Shoes for Stout Women 
Shoes for stout women are being fea- 
tured by two well-known Girard Avenue 
retailers, A. Sharpe and Seafried Brothers. 





HAVERHILL 
Preparing for Chicago Convention 


Manufacturers Concentrating on Women’s 


Shoe Styles for 


N.S. R. A. Get-Together in February 


OLLOWING the re-establishment of 

cordial relations between shoe manu- 
facturers and shoe workers in Haverhill, 
many concerns are making active prepara- 
tions for the display of their styles at the 
Chicago Style Show to be held in February 
1l to 14. About a dozen local concerns 
have engaged booths at the show and will 
bring many novelties to the notice of buy- 
ers. Joseph C. Kimball of Kimball & Sher- 
man Co., also president of the Haverhill, 
Shoe Manufacturers’ Association says: 
“Haverhill, with its new and unusually 
co-operative agreement, satisfactory to 
managers and operators, occupies a strong 
position for taking and delivering orders.” 


New Members of Association 


The Haverhill Shoe Manufacturers’ 
Association has added several concerns to 
its membership. Factories affiliated with 
the Association now employ fully 90 per 
cent of the shoe workers engaged in pro- 
ducing Haverhill-made footwear. This sup- 
plies excellent evidence concerning the 
stability of Haverhill’s principal industry. 
The enlarged and active membership of 
the Manufacturers’ Association and its 
close affiliation with labor through the two 
years’ peace pact recently signed is a long 
step in the direction of efficiency. 


Fox Wood Heel Company 
Organizes 
C. K. Fox Wood Heel Company has 
organized and incorporated under Massa- 
chusetts laws with a capital of $10,000. 


Hadley H. Hoyt Is Dead 

Hadley H. Hoyt, for many years a shoe 
manufacturer here, and later connected 
with local concerns, died recently at his 


home in Haverhill, after an illness of sev- 
eral weeks, in his 68th year. Mr. Hoyt was 
engaged in business in Haverhill under the 
name of H. H. Hoyt. Disposing of his 
business, he was associated with Dodge 
Brothers in Newburyport and also with 
Haverhill concerns. He retired from active 
business a few months ago. 


Staples Created “‘Zev’’ Sandal 


U.S. Staples of Collins & Staples, manu- 
facturers of turn footwear, has come prom- 





U. S. STAPLES 


Member of Collins ¢ Staples, Haverhill shoe 
manufacturers, creator of the “Zev” sandal. 


inently before the trade as the originator 
and designer of the “Zev” sandal pattern. 

In addition to the production of this 
novelty by Collins & Staples, there are 
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Where to Buy 


Men’s and Women’s Slippers 























MULES and D’ORSAYS 


Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
request. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 








Felt, Satin and Leather Soft Sole Sli 
» For theEntire Sanity 
; No. 401—Ribbon 
mA 
One of the popular 
styles in our com- 
plete line of felt slip- 
pers. Made intwelve 


y colors. 
NEW ENGLAND. ‘SLIPPER CO. 
140 Green St., Worcester, Mass. 














Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 






Boston Office 
207 Essex Street 








PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N.Y. 
HIGH GRADE MULES AND D’ORSAYS 


Leather, Tinsel and Brecade. 
Prices from $23.00 per dex. up 














5 
ow Vest City 


















Specidli in Medium and+ 
1GH GRADE 
oR S LIPPERS, 
dll styles made 3. Do ic and 


Imported Satin Brocadesand Metal Cloths. 
$2.10 per pair and up 
west MGUSTIN © sew amalf 















Of the For the 
Better Better 
Grade Trede 
BEST-EVER 
Soft-Sole Leather 
Boudoirs and Novelty 
Kimena Sandals 
Write for Prices 
BEST-EVER SLIPPER CO., ine, BROOKLYN, N.Y. 


























Where to Buy 


Children’s Shoes 

















TURNS and SOPT SOLES 


nS Stock 
AIH MextinG. 


Mehew ROCHESTER NY 








‘Bonita. Shoe * Baby] 





Cele 4 oe e oe Qun an 
Vensers S, = snack usetts 
Shoe 


ecialists 
SEND FOR CATALOG 


NEW YORN OFFICE S20 FIFTH AVE. 








Or POSNER's 

SHOES & STOCKINGS 
FOR INFANTS CHILDREN 
AND YOUNG LADIES 


pacman. ES ASOSNER Ses oc | 

















|_NU BABY SHOE CO., East Lynn, Mass. 





Soft Soles and Moccasins 


Ask Jobber for our 
We DO NOT eell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, 


N. ¥. 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 














| Where to Buy 


Moccasins 



























TRAIL €7, 


FLEXIBLE ‘».} 


»MOCS 


; y moccagnen 


Goodyear its 
For Men Women a Children 
Carried in Stock and ‘Distributed by 
Bliss & Richardson. Shoe Co. 


LAND, MAI 
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about a dozen other shoe manufacturing 
concerns which have been licensed to 
manufacture the “Zev” sandal in McKays, 
turns and welts. 


“Zev” Sandals in Stock 


Following the policy of carrying the 
latest novelty styles in stock, Goldberg 
Brothers, Haverhill, wholesale jobbers, 
will have for immediate shipment, begin- 
ning January 25, a full line of the new 
“Zev” sandals in black and _ colored 
leathers. Lessel Shoe Company, a branch 
concern, with headquarters at Dallas, 
Texas, will also stock “Zev” sandals, for 
the convenience of merchants in south- 
western territory. . 


Hannahsons in Fox Factory 


News published recently in the Recorder 
to the effect that Hannahsons Shoe Com- 
pany is removing to the C. K. Fox Plant 














on Duncan Street, Haverhill, is significant 
of an important expansion in the Hannah- 
sons’ manufacturing and selling policies. 
This brick factory, which was built espe- 
cially for the C. K. Fox concern, is one of 
the largest shoe buildings in New England. 
It will be fitted up with new equipment for 
the production of the Hannahsons’ line 
on a larger scale. 


The *“‘Ming Toy” Sandal 


The Harding Shoe Company, manu- 
facturer of women’s turn novelties, has 
designed a new sandal pattern which is 
named “Ming Toy.” It displays original 
ideas, typical of Chinese effects, and will 
be first shown to the trade at the Whole- 
salers’ Style Show in Boston, January 15- 
17. Myron W. Bagley, sales manager and 
designer of the Harding Shoe Company, 
promises an entirely new sensation and 
one which he believes will interest every 
shoe buyer. 





LYNN 
Styles Are More Substantial 


Orders for Immediate Delivery Encouraging—Other Calls 
for Shoes for the Easter Season 


ANUFACTURERS have an en- 
couraging volume of orders for 
early delivery. They are scattered over 
staple styles for February sales and over 
novelty styles for early spring sales. Addi- 
tional orders are bieng booked for new 
novelties for Easter sales, which, as every- 
body knows, are the largest of the year. 
In a general way, it may be said that 
manufacturers are taking up the business 
of the new year with more confidence, and 
yet with more caution. They are particular 
that styles are picked with greater care. 
Their main idea is to make shoes of more 
substantial value—in workmanship, qual- 
ity and style. 


Sizty-eight New Models 

A few ideas of coming styles as made in 
Lynn may be gained from 68 models, 
which were displayed in Lynn the other 
day. All of the shoes are of the light and 
dainty class. There was not a sport model, 
such as a saddle oxford among them. Nor 
was there an open shank model among 
them. Most of them showed straps of the 
slender sort in intricate patterns. A num- 
ber showed gores, either gores and straps 
or gores and buckles. All are for dress 
wear. 

Style All the While, Says Taylor 

“Since you have asked me,”’ says Edric 
Taylor of McNichol, Taylor, Inc., model- 
ers of lasts, “I will say that the slogan for 


the year, is that familiar remark: ‘Style all 
the while.’ There has been style since the 
first shoe was worn, and there will be style 
until the last shoe is worn out.” 








The Color Subject 


Itis up to buyers to “name their favor- 
ite colors.’’ Thanks to North Shore tan- 
ners, Lynn shoe manufacturers are able 
to provide at short notice any one of 
many different shades of colors. 

Grays look good for Easter, and 
whites promise to gain, while blacks and 
browns are staple, and there are the 
new standard colors of the color card. 











New Model Service 


Sanborn, of Lynn, Inc., pattern makers, 
starts the year with a new model service. 
It has an artist, who combs the market for 
style suggestions, and when he catches 
them he sketches them on paper. The 
practical model makers design models of 
shoes from the sketches. Then the artist 
draws each new model in complete detail, 
with pen and ink. These drawings are 
photographed. They look like photographs 
of completed shoes. The photographs are 
mailed to shoe manufacturers and buyers, 
for the appraisal of their style value, and 
for orders, too. 


Custom Last Service 


W. H. Kay, Inc., has started a new last 
factory at 706 Washington street. The 
company has moved from Bennett street. 
It makes stylish lasts for the factory trade 
in the usual way. Also, it makes custom 
lasts, for people who are particular about 
the fitting qualities of their shoes, or for 
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people who are trying to remedy foot 
troubles, by wearing special types of 
shoes. 


A Side Lacer 


A new pattern shows a side lace oxford 
which fastens with a ribbon lace, passing 
through three sets of eyelets on the inside 
of the shank. It may have a gore on the 
outside if desired. It fits smoothly over the 
instep and it is smart looking in suede 
leathers. 


Buttons Near the Back 


A new pattern shows a whole front shoe, 
with straps carried back along the quarter, 
to fasten with a pair of buttons near the 
back stay. It is a pattern that is different. 


Finer Shoemaking 


“Surely, there will be styles numerous 
for Easter and summer,” says Albert N. 
Blake, of the Watson Shoe Co. “I have 
got some of them locked up in my suit 
case, I will have more of them later. 

“You see,” he continued, “style making 
is getting to be very much a matter of re- 
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Review of Winter Styles 


It is a bit early to review winter 
styles. But some Lynn manufacturers 
are doing it. This winter brought forth 
no distinctive type in women’s foot- 
wear. 

Boots sold better than some firms ex- 
pected, and so did straps. The straps 
sold so much ahead of all other styles 
that it is safe to say the straps have it. 
Welted oxfords made some gain. 











finement of shoemaking. Patterns are get- 
ting less elborate, and, as they become 
plainer, the shoemaking in the shoes has 
to be improved. 

“IT do not believe there has been a time 
since custom shoemaking days where char- 
acter in shoemaking is prized as much as 
it is today. The good buyer wants to see 
that the shoes are made right, as well as 
styled right. The custom shoemaker, who 
was a real artist in his trade, excelled in 
making shoes for the occasion. That is 
what we are doing today, making shoes 
for the occasion, and putting in to the 
shoes the best shoemaking.” 





BUFFALO 
First Week in 1924 Goes Over Big 


Stormy, Winter Weather Great Factor in Marked Improve- 
ment Shown in Buying 


ONG overdue, but nevertheless 
welcome to the patient retail shoe 
merchant, real winter weather put in its 
appearance during the first week of the 
new year. As if to compensate for the 
mildness which characterized the temper- 
ature during December—it was the mild- 
est December in the history of the local 
weather bureau—the mercury sank below 
zero and drove shoppers into the stores, if 
for no other reason than to obtain warmth. 
This cold wave has revived the retail 
shoe merchants’ hopes for a season in 
overshoes, closely approaching that of a 
year ago, a record breaker. It is recalled 
that there was no severe cold before 
January in 1923 but when it arrived it 
was no flash in the pan but a sustained 
frigid period which lasted through Febru- 
ary. The demand for overshoes has become 
brisker with each succeeding day of the 
new year. The flapper, who had heretofore 
lacked the courage or strength to parade 
up and down the bare sidewalks with 
unbuckled overshoes flapping in the 
breeze, is in her element now. The fickle 
sex are wearing their galoshes open, also 
some of the more frivolous males, as well. 


Best Day in Long Period 


In the downtown stores, Saturday, 
January 5, was the best day in volume of 
sales that they have enjoyed in some 


time. All shoe establishments were well 
filled with customers with a definite pur- 
pose in mind. First they wanted warm 
covering and then the lure of the reduced 
prices on seasonable footwear had an 
appeal for many. 

With the spring buying season practi- 
cally at hand, merchants are taking no 
chances on being overstocked with autumn 
patterns. Marked reductions have been 
made under the guise of inventory, clear- 
ance, mid-winter, and annual sales. 
Results so far have been gratifying, in so 
far as the purpose of the sale is concerned, 
though an earlier winter would have 
meant much larger profits for the mer- 
chant. 

Woolen Hosiery Sales Good 


Winter sports, possible now that the 
weather is appropriate, have stimulated 
the sale of woolen stockings for men and 
women, skating boots and similar lines. 


Elias Joins Watters Co. 


R. F. Elias, for the past four years as- 
sistant manager of the women’s footwear 
departmentof Marshall Field’s big Chicago 
department store, has joined K. W. 
Watters’ organization as general manager 
of the new store in the Genesee building. 
Mr. Elias succeeds Harry B. Colgrove, 
who resigned on November 1. 


Where to Buy 


Standard Shoe Materials 

















100 % PROFIT 


“U-Pu' ve 
before the trade for years. 
Natio a in 
Dewspapers istributed 
py a uifrepresentative 
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p-, Helps ipa Bales, 


ROBERT E. MILLER, Inc. 
* Rubber Heels 11 Broadway, New York 














T. Ww. GODSOE Pres. _ F.E. JONES, Treas. 
G. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 




















The One 
Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danversport 95 South St., Beston, Mass. 











THOMPSON-FIELD COMPANY. 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO 
TON 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


"Dey Foot Wang” 


Sheet Rubber Soling 
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Where to Buy 


Shoe Ornaments 











Brooklyn 








g ioe aa 
ain mark of 


ood shoe buckles 
| ever since 1905 
L. ALTERSON & CO. 
F CHICKERING 37 


162 W 54° St... th $t., New York York City N. 4 











Latest Creations in Shoe Ornaments 


We make them in all colors. 





N.Y. 














BEADED ROSETTES 
Write for samples. Wrileto 
THE VANITY 
NOVELTY WORKS 
1261 Atlantic Avenue 
Brooklyn, 
Where to Buy 
Engraving and Printing 




















ABELS ly , 


G* 


> FOR SAMPLES 


We (OD apa ! Sr “ol most ¢ of 
TOLMAN PRINT, IN or 





“Flach ee ny 








ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Beach 4960, 4961 








INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
rams through these pages may read 
—and learn. af 
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Mr. Elias has had a wealth of experi- 
ence, not only in buying shoes but in mer- 
chandising and store service as well. He 
has been connected with Marshal Field’s 
for seven years and for four years prior to 
making his Chicago connection, was 
associated with W. H. (“Hall”) Stewart, 
leading Iowa City, Iowa, shoe merchant. 
It is Mr. Elias’ ambition to incorporate 
in the Watters store every helpful idea he 
has learned from keen observation. 

Watters’ store is holding during the 
month of January an “‘Across-the-Store” 
sale, with every item they handle (with 
the exception of hosiery with fixed re-sale 
price) at reductions of from 10 to 40 per 
cent. 

Change in Main Street Store 

After March 1, the branch Watters 
store at 303 Main street, handling men’s 
shoes exclusively, will be converted into a 
Sterling shoe store, this chain also being 
operated by Mr. Watters and his associates. 
This change is in anticipation of the ex- 
piration of the lease in the Sterling store at 
360 Main street, two years hence. The 
building in which the latter store is 
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located has been sold and the new owners 
plan the erection of a much larger build- 
ing on the site when leases run out. 

When the above change takes place, 
Al Wright, manager of the Watters store 
at 303 Main street, will become manager 
of the men’s department in the new store 
at Main and Genesee street. 


Wittmann in Business 


John J. Wittmann, buyer for many 
years for the shoe department of the J. N. 
Adam Co., Main street department store, 
has embarked in business for himself in the 
neighboring town of Lockport. He has 
purchased the store at 8 Main street in 
that city, formerly conducted by E. H. 
Williams and Henry Retzlaff. 

To make room for workmen who are to 
remodel the store, install a modern new 
front and make many interior changes, 
the present stock of shoes for men, women 
and children, has been reduced in price for 
immediate clearance. Mr. Wittmann will 
feature among other lines, Crossett foot- 
wear. 





BALTIMORE 


Winter Weather Stimulates Buying 


One Shoe Department Ropes Off Floor So Great Is Response 
to a Sale 


HE advent of winter weather during 

the week ending Jan. 5 was welcomed 
by retail shoe merchants here and the 
volume of sales in all of the stores was the 
best in many weeks. Cold rains, snow and 
sleet and the fact that some stores held 
sales served to make the first week in the 
new year very satisfactory. “Seemed like 
old times” was the expression some of the 
merchants used. 

A sale held in the shoe department of 
Hochschilds Kohn & Co., met with excel- 
lent response. The buyer, N. Schenthal, 
arranged a reduction on a good grade of 
women’s shoes at $3.95 and the response 
was so great that the shoe department had 
to be roped off. Customers were then 
admitted in turn. 


Membership is 66 


The membership of the Baltimore 
Retail Shoe Dealers’ Association at pre- 
sent is 66. And all of the members are good 
live wires, who are interested in promoting 
good fellowship, harmony, and loyalty 
among the trade. At present the associa- 
tion is accomplishing something of real 
merit in perfecting plans for a ‘Perfect 
Foot” contest. The local papers are co- 
operating and it is expected to go over big 
with the public. 

The present officers include: Albert 
Slesinger, president; Nathaniel Schenthal, 
vice-president; Henry Sorgman, treasurer; 


Joseph A. Elinoff, secretary. Meetings are 
being held on the last Friday of the month 


Called Off Sale 


The success of a sale announced by the 
Elgar Shoe Shop was so good that Mr. 
Elinoff of the concern called it off after 
three days” selling. He opened it on the 
advent of the new year and had planned to 
continue for two weeks. Customers re- 
sponded as if attracted by a magnet with 
the result that the sale was called off at 
the end of three days. 


Retail Notes 

Wyman’s Hess, Hahn and the Walk- 
Over stores are all doing well. 

Ted Leason, new buyer at the Hub, has 
been very successful. 

Conditions in the shoe stores in the 
smaller towns near here are reported as 
fair. It is expected that an even break with 
the weather and a showing of good buisness 
acumen on the merchants’ part, January, 
will be satisfactory. 


New Shoe Stores 


Bransdorf’s Department store, shoe de- 
partment, West Wyoming, Penn. 

The Toggery, Main street and Mag- 
nolia avenue, El Cajon, Cal. 

L. R. Fix, 2627 Ohio street, Topeka 
Kansas. 
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ROCHESTER 


Rubber Stocks Are Moving 


First Week of New Year Featured by Stormy Weather and 
Shoe Stores Welcome It 


ECENT stormy weather stimulated 
the demand for rubbers and over- 
shoes as well as for men’s and women’s 
shoes. Light rubbers sold freely and most 
merchants are very low on this type. Over- 
shoes have also sold well since the weather 
has been more favorable for the movement 
of rubber merchandise. 
The first week in January was the best 
week of the winter for the sale of rubber 


goods. 


The Corrective Shoes 


Unusual demand for the corrective type 
of shoe seemed to prevail in most of the 
leading shoe stores during the past week. 
Nearly every store carries one or more 
shoes of this kind. At the Triangle Store 
the Dr. Riley Shoe is featured. William 
LaMontagne recently took on this line. 
At Shields Boot Shop the Menihan Arch 
Aid is sold. The Burke Shoe Stores carry 
the Arch Triumph Shoe. The Ground 
Gripper, Cantilever and the Duson Shoe 
have stores of their own. 


Wedd’s Idea Is Patented 


Of particular interest to athletes as well 
as to every pedestrian is the new improve- 
ment in footwear recently patented by 
Benjamin G. Wedd of West Henrietta, 
N. Y. The improvement consists of form- 
ing a cavity in the sole of the shoe to re- 
ceive the metatarsal joint. The invention 
permits the lowering of the ball of the foot 
in the shoe and distributes the weight of 
the body over the whole of the foot. 


H. H. Freeland Incorporates 


Incorporation papers have been filed 
with the secretary of state for the incor- 
poration of H. H. Freeland, Inc., one of 
Rochester’s oldest and most successful 
manufacturers of children’s shoes. This 
house which was established in 1891 by 
Herbert H. Freeland specializes in high 
grade children’s footwear. 

The officers of the corporation are: 
president, Mrs. Herbert H. Freeland; vice- 
president, F. E. Seidewand; secretary and 
treasurer, E. T. White. 





ATLANTA 


Promising Spring Season Ahead 


Suedes Most Popular Sellers in Women’s Shoes—!mproved 
Hosiery Trade Expected in Early 1924 


HRIST MAS and holiday trade among 

the Atlanta retail shoe merchants 
was probably as good as it has been during 
any previous season of the past half dozen 
years, and there are few merchants who 
are not well satisfied over the volume of 
business they enjoyed, and looking for a 
continued good trade through January 
and the first few months, at least, of the 
present year. 

Buying at Highest Point 

Cotton prices are still holding to a satis- 
factory level, and with a large part of the 
1923 crop marketed at these excellent 
prices the buying power of southern farm- 
ets is at the highest point it has been in 
years, a fact which all retail trade is noting 
in increased volume of sales to this field. 
For the same reason the outlook is gener- 
ally regarded as very satisfactory, and 
most merchants are looking for a much 
better business the first three months of 
1924 than they experienced the first three 
months of 1923. 

As to the spring trade, it is impossible at 
this date to regard the outlook with any 
certainty, but if conditions do not experi- 
ence a setback before that time it should 


prove one of the best spring seasons the 
retail shoe trade has ever enjoyed in the 
South. 

While trade in women’s footwear has 
been on a good basis and somewhat better 
than either last year or the year before, the 
principal gains, so far as the Atlanta shoe 
merchants are concerned, appear to have 
been in men’s footwear, with nearly all the 
larger merchants stating that trade in 
December in men’s footwear experienced 
a very substantial gain over the same 
month in 1922. 


In women’s footwear, suedes have been 
by far the most popular sellers during the 
past two or three months, with colored 
suede somewhat better than black, brown 
appearing to be about the best seller. Also 
most of the lighter shades appear to be in 
very good demand, and anything of the 
right color with a pretty strap effect is 
generally finding quite a 1eady market. 
Satins are next in order, with blacks well 
in the lead, and as in the above instance, 
anything pretty in strap effects is the most 
popular. Few high shoes are being sold as 
the colder weather sets in, but as usual in 
the South hardly enough to mention. 
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Hosiery 

















OLLYWOO 
H° "Hose. D 


Reg. U. S. Pat. Of. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 
Harrington & Waring 
41 Union Sq. W. New York 














Erie Ave. & Amber St., Philadelphia 


Ladies’ Full Fashioned iffen Hose 
“THAT ARE SUPERIOR” 
New York Office, 358 Fifth Ave. 














J. R. BEATON CO. 


HOSIERY] i= 


' 331 Fourth Ave.,NewYorkCity 
AS YOu CHICAGO 
227 vd. 


LIKE 'T” West Jackson BI 
ATLANTA 
FULL FaarHONED coctres le 














Where to Buy 


Shoe Patterns 

















Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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Shoe Illustrations 
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The UNITED LAST COMPANY 
in CANADA 


N order to afford Canadian 
shoe manufacturers the mod- 
ern service this great industry 
merits, we built the above pic- 
tured factory in Montreal eight 
years ago. 


Under this roof are combined 
all elements which our accu- 
mulated experience has proved 


to make for ideal last producing 
conditions. 


At this factory, and in our 
branch salesrooms at Toronto, 
Canadian shoe men receive that 
sound style advice and that in- 
terested co-operation which it is 
always the purpose of the United 
Last Co. to render. 


UNITED LAST COMPANY 


Headquarters—BOSTON, MASS. 


TEN FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 





SEVEN SHOW ROOMS 
BOSTON 
212 Essex St. 
NEW YORK 
1402 Bush Terminal Bldg. 
CINCINNATI 
803 Syracuse St. 
ST. LOUIS 
Adv. Bldg., Rm. 303 


CHICAGO 
Peoples Life Bidg., Room 301 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE 
10 Metropolitan Bldg. 
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SHOE TRAVELER ® 


This Department is conducted by Helen M. Haney, Associate Editor 


Philadelphia Travelers Elect Officers 


Tits regular annual business meeting 
A held in the City Club, Philadelphia, 
on Dec. 27 the Philadelphia Shoe 
Travelers’ Association elected the following 
officers: President, Paul S. Lippincott, Jr.; 
First Vice-President, C. R. McClellan; 
Second* Vice-President, George Drysdale; 
Third} Vice-President, H. F. Cunningham; 
Secretary-Treasurer, William F. Schoell; 
Board of Governors, James Scanlon, I. F. 
Oberfield, L. B. Wood, A. C. Earle and 
L. L. Enow. 

Messrs. Scanlon, Earle, Lippincott and 
Frank Fitzpatrick were elected delegates 
to the National Convention. Reports of 
the president of the entertainment, em- 
ployment, welfare, building and member- 
ship committees were read by Mr. Scan- 
lon. Reports of the treasurer and of the 
committee appointed to work with the 
retail merchants in putting their conven- 
tion across were also read. 

The Philadelphia Shoe Travelers’ As- 
sociation now has 99 members. 

Members of the association have taken 
ll booths at the convention of the Penn- 
sylvania Shoe Retailers’ Association to be 
held at” Lulu Temple, Philadelphia, on 
January 21, 22 and 23. 


“Arthur Earle Night” 

The next meeting of the association will 
be in the form of a tribute to Arthur C. 
Earle, and will be known as “Arthur 
Earle Night.” 


Scanlon Had Strong Support 

The Philadelphia Shoe Travelers’ As- 
sociation waged a strong campaign to 
elect its former president, James L. Scan- 
lon, as vice-president of the national 
association. As a part of their clever work, 
they wrote to 24 associations urging them 
to support Mr. Scanlon’s candidacy. Most 
of them agreed to do so, only a few stating 
that they would send their delegates 
uninstructed. 


“Al” Minshall at 139 Lincoln 
St., Boston 

A. J. everywhere known as “Al” Min- 

thall, who covers Connecticut, Massachu- 

setts and Rhode Island for Ault-William- 

son Shoe Company will start out again to 


call on the trade on January 20. In the 
meantime, he has been kept busy getting 
ready his new samples for spring and 
meeting the visiting buyers at his office, 
room 210, 139 Lincoln Street. 

“‘Al’s” line is a conservative one, con- 
taining many comfort models. He states 








WILLIAM r. SCHOELL 
Secretary-Treasurer of the Philadelphia Shoe 
Trarelers’ Association 





that he has had a fair business on boots, 
but that low shoes predominate. 

Besides his women’s line, he now carries 
a full line of children’s turns in black and 
brown kid. 

“The factory started on full time with 
January 1,” added “Al” and everything 
looks rosy to me for 1924. 

Layfayette Building 

Detroit’s Wholesale Center 


George R. Holst, Secretary and Treas- 
urer of the Michigan National Shoe 
Travelers’ Association, with office at 401 
Lafayette Building, Detroit, announced 
the official opening of this building as 
Detroit’s greatest wholesale shoe center on 
January 7-9. All sample rooms will be 


open to visiting shoe merchants, with a 
special display of advanced spring styles. 

An elaborate entertainment, with many 
surprises, was given Wednesday evening, 
January 9, at the Hotel Tuller Roof Gar- 
den. 

The entertainment committee con- 
sisting of H. A. Becher, George R. Holst, 
H. Meyers and H. H. Reed, are to be 
congratulated for their good work in 
making this event a pleasant surpris e for 
all shoemen. 


Norton at the United States 
Hotel 


J. F. Norton, New England represent- 
ative of the Eaton Division of the Chas. 
A. Eaton Shoe Industries, is at Room 112, 
United States Hotel, where he is showing a 
complete line of Eaton shoes. This is a 
style line of men’s high-grade shoes, made 
with the little patented arch suspension 
construction, featuring a four-season 
selling plan and a national and local 
advertising campaign. 


Holters Has Sales Conference 


The Holters Company unit of The 
United States Shoe Company held a sales 
conference in Cincinnati at the company’s 
factory during the past week. The con- 
ference was concluded with a dinner on 
December 27 at which John G. Holters 
and Frank X. O’Brien were the principal 
speakers. 

te 


Parsons with Lunn & Sweet 


M. H. Parsons is now carrying the 
Lunn & Sweet line in Washington and 
Oregon. Mr. Parsons was formerly with 
Lunn & Sweet and later with the Charles 
K. Fox Company. His old friends on the 
Coast will be glad to welcome him once 
more. 


Mayers in Charge of 
Chicago Territory 


Horace C. Mayers, who for many years 
has represented The Julian & Kokenge 
Company in Ohio, has now been placed in 
charge of the Chicago territory. This in 
the nature of a well-deserved reward for 
long, faithful and successful service. 
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‘The Crawford 
Arch Supporting Shank 
keeps the Arch Young 
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Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 
porting Shank prolongs that youthful, 
springy walk in those who are leaving 
youth behind. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 


The Crawford Arch Supporting Shank 
is built right into the shoe — fitted be- 
tween the inner and outer sole and 
locked to the insole. It cannot abrade 
the skin. 


" On the head of the rivet which locks 


the shank to the insole, and which is 
flush with the insole, you will find this 
trade mark. Look for the trade mark. 
It is your protection. 


IT RIVET 
u SEKING SHANK, 
Ol . 
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Nothing in the Shoe hut the Foot 


BOSTON, MASSACHUSETTS 


United Shoe Machinery Corporation 
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“LARRY” CROSS 


One of the prize winners in the * Nothing Takes 
the Place of Leather’’ Best Essays Contest. This is 
the second time that Larry has won a similar 
prize. He travels the Middle West and New 
York State for the Reynolds, Drake § Gabell Co. 





“‘Larry”’ Cross a Prize 
Winner 

“Larry’’ Cross who covers the Middle 
West and New York State for Reynolds, 
Drake & Gabell Company, left Boston 
on Tuesday night, January 1, for a short 
trip through the Empire State. “Larry” 
has been receiving many congratulations 
of late on his second success at writing 
essays. The first was won a few years ago 
when $500 came his way as the result of 
the best article on kid leather. His second 
successful attempt was in the recent 
$50,000 best essays’ contest on ‘“‘Nothing 
Takes the Place of Leather,” conducted 
by the American Sole and Belting Leather 
Tanners. There were 44,000 articles re- 
ceived from all corners of the globe. 
“Larry” received one of the 118 prizes 
awarded, amounting to $25. A check 
for this amount was presented to Mr. 
Cross. It was made out on leather, and 
“Larry’’ was duly notified that after the 
check had passed through the clearing 
house, it would be returned to him as a 
memento. 


Walk-Over Salesman on 
Trips 

Many of the George E. Keith Com- 
pany salesmen have started on supple- 
mentary trips. On December 19, at the 
close of their selling trips, those salesmen 
who were in Brockton met with depart- 
ment heads and directors at the Walk- 
Over Club. After messages of greeting 
from President Harold C. Keith and Vice- 
Presidents Myron L. Keith and Geo. H. 
Leach, the men brought in their sugges- 
tions and criticisms in a most helpful way. 
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NORMAN M. MacDONALD 
Who covers the South ad the Harry W. Crooker, 
ne. 





MacDonald with Harry W. 
Crooker, Inc. 


Norman M. MacDonald, known 
throughout the length and breadth of 
Dixie-land as a good style picker, has 
recently made arrangements to represent 
the Harry W. Crooker, Inc. (formerly 
the Crooker & Morse), line in the South. 

“N. M.” has devoted practically all of 
his life to women’s fine shoemaking, and 
his activities have been almost wholly in 
the South. In the old days, for 12 or 14 
years, he covered the South for the Utz & 
Dunn Company; a more recent connec- 
tion was with the line of Knipe Bros., Inc. 


Army Turns Popular 


Mr. MacDonald has been at the office 
of the Harry W. Crooker, Inc. 183 Essex 
Street, Boston, for the past few weeks 
where he has been kept busy meeting the 
visiting buyers. He states that he will be 
at the National Shoe Retailers’ Associa- 
tion Convention at Chicago, February 11-— 
14, and after that will go down to visit his 
many friends in the south land with his 
line of light, airy, effects in turn shoes. He 
says that his customers like 14-8 and 15-8 
heels, and that it looks to him like a con- 
tinuation of light, airy effects for the 
coming spring and summer. 


Craddock-Terry Salesmen 
Optimistic 

Among the traveling salesmen coming in 
for recent conferences with their chiefs in 
the Craddock-Terry Company are W. W. 
Brown, covering New York, Philadelphia, 
Baltimore, Washington, Brooklyn, and 
other large cities; W. H. Keith, West 
Virginia; T. A. Lotspeich of the Atlanta 
district of Georgia; J. I. Ammonette, of 


lll 





GUY P. MOSES 


Assistant to his father, S. Preston Moses, who 

together cover parts of Georgia, both the Caro- 

linas, parts of Tennessee, Philadelphia and 

Cincinnati. Guy has recently returned from his 

southern trip and reports a very satisfactory 
business. 





Georgia; M. H. Coleman, of Maryland; 
W. C. Cousins, of West Virginia, and M. 
H. Perrow of North Carolina. All of the 
salesmen are enthusiastically making 
preparations for a big spring business. 
“Dusty” Rhodes Adds to 
Territory 


Harlan G. Rhodes, better known as 
“Dusty,” adds to his territory for The 
Julian & Kokenge Company, taking the 
northern half of the State of Illinois. 

Samuels Covers Southern 

Half of Illinois 


Frank Samuels has taken the southern 
half of Illinois for The Julian & Kokenge 
Company. 

Elmer Kokenge Covers Big 

Towns in Iowa 


Elmer Kokenge has taken as his ter- 
ritory for The Julian & Kokenge Company 
the larger towns in Iowa, formerly covered 
by Mr. Murphy. 


P. Sullivan Men on Trips 


The salesmen of The P. Sullivan Com- 
pany are leaving for their respective ter- 
ritories with the newest spring samples. 

Keep Smiling 
If you want success—keep smiling, 

If you’d rather meet failure—be “blue,” 
For the value you gain from life reflects 

What the world has gained from you. 

A. B. Turner. 
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40-42 Walnut St. HAVERHILL, MASS. Boston—207 Essex St. 


ADDRESS ALL CORRESPONDENCE TO HAVERHILL 


B. E. Cole Quality | 
IneA New Fashion 





«Mercedes | 


This model in alligator, with lizard 
trimming and collar. 


A sample of our novelty turn style line, made 
in all leathers and colors at an average price range 
of from $4.35 to $5.35. The new models are | 
ready for inspection now at our Boston Office. 
Salesmen will be in their territories by the middle 
of January. They will show both our standard 
lines and our new line. } 


B. E. COLE CO., Inc. ) 
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The Law on Salesmen’s Commissions 


N last week’s issue, under this heading, 

we discussed the subject of ““Advances 
Against Commissions,” from data fur- 
nished by L. M. Taylor, secretary of the 
National Shoe Wholesalers’ Association. 
We cited cases to show that these ad- 
vances belong to salesmen, though ad- 
vances exceed earned commissions. Con- 
tinuing this information we present here- 
with the case of L. J. Wing Manufacturing 
Co. v. Thompson, 120 N. Y. Supp. 51. 
Here the plaintiff company entered into a 
contract employing the defendant as sales- 
man, in which it was agreed that the de- 
fendant should be allowed to draw $30 a 
week against his share of the profits on his 
sales, and that, should he fail to make 
sufficient sales to yield a profit equal to the 
weekly advances, the plaintiff would have 
the option to discontinue the advances 
until the profits on the defendant’s sales 
should equal the money so advanced. 


No Personal Liability for Advances 


It was held that the contract imposed 
no obligation on the defendant agent to 
repay the advances except out of the 
profits on his sales, even though the profits 
did not equal the advances. The court said 
that there was no feature in the case which 
would warrant a departure from the rule 
that, in the absence of special agreement, 
an agent who receives advances on account 
of commissions cannot be held to a per- 
sonal liability for such advances, even 
though the commissions earned do not 
equal the advances, and the employment 
has ceased. 


Advancement as First Lien Not Upheld 


In Northwestern Mutual Life Ins. Co. 
vs. Mooney, 108 N. Y. 118, 15 N. E. Rep. 
303, it appeared that the insurance com- 
pany employed the defendant, Mooney, 
as its general agent within a specified terri- 
tory. 


Gardner Popular Shoe Hotel 
Clerk 


One of the most popular hotel clerks in 
Boston is A. F. Gardner of the United 
States Hotel. We are mentioning Mr. 
Gardner in these columns because he is a 
prime favorite with the shoe travelers the 
country over, especially those having 
sample rooms and offices in the United 
States Hotel Annex, and those who sell 
shoes in nearby sections of “The Hub.” 


At United States - olel for Four Years 


Mr. Gardner took up his duties as chief 
clerk at the United States Hotel about 
four years ago. He came here from the 
Adams House and prior to that clerked at 
the Falmouth and Congress Square Hotels, 
Portland. In all, he has had an experience 
of about 15 years in the hotel business, 
during which time he has enjoyed a wide 
acquaintance with shoe travelers, and the 
shoe trade in general. 

All the boys like A. F. Gardner on 
account of his courteous and genial man- 
ner and A. F. reciprocates with good fel- 








A. F. GARDNER 


The genial chief clerk at the United States Hotel. 
Boston, a favorite with the trade—especially the 
shoe salesmen—both wholesale and retail. 





lowship and never failing efficiency and 
courtesy. 

The big United States Hotel, including 
its Annex, has 80 shoe offices, or sample 
rooms, with every one of whose occupants 
Mr. Gardner is a real co-operator. 


“Jeff” Newbury Visits Boston 


“Jeff” Newbury, President of the Jeff 
Newbury Company, Huntington, W. Va., 
was a visitor in Boston the past week. 
While in the Hub he paid a call on some 
of the boys who sell the big trade at 139 
Lincoln Street. 
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STANLEY WASS 


Chairman of Receplion Committee of the Style 
Review—to be held. at Convention Hall, Janu- 
ary 15-17. Mr. Wass is Vice-President and 
Sales Manager of the Webber Shoe Company. 





Meservey, a Boston Visitor 


Frank A. Meservey of Waterville, 
Maine, who represents Dunham Bros. in 
Eastern Maine was a visitor in Boston re- 
cently. Mr. Meservey came to ““The Hub” 
on January 7, en route to Brattleboro, Vt. 

He is very popular with the Maine 
trade and also the buyers in Boston, with 
whom he has “summered and wintered”’ 
for many a year. 

He has been associated with Dunham 
Bros. for the past four or five years; before 
that he represented L. P. Ross of Roches- 
ter, N. Y., and A. F. Cox & Son of Port- 
land. 


“Sam” Ruggles Sells Men’s 
elts 


E. S. Ruggles, known to the trade as 
“Sam’”’ Ruggles, is a member of the firm 
of Schwarz & Ruggles, Inc. Brockton. He 
sells men’s shoes to the big trade the 
country over. His accounts comprise both 
the wholesale and the retail merchants. 

“Sam”’ formerly sold shoes for Field & 
Flint, traveling as far west as Buffalo, and 
as far south as Washington. His old cus- 
tomers in this territory are much inter- 
ested in “Sam’s” line of young men’s 
popular-priced shoes. 


Believes in Hard Work 


Mr. Ruggles is optimistic as to good 
business for 1924. He finds that stocks are 
low in his grade of footwear and says that 
it is simply a case of all hands ‘‘buckling 
down to hard work,” plus a proposition of 
merit—then success is assured. 

Knowledge is power, plus character.— 
Jones I. J. Corrigan, S. J. 
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Stamped on every pair 


of genuine ZEVS 





MADE IN A 


Can be seen at our 
BOSTON OFFICE 
183 Essex Street 
Gene Ricker in charge 


HAVERHILL 











COLLINS 


A SURE WINNER 


Originated by 
and all rights protected 


Other factories licensed to make “ZEV” SANDALS only under special contract with us. 


“ZEV” 


: THE STYLE 
Sa) WITH LOTS OF 
“GIT UP” 








1924’s Speediest Model 





LL LEATHERS Will be shown at Hotel 
Adelphia, Philadelphia, 
during convention by 


by L. W. Stockbridge. 


& STAPLES MASS. 
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GREELEY 
BOUDOIRS 


are made up to a stand- 







ard, not down to a price. 
Price however, is right to 
make your sales of Greeley 

Kid. 36 “> ie Boudoirs profitable. 

only. 


If your Jobber Cannot Supply You, Write Me. 











4 A. W. GREELEY, Haverhill, Mass.55( 





APPROVED BY | 
MEDICAL MEN| 


A turd pport for the ankles of | 
Pa Nog oS 

ar’ en 
—_ is mf d. Well known 


per 





use. 
Make your stock of 
ob Méree eo eSese 


WENTATIONS 
PATENTED 





p y e 
Phone’ aes 2133 
for immediate action 
BURKLEY 
SHOE CO. 
1156 No. Main Street 
Brockton, Mass. 





Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER Co. 
106 Beach St., Boston, Mass., U. S. A. 














BLOODED-STOCK 


If ay were buying a horse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a peligree, you 
would not need to take the man’s word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 


It’s the same in buying otvertiing space. Some publications sell 
“just a horse” and you have to take their circulation statement with a 
pinch of salt. 





The Boot & Shoe Recorder is blooded-stock. An 
A B C statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word for each insertion, 
inimum amount accepted, seventy-five cents. For other “Want” 
advertisements, seven cents Min 
mum amount accepted, $1. 
up to noon on by of — of aie blication date. When advertisers 
answers to come in care of this an, Soave words must be 
allowed in each rr for address. 


$3.00 $2.50 desire 


6.00 
9.00 7.50 replies forwarded di 
12.00 10.00 


must be counted in the advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 


except when regular advertisers, as amounts are too small to open accounts 


word for each i 
25. Ads under this heading will be received 


hen advertisers desire 
eir address, each word of the address 











SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 








ANTED—Shoe Salesman to carry a line of 

Men’s shoes by Brockton Manufacturer. 
Advertised stock department. All shoes to retail 
for $7.00. Number of good territories opened. 
Twenty-four samples. 6 per cent commission. Only 
men with foilowing and first class references con- 
sidered. Address E-535, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


SOFT Soles Moccasin Sal inted with 

jobbing House department and Shoe stores to 
sell side e, our Boston made Soft Soles and 
Moccasins. Boston Baby Shoe Mfg. Co., 84 Cross 
St. Boston, Mass. 


ALESMAN resident in Pacific Coast States to 

represent prominent New York City manu- 
facturer of high a women’s turns, Straight 
commission, side line permitted. Write stating 
experience and reference. Box 678, 2501 World 
Tower Building, New York City. 


ANTED-—Salesmen to sell popular priced line 

infants 1-6 flexible turn shoes of merit, in con- 
nection with line now handling; fifty styles in 
stock ; 7 per cent commission. Good territories open. 
Give references, how long sold present line, age, 
annual sales, etc. Elam Shoe Mfg. Co,. 16 Columbia 
St., Boston, Mass. 


ALESMEN WANTED—Wanted experienced 

salesmen who are acquainted in the states of 
Michigan, Kentucky and 
Alabama, to sell our popular priced novelties in 
Children’s turn shoes, made in sizes from First 
Steps to 11 44-2 misses’. Strickly stock proposition. 
We pay 6 per cent commission, and pay prompt. 
) ted now ready. Flexible Shoe Company, 
Rochester, N. Y. 























SIDE LINE SALESMEN 


TO SELL UNION STAMP WORK SHOES 
Unlined Outing, Bluchers and Moulders. Write for full particulars and give references, 
you can deliver. NORTH LEBANON SHOE 





territory covered, and of busi 
FACTORY, Lebanon, Pa. 











WANTED—Good smart shoe salesmen for New 
England states and other terri to sell a 
short line of low priced merchandise. Address E-538, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


WANTED—Experienced shoe salesman for 
Indiana, established territory, Wisconsin 
Manufacturer of Men's and Boy's work shoes. 
Address E-536, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ml. 


ALESMEN to carry Wos. Medium grade McKay 
as a Side Line in the following states: Michigan, 
Illinois, California, Georgia, Kentucky, North and 
South Carolina and Florida. Address E-537, care 
— and Shoe Recorder, 207 South Street, Boston, 











WANTED—Salesman with an established fol- 
lowing, calling on retail trade in Georgia, 
Florida and Alabama to sell line of quality stitoh- 
down shoes, sandals and oxfords, as a side line, also 
man to call on retail trade in Illinois and Indiana. 
Give full«details and references in first’ letter 
Collingwood Shoe Co. Inc., Endicott, N. Y. 





ALESMEN WANTED—We have several! 

opportunities for A-1 salesmen to carry our 
popular priced line of Children’s turn shoes. Up to 
the minute in style. Sizes run from First Steps to 
Misses’ 11 %4-2’s. We pay 6 per cent commission. 
This is a stock proposition. Samples now ready. 
Qualily Shoe Compauy, Rochester, N. Y. 


ANTED—By a. lar Chi Wholesale 

House, a young man who has had experience in 
buying women's shoes to act as assistant to the 
buyer. Must be under 30 years of age, good char- 
acter and willing to work. Splendid ee for the 
right man. Address E-539, care of Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill. 





ANTED—Experienced salesmen, preferably 

one a uainted in territory who has sold a line 
of high grade men’s dress shoes and can build shoes 
to buyers specifications, Must a Salesman of 
ability and come well recom One territory 
consists of North Dakota, Montana, Washington, 
Idaho and a portion of . Another territory 
consists of Oklahoma, 6ne Alabama and Western 
Florida and one Kansas and Eastern Nebraska. 
Established trade in all territories. Strictly com- 
mission basis. Nunn, Bush & Welden Shoe Co., 
Milwaukee, Wis. 


ANTED—By Rice & Hutchins Chicago Co., 

a salesman to sell our shoes in Northern 
Indiana. Must have had experience and be under 
35 years of age. Give references, 








WANTED By a Chicago Shoe Company carry- 
ing a full line of shoes in stock, a salesman for 
Chicago City trade. Must have had experience and 
be under 30 years of age. Give references and ad- 
dress E-540, care Boot and Shoe Recorder, 189 W. 
Madison St, Chicago, Ill. 


GPECIAL OPPORTUNITY—Manufacturer of 
short line of Men’s “Snappy” Dress Welts has 
goon ove ange Oe SS quatinna sss aes who can pro- 
tably handle this line with one other non-con- 
flicting line. ~ 7 Prices $5.00; $6.00; $7.00. One 
grip of sam Liberal commission. Sample 
ready now. in stock. Investigate now by 
mail or arrange now for interview in Chicago, 
boone 1l to 14. Address E-542, care Boot and 
Recorder, 189 W. Madison St., Chicago, Il. 














A middle western manufacturer of popu- 
larly priced Men’s Welts desires to extend 
sales and will have open this coming season 
four territories located in South, Middle 
West, and West. Only men who can pro- 
duce evidence of proven ability need apply. 
Address E-543, care Boot and Shoe R 

corder, 207 South Street, Boston, Mass. 














Big Opportunity for Salesmen. 
Manufacturers line popular pri 
novelties and staples, including fat 
ankle welts with built-in arch support 
shanks. Allin stock. Commission basis 
only. Address E-544, care Boot and Shoe 
nee, 207 South Street, Boston, 

ass. 








NATIONALLY known manufacturer of Men's, 
Women’s and Children’s Shoes wants salesman 
of real ability to take care of long-established trade 
in southern Iowa and northern Missouri. Applicant 
must have successful record and live in territory. 
Exceptional opportunity. Replies confidential. 
Address E-541, care —_ and Shoe Recorder, 207 
South Street, Boston, Mass. 


THE Thompson Shoe Company of Saint Paul, 
Minnesota desires, to take on a capable, straight 
commission man in Virginia and West Virginia to 
sell a line of popular priced Men’s Dress Welts. For 
further information, address the above concern, and 
send references. 








WANTED— Experienced salesman to sell in New 
York State on commission 24 styles women’s 
welt arch support oxfords. In Stock Dept t. Give 
references. Edwards Shoe Co., Owego, N. 


EXCEFTIONAL tunity for salesman to 
handle a nationally known "ine of ladies” turn 
comforts, sandal, oxford and boot, boudoirs 
in colored leather and quil satin (leather soles 
and heels), boliet,-ippem t and hard toes, 
gymnasium slippers stock, and profitable mail 
order repeating pocposiien. “Can handled as 
side line 10 samples. Address E-524, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








WANT ED—Salesmen to carry the well-known 
line of “Tootsies Better Babies Shoes” and 
“Tootsie Hikers.” Can be carried with non-con- 
flicting line. Hiypest rate of commission. References 
required. The Mater-Mack Co., Rochester, N. Y. 





GALESMEN bok iy ma western manufac- 
turer men’s and boys’ popular dress 
w can use several comasieneal salesmen. A 
did opportunity for men who know the game. 
© novices wanted. Attractive commission ane to 
salesman. Liberal discount to customers. ell 
advertised line of shoes of real merit. Address E508 
care Boot and Shoe Recorder, 207 SouthSt., Boston. 





Salesmen wanted in i followin, ter- 
ritories, o; iowa, 
Illinois, tong Missouri, Kansas, 
Nebraska, North and South ~~ by 
old-established turer of 
children’s, misses’ and growing | gia! girls’ 
turns and welts for retail trade 
five styles carried in-stock. On a am 
commission basis, 6 per cent paid each 
month on all orders shipped. No objection 
to carrying a woman’s line with same. 
Applicants must have a clean record, a 
E-510, care ‘Boot 
ona Shoe = 207 South St., Boston, 

Mass. 

















WANTED SIDE LINE SALESMEN FOR 
TEXAS, OKLAHOMA, KANSAS AND 
MISSOURI. GENERAL WORK SHOE 
LINE CONSISTING OF MEN’S AND 
jy Pt Marg ona eae MANU- 
LS DRESS E-448, As 
BOOT A D SHOE RECORDER 
w. MADISON ST., CHICAGO. ii 





Mem Side ies, salesmen for Okla- 
issouri and Virginia. 








WORK SHOES 
We specialize on three numbers. 
EASY SELLERS 
Exceptional pes pw md for one who 
uce. 

No ghiesdion to non-conflicting 
line. Address E 489 care Boot and Shoe 
Recorder, 207 South Street, Boston, 
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SALESMEN WANTED 





OPPORTUNITY 





FOR SALE 





ANTED—First-class to represen 





SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an opportunity to salesmen 
with ability to sell one of the best 
——— men’s — Speco, Se ry 
of first quality, so! leather. A factory 
that is recognized as being 


foremost in 
shoe construction. 
Immediate attention given to appli- 
cants that can furnish a record of past 
pupenene that shows they were 
jeaders in their organization as sales- 
men. Must be able to finance them- 
selves, and come to the factory for per- 
sonal interview. All correspondence 
strict confidential. Address E-477, 
care t amd Shoe Recorder, 207 
Seuth St., Boston, Mass. 














POSITION WANTED 


T° LARGE OPERATORS—We have a very fine 
and modern ip; factory for making men’s 
fine shoes to retail at $3.50, $4.00 and $5.00. We are 
looking for a man who can use a lar; of our 
output, one who can feel our factory is his in mak- 
ing shoes to his ideas, his deliveries and his prices. 
e are an old established house with plenty of 
capital and the best equipment in the country. If 
— are a large disposer of shoes, you need a young 
ive bunch to supply you with the proper 
factory located in the Brockton district. Address 
E-546, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





LINE WANTED 


SALESMAN, well known, successfully selling to 

/ best trade in New York and vicinity, open for 

line of ladies’ novelties with a house offerin, e 

ee. Address K-588, care Boot ona hoe 
ecorder, 127 Duane St., New York. 


TRAVELLING salesman with 15 years experience. 
Large following well acquainted in Northwest, 
wants poor priced men’s or women’s shoes, 
Best of References. F. I. Brown, 820 Terminal Sales 
Bldg., Seattle, Wash. 


A SHOEMAN of unquestionable sales ability 
proven by twelve years experience, will be 2 
for new connection February first. Thoroughly 
familiar with Southern and New England Territory. 
If your product is saable I can sell it. Salary or 
commission. Four years experience in store man- 
t. What have you to offer A-1 Reference. 














ANAGER and Buyer for High Grade Shoe 

Store, 20 years experience in , 8 years 
buying for self, last 15 months with the highest 
grade novelty shoe store in Chicago. Address E-551, 
care Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 





Address E-534, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





SALESMAN, _ ~ years’ road experience, 

to California. Would like to get connected with 

reliable firm. Western perferred. Address K-587, 

— and Shoe Recorder, 127 Duane St., New 
ork. 





XPERIENCED shoe man, capabl ager, 

careful buyer, seeks connection with depart- 
ment store or representative shoe store. Address 
E-550, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Il. 


AVAILABLE 


SALES PROMOTION AND 
ADVERTISING EXECUTIVE 


A man who knows shoes from maker to 
market; who has been associated with numerous 
sales and advertising problems requiring con- 
structive work in organization; sales policies; 
merchandising; trade investigations; dealer co- 
operation. His specialty is getting things done 
with despatch and without noise, friction nor 

i costs. 

He is acquainted with the principles of the 
big corporation as well as the practises of the 
advertising agency. 

He can write clear cut understandable Eng- 
lish. He knows printing and engraving and 
possesses a sincerity and honesty of 
that builds confidence and secures from ot! 
the loyal enthusiastic support necessary for a 
continuous success. 


His record speaks for itself but the finest 
references will justify his statements. Com- 
sation y to genial surroundings. 
ddress E-531, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 




















MANAGER WANTED 


RETAIL MANAGER WANTED—Good open- 
ing for Retail Shoe and Hosiery Manager. 
Chain store handling up to $10.00 shoes. Salary and 
Commission ts. Give references, full experi- 
ence, age, nationality and class of merchandise 
accustomed to selling. Address E-525, care Boot and 
Shoe Recorder, 207 th Street, Boston, Mass. 








FOR RENT 


)R RENT—Sample Room completely equipped, 
ready to occupy, rent _———- H. H. Brown, 
Shoe Co., 155 Lincoln St., Boston. 





GALESMAN TO WHOLESALE TRADE— 
I have an established trade with the best 
wholesale buyers throughout the country. Have 
been for several years with one of the leading 
houses in N. E. Selling wholesale trade, Their 
liquidation makes it possible for me to consider 
another line. Best of references furnished. Address 
E-548, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 
WANTED—Side Line. Texas and Oklahoma 
Ladies priced turns preferred. Car- 
ried in stock. Traveled above states twelve " 
Have following. Address E-500 care Boot Shoe 
Recorder, 207 South Street, Boston, Mass. 








LINE WANTED 
For Wholesale and Chain Store Trade 


I have been oe amy Bw 
30 years, several of the t- 
known shoe houses in New Eng- . 
land. Owing to the liquidation 
of my present house I am open 
for a line, preferably women’s 
novelty shoes, for the wholesale 
and chain store trade. Have 
covered the entire country and 
am well known to the leading 
buyers. Best of references fur- 
nished. Address E-547, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 


FoR SALE—Complete equipment for sample 
office including cases, les, chairs, =. 
ton 


etc., H. C. Brown Co., 155 Lincoln St., 


FOR SALE, Turn shoe factory within 
thirty miles of Boston. Equipped for 
10 cases per day. Orders on hand. Will 


sell whole or part interest. Address 
E-545, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





January 12, 1924 





FOR SALE 


Men’s and Women’s Popular Priced 
Specialty Shoe Store in the heart of 
Trenton, N. J. Cheap rent, Lease, Clean 
stock, Modern Fixtures. Address W. 
Gibson, 299 Broadway, N. Y. 

















WANTED TO PURCHASE 








highest cash price 
PR As - NB of shoes or any 
es St ee 
Bank and mercan’ me 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 


Phone Stagg 1757 








CASH PAID 


for entire shoe stocks or stocks of 
shoes or other y quantity. 
Prompt attention given. 

KIRSCH-BLACHER Cco., Inc. 


293 Church St., New York, N. Y. 
Phone Canal 0679 








DO YOU CONTEMPLATE 
se saat mee Ta 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, 
Phone—Canal 6874 











WELL KNOWN PACIFIC COAST 
SALESMAN OPEN FOR LINE 


I have been for 18 years Pacific Coast 
representative for a well known Eastern 
manufacturer of women’s shoes. Owing 
to change of policy I have decided to 
seek another line for my territory. I 
have an established trade and count as 
my friends the leading buyers of shoes 
throughout this territory. I would be 
interested in cons ing a line of 
up-to-date women’s shoes that has an 
established reputation, an established 
merchandising policy and is looking 
for an A-1 salesman. t of references 
furnished. Address 
Shoe Recorder, 207 South Street, 
Boston, Mass. 
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MISCELLANEOUS 





Richmond 


70 West 46th Street 


Between Fifth Ave. and Broadway 


NEW YORK 
Convenient location 


For motorists in the heart of the 


Amusement section. 


Moderate prices 


Winpow DIsPLay FIXTURES 


ASK FOR CATALOG 


THE OscAR ONKEN 


_CINCINNATLO. | 


Co. | 








stores and sh —. > 
will an —- 
the wear 
the ap 


r al and 
approval and sa 
guaranteed. 


ders as well as 
fixtures. 


Milbradt 





Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to sot 2 =f kinds of 


They 
to get 


less ae — 
and 
your shelving, and help 


your 





ae 


Write for our latest cata- 
showing 18 atytes of 


o 


Manufacturing Co. 


2416 No, 10th Street 
ST, LOUIS,{MO. 








and Floor 
Mirrors 


No. 141 


ot Pree WIRE CHAIR 





Metal Shoe Fitting Stools 






ur fe THE CHICAGO 


co. 


621 N. La Selle Street, Chicago, Il. 











f P Yeywood- Wikef field ¥ 


Ey Sa m= aera 








Neatest, s lightest and mest 
conten alee stool on the market. 





| Carried in stock. Available for shipment any- 
where by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 
For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata- 
log fall 
description 
and prices. 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 





SWAIN, CARPENTER & NAY, Counsel, 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
OWEN A. THOMAS HELEN M. HANEY 
L. F. KUNSTMAN CHARLES K. HICKEY 
Associate Editors 





PUBLISHER'S NOTICE 


FOREIGN SUBSCRIPTION—The ice to all 
foreign countries except the above is $10.00 per 
xe: including postage 

subscriptions are payable i in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, et etc., see Want Page. 


Every precaution is taken by the BOOT AND 
SHOE ‘CORDER to avo ting any 
statement tikely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 4 South Stree 
BOE a Me OFFICE 224, Moraine St. Geo. 


W.R. 3 
CHICAGO OFFICE: 189 Teepe Madison St. Tele- 
hone Main 1089. B. C. Bowen, 
st. LOUIS OFFICE: Leather Trades Bldg. H. 
M. Bowen (B. C. Bowen, M ). 
NEW YORK. OFFICE: Room 101, Graham Bidg., 
. wey ty, H. Walter Scott, Manager, Tele- 
PHILADELPHIA OFFICE: Suite 1420, Widener 
. Walter fants M 
HAVERHILL OFFICE: Chamber of Commerce 
oo National Bank Bldg. Geo. 
CINCINNATI OFF OF Fic CE: aE: 416 Gwynne Bldg. H. M. 
ROCHESTER OFF OFFICE: 623 Powers 
— _ Seward, Western New York 
e. Tel lephone Main 969. 
LINN OFFICE OFFICE: Connon. E. Meyer (B. 
= —>" -— nie 405 Broadway. Telephone 
wa . 
whattineroe OFFICE: William L. Daley, 26 
PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 


»y OFFICE: P. Y. Curtiss, Manager, 
USTRALIAN er ORFICE, is 439 3 Li St., 

CONTINENTAL OFFICE: o Willan Selesnam, 

ARGENTINA: Bachos Aires, Rived 





. Ro- 
opre- 


12, Austria. 
Buenos Aires, Rivadavia, 2721. 
BRAZIL: Gerent John S. Fitch, 33 Rue General 
CHILE: tiago, Las Rosas 1123-1127. Otte- 

uhrimann ‘te. 

CUBA: Mr. H. Gomes, Corrales 2A, Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 

SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 
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BOOTS AND SHOES 


Adama, F. E. Shoe Co., Seabrook, N. H.... 1 
Alden, C. H., Co., Abington, Mass......... 28 
Allen Goller Shoe Co., Boston............. 40 


Barnard, J. W., & Son, Andover, Mass... .. 
Barry, T. D., Co., Brockton, Mass......... 101 
Basmen*a, Now York Clty. ...ccccccscccoces 
Beacon Falls Rubber Shoe Co., Beacon 
DUE, GOED . cccccccccccesccvescescecses 23 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 103 
Bliss & Richardson Shoe Co., Portland, Me. 104 
Blog Shoe Findings Co., New York City... 100 
Bond Shoe Co., New York City............ B4 
Brockton Co-operative Boot & Shoe Co., 


Beeitemh, BRAG. cc ccceccccscccsccccccces 102 
Brooks Shoe Mfg. Co., Philadelphia........ 86 
Brown Shoe Co., St. Louis, Mo............ 27 
Burkley Shoe Co., Brockton, Mass........... 114 
Burns, James P., Los Angeles, Cal......... 24 
Cahill Shoe Co., Cincinnati, O........... 36 
Churchill & Alden Co., Brockton, Mass. 

4th Cover 
Clapp, Edwin & Son, Inc., E. Weymouth, 
PPT TTT TT OTT Te LET TTT TTT 101 


Coleord & Walker, Inc., Haverhill, Mass... 100 


Cole, B. E., Co., Inc., Haverhill, Mass..... 112 
Collins & Staples, Haverhill, Mass . 14 
Commonwealth Shoe & Leather Co., Whit- 
WI, Bo etkcencessécacsavanxes 101 
Converse Rubber Co., Malden, Mass... ... 85 
Cornell Shoe Co., Brooklyn, N.Y........... 78 
Craig, Reed & Emerson, Inc.......... 102 
Crescent Shoe Co., New York City........ 86 


Crooker, Harry W., Inc., Bridgewater, Mass. 41 


Diamond Shoe Co., New York City...... 74-75 
Eaton, Charles A., Shoe Industries, Brock- 

Ct BI. occ ccsccaccsvewdecesosevsece 9, 31 
Ebberts, John Shoe Co., Buffalo, N. Y.... 30 
Elam, F. S., Shoe Co., Rochester, N. Y.... 104 
Ferguson Bros. Co., Boston............... 100 


Fisher, A., & Son, Lynn, Mass............ 3 
Gardiner, H. K., & Co., Pittsfield, N. H.... 32 
Goodrich, Hazen B., Co., Haverhill, Mass.. 30 
Green, Daniel, Felt Shoe Co., Dolgeville, 


Pie Munctenddocecideruncenaecenedssewests 18 
Greeley, A. W. & Co., Haverhill, Mass.... 114 
Grieb Shoe Mfg. Co., Phila. ............. © 
Gustin, M., Co., New York City....... 102-103 
Holmes, W. T., & Co., Phila............ « 2 
Howard & Foster Co., Brockton, Mass..... 101 
Ideal Baby Shoe Co., Danvers, Mass...... 104 


Johansen Bros. Shoe Co., St. Louis, Mo 


Johnson, Stephens & Shinkle Shoe ok. 

Louis, Mo. 3d Cover 
Juvenile Shoe Corp., Carthage, Mo........ 5 
Kiely, T. J., & Co., Lynn, Mass........... 42 
Kirkendall Shoe Co., Omaha, Neb 3rd Cover 
Keith, P. B., Shoe Co., Brockton, Mass.... 119 
Lax & Abowitz, Brooklyn, N.Y............. 82 
Laird Schober & Co., Phila............... 76 
Lilly, Money, Pee Wate GRP. ccc visevdies 102 


Mackey Shoe Co., Brooklyn, N. Y........... 87 


Marshall, C. S., Co., Brockton, Mass....... 17 
Marston & Tapley Co., Danvers, Mass..... 
Martin, A. H., Rochester, N. Y............ 104 
Miller, I., & Sons, Inc., Brooklyn, N. Y.... 100 
Nettleton, A. E., Syracuse, N. Y........... 
Newcomb-Anderson Shoe Co., Rochester... 104 
New England Slipper Co., Worcester, Mass 103 


Nu-Baby Shoe Co., E. Lynn, Mass......... 104 
Nunn, Bush & Weldon Shoe Co., Mil- 

CY Wied e cs tice ccosdeescesccosves 63 
Olenick, I., New York City............... 116 
Oriental Slipper Co., Haverhill, Mass. .... . 103 
Outing Shoe Co., Boston................. 68 
Packard, M. A., Co., Brockton, Mass....... 101 
Paristyle Footwear Mfg. Co., Inc., Brook- 

Sk Os Wivsdneunsoabandesceedisebecieuee 103 
Peck, Frederick S., Worcester, Mass. . 86, 102 


Phillips Shoe Co., Inc., Haverhill, Mass. ... 103 


Plant, Thomas G., Co., Boston........... 43 
Posner, Dr. A., Shoes, Inc., New York City 104 
Ramsey, E. J., Co., New York City........ 39 
Rauh, S., & Co., New York City........... 81 
Reynolds, Bion F., Brockton, Mass........ 102 
Rice & Hutchins, Inc., Boston............ 44 
Rothman, Benj., Inc., New York City..... 84 
Roth Shoe Mfg. Co., Cincinnati, O........ 14 
Smith, Wm. Sumner, Chicago............ 103 
Sportocasin Co., Yarmouth, Me......... 64 
Stacy-Adams Co., Brockton, Mass......... 101 


Stetson Shoe Co., So. Weymouth, Mass.... 102 


Tessier & Bowdoin, Haverhill, Mass...... . 100 
Thomson-Crooker Shoe Co., Boston. ...... 13 
United States Rubber Co., New York City 94 
Unity Shoe Co., Brooklyn, N.Y............ 66 
Utz & Dunn Co., Rochester, N. Y......... ll 


Weber Bros. Shoe Co., No. Adams, Mass... 82 
Weimer, Wright & Watkin Co., Philadel- 


101 
Wright, E. T., & Co., Inc., Rockland, Mass 21 


HOSIERY 
Arteraft Silk Hosiery Mills, Philadelphia... 107 
Beaton, J. R., Co., Inc., New York City.... 107 
Harrington & Waring, New York City..... 107 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City........ 106 
American Seating Co., Chicago, Ill........ 16 
Bicycle Step Ladder Co., Chicago. ........ 117 
Chicago Wire Chair Co., Chicago......... 117 
Ellis, W. E., Co., Haverhill, Mass....... 42, 105 
Hey wood-Wakefield Co., Boston.......... 117 
Hymes, H. L., Co., New York City......... 103 
Kahn & Buick, Inc., Brooklyn, N. Y....... 106 
Kleistone Rubber Co., Warren, R.I....... 83 
Laing, Harrar & Chamberlin, Phila., Pa... 88 
Lyons, Hugh, & Co., Lansing, Mich........ 80 
Miller, O. A., Treeing Machine Co........ 33 
Miller, Robert E., Inc., New York City.... 105 


Milbradt Mfg. Co., St. Louis, Mo.......... 117 
Onken, Oscar Co., Cincinnati, O........... 117 
Vanity Novelty Works, Brooklyn, N. Y..... 106 


LEATHER AND OTHER MATERIALS 


American Sole & Belting Leather Tan- 


neries, New York City................ 70-7 
Amalgamated Leather Companies, Phila- 

ey ee 4 
Armstrong Cork Co., Lancaster, Pa....... 10 
Ashland Leather Co., Boston............. 119 
Barnet, J. S. & Sons, Inc., Boston......... 8 
Beggs & Cobb Co., Boston................ 105 
Chamberlain, B. F., Boston.............. 105 
Creese & Cook Co., Boston............ 96, 105 
Dryden Rubber Co., Chicago, Ill. . Front Cover 
Einstein, J., Inc., New York City.......... 12 
Hale, Alfred, Rubber Co., Atlantic, Mass... 37 
Hunt, Rankin Leather Co., Boston... ..... 114 
Pee inc wks obesccovccsecese 105 
Levor, G., & Co., Inc., New York City... ... 2 
New Castle Leather Co., Boston........ 34-35 


Quabaug Rubber Co., No. Brookfield, Mass. 26 
Rueping, Fred, Leather Co., Fond du Lac, 


Miktsbibadkdntaeditoasindtarenetehene 15 
Seiberling Rubber Co., Akron, O.......... 29 
Standard Kid Co., Boston................. 6-7 
Surpass Leather Co., Boston.............. 105 
Thomas, Lake & Whiton, Inc., Boston.... 22 
Thompson-Field Co., Inc., Brockton, Mass 105 
Tolman, Dow & Co., Boston.............. 20 
Weber, Hermann, Hoboken, N. J.......... 36 


MACHINERY, LASTS, MFG’S SUPPLIES 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass...... 107 
Tubular Rivet & Stud Co., Boston........ 38 
United Fast Color Eyelet Co., Boston... ... 120 
United Last Co., Boston.................- 108 
United Shoe Machinery Corp., Boston 98-110 
MISCELLANEOUS 
Atlantic Printing Co., Boston............ 106 
Brooklyn Purchasing Syndicate.......... 116 
Calderwood & Preg, Inc., Boston......... 107 
Glauberg, Max, New York City............ 116 
Hotel Essex, Boston..............-.-+++++ 32 
Hotel Richmond, New York City.......-.. 117 
Kalter Cerf. Co., Max, New York City...... 116 
Kirsch-Blacher Co., New York City....... 116 
National Shoe Retailers’ Association, 
Se + errr rr rerer rrr. 19 
New York Export Purchasing Corporation, 
our Works Cltars oi bot 'o ccc tb cee ccccccss 116 
Tolman Print, Brockton, Mass...........- 106 
University Electrotype Foundry.......... 106 
Waskow Co., Inc., Chicago, Ill...........- 107 
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Show ’Em This Plain Toe 
moe, With Creased Vamp 


It’s a regular seller 





IN STOCK 


Stock No. 400—Men’s Black Imp 
Calf. 


Stock No. 450—Men’s Autumn Brown 
Imported Calf. 


$5.75 


A 


P. B. Keith Shoe Co. Brockton, Mass. 


MEN’S AND WOMEN’S FINE SHOES 
































Nothing takes the place of Leather 





Te 


HONEST SOLE LEATHER 


Leather 


Excessive pounding of 
tans into hides in 
drums to save time is 
detrimental toquality. 


ASHLAND OAK is 
Honest, because it is 
made without this ex- 
cessive drumming. 











IX 
X ASHLAND LEATHER CO. 





should not be hurried in 
the tanning process. 
Ashland Oak is made by the old-fashioned 


‘‘long-time”’ process which allows physical 
and chemical changes to properly take place. 





BOSTON + CHICAGO : ST.LOUIS 





OAK SOLE LEATHER | 


Dedler Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Idea of Style and Quality— 


Goodyear Welt Shoes with 
Diamond Brand (Visible) 
Fast Color Eyelets — 


Comfortable 
Durable 
Repairable 





<< ——.. o 


pe SGNE feature of style remains con- 
stant and unchangeable on good 
footwear—the visible eyelet. Fickle 
fashion may juggle with colors, 
heels, vamps, and cut-outs, but throughout 
the everchanging modes, the visible eyelet 
continues to grace the best of laced shoes 
because it is both decorative and practical— 


true style that lasts! 








When you order specify, always, “Visible eye- 
lets on all laced shoes.” 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


Ss 





' 
eae 





DOC 
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The patent leather oxfords illus- 
trated are instantly indentified as 
shoes of quality by the Diamond 
Brand (visible) Fast Color Eye- 
lets. Their genuine celluloid tops 
ye we gh +y- finish in- 
definitely. promote easy 
lacing and actually outwear the 
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No. 3604 R---The Grover 
Two-Strap which Made 
Good With a Rush 


Two months ago we pictured this same shoe in these pages. Untried 
and unproven as it was at that time Grover dealers were enthusiastic 
about it. They bought it because it looked good and now they’re re- 
ordering because it made good in a hurry. 








It’s easy to look at—easy to fit—easy to sell. It’s smart and com- 
fortable, dainty and serviceable. What more can you ask, and how 
can you afford to be without it? 





It’s in stock, sized up to the last minute. Your order today will be 
shipped tomorrow. 


Fashioned of black kid, on No. 202 last, plain medium toe, turn sole 
carrying a 134 inch heel with rubber top. 


AA-A, 4 to 9; B, 314 to 9; C-D-E, 3 to9........... $4.85 


S: 
e 
ty, 
; 
$ 
z 
/ 
$25 
i 
es 
22 


J. J. GROVER’S SONS CO. -- Lynn, Mass. 


Re ; ‘**Soft Shoes for Tender Feet”’ 









ede Established 1865 CHICAGO OFFICE 

ee BOSTON OFFICE Kesner Building 

' es Little Building NEW YORK OFFICE 5 North Wabash Avenue 
80 Boylston Street Marbridge Bidg., 47 W. 34th St. Corner Madison 





Vol. 84 No. 18. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second class mat- 
ter April 15, 1922, at the Post Office at Bestom, Mass., under the act of Congress of March 23, 1879. Subscription price, $5.00 a year. Printed in U.S.A. 
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L Follow the Creighton Line 


















( REIGHTON Shoes are Shoes of Style — 
correct style that appeals strongly to her 
majesty the American Woman. 


To dispay these shoes means to attract 
a kind and grade of business which is 
most profitable to the retail merchant. 


Our men are now on the road with a line 
of samples characteristic of Creighton in 
Style, Quality and Value. Orders for 
Spring delivery are coming in from many 
merchants who are well pleased with 
Creighton Service and Creighton Values. 





A. M. CREIGHTON 
LYNN, MASS. 
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TANNERS 
LEVOR GRAIN KID 
Cabrettas 
L ae,’ # G at GOAT 
evre . NewYork Gloversville Boston 
Fhe tite Xouse of Omuica Distributing Force 
ARTHUR S.PATTEN LEATHER CO., Stlouis GEQW. NEWMAN LEATHER CO, Cincinnel. 
McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisee 
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NO. 523. PATENT LEATHER 
TRIMMED WITH BLACK CALF. 


SCHEDULE OF DOZENS: 3'¢/7, 
4/7, 4/@—B; 2'4/6, 3/7, 3'2/8, 
3\6 /6, 4/6—Cc. 

READY TODAY AT 


$ 4° 


PER PAIR 


EVERY WOMAN INSISTS UPON STYLE. 
THIS OXFORD'S APPEARANCE SELLS['IT 
— ITS WEARING QUALITIES KEEP IT 
* SOLD AND INSURE REPEAT SALES. 


BACKED BY A WONDERFUL LINE OF HIGH 
CLASS CO-OPERATIVE ADVERTISING. 





IN STOCK 


Al styles Carried on 


THE JUVENILE SHOE CORPORATION 


CARTHAGE ~MISSOURI 
Also stocked at original factory prices by our Authorized Distributors 


FITHIAN~BARKER SHOE (0 WH MILs SHOE ( Inc-WiLLIAMS-MARVIN SHOE Co 
Portland ~ ~ ~ Seattle Richmond ~Va San Francisco ~ (os Angeles 





NA 


























January 19, 1924 





BOOT AND SHOE RECORDER 









































OPEN SHANKS 


In displaying this as one of our newest samples, we follow 
the thought that the open shank will continue one of the 
most important features in the spring and summer season. 
Made on our new youth last, of which we told you a fort- 
night ago, this is a singularly atttactive pattern as developed 
in Tan calf. 

Simplicity and good taste are its features. 

See this, together with our other models, at the Degen-Lipp 
booth in the Shoe Manufacturers’ Board of Trade of New 
York group at the Chicago Convention. 















Brooklyn, 





FS} Showroom 607 Marbri 


DISPLAY _ 
CREATES 
SALES 





D egen-bippl. 
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dge Bldg. New York. } 
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Since. 1873 Tanners Exclusively of High Grade Calf Leathers 
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Tanneries Boston Distributors 
LITTLE FALLS BARNET LEATHER CO., Inc. 
New York - of MASS. 


c—<,|s- 


>t 


98-100 South St., Boston, Mass. 


Barnet Leather Cn., gw. 


360 MADISON AVE., NEW YORK CITY 


MILWAUKEE - CINCINNATTI - ST. LOUIS - ROCHESTER 
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NEW “LITTLE FALLS LEATHERS” 
Barnet’s 


Alligator Calf — Lizard Calf 
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Linking ‘fashion with Service 
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Sit ITH customary foresight and initia- 

ALQ)QY tive Barnet leathers keep step with 

Yk) Fashion in these two new lustrous 
rich, two-tone effect leathers. 


Here are all the wanted colors, in impressions 
that do not pull out, in a leather that will 
give service as well as appearance with _ 
designs arranged to cut well, without waste 
—a typical “Little Falls” QUALITY Product. 
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Made of 


GENUINE CALF 
SHOE LEATHER 
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No. BS431_ Price $3.35 
Patent Plaza. 13/8 heel B to D. 
No. BS430 Price $3.35 
As above only Imitation Tip 
8/8 heel. 





No. B6830_ Price $4.00 
Silver Grey Kid Turn, 16/8 
Covered heel. A to D. 
No. B6810 Price $4.00 
As above — Brown 





No. B6730 Price $3.60 


No. B6330." Price $3.60 
As above only Black Calf, 
Black Suede Straps., 





No. BS437_ Price 20.50 


No. BS831 Price $3.7 
As above only all Grey car. 





No. B2530_ Price $4.00 
Black Sole eo Straps 
13/8 heel. A to D. 


No. B2130 Price $4.00 
As oo only Brown Kid 
Mouse Brown Straps 





oe BS002 eteo $3.35 
heel. ree 


12/8 
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Shoes ® Quick Turn Over 


$5.00 and $6.00 Sellers—Built for Competition 
IN STOCK READY FOR QUICK SHIPMENT 








No. B5441 _ Price $3.35 
Patent Mah Jong. 8/8 heel 
B to D. 





No. B2445_ Price $3.7 


Patent —s —— 5/8 No. B5832 Price $3.50 4 


As above only Light Grey Elk 


No. B5837 Price $3.50 
As above only Mouse Elk. 


~. 


No. B2300 Price $3.60 No. B2801 Price $4.15 
Black Alligator Oxf Oxford. 8/8 Mouse Elk. Crepe Rubber 





Sole and Heel. S to D. 


No. B2900 Price $4.25 
As above only Airedale Buck. 


No. B2920 Price $4.25 
As above only Grey Buck. 


a 


B2200. td -60 
As yt only Tan Al gd 


No. B2800 Price 
As above * Grey * liigator 





No. BS5233 Price $3.3: 
Tan Alligator, Smooth Gut BS332 Price $3.15 
Strap. xor. 10/8 Bisck Calf Belmon' altese 
BtoD Cross es x) 8 heel. 


No. B2332 Price $3.75 


Black Calf. Patent Strap 
14/8 heel. A to D. 


No. BS438 Price $3.50 


No. B5333 Price $3.3 





No. Beas Price ce $2. 35 
yh Black Calf Collar 
ie. 9/8 heel. Bio toD. 


Ne, My 1 ™ As above only Patent, Black 
Suede Strap 


get only Paten' 
ait Collar and. and tebey. 





No. B5300 yo 
pia Cal el 1, gery pile SH Ci” Bitter 
Sole. 8/8 heel. B to D. Crease. 8/8 heel. A to D. 


5200 Pune ¢ $3.2! 


No. B 
As above only Willow Gait Ne. BESSS Price $3.38 


As above only Brown Calf. 





DUNN & McCARTHY 


AUBURN : : NEW YORK 


% 


BS432 Price £8. 35 
Patent Plaza. Arch Support 
12/8 heel. EEE. 





No. B5032_ Price 3. 35 
As above only Dong 
No. B5732 Price — ‘38 
As above only Black Satin. 
Black Suede Straps. 


~ 


BS434 Price $3.35 
Parent Ankle Strap Sandal. 
8/8 heel. 3 to D. 
No. B5930 Price $3.60 
As above only Grey Buck. 


%, 


No. B2431_ Price $3.75 
—— Black Calf Sad 
M . 8/8 heel. B to D. 








No. B2333 Price $3.75 
As above only Black Calf. 
Patent Saddle. 


%, 


No. B5330 Pate $3.35 
Black Calf, Paten ‘traps 
8/8 heel. B to 'D. 








No. B2831 Price $4.00 
Grey c + A hy Buck Straps. 
Ato D. 


No. ‘Doan Price $4.00 
As above only Mouse Brown, 
Calf and Buck. 


m, 





No. B5001 Price $3. s . 
—~ 13/8 heel. B to E. 
jo. BS101 Price $3. 35 
Vsbeve only Brown Kid 
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Buyers of our Spring Models will 
have the support of national con- 
sumer advertising which will start 
in March. ‘ 
ONE OF THE TEN STYLES IN STOCK 
Stock No. 403—Councitlor Last, Tony Brown 
Calf Bal. Wingfoot Heel, Heavy Single Sole; 


Sizes AA, 7-11; A, 614-11; B, 611, C, D, 5-11. 
Price $6.85 


E. T. WRIGHT & COMPANY, inc., Rockland, Mass. 


Makers of the Well Known “Arch Preserver’’ Shoes for Men 
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RICKARD 


wats 
CLAREMONT 


for 
-Turns 


ITH every prospect 
pleasing we step into 


the New Year.— 


A 5-year arbitration contract 
has just been signed insuring 
full cooperation between 
Haverhill manufacturers and 


operatives. 


Your preferred customers can 
continue to count on you for 
the preferred style and quality 
expressed in every pair of 
Rickard welts and Claremont 


turns. 


Happy New Year! 


Have you seen 
Claremont turns 


for Spring ? 


RICKARD “HOE CoO. 
; Welts _ 
“CLAREMONT “HOE ‘O. 
Turns 


Be Haverhill Mass. 








1924 


SELL MORE 
ORTHOPEDIC 
FOOTWEAR 


Laolovies Brockton, New hedford NashuaAKe 





Made in Ne w England 
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Style B-0987-H 


rubber top lift. 
Price $4.85 





DENVER OFFICE 
218 Charles Bidg., Denver, Colo. 
TIGER & McNUTT 
Representatives 








Women’s Star Putty Delhi Buck quarter 
and vamp, Star Blue Elk vamp collar and 
center strap, Welt sole, Sphinx one strap 
sandal, Sheik last, 1 inch leather heel with 











ered 


over forty years. 


See Our Display 


NEW YORK OFFICE 
Bush Terminal Sales Building 
130-132 West 42nd St., Room 1521 
S. A. McOMBER, Representative 


STYLES that Have the Desired Lightness of 
Appearance WITH the Qualities of Durability 
that Will Please Your Customers 





) Style B-487-A 


Women’s Oriental Pearl Grey Suede quar- 
ter and vamp, Fog Grey Kid collar, vamp 
collar and front, Leona gore sandal, 
McKay sole, Savery last, 134 inch cov- 


Cuban heel with rubber top lift. 
Price $6.00 


Not In Stock. Can Be Made In Three Weeks. 


Utz & Dunn Shoes still bear the marks of quality that have 
made them favorably known and well liked by the trade for 


AT THE COLISEUM, BOOTH 194 
NATIONAL SHOE RETAILERS CONVENTION 
Chicago, Illinois, Feb. 11th-14th, 1924 


UTZ & DUNN CO. 


ROCHESTER « NEW YOK 


LOS ANGELES OFFICE 
709 Forrester Bidg., Los Angeles, Cal, 
G, C. McATEE, Representative 
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CUT-OUT STRAPS READY TO SHIP | 


The kind the trade wants for Spring. Send for Catalog and Samples. 
Complete line will be on display at Booths 121 and 122 N.S. R.A. 
Convention, Chicago, February 11-14. 










Also at Rooms 
615-616 

La Salle Hotel 

during the 

Convention 





No. 136 





Price $4.85 sian 
Silver Suede Cut Out Patsy One Strap, Single Sole, Patent One Strap Dolly, Cut Out Quarter and 
Military Wood Cover red H 1, N Saddle, Single Sole, Military Wood Covered 
— My ania Ess Heel, Newport Last. AA to’C. 
No. 140. Same in White wen Price $4.50 No. 135. Same Style in Black Suede. Price $4.85 





Price $4.65 
Patent One Strap Dolly, Cut Out rter and 
Black Suede Cut Out Two Strap, Dull Kid Straps, ai. ae 
Single Sole, Military Wood Covered Heel, No. 99. Same Style in Black Suede. Price $5.00 





Newport Last. AA to C. 
No. 129. Same in Autumn Brown Suede. Price $4.85 





No. 105 





Price $4.50 
Black Suede One Strap Dolly, Cut Out Quarter and Black Suede Cut Out T i 
Saddle, Single Sole, Full Spanish Louis Heel, “Single Sole. 8/8 Rubber Pee Dt Kae Sere. 
uclid Last. AA to C. AAtwCc. 
No. 173. Same Style in Patent. Price $4.65 No. 104. Same Style in Patent. Price $4.15 


During January our line of Novelty and Corrective Footwear will be on display at the 
Imperial Hotel, Broadway and 32nd St., New York. John M. Hartman in charge. 


Thomson-Crooker Shoe Co. 
18-26 Station Street Boston, Mass. 
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HAvE you ever seen a white 


suede equal to genuine buck 
—in appearance—feel and quality >? 












Probably not, as white suede calf 
has been the nearest. 





Ask your manufacturers to show 
you shoes of 


WHITE 
WILO KIP SUEDE 


and prove its value to you. 


Nothing Equal to It Has Ever 
Been Made Before 


Act first before your competitor 
gets the jump on you 














C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of Ay t i @) Leathers 
ees v ta 


10 Spruce Street, New York — BRANCHES — No. 401 Metropolitan Bidg. 
308 Leather Trades Bldg., St. Louis, Mo. Milwaukee, Wis. 
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SUMMER (COMFORT 


No. H577 
White Sea Island Duck 
Slashed Front Two Button Strap 
White Cabretta Front 




















a! » 


White (anvas Shoes and 
Summer Weather 
Always Travel Along 

Together. 


Prepare Now 


for the Summer Months 
Sold to Wholesalers Only 


DINGLEY FOSS 
SHOE COMPANY 


fabricShoe Manutacturers 
AUBURN ME 


- BOSTON OFFICES 54 LINCOLN ST. 
qe x Ld >” 
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THIS 
CHARMING STYLE 
OF 


FBaCWHITE 
GLAZED KID | 
is SHOWN BY 


THE KINDNESS 
OF ITS MAKERS 


473) LATER 


January 19, 1924 
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What Is the Best 
White Glazed Kid?” 








The answer came without hesitation. 
“FB. &C. WHITE GLAZED KID. 


“Do you recall many instances where 
any origination in leather has been 
equalled by an imitator? 


“In practically every such case the 
originator has hit on some one thing 
that remains his secret. 


“With F. B.& C. WHITE GLAZED KID it is 
the wonderful glazed finish they get. 


“Even if we wanted to use some other kid 
leather, our customers wouldn’t let us. You 


can’t tell any of them there’s anything that 
will equal F. B. & C. WHITE GLAZED KID.” 


Amalgamated Leather Companies 
INCORPORATED 


22-24 North 5th St., 


Factories: Wilmington, Del. 


Philadelphia, Pa. 


*d friend of ours overheard this question asked a prominent maker of women’s 
hoes by a Southern retail merchant. 


Each succeeding year sees a 
greater use of F. B. & C. 
WHITE GLAZED KID, with 
proportionately wider assort- 
ments in each line. 


That fact tells us as plainly as 
words where the trade places 


F. B. & C. 
The Glaze that Stays 


that .inimitable preserver of 
F. B. & C. elegance has no suc- 
cessful substitute. 


Of course, you want the origi- 
nal and only F. B. & C. in 
your orders. 


Then, if you will permit the 
suggestion, NOW is the time 
to let us “cover” you. 
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IT IS IN THE AIR 


Nothing Takes the Place of Leather 


Many avenues of communication are being 
utilized to bring this fact home to the shoe 
wearer—And the shoe man reaps the benefit 
of an increasing interest in leather. 





















The public will demand real value for the 
dollar spent. Our well-known service to the 
shoe manufacturer, and our special tannages 
for his particular needs enable us to meet the 
most exacting demands of the trade. 





a 








The United States Leather Company 





New York Chicago Cincinnati St. Louis ichmond & 
The United States Leather Co. of Mass. 
ston 


SELLING AGENTS 


McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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STYLES 
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= DELIVERIES 


LIKE THESE 


EMPHASIZE EARLY SPRING BUSINESS 
FOR THE LIVE WIRE RETAILER 




















No. R3303—Fine quality Black Satin, trimmed 
with Black Calf, 13-8 covered graceful Military 
heel, High-grade workmanship. A to C widths. 

$4.50 


No. R3302—Same pattern with 8-8 covered 
heel and buckle on strap.............. $4.35 





No. R3300—Top grade Black Satin, Patent 
Leather trimmed, 8-8 Military heel, Goodyear 
rubber toplift, Flexible soles, A to C widths. 

$4.25 


No. R3301—Same style in Gray Nubuck with 
Geag Lisard tele. .....sccccvccscees $4.25 











fi 








CLARICE 


NOW IN-STOCK 
FOR 
PROMPT 
DELIVERY 








under tongue, Nickel Buckle, 8-8 Military heel, 
Rubber toplift, welt soles, B to D widths . $3.85 


No. R3309—Same style in Patent Leather. 
$3.85 


No. R1110 —Black Calf Colonial Pump, Goring 

















No. R4307 


Gray Nubuck, Gray Kid 
trimmed, 16/8 Covered 
Spanish Heel, Flexible 
Soles, AA to C widths 









19 






No. R3405—Top Grade Black Satin, trimmed 
with Ooze Calf, 16-8 covered Spanish heel, 
Flexible soles, AA to C widths.......... $5.25 





CONCENTRATE— 


YOUR BUYING WITH 
A WELL ESTABLISHED 
IN-STOCK HOUSE 


LIKE OURS. 








No. R3305—Newest color Airedale Nubuck 
with Lizard trim, 8-8 Military heel, Flexible 
eS ee $4.25 


No. R3304—Same style with 13-8 covered 
Military heel, one button instead of buckle on 
Gs ckcccdosescececcencscésncdsesei $4.75 


OE CO. 





$5 00 








“TRUE TO ITS NAME’ 


32 SWELLS ST\ Os CHICAGO, ILL. 
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REG. U.S. PAT OFF. 


Quality 
felt Slippers 


Many 
New Styles 
Added 
This Year 


No. 330 


Style No. 330.—Black Eyed Style No. 513—Women’s leather 


Susan, Women’s Felt Everett. slipper 


Style No. 318—Women’s Felt 
Moccasin trimmed with “Sai- 
ganse,’’ an absolutely new, beau- 
tiful woven silk trimming in all 
colors. 


During January our 
Salesmen: Walter W. 
Nichols, Arthur oe 
Kenney and Chris S. 
Briel will be at our 
Boston office, 139 Lincoln 
St., and would be pleased No. 1025 
to show our full line of 


Style No. 5056—Made with samples. 
a wide rolled collar astrakhan Style No. 1025—Ribbon Trim- 
material. med Juliette. 


C. A. GROSVENOR SHOE CO. 


Factoriesfat 70 Central Street 


Worcester and 


Oxford, Mass. WORCESTER, MASS. 


No. 
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A “Mauldin” Shoe of Rueping's Black 

Winnebago Calf—full quarter bal—10 

iron sole. A superior shoe made from 

superior leather. Stock No. A-08; 

Pric $4.70 

Made by Creel, Mauldin & Chambers, 
t. Louis 








RUEPINGS | 
Winnebago Calf 


BLACK 


You want your boarded calf shoes to express 
individuality. And, no matter how smart the 
last and pattern may be, there must be individ- 
uality in the leather if the shoes are to do you 
justice. 

Set a shoe of Rueping’s WINNEBAGO Calf 
beside one of ordinary boarded calf and you will 
not require a second glance to convince that 
when the manufacturer doesn’t specify WINNE- 
BAGO, you should. 

In the making of WINNEBAGO Calf, skins 
. selected with scrutinizing care are brought to 
m the furthest degree of leather quality through a 

» §tannage that has no exact counterpart. 
Made in popular colors as well as black. 


ore A FRED RUEPING LEATHER CO. 





¢ FOND DU LAC, WISCONSIN 


ne 
Branches: porien ey ee ore =. Louis 7, a 
icago rancisco Montrea orthampton, Eazlan 
ZapAKe 


‘diets mereneae it 
| FRED RUEPI arg 


DOU LAC. WIS, 


ere 
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Only so much Fly grade as 


we can make perfectly 


We are firmly committed to the policy of making 
only so much HYGRADE SUEDE CALF as we 
can make perfectly. 

Consider us, then, in the light of a “bench made”’ 


type of factory—always striving for guality—not 


quantity. 

You’d naturally expect HYGRADE SUEDE CALF 
so pridefully and carefully produced, to command 
the confidence of American shoemen who subscribe to 
quality only in their shoes. 

The list of HYGRADE users is long and distin- 
guished. 


You will fully appreciate the beauty 
of the new shades when you see 


Hygrade JACK RABBIT 
Hygrade AIREDALE 


Samples of any desired color gladly and promptly mailed at your request. 


SAMUEL SHAPIRO 
Sole Selling Agent 
SPRUCE AND WILLIAM STS., NEW YORK CITY 














(numa vicde Cal 


Factory 
PEABODY, MASS. 
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‘Have you seen the 


ate a 


FOR MEN 


peas 


The sides of a shoe are shaped. 
to the foot ~ but the innersoles 
are still made flat. al 
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Rapallo 


Color 14 


Eminence 
Color 15 


Beach 


Color 18 


Normandy 


Color 27 


Egyptian ‘Red 


Color 36 


Parrakeet 


Color 13 
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Announcing Newest Spring Shades In 


l 


BP FQVeare is only a reasonable 
characterization of the newest 
SCHERER colors for Spring. 


You naturally expect the utmost in 
colored Glazed Kid when you ask 
for SCHERER’S. 


Prepare to be enthusiastic over the 
warmth and sheen of these latest 
shades produced by ‘¢master hands.’’ 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 
29 Spruce St., New York 


Factory at Newark, N. 7. 


January 19, 1924 


Cr Ors 


FLOWER. CITY~ 








The Latest (Colors of ecAbsolute Fashion Authority 








BEAUTY BROWN EGYPTIAN RED SAHARA SEAL BROWN 
No. 5 No. 36 No. 2 No. 10 
EMINENCE IVORY CHESTNUT BROWN 
No. 15 aq = Me. 18 No. 8 
CHERRY fica NORMANDY CORSICAN 
Or No. 21 STEEL GREY No. 38 
CHRYSANTHEMUM PECAN No.45  PARRAKEET 
No. 30 No. 12 No, 13 
MOTH RAPALLO PLUM CONGO 
No. 23 No. 14 





Janu 
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“THE LAST WORD IN SHOES’— 


a book of valuable information about shoe merchandising 
and the Eaton Shoe. It shows how the Eaton construc- 
tion overcomes the one weakness of the ordinary welted 
shoe: why the Eaton Shoe cannot sag or spread at the 
shank. 

The elastic-gripping saddle insole is explained in detail. 
How it is made and how comfortably it fits the instep, 
holding the foot in place without rubbing or slipping—all 
this is detailed in ““The Last Word In Shoes.”’ 

This book shows how the Eaton Idea is being sold to 
the public by a wide-spread national advertising campaign 
—and how local advertising, prepared for you and run 
over your own name, will increase your sales. 

“The Last Word In Shoes” is such a valuable book 
that we want you to write us to-day for your copy—it 
will show the way to better business and larger profits. 


CHARLES A EATON (9) SHOE INDUSTRIES 


BROCKTON MASS., U.S.A. 
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r Soconstant has been the 
battery of questions,“Say, 
what és in the wind?” 
that we are glad to an- 
nounce the telling of the 
story in the Convention 
Issue of this magazine... 
only two weeks away! 


ohansen 


BROS. SHOE CO. 
St. Louis 











4 


TSM MUL LULL SUL SHUTS LESS 


STIGMA HA IU LIL EL AL EL 


Quality For Quality 


iain a Could you but know the ideals 
Style § urn . ee 
546—Patent Leather, 7-8 heel, 24-7, which actuate the policies of 
AA-C.. $4.50 this organization, you would 
make it a point toget acquaint- 
hes” ieee ed with BURDETT’S SAFE 
. TREADS—NOW. That is, 
provided you sell the best Style. 65—Welt 
class of trade in your city. 65—Tan Calf, Spring heel, 8¥4-11. 


B 
You would appreciate the 6-8 heel, 1134-2, A-D........... $8.25 


great care given the selection 

of quality materials—and of 

the strict attention given each 

detail of assembly in the 

factory. 

We are ready to begin our serv- 
Style 548—Turn ice to you—through the visit of 


548 —Pa Ww. Leather, 8-8 Leather heel, one of our salesmen, or a cata- 


ey Bis ek log of In-Stock Turns and Welts, Style 549—Turn 
pveved heel.’ 2 or samples of the shoes you are vt z Patent leather, 8-8 heel, 2%4- 


rts 70 most interested in. 


“ BURDETT SHOE 1, COMPANY ” 


nuYn~N NN, MASS 
BOSTON SAMPLEROOMS: 183 ESSEX STREET 


7, 
00 


Plu HAULS LLRs MULLS LIL SHALL ALLE TES TE Sta 
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The Whole $1 lory| 


ONE OF OUR CUSTOMERS 
_WRITES AS FOLLOWS = 
WALK-CROFT SHOES ARE 
SPLENDID IN EVERY PART 
ICULAR.THEY HAVE STYLE, 
FITTING QUALITY ANDHON:- 
EST VALUE. AND THE SALES- 
MEN LIKE TO SELL THEM’ 
WHAT ELSE IS THERE TO 
SAY? 


Walk-Croft 


_SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON 












































Are Your Shoes Insured ? 


Water rots and cracks shoe 
leather. Sweat eats away from the 
inside. If you could insure protec- 
tion against these shoe enemies 
you would be giving your custom- 
ers real shoe satisfaction. 


Korxole—the cork innersoling 
that’s built into the shoe—insures 
greater life. Korxole will not crack, 
harden, or rot. Korxole is water- 
proof and sweatproof—the best 


BOOT AND SHOE RECORDER 








insurance of better shape and 
longer life you can secure. 


Put your shoe money where it 
will count most. Specify Korxole 
for innersoles, because it is on the 
innersole that the life of the shoe 
depends. 


Send for a sample of Korxole, so 
that you can see for yourself why 
it is good shoe insurance. 


ARMSTRONG CORK CO., Shoe Products Division, LANCASTER, PA. 


“THE FLEXIBLE CORK INNERSOLE” | 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





January 19, 1924 























Janu 








: 












































—_—_ 








January 19, 1924 BOOT AND SHOE RECORDER ., 








HE 
(ARNOLD 5) 
[ GLOVE 


GRIP 
\ SHOES 


See Aone “Glove-Grip” 
Shoes at Chicago 


A Big Attraction at Style Shows 


Range of Styles, Variety of Leathers, the Exclusive 
““Glove-Grip’’ Feature Please Shoemen 





Al. all former shows held in Chicago and other cities, Arnold 
“Glove-Grip” shoes have attracted large numbers of 
interested shoe men. 

Here’s the reason. Arnold “‘Glove-Grip” shoes have original and 


patented features of merit, so sensible, so desirable, so pleasing 
that one quickly sees the selling advantages which the line affords. 


Buyérs naturally seek style. Moreover they want selling quali- 
ties. Style and selling qualities are most perfectly harmonized in 
“Glove-Grip” shoes. The exclusive, patented, ‘“‘Glove-Grip” 
feature gives dealers a market monopoly. It becomes easy to do 
a larger business on less investment. Turnovers are rapid. Our 
in stock department keeps lines unbroken. 


Be sure and see Arnold ‘‘Glove-Grip” shoes at 


N. S. R. A. CONVENTION 
FEBRUARY 11 to 14 


BOOTH 82, COLISEUM 
Rooms 714 to 720, Hotel La Salle 


In this day of frenzied style changes and unprotected shoe 
merchandising, you do not want to overlook such a sound, 
safe, proposition as the one we offer and back to the limit 
with National and local advertising. 


M. N. ARNOLD SHOE COMPANY 


BOSTON OFFICE bal NEW YORK OFFICE 
10 High Street FACTOR Y—NORTH ABINGTON, MASS. 127 Duane Street 


¢ ARNO 


ie GLOVE-G RIP ) Hal 

































































SKIN OF SNOW 


White |kid shoes are certain to ‘“‘go 
bigger then ever’’ next summer 


That practically sums up the trade 
opinion that is reaching us daily from 
most sections of the country. 


With women, white kid has become 
the acknowledged favorite as a sum- 
mer leather. Few,women, indeed, will 
be without at least one pair. 


You know how important it is that 
your white kid shoes should run in a 
uniformly pure white in case after 


case. 


In CUIR DE NEIGE we present you 
a white glazed kid that will give your 
customers the highest possible average 
of sameness in shoe after shoe. 


—a leather that makes white shoes of 
apparent distinction and rare beauty. 


If you will standardize on CUIR DE 
NEIGE for your white kid shoes, you 
will be amply repaid in the ease with 
which you will please your customers. 





JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 
(Branches in All Principal Shoe Centers) 





tandardize on ; 


Evans Brands 
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“Staso” Suede Stick “Cleans While It Colors” 
For Suede, Buck and Canvas Shoes 

















The ‘“‘Staso” Suede Stick is made from a new which every particular woman will take pride 

formula. pepe } — of a gritty in using and showing to her friends. 

substance that work down into the nap of the pe “ ere ae 

leather, cleaning the leather, at the same time The Staso” Suede Stick is so small it will fit 

carrying the color down to the body of the '™ any small hand bag or pocket. 

leather, not merely smearing the surface. The “‘Stase” Suede Stick is so attractive in 
“ . . . .. appearance, so neat and handy, that women 

The “Staso” Suede Stick has a coating on its wall n ot hesitate to use it anywhere to remove 


I 
surface which prevents the stick from soiling stains or discoloration from suede, buck, or 





the hands while using. canvas s 


The “‘Staso” Suede Stick is made so that it The “‘Staso” Suede Stick is made in all shades 
fits snugly into a beautifully decorated metal and sample color cards will be sent on request. 


tube, with pressed metal cap, gold lacquered, rrr ae S if 
The ‘‘Staso” Suede Stick is carried in stock in 

ond ei ant Caged oust te bag or pue. all standard shades and immediate delivery | 

The “‘Staso” Suede Stick has a hair felt brush can be made. Special shades will require about 

in cap to be used in rubbing the powder into one week. 

the leather. This is a special felt and will not Z 


The “‘Staso” Suede Stick is packed 12 sticks 
in one attractive counter display carton. 
The ‘‘Staso” Suede Stick is a small, neat $21.00 per gross, F. O. B. Haverhill, Mass., 


package, ornamental in appearance, and one $1.75 per 


fill up or cake with the cleaner. 





Send for Sample Dozen Today 


W. E. ELLIS CO., Manufacturers; HAVERHILL, MASS. 





reer trrrrrriirir itis eeeerteryenerr obese 
si*eeee “sete se. Seeretrr, bPeeeees 






If Your Trade Is Dull 


you can make it better by giving values 
that are right. Our calfskin lines to retail 
at $6.00 and $7.00 are the answer and you 
make a profit, too. 




















Style 937 Light cen 


ric Boar 


Bleached Calf Lia- 
ing — Single Oak 
Sole—Natural grain 
finish Mohaw 
(combination) Last 
PRICE $4.75 
Terms 2% 30, 
Vet 60 days 


















We have a $5.00 line to go along with 
these—Boost your trade—Write us today. 






UNION MADE 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 






New York Office, H. Harris, 1328 Broadway, Marbridge Building 
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Follow Her to the Big 
Chicago Convention 


eT} 


You won't see anything prettier 
—anything more swagger or 
more salable—than the shoes we 
will show at Booth No. 154 at the 
N.S. R. A. meeting. 


OTT eH @} 








Naturally, the girl pictured here 
is wearing a pair of Vollman’s 
creations—nothing else is smart 
enough. 














The particular pair she has 
chosen for the trip are Vollman’s 
BETTYS. Notice how alluringly 
they set off a Spring costume and 
a trim ankle. 











Be sure to look for the BETTY 
at Booth 154. 


(RENCE: Ce, 


J 
wea mca 


STATION aw 


CINCINNATL, OHIO 


ae No. M-2001—In all-over Patent; a 
beauty made over our M2? last; with 
enamel wood standard 13-8 heel; A 

President 


V-L Process McKay. 


eT er) 
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A Radiant Stocking 
Gossamer Silk 


For sheer loveliness nothing could be 
more appealing to feminine eyes than the 
exquisitely fine texture of “Miami.” A 
chiffon stocking of the highest grade of 
pure Japan silk woven with all the art 
that has made Arrowhead Hosiery re- 
nowned. 


Again the Ankle Clinging feature has 
been introduced. Combined with the 
mist-like texture of the finest silk it 
makes a stocking unsurpassed for beauty 
and sales value. The appealing loveliness 
of “Miami” is being shown to the women 
of America through the striking Arrow- 
head advertisements in the Ladies Home 
Journal, The Saturday Evening Post and 
The Pictorial Review. Women are asking 
for it by name. Stock the whole Arrow- 
head line including pure silk, artificial 
silk, worsted and cotton for men, women 
and children. Orders will be filled, 


promptly. 



























Ricumonp Hosiery Mi ts, INc. 
Established 1896 
CHATTANOOGA TENNESSEE 


- IO 





“Miami” a chiffon stocking of highest grade 
pure Japan silk. Mercerized top, heel and toe. 
Sizes 34g to 10%. Colors, black, cruiser, aire- 
dale, log cabin, peach and amber. Packed 3 toa 


Arrowhead 


Ankle-Clinging 


HOSIERY 


For all the Family 
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F. S. & U. lasts 
are a most active 
influence in bring- 
ing men back for 
“another pair on 
the same,’ season 
after season. 





Zz 


‘vay 4 
Nai sig Nica tiadld 
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Business Depression Doesn’t Affect 
French, Shriner & Urner Sales 


Nl 


Men with unus- 
ually sensitive feet 
find the JOY with 
its scientific con- 
Struction and 
smart lines a hap- 
by solution to 
_ their shoe prob- 





UWiiilidiiddiidiiiiaiddiidadddiddadiaddaéad, Z 








More Customer Testimony — 

“T know of no shoe salesman who 
could sellme anything but aFrench, 
Shriner @ Urner shoe. I have sold 
the idea to numbers of my friends.” 


SST ET cee 


Our past year’s business is next 
to the largest we have ever done— 
despite the fact that general busi- 
ness has been only fair, and that 
French, Shriner & Urner shoes are 
not low in price. 


Because the great majority of 
French, Shriner & Urner customers 
buy our shoes habitually, knowing 
from long experience that their 


value is always the same. 


We maintain a stock department as an aid to our dealers 











FACTORY and SALES ROOMS, 63 MELCHER ST., BOSTON, MASS. 




















CAMMY CTTTTTTTL TET TTT TTT AGT TT ERT 


\ SUPERIORITY BUILT IN pence ae Ta Pe Gane ~, NOT RUBBED ON 


SUV AANAAANAAAAA AAS AAAANAAAALALAAAAAAAAAAAALAALAALAAAALALAAAAA 


AGS Ss 
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A cordial invitation is extended to 

every dealer who attends the N. S. 

R. A. Convention to visit our factories. 

We think a personal study of how we plan 

and build Dr. Reed and Smith Smart Shoes 

will help you realize why they have proven 

so completely adaptable to the needs of pro- 
gressive dealers everywhere. 


Our factories are but a few minutes from 
Chicago’s loop district. Our Convention dis- 
plays will be at Booth 11, Coliseum, and the 
Rose Room, Hotel Morrison. Representatives 
there will be entirely at your service. 

Come and see how and where Smith Shoes are 
made. A meeting with our officers, directors 
and department heads is sure to be mutually 


beneficial. 


J. P. SMITH SHOE Co. 


Sangamon and Huron Streets 
CHICAGO 
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“ 

a 

HE shoe may be one destined to set the world of fashion 

. agog. Its later development may mean a production by 

; thousands of cases. It may have untold possibilities of profit 

* for those who make and sell it. 

. Yet its origin may be in the form of the crudest sketch. It is at 

‘. this point that the skill and experience of the Dunbar organiza- 

na tion come in. 

First comes the design in paper from which a trial pair is made. 
Then the permanent patterns. And all with a thoroughness and 
dispatch not equalled by any other pattern manufacturer. 

n When an exclusive design is in the Dunbar treasure chest it is 

- guarded and protected with the strictest confidence and integrity. 

e The Dunbar organization also originates new patterns. Our 

S style service in new designs is of inestimable value to manufac- 
turer and shoe merchant. Write us about it. 

e 


DUNBAR PATTERN CO. 


4 SHOE PATTERN MAKERS 
ees 


_ - , 0 LIE TO 
BOSTON ~BROCKTON ~NEW YORK i SAA ST. LOUIS ~CHICAGO ~ MONTREAL 




















Nay ol 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER January 19, 1924 


Shoe manufacturers 
all over the world have se- 
lected leathers bearing the P. & V. 
trademark to lend a tone to their fine 
shoe craftsmanship. 


See the complete line of P. & V. leathers at 


Booths Nos. 207 and 208 


at the 


1924 N.S.R.A. 


Convention and Exposition 
Chicago 
and you will readily understand why our 
leathers play such an important 
part in the manufacture 
of shoes all over 
the world. — 
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The Same Sturdy Cords 
For Sole as Tire 


DURABLE 
FLEXIBLE 
WATERPROOF 
—AS A TIRE. 


Ccorp~ 
<m 


The Sole That Puts Pep 
In Shoe Sales 








YOUR customers will appreciate the extra service, 
added comfort and genuine satisfaction that ““GRO 
CORD” Soles give their shoes. And because of un- 
usually long wearing service you offer shoe economy 
in its truest sense. 


Ask the salesman who calls on you to show you his 
samples with “GRO CORD” Soles. Leading manu- 
facturers have demonstrated their confidence by re- 
taining them in their line, season after season. 








SEE OUR DISPLAY AT 
THE N. S. R. A. CONVENTION 
BOOTH NO. 347—COLISEUM ANNEX 


THE LIMA CORD SOLE & HEEL CO. 


LIMA, OHIO 
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“LAWRENCE LEATHERS ARE RE 

















Lawrence Achieves 


It is a tradition that A. C. Lawrence Leather Company shall 


pioneer new paths in tanning. 


The originators of NUBUCK, WEILDA and BLACK 
DIAMOND now offer NACO CALF, whose fame is as 


certain to spread as that of its fore-runners. 
NACO CALF is the softest smooth finish calfskin 
ever made, but with its body braced against the possibility of 


stretching. 


Here is the distinction associated with all the colors that 


Lawrence sponsors, in choice variety, everyone the perfect 


example of its kind. 
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RE RELIABLE LEATHERS” 














Another Success 








Those leading manufacturers who are always the first to applaud the creation of new and 
beautiful effects in leather are unanimous in their enthusiasm for NACO CALF. It is 


being used by them in their lines for both men and women. 


When your manufacturer says it’s NACO he is giving you the leather that is assured of 


sale throughout the spring and summer. 





A. C. LAWRENCE LEATHER CO. 
210 South Street, Boston, Mass. 


NEW YORK CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI PHILADELPHIA 
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A New Style for Women 


ERE is a new number for women, 

with a spring heel and a carved vel- 

vet collar. It has met with unusual appro- 
val, and is a fast seller. 


The famous Dolgeville line offers a wide 
range of styles, shapes and colors. We 
can supply you with slippers to suit every 
taste and age. This ability to meet all 
demands made by your customers assures 
you of continued sales. 

When you sell, not only variety, but the superior 


quality for which Dolgeville stands, your profits 
in felt footwear are certain. 


Carry the Dolgeville line, and sell to the whole 
family. 





DOLGEVILLE FELT SHOE 
COMPANY 
DOLGEVILLE, N. Y. 
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Ihe Brand of 
Attractive and Dependable 


Footwear 


QUALITY is the keynote of Watson production 
and this is well exemplified by the desire of 
many merchants whose patronage we enjoy to have 
their shoes marked with our brand. 


Such recognition of our endeavor for the past 20 
years to build a product above the class of fluctu- 
ating quality is gratifying, but to maintain it places 
upon us the responsibility of continual effort. 


N 


You will find in Watson Shoes—tefinement of style 
to please your most exacting customers—materials 
that have been proved—workmanship representing 
skill and careful supervision. 


A Watson Shoe is as good as it looks—gives 
stability to our customers’ business and con- 
sequent pride to ourselves. 


We shall appreciate the opportunity of meeting you and showing samples 
of our line at Booth No. 115, New England Section, and Rooms 608-609, 
Hotel La Salle, Chicago, February 11-12-13-14. 


Watson Shoe Co. 


LYNN, MASS. 


BOSTON OFFICE 
183 Essex Street 


NEW YORK OFFICE 
Barclay Bldg., Broadway at Duane St. 
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Informally 


| ey week we formally announced 
the granting of our patent covering 
the basic process of attaching unvul- 
canized rubber soles, commonly known 
as the ‘“Two Unit” Process, which we 
originated. 


Now we wish to informally explain our 
policy, whereby we shall issue licenses 
to those manufacturers of shoes who 
wish to apply RAJAH Soles (or other 
crepe soles) to their shoes by this 
method. 


In discovering what experts agree to be 
the only practical method for attaching 
crepe rubber soles to shoes, so that they 
will give the wearer the comfort and 
long service which he should expect, we 
feel that we presented the shoe trade 
and, through them, the public, with a 
very decided benefit. 


The U. S. Patent Office has recognized 


this fact and has, therefore, given us the 
same rights which they have extended 


to many others who have originated 
other processes which have been of par- 
ticular benefit to the world. 


In issuing licenses under this patent to 
manufacturers of shoes, we have no 
desire to be arbitrary or selfish, al- 
though our rights unquestionably place 
us in a position where we might easily 
be very much so. 


On the contrary, we make it possible 
forthe manufacturer to place on his 
orders any crepe sole he desires, 
on payment of a very moderate and 
reasonable license fee. 


We hope the trade will thoroughly 
understand our position, and that we 
have no desire or intention of mo- 
nopolizing this branch of the shoe 
business. 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
Founded 1837 


Genuine Rajah Soles are 
branded with this mark 


iah Soles 
Po Net ae Rt 
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DISCOVERED 


By the Women of America 


na <—PROPPER,L ™ 
Like = “ BLUE EDGE” = Propper 
Chiffon” HOoOsiERY Blue Edge” 


‘The Foremost Chiffon Stocking’’ 


ROPPER Blue Edge’ Chiffon Hose has become 

America’s foremost stocking without the aid of any 
other advertising than the recommendation of the 
women who bought it. 


The women of America discovered **Propper’’ and made it 
America’s foremost chiffon silk stocking. 


Do you realize what wonderful fundamental merit a 
product must have in order to build up such a tremen- 
dous business entirely on natural demand? 


‘¢That is the story of Propper ”’ 


We feel that it is strong enough to interest every 
discriminating merchant in the United States. 


| 


| 
cetemnel 


Propper Silk Hosiery Mills, Inc. 


Mills — Elmhurst and Long Island City, N. Y. 
Office and Salesroom 276 Fifth Ave., N. Y. 


Our greatly increased manufac- 
turing facilities enable us to 
properly accommodate the great 
and growing national_demand for 
Propper, “America’s foremost 
Chiffon Stocking.” 


ST 
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THE COMFORT MEN BUY! 


With his other treasures of comfort and convenience the 
typical man greatly covets his shoes with lacing hooks. 
He appreciates the thought and consideration on the 
part of the retailer that has made it possible for him 
to enjoy greater shoe comfort. A man never forgets the 
store which sells him service of that kind—make the 
men who come into your store to buy, your permanent 
customers by selling them footwear which has the feature 
that makes shoes snug fitting, easy to lace and conven- 
ient to wear—sell shoes with lacing hooks! 
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Meet Me at Chicago! 


Booth 238 N.S. R.A. Convention 
February 11 to 14, 1924 


Proving Heathers 


ATTA BROWN No. 61—ATTA TAN No. 91—ATTA RED No. 71—ATTA MOOR No. 88 


CcC.D.BROWN & CO. Inc. 


Canneries and Executive Offices Z Rochester, NV. Y. 
C.D.BROWN COMPANY 
50 South Street, Boston, Mass. lass, | “And Branches | GONE ee Chicago 


SUEDE LEATHERS OF ALL POPULAR SHADES 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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NOW — TWO TYPES 
Both &ive room for the & toes 


Here They Are! 


THE MODIFIED EDUCATOR-NO. 1 
AND THE NEW NO. 2—FOR WOMEN 


For many years thousands of supply a great demand. It-has a 
No. | dealers have realized handsome 12-8 heel, and a wider outside No. 2 
profits from the Modified Edu- swing: Yet its other principles 
cator shoe. It has enjoyed an enviable national are like the Modified No. 1. It is designed to 
reputation as an orthopedically correct shoe let you fit more feet more readily. Stock both 
with style. Now, as a new answer to an old ques- and watch the increased sales. Both are ready 
tion, “How can I get more pairs sold”? we offer for shipment in Black, Brown Kid and Russia 
the Modified Educator No. 2. This new type Calf leathers, in boots and oxfords, $5.00 to 
is the result of much study and is created to $5.85. Don’t wait. Order Now. 
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IN STOCK NOW AT 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH STREET BOSTON, U.S. A. 


Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 
Rice & Hutchins Baltimore Co. Rice & Hutchins St. Louis Shoe Co. 
Rice & Hutchins Chicago Co. Atlas Shoe Co., Boston, Mass, 
Rice & Hutchins Cleveland Co. Jos. 1.Meany & Co., Inc., Phila., Pa. 
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Simplicity in Style Seems Assured 


The Trend of Events Is Toward Safer Merchandising—Distinction to Come 
Through Materials Rather Than Patterns 


the convention of the National Boot and Shoe 

Manufacturers’ Association and rightly so, for the 
industry lives by style. Parallel with the holding of the 
style conference comes a fairly well founded indication 
that tailor-made suits are generally accepted as the new 
feature of women’s dress this spring. This comes, not 
from one garment house, but from many, so that it is 
obvious that a foundation of fashion fact has been ar- 
rived at by that industry. 

What does this mean? It looks like a call for simpli- 
city in footwear and a reliance upon materials to give 
distinction. Well and good, for the trend is in the right 
direction. We feel that what the merchant wants is, 
first, indications of change in styles and then he can 
measure for his own community precisely what he may 
want to satisfy that call, when it comes. 

Why don’t we use the leading editorial this week to 
eulogize some big economic utterance coming out of the 
convention of manufacturers? For the simple reason 
that the majority of our readers are looking for a sign 
that will point to more stability in the most trouble- 
some factor in each and every one of their stores. We 
say that it is style—when the very word is abused and 
ridiculed with such sayings “one born every minute, 
and dying every half minute.” 

if a tailor-made suit period follows a multitude of 
dresses, frocks and gowns it means heavier woven 
materials and slightly heavier types of footwear. Also, 
such an utterance implies a lack of logic when a spring 
season approaches to be followed by a summer of color 
and sports. True, but business must be built up in the 
garment trades in clothes “that ain’t in general use 
now’’ and so it is that we are likely to see a short season 
develop of tailor-made suits—a trim and snug period 
when the better dressed woman can get distinction by 
being differently dressed than the flapper, shop-girl and 
maid. Perhaps the garment people are springing it a 


[: New York this week a style conference preceded 


little too late to be effective nationally this spring—but 
it will surely stretch over into next fall. It is very well 
understood by big buyers in smart shops that this is the 
order of things desired and encouraged. It is well to 
know of it. It somehow is of more value than a general 
statement to the effect that “business is marking time 
waiting for something to turn up.” 

Style tendencies for 1924—not only for spring but for 
summer—are being thoughtover by all branches of the 
shoe trade. The closer the producing of styles and the 
stocking of them come together, the farther ahead are 
anxious shoemakers and merchants looking. Many 
dealers have not yet made up their minds in full as to 
what they will buy for spring; but all are wondering 
what will “go” for summer. And all dealers would give 
a good-sized piece of money to be able to form some 
kind of judgment as to what will be the best selling 
propositions for that season. 

The men’s hat makers now know all about their 
styles for summer, 1924. So will the men’s clothing 
makers. So will the merchant tailors. So will the necktie 
makers. So will the maker’s of women’s hats and cloth- 
ing. In short, Nearly every trade but the shoe trade knows 
long in advance what will be the main features of style in 
that particular line. They do not know every little kink 
and detail. They don’t all try to have the same kinks; 
but general outlines are settled in advance. 

One great element in their secret of success in at- 
taining fore-knowledge is that in each trade they get 
together and agree on main principles—and then they 
keep their agreements. 

The fact is that the style features agreed upon are 
pushed so strongly that they become the styles—‘‘the 
fashion’’—and any manufacturer who thought to turn 
a trick by springing some new, out of line, off-color 
product would sting himself in the pocket-book nerve. 
His goods would be “out of fashion” goods, and he 
couldn’t sell them. 
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If affairs were the same in the shoe trade, shoe- 
makers and dealers would know right now what were 
going to be the main features of style next summer, be- 
cause they would get together and make the fashion 
themselves, the same as is done in other lines of goods. 
Shoe manufacturers and shoe dealers would get to- 
getheron mainprinciples, conferring sensibly ,moderately 
by the light of past experience, and with a knowledge of 
style tendencies in other articles of wear; with jealousy 
laid aside and enmity forgotten; with “knocking” and 
backbiting banished into outer darkness; with “the 
standard of the double cross’’ furled and consigned to 
the garret; and good faith and mutual confidence 
animating all. Then there would be results which would 
count for progress! 

Some day thiswill be done. It may be years before it 
is perfected, but it might as well be in operation right 
now. 

Nobody’s really useful originality would be checked 
or interfered with, but the series of “freaks” and crabs 
and bugs which now clog the bargain sales every season 
would not come into existence at all. And instead of 
anxiously dancing about, first on one foot, then on the 
other, waiting to see what fool thing in shoes the crazy 
dressers among the public would want next, the shoe 
maker and shoe dealer would be exercising a majority 
vote on shoe fashion, as they ought to do. Instead of 
meekly asking the people what shoe fashion should be, 
they would be felling them. 

Perhaps an up-front survey and interpretation of the 
immediate style outlook can come from no better 
authority than John C. McKeon, eminent stylist as well 
as new leader of the National Boot and Shoe Manu- 
facturers’ Association. 

“Let us admit that today the situation from a style- 
viewpoint confines itself to three groupings—the first 
comprising plain effects, such as oxfords and plain 
slippers and modifications that would ordinarily fit into 
this group; the second, tongue-effects with or without 
buckles, with or without gorings; the third, strap-effects 
either with open-work vamps or quarters, or both, 
either with buckles or buttons or arranged in practical 
form for the use of goring, without either buckles or 
buttons—and all of these groups, particularly the third 
group, permitting of such individual taste in designing 
along practical lines. 

“Changes in styles of lasts as they pertain to height 
of heel and width of toe, must be very gradual, there- 
fore in no way harmful to normal buying. 

“Colors, when all is said and done, narrow down to 
quite a variety of leathers and fabrics in black, a 
reasonable variety of fabrics and leathers in white, and 
an enormous variety of leathers in tans and browns and 
all kinds of interpretations of the color-groups naturally 
coming under the heading of fawns and grays, and into 
this problem comes the natural law of the survival of the 
fittest, in keeping with the use of taste in tone and com- 
bination, and thanks to the effortsof the tanners in this 
. respect, we are all given a safe variety from which to 
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select, aided by the color-information advanced dur- 
ing our style-conferences and published in such a way 
as to be available to all members of the manufacturers’ 
and retailers’ association.” 


HE shoe business, like any other basic industry, 

has to take into consideration factors that are 
greater than itself. Hence, in its relationship within it- 
self and in its contrast with the public, a survey of 
economic conditions is both consistent and necessary. 
It is not at all surprising therefore that in a gathering 
of the shoe industry, such as the National Boot and 
Shoe Manufacturers’ Association, conjecture and de- 
ductions dealing with business conditions, both nation 
and world-wide, should hold an important place on the 
program—or that the best sources of information on 
these matters should be called upon. 

Although there would naturally be a 
wide difference in the viewpoint held for 
example by Prof. Homer B. Vanderblue of 
the Bureau of Economics of Harvard 
University, a speaker at one of the business 
sessions; and the viewpoint of George E. 
Roberts, vice-president of the National 
City Bank of New York, both authorities 
taking the experience of the near past and 
the present, held to the thought that we 
were justified in looking forward during 
the coming six monthsto a steady increase 
in business activity, not a startling one, 
but an improvement based upon a pres- 
ent economic condition that is basically 
sound, 

Mr. Roberts’ comments in this connection were es- 
pecially pertinent when he said: ““The most important 
index of the business situation is the state of credit. The 
country never has had a serious industrial depression 
that was not preceded by a financial crisis, and it never 
has had a financial crisis that was not preceded by 
credit inflation, with rising prices. We never have the 
disastrous slump that carries us far below normal with- 
out first having a rise above normal. The one is a re- 
action from the other. It is true that prices are high at 
this time as compared with the pre-war level, but they 
have been made high by conditions that are not likely 
to change suddenly ; the present price level has not been 
made by speculation. We have had a year of intense in- 
dustrial activity but with very little speculation, and 
that gives a situation essentially sound. 

“We had an outburst of the speculative spirit last 
spring, but the business public generally was not ready 
to respond to it. Too many people were still suffering 
from burns received in the last fire of that kind, and 
until we have speculation and credit inflation we are 
not likely to have deflation or depression or any serious 
price changes. We are passing through no such specula- 
tive condition and today business is basically sound.” 
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ETTING More Shoes Sold Right: not only “more” but “right’’; sold 
(¢ for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail mer- 
chants. The chief purpose of the Boot and Shoe Recorder is to help solve it; 
for this is the basic problem upon which depends the progress of the entire 
allied industries relating to shoes and Jeather ; their production and distribution. 

















This Week’s Leading Features 


| AVE you ever had brought to your attention the fact that a majority of the most suc- 


cessful men of the country are in the habit of listening closely to the opinions of 
others? Many, in fact, leave their desks at regular intervals during the year and travel. 
Why? 

They early learned that it is impossible for the sum total of human knowledge to be 
wrapped up in one brain. They found that they MUST depend for new ideas and new visions 
on other men in the same line as theirs and, to some extent, on men in lines other than 
theirs. 

This, in brief, is the reason you and every reader of the Recorder, should plan now to go to 
Chicago next month and attend the annual convention of the National Shoe Retailers’ Asso- 
ciation. Some of the highlights are given in this issue: 


You May Know All About Styles but How About Sizes? Page 58 


An interesting account of what the Harvard Bureau has in store 
for you. 


How to Fill Out a Profit and Loss Statement 
Reduced Rail Rates 


What the procedure is in gelling your round trip for the price of 
one and one-ha!f fares. 


A Page of Models 


Conservative optimism is in the air—a good, sound substantial optimism. Voiced at all 
the conventions thus far this year, it was reiterated this week at the meeting in New York of 
the National Boot and Shoe Manufacturers’ Association. You should read the address of 
the retiring president, Frank R. Briggs, and the comments of those who followed him, be- 
ginning on Page 65. 

And shoe styles for after Easter on Page 53. 
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‘Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Pennsylvania Convention 


Philadelphia, January 17— 
Interest among the retail shoe 
merchants here is at a high 
pitch concerning the coming 
convention of the Pennsylvania 
Shoe Retailers’ Association to 
be held at Lulu Temple, Janu- 
ary 21, 22 and 23. Indications 





point to a very successful 
affair. 
Moderate Redutions 


Des Moines, January 17— 
Shoe stores are holding mid- 
winter sales. Moderate reduc- 
tions prevail as an incentive to 
attract business in both men’s 
and women’s shoe stores. Rub- 
ber merchandise has sold very 
freely due to recent stormy 
weather. 

In New Location 

Norfolk, Va.—The Walk- 


Over Shoe Company, formerly 
at 141 Granby Street, has 
moved to 267 Granby Street. 
Mr. Bonney believes the en- 
larged hosiery department will 
be a valuable asset. 
New Home for Panor Store 
Des Moines, January 16— 
The Panor Shoe Company on 
February 1, will move to a 
new home at 408-410 Walnut 
Street. The store will have a 
frontage of 44 feet and a seat- 
ing capacity for 100 people. 





Bigger Production 

Akron, O., January 15— 
Production of boots and shoes 
at the plant of the B. F. Good- 
rich Company, is reported to be 
at a new figure—35,000 pairs 
daily. Two years ago the figure 
was 25,000 daily. 


Black Suedes Strong 

Cleveland, January 17— 
Black and gray suedes and 
strap and cut-out patterns are 
selling well in women’s de- 
rtments. Four buckle gaiters 
ave sold very freely. Women’s 
oxfords are also in better de- 

mand than was expected. 





Striking Window Display 

St. Louis, January 18—The 
Bostonian Shoe Company re- 
cently had an attractive dis- 
play window. It featured a 
stormy weather shoe, cutting 
the shoe in two so that the 
inner sections were plainly 
visible. 

Impressive Color Scheme 

Boston, January, 17—Blue 
and mahogany was the color 


scheme applied by the T. E. 
Moseley Company in its new 
store at 39 West Street. The 
interior was very inviting. The 
firm has been in business 77 
years. 


Black Patterns Good 
Minneapolis, January 16— 
Black patterns made of suede 
and satin are the most popular 
in most of the shoe stores here. 
Evening shoe patterns are 
selling well. 








Brooklyn Style Show 

Brooklyn, January 16 — 
Plans are gradually assuming a 
definite shape for another 


following the latest edict from 
Paris, is just slightly pointed. 
The heel is of Spanish in- 
spiration.”’ 
White Calf Linings 

Peabody, Mass., January 18 
—A special line of white calf 
leather is being made for lining 
white shoes. 


“Lollipop” Boots 
New York, January 17— 
Another hope for boots sprung 


up in the ieather trade when 
Ada May, playing in “Lolli- 


~ appeared in new high 
ts, of the riding style. 
Wouldn’t a fashion of boots 











Getting Shoes Fitted Right 


Brockton, Mass, January 17—One of the large shoe 
manufacturing concerns of the South Shore district, mak- 
ing supplies for the building trade, has issued to its em- 
ployees a set of rules for good footwear. It realizes the im- 
portance of having its employees well shod. 

In brief, the rules advise form fitti 
mend that each employee insist that 
store measure his or her foot. It also recommends that if 
there is any doubt about the exactness of the fit, that the 
advice of the shoe salesman be taken. 


shoes, and recom- 
e clerk in the shoe 








Brooklyn shoe style show. Frank 
Grossman of Julius Grossman, 
Inc., is taking an active part 
in promoting the plans for the 
show. 





Hosiery Trade Fine 


Milwaukee, January 18— 
Good hosiery trade is reported 
in the shoe stores here. Men’s 
business is on a much better 
plane than heretofore, as 
colder weather has inspired 
freer buying of high shoes. 





New Store to Open 
Richmond, Va., January 18 
—The Carter Shoe Company, 
on February 1, will open a new 
store on East Broad Street. It 
will be appropriately fitted 

with attractive windows. 





Shows Styles by Movies 

New York, January 17— 
Wanamaker is showing “Le 
Film des Elegances Parisiennes 
or moving pictures of. styles 
from Paris. 

New Tongue Pump 

New York, January 18— 
A new tongue pump is de- 
scribed as “exceedingly simple”’ 
with slender and _ graceful 
lines. It may be worn with or 
without a buckle. The toe, 





like that bring joy to the 
tanners? 


Shaved Leather in Style 

Peabody, Mass., January 18 
—Finely shaved leather is good 
style. One firm uses 26 shaving 
machines, so finely adjusted, 
according to an expert “that 
they will shave the print off a 
newspaper.” A cleanly shaved 
skin takes a color better than a 
roughly-shaved skin. 


“Silk Stocking Winter” 
Boston, Mass. January 17— 
“Silk Stocking Winter’ is the 
—e coined by a shoeman 
ere to indicate that the winter 
unusually mild, has led to the 
common wearing of silk stock- 
ings, and silk stocking styles in 
shoes. 


Women’s Walking Shoe 

Philadelphia, January 18— 
One shoe store is offering a 
walking shoe for women at 
$6.85. It is a hand sewed sole 
welted pump. 

Evening Slippers Good 

Los Angeles, Cal., January 
17—Shoe stores are holdi 
sales. Evening slippers an 
buckles were in oul « demand 
during the week 





Allied Shoe and Leather 
Industries Dinner 

Final plans for the annual 
dinner of the Allied Shoe aad 
Leather Industries of Greater 
New York are being completed 
~ | the committee in charge 
of the event which will 
held at the Hotel Commodo . 
on the night of Feb 26. 
The associations: back of the 
venture are the Boot and Shoe 
Travelers’ Association, the Re- 
tail Shoe Dealers’ Association 
of Greater New York and the 
Shoe Manufacturers Board of 
Trade of Greater New York 
(the Brooklyn manufacturers’ 
organization). 

These association: have ap- 
pointed committees consisting 
of Jesse Adler, Alfred A. Kohn 
and A. Gabriel, representing 
the retail shoe merchants, J. J. 
Lattermann and Theodore 
Cramer, representing the manu- 
facturers and S. A. McOmber 
and H. M. Rogers, representing 
the traveling men. 

A program of entertainment 
consisting of several high-class 
musical and vaudeville num- 
bers is being arranged in addi- 
tion to a speaker, who will bea 
well-known senator. Tickets for 
the affair are to be had at $7.00 
each from Messrs. Gabriel, 
McOmber or Lattermann. 


The Bambolina 
-Lynn, Mass. January 18— 
The Bambolina, a new shoe 
here, is a semi-anklette. Has a 
high circular vamp with a 
sy seam up the front and 
fine lattices on both sides. It 
carries a high heel of wood. It 
is made in all the fashionable 
materials. 


Patent and Satin 

Buffalo, N. Y., January 17— 
Patent leather and satin are 
the most popular of the ma- 
terials in women’s shoes. There 
is a strong feeling among the 
shoe merchants toward the 
lighter shades, such as Airedale 
and Jack Rabbit for spring wear. 


Weather Retards Buying 

Detroit, Mich., January 18 
—Fine weather prevailed most 
of this week and acted as a 
brake on curbing trade in the 
shoe stores where clearance 
sales were being held. The 
Lafayette Building shoe sales- 
men entertained retail shoe 
merchants at Hotel Tuller at 
one of the largest trade gather- 
ings in years. 
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Styles for After Easter Defined at 
New York Conference 


{HOE merchants, manufacturers and wholesalers 
es want to know right now what are going to be the 
inain features in style next summer. It is for that 
saswn that, four times a year, the Style Conference 
Committees get together on main principles, conferring 
sensibly and moderately in the light of past experience 
4 with some knowledge of style tendencies in other 
ticles of wear. 

Much has been done in these style conferences to en- 
courage good faith and mutual confidence in a program 
of style for some months ahead. These results count for 
progress. We are featuring in this issue the deliberations 
of the Committee covering predictions for after Easter, 
May and June. 


Honest Beliefs— Honestly Expressed 


As these style conferences continue and mainly to the 
credit of H. C. McLaughlin, General Chairman of the 
Retailers’ Style Committee, and John C. McKeon, 
General Chairman of the Manufacturers’ Committee, 
jealousy has been laid aside, enmity forgotten, with 
“knocking” and “backbiting’” banished into utter 
darkness. Once the style conference was held under the 
standard of the “‘double cross,” whereas today it is all 
“above board.” 


To interpret a style report is to em- 
phasize not its restrictions but its oppor- 
tunities. Nobody’s useful originality is 
checked or interfered with. If the entire 
trade would only use the style report as 
the real platform of buying we would see 
less of “‘freaks,”’ “‘crabs”? and “‘bugs”’ 
which now clog the bargain sales. What 
the shoe merchant, manufacturer,whole- 
saler and traveler are now doing is to 
exercise a majority voteon shoe fashionas 
they ought to do. Instead of meekly ask- 
ing the public what shoe fashions should 
be they are prepared to tell them. 


On Jan. 14 the conference committee of the National 
Shoe Retailers’ Association met at the Waldorf and 
made a study of the questionaires sent out by Secretary 
Spangler and then compiled a platform based on this 
careful research. In the afternoon the committees of 
the manufacturers, tanners, travelers and retail mer- 
chants met at the Astor to reconcile the summaries 
made by the committee headed by H. C. McLaughlin 
with further information from authorities who knew 


other features. In the afternoon session, the following 
high lights were emphasized : 


H. C. McLaughlin—Let us advocate light 
weight shoes in Spring and Summer, so that men 
in the Fall season will call for heavy weight oz- 
fords and boots. 


J. A. Banister—We are making shoes in this country 
so good that a pair lasts'a man a year or more and it is 
up to us to develop a two-season system of styles to get 
more shoes sold right. I have a slogan to propose: ““Look 
at your shoes,—everybody else does.”” Let us do some- 
thing to get men to change their shoes more often. 

Frank S. Farnum—Let us stop buying oxfords for the 
winter season and get into the seasonable habit of boots. 
Some sort of mild sarcasm may be the means of getting 
men to wear the right shoe and the right color. 


What About Paris Leadership 


Mr. Swartz—Have we been right in allowing shoe 
style leadership to go to Paris? Is it not time that we 
did something so that America can regain its prestige 
as the leading style and shoemaking center of the 
world? Let us get busy for I feel sure that merchants 
everywhere will join with us in emphasizing that 
American shoes are best in style and fitting values. 

John C. McKeon—We can’t get away from Paris 
as a style center. If the King of Spain would come to 
New York four times a year it might help to make New 
York the garment color and style center of the world. 
We can however emphasize and re-emphasize the best 
shoes and styles are made and originated here, for it is 
the whole truth. 


A. N. Blake—A change is now taking place 
in methods of buying. Merchants are now “‘buy- 
ing shoes’’ not “‘picking them.” They are getting 
back to the good old habit of buying the line 
across the board. 


C. H. Baker—I have not used any foreign made 
shoes and don’t hear much about them except from my 
clerks who want talking points. Just to convince my- 
self there is nothing in it, I don’t know but that some 
time I might take a trip to Europe. 

In making a close study of the style report you will 
notice how it falls in line with the report previously 
rendered “up to Easter.”’ This is for greater stability in 
shoe buying and selling for radical changes are dis- 
couraged by all branches of the trade. 
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REMEMBER—the United States of America is the home of 
shoe style and economic production. 

Our nation is so broad in its geography and popular tastes that 
it is well to interpret this report in the light of your own local 
community. The Gnd trend of styles is here carefully weighed 
with advanced information from authorities in garment colors 
and apparel tendencies. Use this in your National guide to the 
general swing of styles for April (after Easter), May and June, 


1924, retailing. 
Women’s Styles 


High novelty colors in solid effects and lizard, alligator and 
similar novelty effect trimmings should be selected in keeping 
with prospective individual demand. 

Color tendencies in the order of their importance as designated 
by official color card as follows: 

Racquet Bombay Airedale 
Tanbark Mandalay Jack Rabbit 
White for May and June 

Shades will lighten as season progresses. 

Suede leathers in combination with grain finished calf and kid 
and patent in the order of their importance are as follows: 

Airedale Bombay Jack Rabbit 

Racquet Black Otter 

Tanbark Mandalay White for May and June 

The women’s styles committee recommends that dealers 
promote the idea of “Shoes for the occasion”’ and in the interests 
of health use the slogan ““Walk and be Healthy.” 

Shoes for morning wear and general utility with simple cloth 
dresses, tailored effects and suits. 

Patterns Straps and oxfords. 

Lasts Medium prevailing toes will continue. 

Heels 8-8 to 14-8 according to last. 

Materials Black, tan and brown leathers. White leathers and 

fabrics for May and June. 

Shoes for Informal Aflernoon to Be Worn with Dressy Street Clothes 

Patterns Straps and sandal effects will predominate goring 

effects and buckle effects. Novelty oxfords. 

10-8 to 14-8. 

Medium toes will continue. 

Colored suede and kid skin plain or trimmed patent. 

Satin, Black suede and combinations. Black calf and 

kid. White leathers and fabrics for May and June. 

Shoes for Informal Afternoon Teas and other Social Affairs to Be 
Worn with the Most Dressy Daylime Costumes 

Patterns _1. Straps and openwork effects will predominate. 

2. Goring effects and tongue and buckle effects. 

Medium. 

10-8 to 14-8, full LXV and Spanish 13-8 to 16-8. 

1. Patent. 

2. Colored suede and colored kid and combinations. 

Black suede and combinations. 

3. White leathers and fabrics for May and June. 
Evening Slippers to Be Worn with Dinner Dresses and Formal 
Evening Gowns 
Straps and sandal effects will predominate. Slipper 
effects to provide for ornaments. 
Medium. 
Heels 12-8 to 17-8. 
Materials 1. Silver and gold brocades plain or trimmed with 
silver and gold kid. 
2. Satins. 
Sport Shoes for Walking, Country Club and Athletic Wear 
With leather, crepe or rubber soles. 
Patterns Straps and sandal effects. Fancy trimmed oxfords. 
Lasts Medium. 
Heels 8-8 to 10-8. 
Materials 1. Colored suedes and buck. 
2. Elk and similar leathers. 
3. Tan Calf. All either plain or trimmed. 
1. White leathers or fabrics. 
5. Alligator—lizard and novelty leather trimmings 
will be shown. 


Men’s Styles 


Shoes for General Wear 
Oxfords 90 per cent. Boots 10 per cent. 
Lace and blucher—tips plain toes and soft toe tips. 
Higher grades plainer—medium grades more fancy. 
Square effects demi-brogue, brogue, conservative 
and custom. 


Heels 
Lasts 
Materials 


Lasts 
Heels 
Materials 


Patterns 


Lasts 


Types 
Patterns 


Lasts 
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7-8 to 8-8 flange—90 per cent rubber. 

Medium brown, with strong tendency toward light 
tans, blacks and some cherry. Increasing sales of 
lighter tans will stimulate sales of black. 

Smooth calf skins brightly finished in medium 
weights. Some grained leathers in sections. Black and 
tan kids (golden brown kid predominating). 


Shoes for Informal Dress Wear 

Light weight oxfords. 
Square effects conservative and custom. 
Shapely 7-8 to 8-8. 
Light weight black calf and patent. 

Shoes for Formal Dress Wear 
Patent oxfords, light weight welts or turns, plain or 
cap toes. 
Custom and medium round. 
Shapely low heels. 
Patent. 

Shoes for General Sport Wear 
Low shoes. 
Some interest is being shown in bell straps, saddles 
and wing tips. 
Brogues and sport. 
Spring and broad square. 
Leather, crepe and rubber. 
Colors Tan, brown, gray, white and combinations. 
Leathers _Boarded and smooted calfskins, elks and bucks. 

Note—Sport shoes are a local problem. 

The Men’s Styles Committee suggest that dealer promote the idea 
of “Shoes for the Occasion” in an effort to increase men’s business 
and sell more pairs. 

In the interest of public health push the slogan “Walk and be 
Healthy.” 

Window cards and advertising should mention correct dress for 
men in an effort to have more men properly shod. 

The Shoe Fraternity should set the example by wearing correct 
shoes. 

Some mention should be made in every adverlisement and on all 
window cards just for what occasion the shoe should be worn. 

Wear black shoes after 6 P.M. 

Tan shoes should not be worn after 6 P.M. 

Men change clothes os fashion demands—why not change your 
shoes? 

Wear correct shoes or your costume will not be complete. 

Business shoes for business wear—evening shoes for evening 
wear—sport shoes solely for sport wear. 

Wear correct shoes for every occasion. 


Boys’ and Youths’ Shoes 


Boys’ and youths’ shoes follow the trend of the men’s styles 
with greater emphasis on smarter shoes for boys. 


Juvenile Styles 


Shoes for School Wear 
Growing girls—Straps and sandal effects and sport 
oxfords. 
Misses and children—Straps and sandal effects and 
sport oxfords. 
Growing girls—Colored elk, patent, buck. 
Misses and children—Tan calf and lightly boarded 
leathers. Brown and colored elk. 


PLAY SHOES 


Regular height lace or blucher cut. 
Colored elk, calf skin. 

For Dress Occasions 
Strap and sandal effects. Oxfords. 
Patent, colored buck. All colors in kid and _ calf. 
White leather and fabrics for May and June. In 
misses’ and children’s shoes there is a strong tendency 
in favor of low effects over a greater period of the 
year. 


Growing Girls 
Growing girls’ shoes will follow the trend of the women’s styles 
recommended, both as to patterns, leathers and materials. Lasts 
with the medium round toes, heels, leather or covered from 6-8 to 
0-8. 


Heels 
Colors 


Leathers 


Types 
Lasts 
Heels 
Leathers 


Types 
Lasts 


Heels 
Materials 


Types 
Patierns 


Lasts 


Heels 
Soles 


Patterns 


Leathers 


Patterns 
Leathers 


Patterns 
Leathers 
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Exceptionally Good Program Arranged for 
N.S. R. A. Convention 


TS following tentative program of the N.S. R. A. Con- 
vention has been announced by Manager George M. 
Spangler. ‘‘There may be a little change,’ he says, “‘but as a 
whole the program is set as outlined here.” 


It will be noted that no business sessions are to be held in 
the mornings, it being the desire of those in charge of the con- 
vention that this time be devoted to inspection of exhibits. 
Entertainment features include wrestling, boxing and vaudeville 
on the second floor of the Coliseum Annex and dancing at a 
number of the hotels. A special style revue, in addition to 
those scheduled for the Coliseum, is to be held on Thursday 


evening at Rainbo Gardens. 


The program in detail follows: 


Monday, February 11, 1924 
HHH 


1:00 P.M.—Convention opened. 
Invocation—Rey. E. D. Gildersleeve 


HEH 


Official Welcome to Chicago—Hon. Wm. 


E. Dever, Mayor. 
HAM 
Response—Pres. John Slater. 
HAE 


Business: Approval minutes of annual 
meeting January, 1923. 


HEN 


Appointment Committees: 


Resolutions (5 members) 


Nominating (7 members) 


Elections (5 members) 


President’s Message—John Slater. 
HIER 


Retail Business, Harry A. Wheeler 


Pres. Union Trust Co., Chicago, Twice 
Pres. U. S. Chamber Commerce. 


HIN 
Harvard Bureau—Richard Linnihan 
HIN 
4:30 P.M.—Premiere Footwear Style Revue. 
WE 


6:00 P.M.—State Presidents, Dinner and Meeting, 
Congress Hotel. 


RINK 
8:30 P.M.—Footwear Style Revue. 
HIK 


10:00 P.M.—Wrestling, Boxing and Vaudeville, 2nd 
floor Coliseum Annex. 
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10:00 P.M.—Dancing, Congress, La Salle, Sherman 
Hotels. 





HMM 
Tuesday, February 12, 1924 
HIM 


Morning reserved for inspection of Ex- 


hibits. 
HIN 


12 Noon—Convention Hall, Sam Davis Day. 


Cal. Mensch, Presiding 


Vice Chairmen 


Jesse Adler J. C. Fedler 
M. A. Weiss O. S. Poe 
Julius Goldberg A. H. Howe 


H. C. McLaughlin Wm. Pidgeon 
W. E. Buckley 


HIE 


Open Forum— 
Location and Rentals 
Store Front and Window Trim 
Store Trim 
Organization and Sales Plan 
Mark-up 
Net Profits 
Stock-keeping 
Styles: Men’s, A. E. Taylor; Children’s 
M. Yorkins; Women’s, M. A. Weiss. 


“Sell it with Color’ —Margaret Hayden 
Rorke. 


4:30 P.M.—Footwear Style Revue. 


6:00 P.M.—State Presidents, Dinner and Meeting, 
Congress Hotel. 


8:30 P.M.—Footwear Style Revue. 


10:00 P.M.—Dancing, La Salle, Congress, Sherman 
Hotels. 
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Wednesday, February 13, 1924 
KIEK 


Morning reserved for Inspection of 
Exhibits. 


RIK 
12 Noon—Convention Hall—OPEN FORUM. 
Chester Herold, Presiding 


Vice Chairmen 


J. Kempner Joe Mullen 
Reuben Metz Jules Winkleman 
Frank Jacques Harry Weschler 
Frank Nebe Frank Ballon 
R. D. Chastian T. Walter Fred 

Merchandising 

Advertising 

Special Sales 

Return Goods 


Service—Its Power for Good Will. 
KIEK 
ELECTION ANNOUNCEMENT 


4:30 P.M.—Footwear Style Revue. 


6:00 P.M.—State Presidents, Dinner and Meeting, 
Congress Hotel. 


8:30 P.M.—Footwear Style Revue. 


10:00 P.M.—Wrestling, Boxing and Vaudeville, 2nd 
floor Coliseum Annex. 


10:00 P.M.—Dancing, Sherman, La Salle, Congress 
Hotels. 


HAR 
Thursday, February 14, 1924 
HER 
12 Noon—Installation of Directors for 1924. 
4:30 P.M.—Footwear Style Revue. 


8:30 P.M.—SPECIAL—Footwear Style Revue at 
RAINBO GARDENS. 
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You May Know All About Styles, But 
How About Sizes? 





Harvard Bureau Ready to Help You with Stock-keeping System as Well 
as with Profit and Loss Statement 


By C. E. FRASER 
Harvard Bureau of Business Research 


Bureau of Business Research will send ten mem- 

bers of its research staff to the National Shoe 
Retailers’ Convention in Chicago. These men are 
being sent at the request of the directors of the Na- 
tional Shoe Retailers’ Association in order to give retail 
shoe merchants an opportunity to talk over their prob- 
lems with a group of men who have made a special 
study of the shoe trade. These conferences, of course, 
like the rest of the Bureau’s work, are strictly confiden- 
tial. As in the past two years, each of these men will 
have a private booth equipped with a 
desk and chairs where the retailer can 
talk over his confidential figures or prob- 
lems out of earshot of competitors, and 
without fear of interruption. 


YOR the third consecutive year the Harvard 


How to Make Out a Financial Report 


In addition, the Harvard Bureau booth 
will have a series of large charts similar 
to the one reproduced on Page 61 ,show- 
ing the cost of doing business, the net 
profit, and the rate of stock-turn for shoe 
stores doing various volumes of business. 
One chart will give a composite profit and 
loss statement for firms with net sales of 
less thar $30,000; another will give similar 
information for firms with net sales be- 
tween $30,000 and $49,000; a third, for 
net sales between $50,000 and $99,000; a 
fourth, for net sales between $100,000 
and $249,000; and a fifth, for net sales of 
over $250,000. By filling out the blank 
form reproduced in this issue of the Boot 
& Shoe Recorder and bringing it to the 
convention, a merchant will be able to 
compare his figures with the figures for 
stores doing approximately the same 
amount of business, operating under simi- 
lar conditions; and facing similar prob- 
lems. Another chart will portray the 
profit or loss of retail shoe stores according 
to the rate of stock-turn. 

A common fault among the owners of 
stores which showed a loss was careless- 
ness in accounting. Last year a merchant 
who had paid an income tax brought his 





RICHARD LENNIHAN 


Assistant Director 





M. P. McNAIR 
Assistant Director 





C. E. FRASER 


figures to the convention, and upon checking over his 
statement, it was found that instead of making the 
profit he thought he had made, he actually had suf- 
fered a loss. As the double entry method of bookkeep- 
ing provides a check upon the accuracy of accounts, 
the Bureau recommends its use. 


You Can Have This Simple System 


For merchaats who do not desire as complicated a 
system, however, the Bureau has devised a simple set 
of record sheets which can be used by any retailer 
whether or not he knows anything about 
bookkeeping. Members of the research 
staff will be glad to explain this system 
to any retailer who may be interested. 

Contrary to the views held by many 
shoe men, the Harvard Bureau has found 
that the average retail shoe merchant is 
usually successful in selecting proper 
styles, but that his greatest loss results 
from buying end sizes and narrow widths. 
A shoe which is slightly out of style can 
usually be sold by marking down the 
price or by inducing sales people to give 
special attention to pushing its sale. 
Shoes which are too narrow or are not the 
proper size to fit customers, however, 
cannot be sold no matter how tempting 
the price. 

Successful merchants, therefore, 
are interested in a simple stock sys- 
tem which will give the information 
they need for proper buying, but 
which will not be complicated or re- 
quire a large amount of time. To fill 
this need the Bureau has devised a 
stock-keeping system which can be 
readily installed in even the smallest 
store. : 

Lennihan to Tell What’s What 


During the course of the program, 
Richard Lennihan, Assistant Director of 
the Harvard Bureau of Business Re- 
search, will address the convention on the 
results of the Harvard Bureau’s study of 
the retail shoe trade. Malcolm P. McNair, 
Assistant Director in charge of the entire 
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cost research work of the Harvard 
Bureau, will supervise the conferences of 
the ten members of the research staff, 
who will be available for consultation 
from 9 A.M. to 5 P.M. on each of the four 
days of the convention. 
Now a word as to what the Bureau 

expects to obtain from this work. The 
Harvard Bureau is not an uplift organiza- 
tion actuated by altruistic motives. Its 
primary purpose is to secure material for 
use in teaching in the Harvard Business 
School. This school provides a two-year 
course for college graduates or men with 
equivalent training. At the present time 
it has over 600 students who come from 
all parts of the United States and many 
foreign countries. Lectures and textbooks 
as a rule are not used, but the teaching is 
conducted entirely on a problem basis 
whereby the students discuss actual prob- 
lems which have been secured from 
business men. It is for this reason that the 
Harvard Bureau has been collecting and 

publishing data on the costs of doing 
business in various wholesale and retail 

trades. In addition to their educational 

importance, however, these studies have 

been of value to both the individual shoe 

merchants and the National Shoe Re- 

tailers’ Association in bringing about a 

better understanding of the cost of doing 

business, and in furnishing a yardstick 
with which merchants can measure their 
progress. 


What Harvard Does with Its Figures 


The form on which the Harvard Bureau 
is collecting its figures in this study of the 
retail shoe trade is made up of four parts. 
The merchandise statement gives figures 
on net sales, inventories, and cost of mer- 
chandise sold leading up to gross margin. 
This gross margin must cover all the mer- 
chant’s expenses as well as his net profit. 
If his total expense is greater than his 


gross margin, he suffers a loss. 


A. B. GUNNARDSON 





G. E. DONOVAN 
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The second part of this form is the ex- 
pense statement which lists selling ex- 
penses, fixed charges, and all operating 
expenses the merchant has contracted in 
the conduct of his business. It is not 
enough for a merchant to know that his 
expenses were $20,000. 

The net gain statement is the third 
section of this profit and loss form. This 
section includes all other income or ex- 
pense which the merchant has contracted 
for repairing, rent on owned building, 
interest on owned capital, and similar 
items. The purpose of the net gain state- 
ment is to record these items in order to 
show the surplus or deficit for the year. 

The financial statement, which is the 
last section, is in reality two balance 
sheets, one of which gives the assets and 
liabilities at the beginning of the year and 
the other the assets and liabilities at the 
end of the year. This financial statement 
is necessary in order to determine the net 
worth of the business. This net worth is 
the proprietor’s equity or the actual 
amount of money which he has invested 
in the business, and on which he should 

receive a fair rate of interest. 

In return for this assistance from busi- 
ness men, the Bureau is glad to give the 
benefits of its study to all who co- 
operate. 

Last year, almost every merchant who 
attended the convention visited the booth 
of the Harvard Bureau during the course 
of the four days. Over 600 merchants 
brought their figures for analysis by the 
members of the research staff or had im- 
portant problems to talk over. This year 
it is hoped that more retailers than ever 
before will bring their figures to the 
Chicago convention to take advantage of 
the assistance that will be rendered by the 
research staff of the Harvard Bureau, and 
continue to aid in supplying sound facts 
for the teaching of business in our Ameri- 
can colleges. 








J. H. LEIGHTON G. M. SUGDEN 





59 





BOOT AND SHOE RECORDER 


at Chicago 





What the Harvard Men Will Want to Know 


Schedule for Retail Shoe Stores—Profit and Loss Statement 
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for Year Ending _ , 19 














































MERCHANDISE STATEMENT 
Gross Sales 
Returns and Allowances to C ustomers.. 
Net Sales...... sath atcha nee 
Net Inventory of Merchandise at Beginning of Year 
Purchases of Merchandise at Billed Cost. img 
Inward Freight, Express, and Truckage 
Gross Cost of Merchandise Handled. 
Cash Discounts Taken. . | 
Net Cost of Merchandise Handled. ER ee oe 
Net Inventory of Merchandise at End of Year 
Cost of Merchandise Sold. . 
ton ud divas olen 04 Sa dnuhsebeseD eee tetkest 


EXPENSE STATEMENT 
Proprietor’s, Partners’, or Executives’ Salaries 
All Other Salaries and Wages (including PM’s) 
Total Salaries and _— 
Advertising ...... as 
Boxes and Wrappings 
Delivery...... phe 04:45 ok ET en ne kes eee ES sé 
Office Supplies and Postage pina iad A cite a 0. 6 inna mete: 
Rent (lf you own your store building, see page 4 of Explanation of 
Schedule when making your entry) 
Less Rent Received for Part of Store vitae Subleased....... . 


Heat, Light, and Power. . 

Taxes (except on building and income) .. 

Insurance (except on building). . 

Repairs of Store Equipment (except of building) . 

Depreciation of Store Equipment (exc - of building) 

Interest on Borrowed Capital. . Senate 

Interest on Owned Capital Invested in the Business. 

Less Interest Received on Bank Balances, Interest 

on Customers’ Accounts, and Income from In- 
vestments Owned by the Business. . 

Total Interest....... 


Miscellaneous Expense. on 
Losses from Bad Debts... 


Total Expense............ 
NET GAIN STATEMENT 


Net Profit or Loss.... .. beuiaden abana 
Repairing (Net Profit or I ss) 
Sundry Revenue (Net). 
Interest and Rentals Earned 
Interest on Owned Capital Invested in the Business (Enter gross 
amount charged above to expense)...................00205- 
Rent of Owned Store Building (Enter gross amount oe above 
to expense) . . se 
Less Expense on Owned Store Building (including 
taxes, insurance, repairs, depreciation, and inter- 
IED... wc -odencn eens boa 00 ccepunes 





100% 


















Total Net Gain or Loss. Ores ae 
Provision for Federal and State Income Taxes................... 
Dividends, Sharings, or Withdrawals..... ap oe RE 

Surplus or Deficit for the Year... ... 

















192% 








January 19, 1924 BOOT AND SHOE RECORDER 


Profit and Loss Statement as It Looks 


When Filled Out 


Composite Profit and Loss Statement for 105 Retail Shoe Firms with Net 


Sales Between $50,000 and $99,000, for Year 
Ending December 31, 1922 


MERCHANDISE STATEMENT 

















RS CECE Re EE, SN RINE ane: Pepa BM. PUR RRnm I ere Ree $69,324.43 
Returns and Allowances to Customers...................-.0eee008: 969.55 
 vicche oe ue hid ahae ave seed heierded widen vane bie sw eale —— 
Net Inventory of Merchandise at Beginning of Year................. $27,806.77 

Purchases of Merchandise at Billed Cost............................ 48,655.00 

Inward Freight, Express, and Truckage............................ 601.52 

Gross Cost of Merchandise Handled............................0.. —— $77,063.29 
Rs UII IID ooo cece tee duae cca sre By Se ee, 970.64 
Net Cost of Merchandise Handled..........................2..005. $76,092.65 
Net Inventory of Merchandise at End of Year...................... 27,355.62 
eo cc ods pc eRe b oes Send eed Kewemewneur 

i inn cds cmnpendnh dive cea eae sea ekeaiekeniaaed 

EXPENSE STATEMENT 

Proprietor’s, Partners’, or Executives’ Salaries...................... $3,800.00 

All Other Salaries and Wages (including P M’s)..................... 6,453.23 
OS TI ies iv ce pos ska vckenddng hs Pieusack enews — $10,253.23 
Bs inci dnc ceMhindies sks Sewsp gathers ence baubepenein’ 1,496.97 
Boxes and Wrappings...... in ea aae ew igeduwtekeealeeae 143.55 
Pr Gcrenneneesaiees ica to's becuase kahit alin dated Wh een aAIEie aire, fo te cent eel 
Office Supplies and Postage.................... Sn thihsoewmaiamael 205.06 
Ps cn mait bbc cng og ope ameaes ou babetes teenies hese keane 2,050.65 
ee I oo sind wk dcevdcobedadewonnscceleee dNesin 478.49 
Taxes (except on buildings and income)......................02000: 410.13 
Er nr 348.61 
Repairs of Store Equipment (except of buildings).................... 129.87 
Depreciation of Store Equipment (except of buildings)............... 273.42 
A I ia iis 64's ced ebindeedcbends sche sanbhaser $403.29 

Interest on Owned Capital Invested in the Business. ................ 1,579.00 

Total Interest.......... caweouueee fs FE, 5 BG See eee — 1,982.29 
pS PPT Le Ate LEM Fae RN Ib I dale A 751.90 
I 5p Socata bu ee noe ae nomad at eeedeaee 136.71 
We EE...«'hi cn on eV os wae sbedansenawlsheavgrdebenh aeons 

Sch. sass bcadeeeeebsecnk tress euleweneteie wr nanks cuentas 


Stock-turn 1.8 times a year. 
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HE priceof your round-tripticket to the N.S.R.A. 
in Chicago will be the price of a one-way ticket 
multiplied by one and one-half. 

But in order to take advantage of this reduced rate, 
you must procure from your ticket agent at the time 
you purchase your one-way ticket, a certificate known 
as a “One Way Certificate Plan Receipt.” Certificates, 
however, are not kept at ail stations. 

If you inquire at your home station, you can ascer- 
tain whether Certificates and through tickets can be 
obtained to place of meeting. If not obtainable at your 
home station, the agent will inform you at what 
station they can be obtained. You can in such case 
purchase a local ticket to the station which has Certi- 
ficates in stock, where you can purchase a through 
ticket and at the same time ask for and obtain a Cer- 
tificate to place of meeting. 

This reduced rate applies 










Reduced Rates for Trip to Chicago 


No refund of fare will be made on account of failure 
to obtain proper Certificate when purchasing going 
ticket, nor on account of failure to present validated 
Certificate when purchasing return tickets. 

So far as the going journey is concerned, inasmuch as 
full fares are paid, tickets will be accepted on any 
train, extra fares being charged, of course, for so-called 
extra-fare trains. 

Return tickets, issued at the reduced fare, will not be 
good on any limited train on which such reduced fare 
transportation is not honored. 

Special representatives of the railroad will be on 
duty at the Coliseum February 11-14 from 8:30 A.M. 
to 5:30 P.M. to validate Certificates. These Certificates 
must be validated to obtain the benefits of the reduc- 
tion on the home journey: 

1. Tickets on sale on dates mentioned for the fol- 








only to those representatives 
of the shoe industry who at- 
tend the meeting and also 
















Certificates issued to child- 
ren at one-half fare will be | 
counted the same as certifi- 
cates issued to adults. 
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Showing one side of the certificate for which must ask in 
buying your one-way thet lo Chicago 


From Arizona, British 
Columbia, California, Ne- 
vada, Oregon and Washing- 
ton, February 5—11, inclusive. 










owing territories: 
| Li 




















i |, 
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aie From Colorado (except 


Julesburg), Idaho, Montana, 
New Mexico, Oklahoma, 
(Continued on page 79) 








Showing the cost of the round trip to Chicago, under the one and one-half fare plan, from various points in the United States. Information fur- 
nished by Chicago, Milwaukee and St. Paul Railway. 
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SHOES IN THE MORNING 
SHOES IN THE EVENING 
SHOES IN THE AFTERNOON 
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A big educational feature of the convention will be the footwear style revue, 
for there the shoes will be exhibited properly, with a gorgeous background, 
brilliant lighting and graceful models who will be carefully gowned—in tune 
with their shoes. 

“Shoes for the occasion” —the cry of the retail shoe merchant today— 
shoes for tennis and golf, dancing slippers, dainty mules for the boudoir, 
stout boots for hiking in the mountains, “‘straps’’ for the afternoon,—every 
type and fashion of shoe will trip across the runway. More than 100 models 
will parade and the revue will be relieved by ballet and ensemble effects. 

The busy convention days will be followed by gala nights, for the N. S. 
R. A. is planning dances at the leading hotels of the city, and recent plans 


would indicate that a royal welcome will await the shoe men on their arrival 
in Chicago. 
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‘TF you could paint a picture of the shoe industry 
under one management and a board of directors 
assembled, representing most of the important 

plants, you wouldn’t be very far off in illustrating 

attendance and importance of the Twentieth Annual 

Convention of the National Boot and Shoe Manufac- 

turers’ Association of the United States, Inc. 

Without the frills of exhibits or the diversion of a 
style show, the manufacturers met at the Hotel Astor, 
Jan. 15 and 16 to listen to some rather heavy subjects 
and to swap experiences. 

The convention might properly be divided into five 
parts. Tuesday morning had as its big feature President 
Frank R. Briggs’ address, and the subject of taxation 
by an industrial enginneer, and a particularly forceful 
endorsement of the Mellon Tax plan by Milton S. 
Florsheim. 


Systematic Standards of Manufacturing Plants 


The Tuesday afternoon session started with syste- 
matic standards of shoe manufacturing plants with a 
portfolio of factory systems, supplementing the talk of 
a prominent cost accountant. It was followed by an 
address on trade relations by Frank S. Farnum, who 
also proposed a code of ethics. 


Wednesday’s session to a particularly 
enthusiastic audience was on business 
conditions and the general outlook. It 
was exceedingly optimistic. 


The afternoon session the same day was on bank- 
ruptcy credit problems and an exceedingly interesting 
investigation by Elmer J. Bliss on the advantages of 
stock control and simplification. 


Wednesday Night Banquet Big Social Feature 


The fifth and final feature of the convention was 
the great banquet on Wednesday night which stands 
out as the biggest social feature of the year. If New 
York is the crossroads of the world, then the banquet of 
the Manufacturers’ Association is the dinner date of the 
entire shoe industry. 
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Manufacturers Hold Stirring Convention 
in New York City 
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Thespeaking program balanced on one side abanker’s 
view of 1924 given by George E. Roberts, while the 
brilliant newspaper man, Hayward C. Broum, con- 
ducted a column of wit and humor. 


John C. McKeon Is New President 


The leadership of the association for the year 1924 
was placed in the hands of John C. McKeon with the 
following vice-presidents: Frank Rand, Hovey E. 
Slayton, Frank S. Farnum, A. M. Creighton and Ray- 
mond P. Morse. The directors elected for a three-year 
period are: H. P. Gleason of Johnston & Murphy; Fred 
A. Miller of H. C. Godman Co.; Milton Adler of Julian 
& Kokenge Co.; Paul Jones of Commonwealth Shoe & 
Leather Co.; Everett Bradley of H. B. Goodrich Co.; 
Ernest C. Whales of J. & T. Cousins Co.; Joseph 
Melanson of J. I. Melanson & Bros.; E. F. Abbott of 
Cushman Hollis Co.; Fred Rice of Rice & Hutchins Co.; 
Herman Meyer of Croxton Wood & Co.; Geo. F. Mayer 
of F. Mayer & Co. 

The chairmen of committees follow: 

Conference Committee—Herman Meyer, 

Trade Relations—Frank Payne, 

Legislation—Henry W. Cook, 

Membership—Raymond P-: Morse, 

Resolutions—Fred A. Miller, 

Federal Relations—Mark W. Selby, 

Contract with Allied Trades—Hovey E. Slayton, 

Councillor and Delegates to Chamber of Commerce 
of the United States—A. J. Sweet and John W. Crad- 
dock. 

President Briggs’ Timely Address 


President Frank R. Briggs in his opening address said 
in part: “More than ever during the past year I have 
been impressed by the evidence of co-operation achieved 
between the manufacturing and distributing branches 
of our allied industries. In its broader aspect, the work 
of our respective national associations has been con- 
verging on problems of mutual importance, to which 
the labors of our combined conference committee bear 
witness, in its research work and efficient style forecast 
benefiting the entire industry in directing the style 
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JOHN C. McKEON 
PRESIDENT 
National Boot and Shoe Manufacturers’ Association 


I do not believe that our industry, either from a manufacturing or retail viewpoint, is materially 
menaced by the presentation and production of new things. The simple fact that a manufacturer 
produces new things frequently does not presuppose the ability to “‘sand-bag”’ the dealer into 
buying them, so that we must credit the dealer at least to a 90 per cent extent with sufficient 
knowledge of his clientele and his requirements to accept new things as they are offered to him on 
a basis of reasonably sound commercial judgment. Therefore,when it comes to the question of 
standardization of style, and admitting the commercial value of good-looking shoes, regardless of 
actual pattern, the main thing we must guard against is what I would term style-changes of a 


radical character. 
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(From Mr. Mc Keon’s inaugural address) 
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tendency, as a basis of safe buying and manufacturing 
forecast. 

‘Another result of the cordial good will and co-opera- 
tion between our associations as I see it, is a growing 
appreciation on all sides, of problems which affect us 
equally—an appreciation which will go far towards 
ironing out any conditons that tend to slow down the 
progress of the industry. Co-operation between our 
organizations and between individual manufacturers 
and retailers, cannot fail to aid in simplifying trade 
problems, standardizing practices, eliminating abuses, 
and promoting prosperity on a basis of mutual confi- 
dence, ability and responsibility. 















Need a Balance Between Production and Distribution 


“One of the great problems—and one which manu- 
facturers and retailers together have the capacity to 
solve—is in establishing a proper balance between pro- 
duction and distribution. This, I believe, is the key to 
shoe prosperity. 

“The size of our domestic market, at least, seems 
established. Year after year, the per capita of American 
leather shoe consumption has varied but little, and our 
industry is equal to all the demands of this market. 
Nevertheless, we have seen periods of over-production, 
necessarily followed by periods of under-production to 
balance the scale. One condition, however, equalizes the 
other eventually, for the over-production of one season 
is offset by the under-production of another, and it is 
only a question of time for economic forces to correct 
the situation. 

‘Actually, the difference between good times and bad 
times in our industry is a matter of perhaps twenty per 
cent. All about us we have a market representing one 
hundred per cent consumption. A production and dis- 
tribution of fifteen per cent less, leads people to talk 
depression. Let it rise but five per cent above normal, 
and we have boom times! These variations are small, 
yet as a rule they represent the difference between profit 
and possible loss in the shoe industry. 































Must Keep Style Within Bounds 


“In examining the style situation, we realize that it 
has literally revolutionized our industry. It has made 
people conscious of their footwear as never before. It is 
indispensable to every shoe store in the country. Keen 
judgment, as well as discriminating taste, has been 
developed by makers and merchantsin providing attrac- 
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tive shoes for a single country of rising one hundred 
million, but merchants and makers alike must keep shoe 
art within the bounds of the shoe business, if it is to 
remain a business. In view of the necessary limitations 
on stock budgets, the continual uncertainties involved 
in meeting style requirements suggest the hope of a more 
stabilized trend. 

“The fact is emerging that style stability is as desir- 
able as the various other factors of stability that enables 
the industry to operate to the general advantage of 
makers, merchants and consumers alike. In the last 
analysis, not the newest, but the most salable, is the 
best in style, and well-balanced merchandise that looks 
well on the foot is the best style of all. 


Looks Confidently into Future 


“Frankly, I am not one of those who 
fear the future. The situation as a whole 
should continue to improve as settle- 
ments of taxation and other economic 
problems are approached. Events of the 
past year have demonstrated that we can 
have general prosperity in America—even 
though all industries are not equally pros- 
perous—despite the economic and politi- 
cal disorganization elsewhere. There was 
a time when many business authorities 
declared such a thing impossbile; yet 
the fact of our position is beyond argu- 
ment. ‘ 


“To relieve and encourage business for the future, 
however, we must make certain domestic readjustments. 
Chief amongst these is taxation, now before the people 
through the sound and sensible programme of Secre- 
tary Mellon endorsed without qualification by President 
Coolidge. 

“Considering the country as a whole, purchasing 
power is good, and production generally—although 
there are exceptions—is being maintained at a reason- 
able rate. Unemployment is well below its peak of two 
years ago, and as a result of the present balance be- 
tween labor supply and employment, wages have 
reached a greater degree of stability. 

“To the country, as well as to manufacturers, this 
stability is important in effect upon productive and 
steady employment, and hence upon costs, prices and 
purchasing power. A wage scale that can reasonably be 
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FRANK S. FARNUM 


Of the Churchill ¢ Alden Co., Brockton, 
Mass. 


expected to yield a fair return upon the investment, and 
keep selling prices within the ready means of the public, 
and at the same time maintain the workers’ American 
standard of living and saving, isone of the first essentials 
of industrial activity and national prosperity.” 


Secretary Smith on Taxes 


The official report of Secretary J. Dudley Smith was 
a survey of the activities at headquarters in New York, 
fully explaining the scope of association duties and 
affiliations. The subject receiving the most attention 
was as follows: 

“One of the most recent activities and perhaps one 
that will produce the greatest financial benefit to a 
number of our members, is an arrangement which we 
have made to secure the average percentage of income 
and excess profits tax paid the Federal Government for 
the years 1917 to 1921 inclusive so that those paying 
above the average may, under a provision of the law, 
obtain a refund of the amount overpaid.” 

Harry C. Spillman said: “The thing that appeals to 
me most about this industry, about this association, is 
the fact that it is a fact-finding institution. 
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FRANK C. RAND 
Of the International Shoe Co., St. Louis. 


“Now, there is no more important question to be 
asked of business, to be asked of this industry, than 
what are the facts? This institution, this association 
stands for fact-finding and getting the facts. I say it is 
rare that we are able to get them; very rare. 

“The fact developed by Mr. Babson last year was 
this: That out of a million and a half retailers in America 
about 100,000 of them made as much money as they 
ought to have made. That is an important fact. That is 
a fact that every industry ought to know about. That is 
a fact relating to this industry that it finds out through 
its credit Association, through its production side. 

“So, I say it is fact-finding in its attitude toward the 
shoe industry. That is why no shoe man can afford to 
be out of it. So it is a sad fact when we find out that 
somebody is not making any money. 

“There are two things that a shoemaker ought to 
make. In the first place, he ought to make shoes, and in 
the second place he ought to make money. 


Can Show the Way to Make Money 


“‘Now, I know you are not for fixing prices and re- 
training of trade, and I am not speaking about that at 
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all. Everything I have in mind today I can say to the 
United States Government and to the President of the 
United States, for I know he does not mean for any 
man to be in business without making money. It is a 
sad fact for the government when we find a shoemaker 
that is not making money, when we find a shoemaker 
making shoes without making money, and we can show 
him how to make money, it is to our advantage for him 
to make money. It is to our advantage for every com- 
petitor, no matter how small he is, to make money.” 


Excess Back Taxes Refunded 


J. Austin Smith, said on Taxation: “Congress fore- 
saw that a condition would come about in taxation and 
it put a relief valve into the law, a vehicle through which 
the tax may be assessed under certain conditions on an 
average basis. For instance, if one man has paid the 
government 40 cents to every dollar he made and his 
competitors have paid the government only 25 cents 
out of every dollar they made, under certain conditions 
the government will refund the difference between 25 
and 40 per cent of the net income. 


“In order to get that refund, however, a tax payer 
must do two things: He first must pay a high tax, of 
course, and then he must show the government that the 
reason that tax is high is because of the presence of some 
unusual or abnormal condition, as the government 
calls it. 

“The most striking example of such a situation came 
to my notice on a trip to Chicago recently. A firm out 
there, engaged in another line of industry, but manu- 
facturing, paid the government 61 cents out of every 
dollar it made. It was organized back in the ’70’s, with 
a capital of $1,000,000. Along in January, 1917, it real- 
ized that it would need much more capital to carry on 
its business with the rising markets such as they were, 
and went out in market and borrowed nearly $2,000,000 
of capital—$1,750,000—making $2,750,000 of working 
capital as of January first. 


“It went through the year and made $500,000 net 
profits before paying officers’ salaries. It was a very 
conservative concern and paid officers’ salaries of only 
$50,000, although its sales were several million, leaving 
$450,000 subject to tax. When it got ready to figure its 
excess profits taxes, it found that it could not include its 
working capital in its invested capital, but could 
include only the paid in statutory capital of $1,000,000. 
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Taz 61 Cents on Every Dollar 


“As a result of that, its tax was 61 cents on every 
dollar it made. 

“‘Now, there is another firm, as it happens, operating 
in the same trade territory and doing about the same 
volume of business. This concern started out about the 
same time that the other concern did, and on January 1, 
1918, had $1,000,000 of invested capital, but in 1916, 
the concern reorganized; the same stockholders owned 
it, immediately after the reorganization, as owned it 
preceding the reorganization. They had acquired their 
assets back in the ’70’s in a section of a middle western 
city which had greatly multiplied and because of that 
natural expansion in growth, its real estate had greatly 
increased in value. It was on the books at cost, but in 
the reorganization, or because of the reorganization, the 
government allowed them to include the difference in 
their invested capital between the book cost and the 
real value as paid in surplus. That amounted to $250,- 
000. It was then permitted to include $500,000 of good 
will as the result of the organization. 

“So we have, starting out January 1, 1918, $1,750,- 
000 of invested capital. It sold stock amounting to 
$1,000,000 so that it had almost the same amount of 
invested capital as the first concern I mentioned had 
working capital. The difference was that the first con- 
cern had a million dollars of invested capital and 
$1,750,000 of borrowed capital. 

“So they both started out with exactly the same 
amount of capital in their business. This concern made 
about $500,000 but it paid its officers $100,000 in 
salaries, leaving $400,000 on which to pay the tax. 

“Now then, when it figures its exemption it gets 
8 per cent of $2,750,000 instead of 8 per cent of $1,- 
000,000, as the first concern I mentioned did. Eight per 
cent of that is about $220,000, I believe. That leaves 
$180,000 on which it pays a tax amounting to 24 per 
cent of its net income. 


Sharp Distinction in These Two Cases 

“There you have two concerns with exactly the same 
amount of working capital, with exactly the same 
amount of profits, before paying officers’ salaries, one of 
them pays the government 61 cents out of every dollar 
it makes, and the other one pays the government 24 
cents out of every dollar it makes. Yet, they are in the 
same line of business, they are operating in the same 
trade territory and in a competitive capacity. 
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“So you can see that the presence of abnormal con- 
ditions, consisting of the borrowed money, low officers’ 
salaries, accretion in real estate and plant and equip- 
ment, good will and other intangible assets, which 
very, very seldom are carried on the books or even per- 
mitted to be included in invested capital except in rare 
conditions, cause a corporation to employ in its busi- 
ness many thousands of dollars which the government 
does not recognize in computing invested capital. 


Relief Value Accomplishes Aid 


“Congress realized that that condition happened, but 
it was impossible to write a revenue act which would 
foresee all of these things. They had to establish a rule 
and apply it to everybody, but they did put a relief 
valve there for just such concerns as the man who bor- 
rowed the $1,750,000. When that concern makes an 
application to have its tax assessed under what is 
known as the special relief section of the law, the 
bureau will select about six firms in his line of business 
and strike an average of the tax paid by those six com- 
petitive concerns. If the average is 24 per cent, as the 
second firm paid, he will be refunded the difference 
between 24 per cent and 60 per cent of his income.” 

In opening the afternoon session, F. Richmond 
Fletcher, an expert cost accountant, gave an outline of 
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standards used in manufacturing shoes. It was illus- 
trated by cost sheets and chart forms of an elaborate 
and technical character. 


Co-operation Means Profits for All 


He was followed by Frank S. Farnum, who said in 
part :— 

The business era of the future will be one of scien- 
tific co-operative effort. There should be no disposition 
on the part of the buyer to deny the seller his reason- 
able profits, neither should there be a disposition on the 
part of the seller to put limitations upon the oppor- 
tunity for profit to the buyer. Both should work in 
harmony to the end that just profits be realized in the 
manufacturing and distribution of one of the worlds 
most important commodities. 

All retail shoe merchants should place their orders 
for staple merchandise sufficiently in advance of each 
season to enable the manufacturers to produce the 
necessary shoes to supply the country’s needs at the 
lowest economic cost. If orders are placed early, the 
manufacturers can procure their raw materials without 
interfering with the law of supply and demand. The 
placing of tremendous orders at a date too close to the 
expectant date of delivery is unfair and reacts to the 
detriment of the entire industry. 


THREE MORE VICE-PRESIDENTS 


RAYMOND P. MORSE 
Of Morse § Burt Co., Brooklyn 














HOVEY E. SLAYTON 
Of the F. M. a Co., Manchester, 
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A. M. CREIGHTON 
Of A. M. Creighton, Lynn, Mass. 
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Cancellations Severe Hardship on Manufacturers 


“Cancellation—Not a few retailers and some whole- 
salers share the belief that shoes may be countermanded 
by them without entailing any particular hardship 
upon a manufacturer; whereas, a refusal on the part of a 
manufacturer to accept a countermand immediately 
stamps him in the minds of some as being arbitrary, 
unaccommodating and blinded by self-interest. This is 
not the case. 

“Tt must be borne in mind that the manufacturer con- 
tracts for materials sufficient for his orders. These con- 
tracts cannot be rescinded in whole or in part. The 
manufacturer puts into process the orders forwarded by 
his traveling salesmen as they are received; and once 
starting through the processes of manufacture, these 
shoes must continue to completion. Consequently, 
after the leather has been cut and the shoes put in the 
works no cancellation can be accepted. 


Prompt Delivery a Remedy to Protests 


“Delivery—Factories should fill all orders promptly 
and make shipment on time. When the manufacturer 
delivers merchandise on time up to the standard and in 
accordance with agreements made, the retailer or whole- 
saler has no right or just cause to cancel the order or to 
return the merchandise, or resort to unfair business 
practice. 

“Now we will take up ‘Complaints by Consumers.’ 
Without reading it in detail, it means that if the wearer 
returns a pair of shoes which is not a manufacturing 
defect, he should at least pay for the use of the shoes, 
the time that he wore them. Many retailers, to court 
good will, give a new pair of shoes: charge it back to the 
manufacturers, and he is really not doing an honest act. 
When he is taking back those shoes, the customer 
should pay for the use he has had. 


Unjust Claims 


“1. Shoes, the outer soles of which have been worn 


through. 
“9 Shoes that are ‘stone’ or ‘thicket’ bruised and 


torn. 
“3. Shoes which have broken out because of per- 


spiration. 
“4. Shoes with burned soles, 


complaint. 
“5. Shoes which have been abused in any way by 


the consumer. 


a very common 
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“6. Shoes which have been literally eaten to pieces 
with barnyard acids. 

. Shoes which had been in the dealer’s hands more 
tei a year. 

““None of these claims should be considered. 

“This will lead to systematic and scientific store- 
keeping so highly desirable. This system may be had 
for the asking, by addressing the Harvard School of 
Business Research, Cambridge, Mass. 

“The committee would propose the following resolu- 
tion: 

““Resolved—that the trade relations committee con- 
fer with a committee from the National Shoe Retailers’ 
Association, National Association of Shoe Wholesalers, 
Tanners’ Council, with a view of having those organiza- 
tions join with us in the general adoption of the ethics 
proposed by the trade relations committees, each as- 
sociation distributing copies to their respective mem- 
bers.” 

Arthur B. Butman of the United States Bureau of 
Foreign and Domestic Commerce gave a survey of 
industrial activities of the department prepared by Dr. 
Klein, Director, in which he pointed out that “in 1923 
we witnessed the highest total productivity and move- 
ment of commodities since the war with full employ- 
ment, high wages, etc.” 


Vote Harvard $1,000 


Fred B. Rice said: : 
“I have been asked by a committee formed in Boston 


to assist the Harvard Graduates Business School, to go 
to the shoe trade for funds to help along the raising of a 
fund to pay for increasing their teaching equipment. 

After painting the picture of benefits to be derived 
from co-operation with the Harvard Graduate School 
the following resolution was unanimously passed: 

“Whereas, the Harvard Graduate Business School 
whose course teaches the fundamentals of business 
practice and trains men for managerial positions 
desires to raise a fund of $300,000 to cover three years 
financing of the research work necessary to obtain the 
material for teaching by the ‘Case’ system. 

“Resolved, that the National Boot & Shoe Manu- 
facturers Association recognizes the benefits that in- 
dustry receives from the practical form of training 
given at this School and commends it to the attention of 
the members of our industry. 


sae 
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“Resolved, that this Association subscribe $1,000 
for the year 1924 to the fund of $15,000 being raised in 
the shoe and allied trades for this purpose.” 

The Wednesday morning session of the convention 
did not open until 11 and the first address was that of 
Dr. George K. Burgess, of the United States Bureau of 
Standards. His subject was “The Advantages of a 
Technical Research Laboratory for the Boot and Shoe 
Industry.” 

Dr. Burgess urged the establishment of such a 
laboratory independent of those now in existence sup- 
ported by the ieather producers. Among reasons which 
he urged in favor of this were that the shoe industry is 
dependent largely on others; that it is closely connected, 
through the packers, for instance, with the food in- 
dustry of the country. ““You have also,”’ he said, “many 
outstanding technical problems in the solution of which 
the producers of your raw material either are not 
directly interested or only concerned as you may show 
them the need for their interest.” 

Specific lines of research to be undertaken, as rec- 
ommended by the speaker are: 


What a Laboratory Could Do 


(a.) Physicalandchemical quality standards for shoe 
leathers. 

i (b.) The evaluation of waxes, seasons and finishes 
used on shoes. 

(c.) Satisfactory measurement of the wear of sole 
leathers. 

(d.) The effects of perspiration on leathers. 

(e.) Education on the care of shoes as it may affect 
the shoes returned as defective. 

(f.) Size standardization and simplification of types 
of shoes (in connection with the Division of Simplified 
Practice). 

(g.) Efficiency of waterproofing compounds for sole 
leather and methods of waterproofing. 

(h.) Merits of substitutes for leather for use in various 
parts of the shoe. 

(i.) Rubber as related to shoes. 

(j.) Study of characteristics of shoes in foreign com- 
petitive markets. 


Business to Be Fairly Good 


A discussion followed Dr. Burgess’ address after 
which it was voted to authorize the board of directors to 
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investigate and to appoint a sub-committee for careful 
investigation. 

More optimism of a sane nature was included in the 
address of Professor Homer B. Vanderblue, of the 
Harvard University Bureau of Economics. After des- 
cribing the methods usually followed inthe compilation 
of financial history and the methods used in forecasting 
conditions to come, he said: 

“Our forecast is a forecast of firm or rising commodity 
prices during the first half of 1924. We think business 
will be reasonably good. We think that manufacturing 
activity in most lines will be reasonably good, that it 
will be at least at a normal level. We do not expect a 
boom to develop, although it is possible that such con- 
ditionsmay develop. We believe that the memory of this 
recession of 1923 has been added to the memories of 
1920, that the effects of the continued unsettlement in 
Europe, that the necessity of taking account of con- 
ditions in certain sections of the country where there 
may be political agitation based upon agricultural de- 
pression—something of that nature particularly in 
such countries as the dry farming country of Colorado 
where men started farms that ought to be running sheep 
—and lastly because men’s opinions are likely to be 
swayed by the fact that this is a presidential year, that 
there is a possibility of a lot of talk at least in certain 
departments of the government, men are likely to go 
easy. 

We think, therefore, that business is 
much more likely to be moderately good, 
not depressed certainly, but to be mod- 
erately good during the first half of 1924. 


The following highlights were developed during a 
discussion of Mr. Vanderblue’s talk: 


Must Work for Business 


W. F. McElroy—lI feel that within the next three or 
four months, instead of having orders thrown at us like 
we have had in the past twelve months or the early 
part of this year, we have all got to get out and hustle 
for them. The ones that do that and stick to it are 
going to get a normal business, not the business that 
we have been used to within the last 12 or 18 months, 
but 1 think we will get a normal business. | think that 
you have to get out and work for it. 1 think we have 
to be very careful in telling our trade what is going to 

(Continued on page 78) 
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The Next Ten Years 


A Practical Prognosis of Future Conditions 


914 to 1924—Ten years of hell! 
| 1924 to 1934—Ten years of building up, ten years of the greatest con- 
structive activity ever experienced by the United States. 


It is not I, a mere individual business man, who dares to make this 


prophecy. 


It is a forecast plainly written by facts and events so tremendous, so legi- 
ble, so assuring that every man can read them for himself and make his own 
prophecy. Having made it, he must believe it with all the faith that is in him. 
And in this faith he should plan the business of the future—the prosperity of 
the next ten years. 


Tear aside that war-woven veil of pessimism which may be blinding judg- 
ment! Look Uncle Sam in the eye. See, not a halting greybeard, but a young 
man—“‘rearing to go!” 


Our Country—not only solidly solvent, but rich in opportunity and spirit 
beyond the dreams of any nation which ever dominated the earth. Our Coun- 
try—with 1923 crops of gigantic proportions and growing profits, with Steel, 
its backhone and barometer, ringing optimism with every hammer blow of the 
skyscraper gang. Our Country—with a plethora of work and a healthy shortage 
of workers, with sick railroads convalescing on healthy earnings, with business 
fortified by the wisdom of bitter but worthwhile experience. 


Big Business, not a sign infallible yet not to be ignored, starts the decade 
at the tap of the bell with an undercurrent of confidence that is significant, 
to say the least. 


All these are facts, not to be gainsaid and as plain as the sun. A Construc- 
tive Era is upon us. 




















HETHER or not we have reached the high index of business ship- 

\\\ wrecks must not be allowed to become a blurring question in our 
vision of this new constructive era. The failures and entanglements 

which may come in 1924 are the wreckage of things which have happened in 
the past. Do not allow them to discourage you as they float past, for they are 
already discounted—they have no bearing whatsoever upon the healthy tissue 


of the great business which is to come. 


Yet, lest you read in this an easy pseudo-optimism, an over-sanguine 
enthusiasm, we desire to impress deeply our opinion of those who will share in 
this bright future. Business, like Nature, abhors a vacuum and only those who 
put their all into the good years to come will be partners with them; only those 
who prove their mettle to the uttermost and achieve by the sweat of their 


brows. Winnings for workers—and a short shrift for shirkers. 


“Charts,” “peaks and valleys,” all Dissected Business to the contrary— 
the times are calling for men of a broader, more courageous vision than Ameri- 
can business has ever produced. Men who are not only confident their business 
is going to last ten years, but who have the nerve and brains to look down those 


ten years and plan the details of the big picture. 


Stop thinking and planning in terms of six months or a year. Look ahead— 


and build in a cycle of ten years! 


The door is wide open today to the foyer of the Golden Age of American 
Business—the next ten years. None are excluded. But only those who see with 
that inner eye of the soul which men call Courageous Vision will win the 


greater rewards of this Decisive Decade. 


‘ | ey: 
ee 
Treasurer and General Manager 
Boot and Shoe Recorder. 
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DDRESSES on and discussions of the more 
A vital problems faced by the wholesale shoe 
merchants of the country were presented at the 
two-day conference of the National Association of 
Shoe Wholesalers held at Boston, January 14 and 15. 
It was the 25th annual meeting of the organization 
and was held at the Copley-Plaza Hotel. The program 
committee, in contrast to the methods employed by 
committees of other years, arranged the program with 
the idea of giving the association more speakers who 
were familiar with the problems per- 
taining directly to the wholesale shoe 
business, rather than presenting prom- 
inent speakers who were more familiar 
with other phases of business. 


Mellon Tax Plan Endorsed 


The first day of the convention was 
devoted to meetings of the executive 
program and nominating committees; 
also a report on rubber and tennis 
footwear. On the second day there 
were reports, addresses, and the 
election and installation of officers. 

The highlights of the convention 
were the election as president of E. 
Walter Smith, of the H. E. Smith & 
Co., Inc., of Worcester, a resolu- 
tion passed approving the Mellon 
tax bill and advocating that members 
advise their respective representa- 
tives at Washington, D. C. of their 
attitude; the action of the executive 
committee in voting that the asso- 
ciation be represented at the meetings 
of the Joint Styles Committee, which includes shoe 
manufacturers, tanners, retail shoe merchants; and 
traveling salesmen; suggestion that a committee be 
appointed to confer with the shoe manufacturers com- 
mittee considering the advisability of having one code 
of ethics for the entire shoe and leather industry, rather 
than several. 


Worcester, Mass. 
Colonel 


The New Officers Chosen 


Officers elected included, besides Mr. Smith: Harry 
D. Hurd, Utica, N. Y., vice-president; W. E. Pitts, 
Montgomery, Ala.; Stanley R. Lane, Boston, Mass.: 
and W. M. Sloan, St. Louis, Mo., members of the ex- 
ecutive committee until January, 1927; and Edwin 
C. Thayer, New York, N. Y., and John L. Boyd, 
Seattle, Wash., members of the executive committee 
until January, 1925. 


Shoe Wholesalers Broaden Scope of Activity 


Plan, Among Other Things to Join in Joint Styles Conference; 
Worcester, Mass., Man Elected President 





E. WALTER SMITH 


Newly elected president of the National 
Shoe Wholesalers’ Association. Mr. Smith 
is head of H. E. Smith § Son, Inc., of 
His father, the late 
H. E. Smith once served as 
president of the Wholesalers’ Association 
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The retiring president, 1. E. Dooley of the He: 
Dooley Shoe Company, Knoxville, Tenn., «~e 
meeting on the second day with a brief adar 
come. “In years past,” he said, “little was ac 
at the annual conventions, due to no fault 
uals, But because we are not putting more 
ganization, we are going to get more sou 
structive ideas in return. There is a need f 
frank discussion of our problems. We ca 
something to one another by an interchang 
More workable ideas are 
want and we have had t 
arranged laying stress & 
issues that concern us.” 


Out for Membership o 





Louis M. Taylor, secre’ ' 
urer submitted his report. on 
considered a membership .f 350 
should be reached. The prc at mer 
bership is 82. He referred to the ac- 
complishments of the transrortati » 
committee and suggested that each 
member consider it an assignment tc 
enroll one new member during the 
year as a measure toward co-operat- 
ing with the membership committee. 
Harry D. Hurd, of the Hurd-Fitz- 
gerald Shoe Company, Utica, N. Y. 
reported for the nominating com- 
mittee. He signified appreciation of 
aid given by the membership. 


Wholesalers’ Part in Shoe World 


The first of the talks on subjects of 
special interest to wholesale merchants was given by 
William C. Herrick of the Smith & Herrick Co., of 
Albany, N. Y. At the close of his address which was on 
the subject: ‘““The Wholesaler, an Important Factor in 
Modern Shoe Merchandising,” he presided over an 
open discussion of various angles to the issue. 

In part Mr. Herrick said: 

“The wholesale subject may be divided into two 
fields: production and market distribution. The whole- 
saler should be a specialist in both production and dis- 
tribution. There is great need of the wholesale mer- 
chant in the field when there exists a great demand for 
the moderately-priced article. The actual residence of 
the wholesale men in their respective localities gives 
them an accurate knowledge of economic conditions. 
The consumer should get from the retail merchant what 
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wants when he wants it. The wholesale merchants 
n aid the retail merchant at this point. 
‘Nconomically there is every reason for the existence 
the wholesaler: he is an important link in the chain of 
‘ribution.” 


Importance of Accurate Purchase Records 


1 &.M. Scattergood of the George H. West Shoe Com- 
iny of Philadelphia, and R. B. McCallie of the Haynes, 
“Sen Shoe Company of Knoxville, Tenn., spoke on 
~ of Keeping Accurate Purchase Records.” 
the points touched by these men included 
“sales against purchases, installation of a card 
th spaces for recording day of order, order 

‘ases, shipping date and price. 
4 important feature of the card system is the 
Mr. Scattergood said. “You cannot be ac- 
hformed unless the check-off is consistently 


Sound Economic Condition Good Sign 


G. Harding, governor of the New England 
‘eserve Bank district, was the speaker at the 
He touched on the economic condition of the 
sand predicted confidentially that a most ex- 








.jnancial condition is ahead for at least the next 

i», o} (9S. He advocated a united plan by the mem- 

bers , or, signifying their sanction of a tax reduction 
plan, : :w being considered at Washington. 

, Reduction of taxes means more money going into 

nrodu¢Live enterprises and a better economic condition 


. throughout the country,”” Mr. Harding said. 


Charles W. Barnes of the United States Rubber 
Company gave a brief address. He said that in spite of 
the fact that rubber footwear sold rather slowly during 
the beginning of the year, recent reports from various 
parts of the country show few merchants are burdened 
with heavy stocks. 


How to Get a Better Turnover 


Thomas F. Anderson, secretary of the New England 
Shoe and Leather Association, extended a cordial wel- 
come in behalf of his organization to the association. 
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After luncheon an open discussion on: “How to Get a 
Better Turnover” was held. Herbert E. King of King 
Bros. Shoe Company, Bristol, Tenn., spoke on the sub- 
ject and he was followed by others. 

“Steady profits,” said Mr. King, “come from narrow 
margin gains. There must be close co-operation between 
the wholesale and retail shoe merchants. We must 
study the conditions surrounding the retail merchants. 
The wholesalers have been changing their lines too 
frequently. The manufacturer should concentrate more 
onthe problems dealing directly with manufacturing and 
the wholesale merchants should concentrate on be- 
coming better organized for distribution. We must 
keepsizes in good fitting staples and desirable novelties.” 

Several of the members reported that they planned to 
buy conservatively during the next 60 days. 


Uniform Expense Analysis 

Ralph B. Jones of the C. A. Goodnow Shoe Com- 
pany, Boston, Mass., was the leader in the discussion 
on: “Uniform Expense Analysis.” A uniform interpre- 
tation of the various phases that come under this head- 
ing must be agreed on, the speaker said. He suggested 
that a schedule be worked out by a committee including 
a representative of a large and small house, and other 
representative members, so that the schedule ar- 
ranged would be uniform. 

The membership adopted Mr. Jones’ suggestion and 
a committee will be appointed in the near future by the 
president. 

It was reported that the Western Wholesalers Asso 
ciation had disbanded, but had voted as a body to join 
the national association. 

A rising vote of thanks was given the retiring presi- 
dent, Mr. Dooley. The new president, Mr. Smith, 
served as vice-president, during the administration of 
President Dooley and Mr. Hurd, who was elected vice- 
president, has been a director. 

Following the report of the nominating committee, 
headed by W. Lee Brand of the Brand Shoe Company 
of Roanoke, Va., President Smith delivered a speech of 
acceptance and adjournment followed. 


Spring and Summer Styles Displayed 


at Fashion Review 


SHOE style show was held January 15, 16 and 
A 17, following the meeting of wholesalers for the 

benefit of those who attended the convention 
as well as for the benefit of other volume buyers in 
Boston. The exhibitors were all manufacturers making 
for the wholesale or large volume trade. 

The Style Show commenced at 8:30 on the first 
evening and was preceded by a talk given by 1. E. 
Dooley of Knoxville, past president of the National 
Shoe Wholesalers’ Association. E. Walter Smith, of 
H. E. Smith & Co., the newly elected president, gave an 


address of welcome; as also did A. H. Lockwood, editor 
of The Shoe Wholesaler. 


Thirty four Well Chosen Models 


The models, thirty-four in all, who were selected by 
Edric Taylor of McNichol & Taylor, Inc., from some 300 
who presented themselves, were very attractive. They 
were chosen to represent the various types—from the 
blonde to the brunette—from the stately Spanish to 
the swagger sports’ type. The models made their en- 
trance on the stage and down the long runway from the 
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center arch. The booths were arranged on both sides 
of the runway and a row of booths on both sides of the 
aisles. In all, there were 78 exhibitors, who showed their 
latest creations in novelties and staples from infants’ 
soft soles to shoes for the old folks. 


Many Alligators and Lizards Shown 


But the footwear which attracted the most attention 
was that for the ladies—and in a wide variety of pat- 
terns and materials was it portrayed. Alligator and 
lizard skins, used either as trimmings and in many 
cases as the entire shoe, were shown in strap models, 
with and without buckles; a dainty black and white 
shaded effect was ornamented with a large cut-steel 
buckle in oval shape, which formed a center for the 
group of slender straps radiating to the shank. A unique 
effect in a shaded black and white lizard cabretta had 
long fan-shaped inserts of red kid, completely covering 
vamp and quarter; this shoe carries a 16-8 Spanish 
Louis heel. 


Ankle Straps Were Displayed 


Ankle straps in patent leather, with cross straps of 
black kid, were worn by a model, gowned in black silk 
crepe, trimmed with Cleopatra blue silk rosettes. Ankle 
strap of magenta kid had cross straps and a 16-8 
Spanish heel. A white kid one-strap, with many cut- 
outs and a 14-8 Spanish heel, was worn by a blonde, 
clad in pink silk of the pastelle shade and Dresden trim- 
mings; her hosiery was of white chiffon. 

A sports creation was a tan elkskin moccasin, with 
back stay and vamp, between the hand-sewed stitches 
of white elk. Ribbed wool camel’s hair hosiery was worn 
with these shoes. Patent leather made an interesting 
moccasin effect, with front strap and a suggestion of 
white kid in its trimmings. The heels on this model were 
the 9-8 box type. 

There were all kinds of sandals—sandals of bright 
red kids, with many straps, worn with Jack Rabbit 
gray silk hosiery, and sandals of gray kid and calf with 
bright red hosiery, and sandals of black patent. 


Black Shoes Predominated 


As to colors, while black predominated, there was a 
goodly collection of grays in all of its new named shades, 
and light browns, in many of its recently christened 
shades. 

Suede was noted in browns and blacks. One rich 
evening shoe was of black velvet with straps of gold kid 
at throat and extending in graceful curves down to the 
shank. 

There were many crepe rubber soles and heels, both 
on the women’s shoes and at the booths. The uppers 
were of calf or elk, in alligator tims, or reddish shades 
of cabrettas or alligator on tip, lace stay and saddle. 

New rubber shoe styles were introduced. There was a 
winter carnival shoe of pearl colored rubber, white rub- 
ber moccasin trimmed. This shoe measured eight inches 
in height and had rawhide laces; it carried a white 











corrugated rubber sole. Several new bathing shoes in 
black and blue, coral and green appeared. Another new 
number displayed was an auto shoe with jersey cloth 
vamp and rubber quarter, tap sole and heel, so as to 
give extra wearing surface when the automobilist’s 
foot comes into contact with the accelerator. 

There were many gore strap models, and black satins 
made their appearance in a number of different effects— 
ofttimes trimmed with black suede. A one-strap pump 
had silver kid trimmings. Black satin was pleasingly 
combined with sunburn silk stockings in a gore pump 
with lattice work at instep and 14-8 Spanish Louis 
heels. The ankle tie appeared in a gray suede, trimmed 
with patent leather. 





S. O. Barton Made Head of Foot, 
Schulze & Co. 


St. Paul, Minn., January 15—S. O. Barton, who 
has been acting as general manager of Foot, Schulze & 
Co., for some time, at a recent meeting of the board of 
directors and by unanimous vote, was elected president 
of the organization. Theodore Schulze, who retired as 
president, retains his full interest in the company, and 





S. 0. BARTON 


Recently made president of 
Foot, Schulze § Co. 


has become chairman of the board. An addition to the 
board, also, is William D. Mitchell, member of a prom- 
inent firm of attorneys in this city. 

During Mr. Barton’s incumbency many progressive 
steps have been made in increased production and sales. 
Mr. Barton will be thoroughly at home in his new 
capacity, having been formerly associated with big 
national manufacturers and distributors of shoes. His 
varied and successful experience in an organizing and 
executive capacity particularly qualifies him for the 
execution and direction of plans the company has for 
expanded distribution. 


January 19, 1924 
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Sport Exerting Strong Influence on Styles 
i Hosiery Market 


By HELEN M. HANEY 


vogue? This is a question, doubtless, which 
many a retail shoe merchant is now asking. 
Boston hosiery buyers have a very definite idea thereon. 
They base their opinions on a study of advance fashion 
in gowns and shoes and on past experience with ho- 
siery’s response to fashion’s dress decrees. 
There is, perhaps, no other article of apparel which 
is so sensitive to color harmony as hosiery. And so on 
the various charts consulted by buyers, the subject of 


OW does hosiery interpret next season’s sport 


stronger numbers than ever this year. It is the advice 
of a shrewd hosiery buyer that while she considers the 
better grades of the pure dye ingrain chiffons the best 
buys, it is a splendid idea to carry a good grade in a 
less expensive, pure dye dipped, chiffon, for those 
people who cannot afford to pay for the more ex- 
pensive grades. 

There will be many plain chiffons worn, and also 
many in the “fairy gossamer” ornamentation of the 
Paris, hemstitched effect, clox—as well as in the more 





color is carefully considered, 
even down to the finest and 
faintest line or shade. 


The Vogue of White 


At this time, all eyes are 
focussed on Southern styles. 
Those which appear most 
prominently portray an al- 
most endless array of white 
—and hosiery flashes back 
an harmonious message. 

“Going South” windows 
and cases which Boston shoe 
stores are showing, faithfully 
reflect their Southern resort 
vision. White silk stockings 
in drop stitched effect; or all 
plain white chiffon stockings, 





Hosiery Colors Run to the Blond 
Shades 


HE bulk of demand in hosiery still runs to what 

may be called the blond shades—there are too 
many of them to be enumerated. In other words, 
the shades ranging from a light flesh to a deep sun- 
burn. In the larger cities there seems to be an in- 
creasing tendency toward the deeper tans and brown 
for wear with brown shoes. Whether or not this 
tendency will spread and develop as spring ap- 
proaches is anybody’s guess. There is some demand 
for brownish grays on the order of taupe, and, to a 
considerable lesser extent, for pearl gray. But the 
gray family as a whole is not very strong. Tan in its 
many variations is the real favorite. 

There is relatively little call for black—relatively, 
that is, to the normal demand for it. In the more 
staple medium-weight lines black still represents an 
important percentage of the sales, and it also seems 
to be selling fairly well in the higher-priced chiffons. 


elaborate French clox style; 
it is the opinion of hosiery 
buyers that front lace effects 
will not be as good numbers 
as the above mentioned types. 

The above discussion on 
white is not written with the 
intention of diverting the 
retail shoe merchant’s at- 
tention from the very de- 
lightful colors of Flesh, or 
Dawn, or Blush, or Nude, or 
Star Dust, or Rachelle, or the 
Tan Bark Gray or other new 
shades. In the minds of Bos- 
ton hosiery buyers, these hos~ 
iery colors will be stronger 
than ever this spring. 





are shown beside Colonials of 


Silk Embroidered Clox for 








buck or white linen. Enameled 

buckles in many colors, many bordered with rhinestones 
give a most pleasing color note. Black and white sport 
hosiery in shaded effects also are featured beside sport 
shoes of white with black trimmings. 


Black and White Fashionable 


Black and white bid fair to be good shoe and hosiery 
colors for the coming spring and summer; they will cor- 
respond to the strong call which fashionable women are 
now making for this combination in their gowns and 
hats. 

Buttercup, a shade of yellow, or Jasmine, another 
new yellow shade, is much combined with white 
hosiery for evening or sport wear. Turquoise blue, or a 
shade of green, is very good for evening wear, especially 
with brocaded silver slippers and hosiery of silvery 
moonlight, or of sunset, or dawn, or blush. 


Best Grade Chiffons Popular 


And, say Boston hosiery buyers, pure dye, ingrain 
chiffon hosiery in the better grades are going to be 


Sport 

“And how about silk embroidered clox>” was asked 
of a hosiery buyer for a high-grade store. “Silk clox on 
sport hosiery for spring and summer will be just as good 
buys as ever,” came back the answer. By sport stockings, 
I mean the ribbed silk, sport lisle, and plain silk, full 
fashioned stocking, for sport. I do not refer to the 
chiffon grades, or those stockings intended for afternoon 
or evening wear. Neither would I have you infer that I 
mean the old style of clocking. While plain line clox 
are always good for “‘the conservative sport,” there are 
now being introduced some very beautiful effects in 
fancy clockings. One house has, I believe, some seventy 
different patterns, in a variety of color combinations, 
such as an African, with a touch of burnt orange, buff 
and tortoise; there are some very lovely effects in the 
Zinc Grays and Doves. Silk embroidered clox on sport 
hosiery add a happy note of color harmony to_an 
otherwise dull footwear combination. The very word 
“Sports” is suggestive of sparkling, scintillating fea- 
tures. To my mind, colored clox, for sports, are a neces- 
sar y part of the costume. 
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Shoe Manufacturers’ Convention 
(Continued from page 71) 


sell. That is going to be left largely to them because | 
am not able to find out myself. 


Collections Little Below Normal 


1 think our business has been very successful the past 
year. We are very well satisfied with it. Collections, 
I think, are just a little below normal. I have found 
that out from an investigation the other day, but I 
fee] that in our country we have a cloud of low priced 
wheat, low priced cattle—we have had high priced hogs 
the last sixty days, they are low now: corn has moved 
up in the last few days because of a lack of shipping, 
and | think wheat has. I think that is largely due to 
some of the cold weather that we have had in the last 
ten days, that the railroads are not moving the grain as 
freely as they have in the past, but I don’t think that 
the ones that are holding their business well in hand 
and working are going to have such a bad time this 
year.” 

What Ideal Conditions Are 


Frank Payne—The highest success of any factory 
process can only be reached by a continuous full opera- 
tion, day after day, through the year. For the retailer 
to reach his highest efficiency, as far as his supplies of 
shoes are concerned, he should be able to replace his 
sales of broken sizes, widths and styles at frequent in- 
tervals, so that he may keep his stock at the lowest, 
yet large enough to meet sales demands and to get the 
greatest turn-over. 

These are our greatest problems to perfect today. I 
believe we will solve them. 


The morning session closed with a remarkable address 
on “Co-operation” by John C. Me Keon which we will 
publish in part in the next issue of the “Boot and Shoe 
Recorder.”’ Many constructive suggestions were made. 


The Wednesday afternoon session opened with a plea 
for the Near East Relief—an eloquent word picture of 
conditions in Greece particularly where thousands and 
thousands of refugees have gathered, few of them with 
sufficient clothing. The speaker, Irving T. Gumb, told 
of the organization of the association he represented and 
urged that old shoes and unsalable shoes be turned over 
to his co-workers for redistribution in countries where 
they will do the most good. At the conclusion of Mr. 
Gumb’s address, Hovey E. Slayton offered a resolution 
to the effect that the association co-operate in every 
way with the Near East Relief and that manufacturers 
and retail shoe merchants be urged to make such dona- 
tions at every possible opportunity. It was adopted 
unanimously. 


Other notable addresses of the afternoon were those 
of Harold Remington, a New York lawyer, who dis- 
cussed various phases of bankrupcy law and outlined 
steps now being taken to make it impossible to “get 
away with’ fraudulent failures, etc.; an address on 
Credits by Edward Tuttle, president of the Atlas Shoe 
Company and also head of the National Association of 
Credit Men, and one by R. P. Hazzard, who made his 
report of the recent Immigration Conference at which 
he represented the association. 


Another notable address to which space will be given 
in the next issue of the Boot and Shoe Recorder was that 
of Elmer J. Bliss, president of the Regal Shoe Com- 
pany on “Stock Simplification and Control.” 








“The National Boot and Shoe Manufacturers’ Association 
of the United States, Inc., acknowledges a responsibility for 
‘the advancement of its members’ interests and an equal re- 
—— for safeguarding the interests of the consuming 
public. 

“To further both of these objectives, we, the members of 
this Association, in convention assembled, adopt the following 
standards as the basis of our business dealings. 

“To endeavor to conduct our business according to a 
standard of business morality that will make the members of 
our Association worthy of the highest measure of confidence 
of those with whom they have business dealings. 

“To always stand for fair dealing, honest grading and 
wean fulfilment of contracts, avoiding and discouraging un- 
air competition. 

“To do our best to promote uniformity and certainty in the 
customs and usages of business, using every effort to reform 
any abuses now existing in our trade. 

“To represent with truthfulness at all times the product of 
our factories both in our advertising and in our selling methods. 

“To endeavor to promote the spirit of friendliness and co- 
operation among the trade, accepting the principle of arbi- 
tration for the settlement of any controversies which cannot 
be mutually adjusted between the contending parties. 

“To secure and diffuse accurate and reliable information as 
to_the standing of merchants and other matters that we may 
be_mutually safeguarded in our business dealings. 








Standards of Business Practice 


Adopted by National Boot and Shoe Manufacturers’ Association 


“To encourage education in all branches of the industry to 
the highest standard and dissemination of proper and authen- 
tic knowledge of the problems of the industry to the con- 
suming public. 

“To know accurately the cost of management, production 
and distribution of our product in order that a fair price, and 
adequate wage, and an honest profit may be assured. 

“To maintain a high standard of factory conditions and to 
provide proper safety devices and methods for the prevention 
of accidents. 

“To use our best efforts in promoting the physical and 
moral welfare of those in our employ. 

“To avoid and discountenance interference with employees 
of competitors by inducing them to violate their real or im- 
plied contract of employment or to otherwise cause demorali- 
zation in local labor conditions. 

“To be loyal to the Association and its members and active 
in its affairs, contributing our best efforts to make the Asso- 
ciation an influential and trusted factor in the community- 
at-large as well as in the Industrial World. 

“To take an intelligent interest in public affairs and through 
our Association to represent and safeguard the interests of our 
industry when its common interests are involved. 

“To carefully comply with all laws and be ever ready in 
time of need to render aid to the local, State or National 
Government. 
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Members who have died during the past year were 
reported by Secretary Smith as follows: 

Edgar W. Hughes, Vice-President of the Bettman 
Dunlap Company, Cincinnati, O., passed away April 
6, 1923. 

Thomas Schofield, Treasurer of Stacy Adams Com- 
pany, Brockton, Mass. 

Edwin R. Hoag of Hoag & Waldon, Lynn, Mass., 
passed away January 24, 1923. 

Joseph A. Schrier of Schrier & Venor, Rochester, 
N. Y., passed away February 21, 1923. 

Lurad Hanson Downs, President of Charles K. Fox, 
Inc., Haverhill, Mass., passed away March 26, 1923. 

Alfred H. Berry, President of A. H. Berry & Co., 
Portland, Me., passed away February 29, 1923. 

Addison G. Hanan, Vice-President of Hanan & Sons, 
Brooklyn, N. Y., passed away July 16, 1923. 

Thomas Arnold, Directors of the M. N. Arnold Shoe 
Company, Abington, Mass., passed away July 27, 1923. 

Fred H. Weber, Vice-President of the Pedigo Weber 
Shoe Company, St Louis., Mo., passed away August 
30, 1923. 

Edgar P. Reed, President E. P. Reed Shoe Company, 
Rochester, N. Y., passed away, October 13, 1923. 

William Grant Williams of the Excelsior Shoe Com- 
pany, Portsmouth, O., passed away August 7, 1923. 

Lawrence B. Cahill, Cahill Shoe Company, Cincin- 
nati, O., passed away October 25, 1923. 

Jacob D. Posner, Dr. A. Posner Shoes, Inc., New 
York, passed away August 12, 1923. 

Everett M. Stevens, Dingley Foss Shoe Company, 
Auburn, Me., passed away March 22, 1923. 

Walter J. Wichgar, President of the Cincinnati Shoe 
Company, passed away in November, 1923. 

John K. Hunt, President of the Leach Shoe Com- 
pany, Rochester, N. Y., passed away October 5, 1923. 


Officers and Directors Elected 


The new Directors are: 

E. F. Abbott, Auburn, Me., Cushman-Hollis Co. 

Milton Adler, Cincinnati, Ohio, The Julian & Ko- 
kenge Co. 

Everett Bradley, Haverhill, Mass., Hazen B. Gocd- 


rich & Co. 
Herbert P. Gleason, Newark, N. J., Johnston & 


Murphy. 

Paul Jones, Whitman, Mass., Commonwealth Shoe 
& Leather Co. 

George F. Mayer, Milwaukee, Wisc., F. Mayer 
Boot & Shoe Co. 

Joseph Melanson, Lynn, Mass., J. 1. Malanson & 
Brothers. 

Herman Meyer, Philadeiphia, Pa., Croxton, Wood 
& Co. 

Fred A. Miller, Columbus, Ohio, H. C. Godman Co. 

Fred B. Rice, Boston, Mass., Rice & Hutchins. 

Ernest C. Wheeler, Brooklyn, N. Y., J.& T. Cousins 
Company. 


BOOT AND SHOE RECORDER 


79 


At the meeting of the new Board of Directors the 
following officers were elected: 

President: John C. McKeon, Philadelphia, Pa., 
Laird Schober & Co. 

Vice-presidents: Frank C. Rand, St. Louis, Mo., 
International Shoe Company. Hovey E. Slayton, 
Manchester, N. H., F. N. Hoyt Shoe Company. Frank 
S. Farnum, Brockton, Mass., Churchill & Alden Co. 
A. M. Creighton, Lynn, Mass., A. M. Creighton. Ray- 
mond P. Morse, Brooklyn, N. Y., Morse & Burt Co. 
Inc. 


— 


T. D. Barry Co. Denies Liquidation 
Rumors 


Brockton, January 16—Rumors to the effect 
that T. D. Barry Company is planning to liquidate 
are emphatically denied by W. A. Hogan, treasurer 
of the company in a statement issued here today. 
“We have never had the slightest idea of doing 
any such thing,” he declared, “and I cannot 
imagine how such a report could have become 
current. On the contrary we are planning an 
active sales campaign which we believe will result 
in largely increased factory production.” 


— 


Reduced Rates for Trip to Chicago 
(Continued from page 62) 


Texas, Utah and Wyoming, February 6—12, inclusive. 

From Arkansas, Illinois, Iowa, Kansas, Louisiana, 
Minnesota, Missouri, Nebraska, North Michigan, 
North Dakota, South Dakota and Wisconsin, also from 
Julesburg, Colorado, February 7—13 inclusive, 

2. Purchase regular one-way ticket for the going 
trip and ask for a Certificate. 

3. All Certificates must be validated at the Coliseum. 

4. When Certificate is validated, return ticket will 
be issued via the same route over which going journey 
was made, at one-half the regular one-way rate. Desti- 
nation must be reached by February 18th. 





Reindeer Leather 


Now that the reindeer industry in Alaska has assum- 
ed such proportions, it opens up possibilies for this 
leather in our sport shoes and moccasins. 

President Harding, on his trip to Alaska in July, 1923, 
had an opportunity to see part of a herd of 300,000 
roaming the northland that are now feeding and cloth- 
ing the natives and producing a source of food for the 
entire west coast. 

There is a possibility that these barren stretches of 
the northland will be as great a source of food supply as 
was the middle west 25 years ago. 

The hides ought soon to be procurable in regular 
quantities and a valuable source of future leather supply 
opened if care is exercised in the take-off. 
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No com 0d Need. 


A Shoe 


‘To Be Waterproo 
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A manufacturer of sporting boots, who 
builds his shoes with the sole idea of 
making them the best in every respect, 
has adopted KORITE as his water- 
proofing material. 


He tested KORITE for over a year 
before he made this decision. 


He found that KORITE permits him 
to make handsomer shoes, because it 
doesn’t darken the leather, or leave it 
greasy and slimy on the surface—also 
the shoes can be polished and kept 
clean just like unwaterproofed ones. 


KORITE is not only a perfect wat- 
erproofer, but also a livener of the 
leather. It actually makes shoes far 
more comfortable. The flexing quali- 
ties of KORITE are nothing short of 
remarkable. 


KORITE, with its superior qualities, 


- costs no more than any other wat- 


erproofing material. If your manu- 
facturer canhot supply you KORITED 
shoes, we will be glad to put you in 
touch with one who can. 


KORITE PRODUCTS 


INCORPORATED 


292 Main Street 
Cambridge Mass. 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 














January 19, 1924 BOOT AND SHOE RECORDER 


81 














Cable Address: ““COON”’ 
Members of - 
National Boot and Shoe a 


Manufacturers Association 
Maxers oF Womens SHOES 


and National Association of 
Credit Men. 
165 No. Water Street 


Rochester, N. Y. 


January 19, 1924 


Mr. Retail Dealer 
Everywhere. 


Dear Sir:- 


Does your stock of our shoes require sizing? 
If so, will you please let us have your order now? 


Conditions are such that we can promise the 
best of service now, but in a few weeks when we 
are busy filling Spring orders we may not be in 
position to fill your mail orders as completely 
and promptly as we can at present. 


By sending a sizing order at once you will 
not only assist in keeping our stock in good 
condition, but you will have the sizes you want 
when you want them and will be able to give your 
customers the same good service you have here— 
tofore. 


You know there are a lot of folks depending 
upon you for their W. B. Coon Co. shoes, and 
certainly it is annoying when they come to you, 
and you can’t take their money because you are 
‘*just out of the size.’’ 


Very truly yours, 


W. B. Coon Co. 
WBC/GR 


Address All Communications to the Company, Not to Individuals. 
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ARCH SUPPORTER 


No. 229—Built with the famous 
Steinbrecker steel shank, carries rub- 
ber heel. 
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DiS, 


ARCH SUPPORTER 


a new business builder 





Many merchants are now building a bigger and 
better shoe business by featuring Arch Supporter 
Shoes — appealing to the women’s trade on the 
basis of serviceability. We are attracting those 
merchants who appreciate the quality, comfort 
and salability of this footwear. They in turn 
are attracting the women of their communities 
who demand Comfort but not at the expense of 
Style, and profit accordingly. 


Write — 


January 19, 1924 


JOHN EBBERTS SHOE CO. Ine. 


Exclusive Manufacturers 


BUFFALO 


NEW YORK 














“COLONIALS” 


THE BIG HIT RIGHT NOW 


HERE IS A BEAUTIFUL BUCKLE 
TO GO WITH THEM! 


$500 

Per No. 
Dozen 740 
Pairs 





Original size of buckle—2 4 in. wide by 2 in. deep 


Buckle is nickel plated with patent leather tongue. Also obtainable 
with all leathers, including satin. 


We make in addition to the buckle illustrated, a wide variety of 
other handsome designs—all sizes. 

With the strong demand today for colonia's, this artistic ornament 
will enable you to make your models of this type more attractive, 
as well as give keen satisfaction to your customers. Write now for 
sample pairs while the colonial season is going strong. 


WE DO NOT ISSUE ANY CATALOGS 


THE VANITY NOVELTY WORKS 
1261 Atlantic Ave., Brooklyn, N. Y. 

















Everything we have been 
planningand working out 
will soon be revealed. 
1924 will be a big year 
for us — and for you, it 
you're in on the deal. . 


ohansen 


BROS. SHOE CO. 
St. Louis 
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«New features 


In “HI-PRESS” 


Rubber Footwear! 


The season 1924 finds many new selling ideas em- 
bodied in our big “Hi-Press” line. 


~< 























FONE AE BALI 


Our long experience, enormous factory facilities 
and close study of dealer problems enable us to 
meet the trend of demand with new numbers 
that bring quicker turnover, bigger business, and 


added profits. 


IMPORTANT— Don’t fail to include the 
Zipper in your 1924 line-up. The tremendous 
success enjoyed by the gaiter with the hookless 
fastener in 1923 stamps it as one of the biggest 
sellers in rubber footwear produced in years. 
The Zipper is here to stay and it is exclu- 
sively Goodrich. 


THE B. F. GOODRICH RUBBER CO. 


Akron Boston New York Chicago Minneapolis Denver 
Kansas City Seattle 














Same Day 


ag drich 
PsP 


Quick deliveries are a feature 
with Goodrich. Send your 
order to our nearest office. 


- Rubber Footwear 


Dealer Influence is seoured thru advertising in the Boot and Shoe Recorder. 
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RE-NULIFE, anim- 
portant chemical 
discovery, is a liq- 
uid application for 
shoes that makes 
them waterproof, 


RE-NULIFE con - 
tains no oils, paraf- 
fin or injurious 
substances, and is 
absolutely odorless. 
Comes in handy 


























mace ng ay mel bottles for the re- 
ra — tail trade. 






























A Safeguard to Health 
Your Customers Will Want 


The protection against wet feet assured by RE-NU- 
LIFE is a safeguard to health needed by nearly every 
family at this time of the year. Other dealers are making 
good profit handling RE-NULIFE, and you can do the 
same. 

RE-NULIFE renders shoes absolutely impervious to 
water—prevents shrinkage and unshapliness—and 
makes them wear longer. It does not interfere with 
polishing or affect ventilation. A coating on shoe linings 
makes them perspiration-proof. Suitable for all kinds of 
shoes—and can be sold to many a shoe purchaser. 


America’s Largest Shoe Dealer 
Endorses RE-NULIFE 


The largest retail shoe dealer in America sells RE- 
NULIFE, and uses it daily in its immense repair de- 
partment. And as an extra service to its customers, it 
has had over 40,000 pairs of shoes treated by manu- 
facturers before they were delivered. When you order 
shoes, ask the manufacturers to treat them with RE- 
NULIFE. 
Sold in lots of one dozen and up for supplying the 
retail trade; in 1, 2, 3 and 5 gallon cans for shoe de- 
partments; and in bulk for manufacturers. Write 
for prices. And ask for sample with which to test RE- 
NULIFE for yourself —or send a pair of your own shoes 
and let us treat them for you. 


WATERPROOFING, INC. 


546 South Meridian Street 
Indianapolis :: Indiana 


RE-NULIFE 


Waterproofs and 
Increases Shoe-Life 50% or More 











Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable sapeinens vente men between the ages of 25 
and 35 years who have thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 475 retail stores in 33 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We 115 stores in 1920, 59 stores in 1922 and 
104 stores in 1923. 


By industry, study, and determination your progress will 
be rapid in our o Y tion. Under our experienced 
you are trained to me a manager. When you have 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business 


Experience has taught us that some of the test suc- 
cesses come from the ranks of av men. t we 
are young, healthy, and capable salesmen who have had 
thoro’ experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition — tested and proven over a 
oeaied. of 21 years: 

You come to — first ty salesman in one of our 
stores. i period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 
u are sold a eng - > ee - a new store and 
Sonne ftp a . You may afterward acquire a 
partnership in oter stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase a 
— i bows ‘ a es — is loaned 
‘ou by . C. Penney Company, and you repay it 
hen subsequent profits of the store. 


Write today for our booklet, ““Your Opportunity,” which 
fully explains our plan. Give your age and n of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 
J.C. PENNEY COMPANY, INc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 
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EATEN THE T.F K.KELLY SALES 


MINNEAPOLIS, UU. S-A 





ERTAINLY no one ever deserved 

the hearty handclasp and sin- 

cere congratulations more than did 

the Kelly representative who han- 

died the close out campaign of Mr. 

— B. Sutfin, Wellsville, New 
ork. 


@ After months of attempting to find a buyer for 
his store—other months spent in dickering with 
innumerable bulk buyers, Mr. Sutfin decided 
that if he were going to close out his business, 
altogether different tactics were needed. 


Then it was he called Kelly Service on the job. 


@After an intensive period of yy the 
Kelly operator launched the selling in Mr. Sut- 
fin’s campaign. Day after day for thirteen days 
he kept the selling at top speed. On the thir- 
teenth day the last dollar’s worth of stock was 
sold. Every dollar of this $20,000 stock was sold 
at retail, and morethan 100c on the dollar net was 
realized by Mr. Sutfin. 


GSelling conditions as widely different as those 
in and, Calif., Chickasha, Oklahoma and 
Wellsville, New York, have been handled success- 
fully this winter, and complete close outs secured 
in each case. 


q If you also wish to close out your business—sim- 
ply inquire for Kelly Service plans—giving the 
approximate size of your stock. The informa- 
tion is free, and absolutely confidential. 
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A FEW RECENT KELLY 
CLOSE OUTS 


J. H. Peck Perry, New York 
$12,000 stock 

John Gribi Chickasha, Okla. 
000 stock 


Ensign Furniture ° 
Saratoga Springs, N. Y. 
000 stock 


$6, 

A. C. Stewart......Matagorda, Tex. 
$15,000 stock 

Art Mathiesen......Oakland, Calif. 
$12,000 stock 

Johnson & Johnson 

Bear Creek, Mont. 

$16,000 stock 

G. W. Plantz Norfolk, Nebr. 


$6,000 stock 
Selah Hardware Co., Selah, Wash. 
$5,000 stock 
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“Shoes That Stand Up” 


By P. Cogan & Son 
Will be at Chicago and Indianapolis 
BOYS’ 


sé ° ’°? MEN’S 
Bunker Hill 2 aoe 
School Shoes Arch Grip 


Shoes 
Demanded by a class of 
boys who wear the best. A full line of as fine calf 
These calf oxfords are in a footwear as can be bought. 
distinct class of their own in Made for merchants and men 
fit, finish and material. who are particular. Price, 


$4.75 








John Goebel will represent Cogan Shoes at the ‘Palmer 
House”’ during the Chicago Convention of the N. S. R. A.; Geo. 
H. Cogan and Ned M. Lacy will be at the ‘“‘Claypool”’ during the 
Indiana Shoe Retailers’ Convention at Indianapolis; Ned M. 
Lacy at ‘‘Hotel Henry,” Pittsburgh. 


P. COGAN & SON 


Stoneham - - - Massachusetts 























A TF 


“RWUSSELL'S 


“IKE WALTON” 


puts four layers of leather 
‘between your foot and ground 





The fine workmanship = exireme light weight 
&staunchness appeal io oui-of-door folks 
of the mosi discriminating tasie. 


The Scout Special 


Made to measure out of imported Has exira looks 
waterprooied veals Gives exira service 


SEND FOR CATALOG AND DEALERS DISCOUNTS 


| The WC. RUSSELL MOCCASIN CO. 
925 Capron Si., Berlin, Wis. 
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MECCA LOTUS CALF. A light shade of brown in a glazed 

and boarded chrome tanned calf leather. A leather that will 

shed water and take an exceptional high polish. Bearing the 

P & V trademark guarantees it as a! leather that will give 
the maximum in service and satisfaction. 
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Goodyear Welt Moccasins 


For Men, Women and Children 


‘ High Grade Moccasins at Popular Prices 
[ READY TO SHIP 


No. 604 16” No. 600 12” No. 601 9” No. $02 5” No. 504 Oxford 
The great call of the outdoors has stimulated the demand for moccasin footwear 
way beyond any expectation. Your trade will be looking for this type of foot- 
wear for sport wear and outdoor purposes. 
This line of TRAIL-MOCS will meet every demand for well made, Goodyear 
Welt moccasins that can be repaired at the sole. Send for catalogue and samples 
of this fast growing line. 


& Richardson Shoe Co., Portland, Maine 
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‘P ECK Shoe “CLIFTON” GEM 


DUCK 


Preferred Because Most Perfect 
Used with our wet process it produces a 
perfect innersole, as it is easily formed 


in and hugs the lip providing strength 
where strength is most needed. 


You'll Always Specify 
“CLIFTON” Gem Duck 
when once tried 
“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping cloths 


are recommended for satisfactory re- 
sults. 


CLIFTON 


MANUFACTURING CO. 


IN STOCK 


MARTIN’S GENUINE IMPORTED SCOTCH 
GRAIN COLLEGE OXFORDS ~~ ele 
Two Real Sales Getters 


Overweight “A” Quality Leather Soles. Bleached Calf Lining 
Peck Standard of Shoemaking 
No. 860—Tan Imported Scotch Grain College Ox. Coach Last 
No. 861—Black Imported Scotch Grain College Ox. Coach Last 
Sizes & Widths: B 6-11, C 5-11, D 5-11. 


PRICE $6.10 


Order Now to Have on Hand for School and College Trade 


65 Brookside Ave., Jamaica Plain 
FREDERICK S. PECK BOSTON, MASS. 


WORCESTER, MASS. "ESE EB BBB CRB eee eee ee 
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emington, 
one the Sale! 
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What makes the Remington the 
new and better Cash Register? 





EMINGTON took hold of the Cash 

Register idea from a new point of 

view—to meet the new selling methods 
of the merchant foday. 


Remington starts afresh. It is not 
hampered by old ideas or methods. It 
has nothing to unlearn—nothing to 
forget. 


Akron, Ohio 
Albany, N. Y. 
Atlanta, Ga. 
Baltimore, Md. 
Binghamton, N. Y. 
Birmingham, Ala. 
Boston, Mass. 
Bridgeport, Conn. 
Brooklyn, N. Y. 
Buffalo, N. Y. 
Charlotte, N. C. 
Chicago, III. 
Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 
Dallas, Tex. 
Davenport, Ia. 
Denver, Colo. 

Des Moines, Ia. 
Detroit, Mich. 

E. St. Louis, III. 


Fargo, N. D. 

Fort Worth, Tex. 
Fresno, Calif. 
Grand Rapids, Mich. 
Harrisburg, Pa. 
Hartford, Conn. 
Houston, Tex. 
Indianapolis, Ind. 
Jacksonville, Fla. 
Jersey City, N. J. 
Kansas City, Mo. 
Lansing, Mich. 
Little Rock, Ark. 


REMINGTON CASH REGISTER CO., Inc. 


Factory and General Sales Office, Ilion, N. Y. 


Subsidiary of REMINGTON ARMS COMPANY, Inc. 
25 Broadway, New York, N. Y. 


Los Angeles, Calif. 
Louisville, Ky. 
Madison, Wis. 
Memphis, Tenn. 
Miami, Fla. 
Milwaukee, Wis. 
Minneapolis, Minn. 
Nashville, Tenn. 
Newark, N. J. 

New Orleans, La. 
New York City 
Oakland, Calif. 
Oklahoma City, Okla. 


Remington retained the livest in- 
ventive talent in America for the 
work, 


The Remington is the new and better 
Cash Register—right up to the minute 
in retail store selling. 


You ought to see it. 


Seattle, Wash. 
Sioux City, Ia. 
Spokane, Wash. 
Springfield, Mass. 
Springfield, Ohio 
St. Louis, Mo. 

St. Paul, Minn. 
Syracuse, N. Y. 


Omaha, Nebr. Tacoma, Wash. 


Philadelphia, Pa. 


; Tam Fla 
Pittsburgh, Pa. = 
Portland, Me. Toledo, Ohio 
Portland, Ore. Trenton, N. J. 
Providence, R. I. Utica, N. Y. 


Washington, D. C. 
Wheeling, W. Va. 
Wichita, Kan. 
Wilkes-Barre, Pa. 
Wilmington, Del. 
Yonkers, N. Y. 
Youngstown, Ohio 


Reading, Pa. 
Rochester, N. Y. 
Sacramento, Calif. 
Salt Lake City, Utah 
San Antonio, Tex. 
San Diego, Calif. 
San Francisco, Calif. 


There is a Remington Cash Register built to fit your business. Get in touch with the Office nearest to 
you, and you will find our representative there willing and glad to make a complete demonstration. 
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The patent leather oxfords illus- 
trated are _—- Saonsihed as 
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SNE feature of style remains con- 

ff» >)\\\| stant and unchangeable on good 

The Ideal of Style and Quality— BN footwear—the visible eyelet. Fickle 
Goodyear Welt Shoes with Se fashion may juggle with colors, 
Diamond Brand (Visible) heels, vamps, and cut-outs, but throughout 
Fast Color Eyelets — the everchanging modes, the visible eyelet 
continues to grace the best of laced shoes 

Comfortable because it is both decorative and practical— 


Durable meng ts: 
Repairable true sty e that lasts! 





When you order specify, always, ‘Visible eye- 
lets on all laced shoes.”’ 





UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


5 ey ~\20) 
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ip ing the LOSSES 
ff the Books of 


Chicasvs s Shoe Retailers! 


Amalgamation of Chicago Retailers 
Creates Economical New Method'of Oper- 
ating, Buying and Selling, and Puts the 
Dealer on the Right Side of the Ledger. 














Unusual new plan of merchandising adopted 
by dealer members of the Amalgamated 
Shoe Stores Association proposes to 
remedy present-day evils with the following 
benefits: 


Announcing! Increases Turn Overs 
1] | 


Decreases Investment 

Reduces Dead Stocks 

Insures Factories against Credit Losses 
Establishes New Channel of Distribution to 
absorb Goods Purchased. 

Strengthens Individual Dealer’s Buying Pow- 
er thru Centralized Purchasing. 

Increases Dealer’s Sales thru Intensive Local 
Newspaper Advertising Campaign. 

Never before, in the entire history of the shoe business, 
have any group of dealers evolved a plan so badly 


needed or so mutually beneficial to factory, dealer and 
consumer as that adapted by the 


264) LRM) “AMALGAMATED SHOE STORES — Cy 





THRU UNITED 
BUYING POWER ASSOCIATION 


E. A. HAMBURG, Managing Director 
Executive Offices, 40 So. Wells St., CHICAGO 


NOTE: This new plan of merchandising will rapidly be 

extended to other cities. Dealers, everywhere, who 

are interested in knowing how Chicago’s Shoe Retailers are 

“wiping the losses off their books” are invited to write to Amalgag_ 
mated Shoe Stores Assn., for further information. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder, 








BOOT AND SHOE RECORDER 


January 19, 1924 




















ECAUSE they lend a 

touch of character 
and dignity to the shoes 
offered thereon. A feeling 
of harmony and satisfac- 
tion is inspired within the 
observer, who critically 
inspects these shoes from 
every possible angle. The 
buying sense is consider- 
ably stimulated. 


Catalogue Mailed upon 
request 








Shoe Display fixtures 


That Sell Shoes 


Display Fixtures 
of the Better Kind 
manufactured by 


J. R. PALMENBERG’S SONS 


INCORPORATED 
(ESTABLISHED 1852) 


63-65 W. 36th St., New York 


CHICAGO 
204 W. Jackson Blvd. 
BOSTON BALTIMORE 
26 Kingston St. 122 W. Baltimore St. 


NEW SAN FRANCISCO BRANCH 
11 First Street 


































WIN THE 
KIDDIES 
WITH 






The ‘High Kiddiemox”’ 


IN STOCK 
No. 3251 Tan Elk 
No. 3254 Smoked Elk 
No. 3253 Chocolate Elk 


Infants’ 2-6% 
$1.85 


Childs’ 7-11 
$2.10 









Win the Kiddies with KIDDIEMOX, and please 

mothers at the same time. 

Soft and pliable—yet extremely durable—these wonderful little 

moccasins are made from the best chrome tanned Elk leather with 

flexible, long wearing chrome bend soles and leather counters. 

There’s a year ‘round sale for KIDDIEMOX. Feature them in 
our window display and watch your sales grow, 

Sold by the biggest and best stores. 

May we send you our catalog, showing In Stock KIDDIEMOX 

and moccasin slippers for Grown Ups? 


We have several territories open for High Grade Salesmen. 


BERKSHIRE MOCCASIN CO. 


HOLLISTON, MASS. 
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Everything we have been 
planningand working out 
will soon be revealed. 
1924 will be a big year 
for us —and for you, it 
you're in on the deal. © 











BROS. SHOE CO. 
St. Louis 
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Stetson Shoes 






Style 30 
Black Calf Bal, 
L’Etoile Last 


INTER, with its cold rains 
and driving snow, will bring 
increased demand for high shoes. 


Remember how some retailers were 
caught with broken stocks by the 
sudden demand for High Shoes 
last year? 


Don’t let it happen again. 


Dept. 5 with its 12 styles of high 
shoes for both Men and Women, 
is prepared to assist you. 


All of Dept. 5’s in stock styles are 
illustrated in Stock Book 33. If 
you haven’t a copy write for one. 
Keep your stocks up by sizing in 
every week from Dept. 5. It’s good 
business. 


Dept. 5 


The Stetson Shoe Co. 


Incorporated 
South Weymouth, Mass. 


BOSTON NEW YORK CHICAGO 
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.. REPCO DYE | 
ncn, ack all kinds of rset “a ee 
aed shoes. : 

rareapeletes 


Apply the dye freely and ev sf" 
ek y with nll x Mend or machine brush. Do oe ‘i 


IMPORTANT cos 
the can to stand open any longer than te & 
ae f, however, evaporation takes ~~ stich oe 
Pe contig add a little wood or denatured alcoh 


8 UNITED wil 
4or REPAIRING MACH = 
COMPANY 
BOSTON, MASS- 





For Sale by Shoe Findings Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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SLIDE >>) 


Felt Footwear of Distinction 








—— 





Nothing speaks as decisively as the merchandise. We can easily tell you here 
that we make Felt Slippers for Men, Women, Boys, Misses and Children, just as 
well and just as attractively as it can be done. But it would not prove it. 


A sample of the Lind Line will prove it—and you may have a sample any time 
you care to ask for it. Right Merchandise is building our business. 


non 
LIND SHOE AND SLIPPER CO. 


Manufacturers o, 


FELT SHOES AND SLIPPERS 


Main Office’ and Factory—106-108 Gold Street 
WORCESTER, MASS. 


Boston Office, 207 Essex Street,!Room 204. J. M. P. Kingman 
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The Hidden Value Counts Most 
In The Long Run 


CRAWFORD ARCH SUPPORTING SHANK MK - 





















CoopH TEAR BACK SOLES— 
on fl. a 


FLEXIBLE ALL-LEATHER 


RUBBER HEELS INNERSOLE 





Over special meas- 
urement lasts which 
fit the Full-Foot. 


600—Black Kid Over-Size 


Made to fit the 
Small Ankle~Wide 
Forepart Foot 


Ouberd:...cc0cccce SEED ; 604—Black Kid Comb., 
‘ e ; ' y Last, Demi-Size Oxford. 
601—Black Kid Oxford, ae lle © LEATHER BOX C-EEE $4.25 
Broad Toe..........$4.00 Shae bh ee ee ee So) See ge ‘ 
a _ . ° 634—Patent Leather Cross- 
605—Brown Kid Over-Size Strap, Comb. Last, Demi- 
re Size. C-EEE........ $4.75 
we id Oxford, D QUARTER i 
a-  “ae Aine Sa 610 
706—Brown Kid Oxford, Note—On all shoes, to 
Modified Toe....... $4.50 sizes 8% and 9 add 
Sizes 34 to 10. C-EEE. ANDERSON-OWENS SHOE Co. 25 cents;9% and 10 add 
os ervezs BOSTON OFFICE—186 Lincoln St. 50 cents 
IN STOCK 373 Washington St. LYNN, MASS. SEND FOR CATALOG 
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1884 


Below is the first fac- 
tory devoted exclusive- 
ly to the manufacture 
of sales books. Estab- 
lished in 1884 by Mr. 
Samuel J. Moore. 











Above are the 
present factories 
of the American 
Sales Book Co., 
Ld., and associ- 
ated companies. 
At the left is 
Mr. Samuel J. 
Moore, now 
president of 
American Sales 
ook Co., x 























Merchant is 


Accurate written records of every transaction, whether 
it be sale or purchase, have done as much as any one 
factor to help thousands of shoe stores grow in size and 
prosperity. These records result from the use of the 
latest and most improved sales books. 


The originator and builder of the great sales book in- 
dustry was Samuel J. Moore, now President of the 
American Sales Book Company, Ld., which this year 
celebrates its fortieth birthday. 


It is only natural that the American Sales Book Com- 
pany, Ld., and its associated companies should be to- 
day the leaders, since they have developed over ninety- 
five per cent of the worth-while improvements in the 
sales book industry. Their representatives at over 100 
points of the United States and Canada know the best 
sales recording methods of the leading shoe stores. They 
can help you select the proper method of handling your 
sales records. The Sure-Trip and Sure-Quad Sales 
Books are the fruition of 40 years of 
sales book development. They are 








and originator — 
ofthe sales book industry. 


A Birthday in Which Every Shoe 


Interested 


built on the most advanced ideas and through the 
development of special machinery for inserting a pasted 
sheet which makes possible more copies in one writing. 
Often two or more sets of records are combined in one 
by using these improved books. 


Sure-Trip and Sure-Quad help to eliminate lost or for- 
gotten charges. They are the basis of an accurate per- 
petual inventory. They provide a simple system of 
replacing store stock. A delivery receipt is em- 
bodied. 

Three or four copies are made in one writing. All checks 
are printed. All may be perforated as desired. The Sure- 
Trip and Sure-Quad Sales Books are operated as quick- 


ly as any duplicating book made. All sheets are joined 
together when detached from book. 


Follow your inclination to investigate. Fill in the coupon 
below, attach it to your business letterhead, tell us the 
particular use you are thinking of for these books, and 
send it to our nearest plant. Our System Experts will do 
the rest. 


American Sales Book Company, ta., Eimira, N. Y. 


January 19, 1924 












































West of the 
y Rockies: 
¥y ‘ , 
7) Pacific Manifold- 
ing Book Co. 


Emeryville, Cal. 

Pacific Coast 
Sales Book Co. 

Los Angeles, Cal. 


In Canada: 
F, N. Burt 
Company, Ld. 
Toronto 











American Sales Book Company, Ld., Dept. 7141, Elmira, New York. 


Without incurring any obligation I would like to know more about your Sure-Trip 
and Sure-Quad Sales Books as described above. 





Firm _ 








My Position = 





Name ni 


Address - 
NOTE:—I might be interested in other manifolding forms as follows: 











(See my letter) 
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(The Great National Shoe llechly ) / 


y) Getting More Shoes Sold R ight 


rene Liza a 


ESTABLISHED APRIL 1, 1682 


ST. LOUIS 


Good Trend to Buying 


Appearance of New Styles in Store Windows—Strap Patterns 
Most Popular in Women’s Shoes 


HE retail shoe business for the week 

ending January 12 showed the same 
strength as that of the previous six days. 
Good reports are heard in the majority of 
stores and the January clearing sales 
stimulated business. Plenty of newspaper 
space was used in attracting attention but 
the results justified the expenditure. Shoe 
buying is holding up well and apparently 
will carry through the month in a satis- 
factory manner. 

Shoes are not being sacrificed as to price. 
The manager of one of the high grade 
stores stated that they had placed con- 
siderable reductions on some shoes but the 
best styles were being sold at regular 
prices. 

New styles are beginning to make an 
appearance in store windows. Jack Rabbit 
is meeting with marked success and 
enthusiastic reports are being broadcasted 
from the factories which have stocked this 
popular number. 


Straps Are Most Popular 

Alligator. trimmed shoes as well as the 
new lizard skin effects are some of the new 
patterns being shown. For the most part 
straps appear to be first choice. However, 
the viewpoint of one manager of a high 
price store stated that any number of 
customers had called during the past week 
and advised the salesmen that they 
wanted something other than straps as 
they were tired of this vogue. At present 
the large tongue Colonial pump has had 
little response. Some feel the demand will 
assert itself later but all stores have them 
in stock or on order. 


Hanan’s New Style 


Fred Maxted, manager of the Hanan & 
Son store is showing a new shoe which has 
been given the name of “Blanchette.” It 
Is a tongue effect with two side buttons 
which fasten from the quarter to the fore- 
part of the shoe almost at the arch. The 


quarter and covered heel are genuine 
Alligator while the vamp is tan-bark suede. 
A piping of champagne kid is set around 
the collar. Maxted stated that they had at 
least a hundred comments on the shoe the 
first day it was displayed. 


Drake Sales Manager 


L. F. Drake, salesman for Central Shoe 
Company, has been made salesmanager of 
the company. He succeeds J. J. Martin, 
who has been promoted to general manager 
of the company. Mr. Drake has been con- 
nected with the company for a number of 
years and is well known throughout 
Arkansas where he travelled. 


Wohl Store Managers Meet 


The managers of the 20 stores operated 
by the Wohl Shoe Company were in St. 
Louis the week ending Jan. 12 attending a 
two-day conference. The first day was 
spent visiting factories and going over the 
new line of novelties being manufactured 
for spring selling. The second day was 
devoted to a business conference of the 
managers. The meeting concluded with a 





















banquet at the Hotel Statle: which was 
attended by 50 people. 

Henry Stribling, sales manager of 
Peters Shoe Company, was the principal 
speaker of the evening. His subject was 
“Organization.”” Dave Wohl, president of 
the company, presided. 


W. M. Saifer Dies Suddenly 


W. M. Saifer, head of the Saifer & Son 
Shoe Co., at 1427 Washington avenue, 
died suddenly at his office Thursday after- 
noon. He’ was 65 years old and was well 
known. 


Business Is Improving 


A section of the last report, issued by 
the Eighth Federal District Reserve 
Bank, referring to the shoe industry, reads: 
“Since December 1 there has been con- 
siderable improvement in orders for spring 
delivery, several large interests reporting 
sales in excess of the corresponding period 
last year. The comment is made that the 
keenest sort of competition exists and 
retail shoe merchants are purchasing with 
more than ordinary caution. Prices for the 
finished goods underwent no change, but 
further weakness developed in raw 
materials. Factory operation decreased 
slightly during the period under review 
being at from 80 to 90 per cent of capacity. 
A number of factories will be closed from 
one to two weeks during inventory time, 





CINCINNATI 


Shoe Sales Are Numerous 


Cleaning Out of Odds and Ends Purpose of Stores—Expect 
January Volume to Be Satisfactory 


ANY of the shoe stores are holding 

semi-annual sales of men’s and 
women’s footwear. There was a group of 
prominent retail shoe merchants in Cin- 
cinnati that decided to hold off these 
clearance sales until February as they did 
last year, thereby increasing their volume 
of sales for both January and February. 
But a large number of the downtown retail 
shoe merchants have commenced the 
cleaning out of their stocks. 


Shoe merchants report that their busi- 
ness has not been particularly good during 
the week ending January 12. Sales have 
been rather slow and the merchants are 
hoping that the coming week will see 
better business for them. 

Many of the merchants have, how- 
ever, been able to clean out odds and 
ends during the past few weeks and are 
in a good position as far as spring selling 
is concerned. 











Going to Chicago 

Among the Krohn-Fechheimer men, 
who will be at the N. S. R. A. Convention 
in Chicago are Kenneth Romig, Saul 
Berner, Bert Straus, Lou Brown, George 
Adams, Albert Stevenson, Marc Reed, 
Vincent Howard, M. S. Rice, and Marcus 
Fechheimer. . 


Three Style Seasons Yearly 


The Julian-Kokenge Company has 
announced that it is now formulating 
plans for a more simplified production 
program. This program will be based on 
not to exceed three seasons a year. The 
company’s officials have not yet definitely 
decided just when their salesmen will be 
sent out, but they will probably go out on 
the road in February, June and October. 

Interviewed on the conditions through- 
out the shoe industry, Herbert N. Lape, 
vice-president and sales manager of the 
company, said: “I have talked with hun- 
dreds of retail shoe merchants during the 
past few months. Few have been able to 
make a profit in the last few years. The 
main reason for this condition is that there 
are too many styles and the retail shoe 
merchant is forced to carry too many 
different designs. As a consequence, he has 
a large number of odds and ends left over 
which he is unable to dispose of. Instead of 
being able to make a profit on these, which 
should be the case, he must stand a heavy 
loss. Styles come in one week and go out 
the next, the retailer and the manufacturer 
both suffering from this unhealthy state of 
affairs. 


Attractive Window Display 

The Bostonian Shoe Company, 516 
Vine street, has a feature in its window 
that has attracted much attention. “The 
Neptune,” a specially constructed shoe 
for men that will protect the feet against 
all kinds of weather, is shown. The shoe is 
split lengthwise into two parts. One half is 
exhibited in the window so that the outer 
part of the shoe is visible. The other half 
is placed so that the inner part of the shoe 
can be seen. From each particular part 
of the shoe there is a ribbon extending 
to the floor of the window display where 
that part is named. 


Buyers in the East 


A number of the local retail buyers are 
East at present visiting the style shows 
and making purchases of the latest models 
for spring selling. Numbered among these 
are Harry McLaughlin, Benton Orr, and 
Harry Gordon of The Potter Shoe Com- 
pany and Harry C. Vollrath of The H. and 
S. Pogue Company. 


Sales Forces Merge 


The United States Shoe Company has 
announced that the sales force of The 
Robert Wise Company branch will be 
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merged with that of The Val Duttenhofer 
Sons Company. In the future one corps of 
salesmen will represent both of these 
companies and the goods will be sold 
under the name of The Val Duttenhofer 
Sons Company. 

Robert Wise, vice-president of The 
United States Shoe Company, will con- 
tinue to give personal supervision to the 
shoemaking of The Robert Wise Company. 
Ernest Daniels, sales manager of The Val 





Duttenhofer Sons Company, will have 
complete charge of the combined sales 
force. 

The salesmen of The Val Duttenhofer 
Sons Company will hereafter confine their 
selling to welts and turns, selling the out- 
put of the Cincinnati and Buffalo factories 
of the company. The salesmen of The 
Holters Company branch of the United 
States Shoe Company will sell McKays 
exclusively. 





MILWAUKEE 


Good Success with Sales 


Slight Reductions Inspire a Fine Trade in Many Stores— 
Overshoe Business Assumes Great Proportions 


LEARANCE sales are being held by 

many of the leading downtown and 
outlying stores and in the majority of 
cases, the price concessions made are suffi- 
ciently attractive to clean out stock. Suc- 
cess with the sales is reported generally 
from all parts of the city. Price cuts in the 
main have seldom exceeded 20 per cent of 
the holiday cost and in most cases are 
considerably lower than that figure. 

Cold weather, during which 12-year 
records were broken by the low tempera- 
tures, followed by warmer weather with 
much slush and poor walking conditions 
have accomplished wonders for the over- 
shoe business. Volurfe of overshoe business 
during the cold weather was tremendous. 
A peculiar situation existed in Milwaukee 
relative to overshoes, in that certain stores 
had cut prices down to below $3, while 
others sold them for higher than $4 and 
each type of store did big business, with 
practically the same quality of overshoe. 

Men Buying Well 

Clearance sales have greatly stimulated 
the demand for men’s footwear, and the 
avidity displayed by males in purchasing 
shoes has led merchants to the conclusion 
that as shoppers, women are being bested 
by their husbands. Men have waited pa- 
tiently for sales this year, on a scale never 
reached in previous years. Footwear being 
worn by the stronger sex even at this date 
is of poorer grade and in poorer condition 
than it has been for some time, merchants 
claim. 

Hosiery Business Good 

Shoe merchants in Milwaukee are play- 
ing up the hosiery end of their business on 
a stronger basis weekly. Sales of hosiery to 
both men and women, as reported by lead- 
ing shoe stores are strongly on the increase, 
and most departments in local shoe stores 
are a decided asset to the business. The 
ease with which a customer buying foot- 
wear can be talked into taking hosiery to 
match or hosiery not-to-match has made 
itself apparent here, and the more astute 
merchants are playing up to this form of 
salesmanship. 


D. L. Sawyer Re-elected 


D. L. Sawyer, of the F. Mayer Boot & 
Shoe Co., was re-elected president of the 
Milwaukee Shoe Credit Men’s Association 
at the annual meeting held at the Astor 
Hotel in Milwaukee. John F. Butt, Rohn 
Shoe Manufacturing Company, addressed 
the meeting on “Bankruptcy Laws.” 
Other officers elected with Mr. Sawyer are: 
John Scheck, Kalt-Zimmers Manufactur- 
ing Co., vice-president; Al J. Schoenecker, 
of the V. Schoenecker Boot & Shoe Co., 
secretary; Robert C. Huth, Weyenberg 
Shoe Manufacturing Co., treasurer. 


Rueping Foremen Meet 


The first meeting of the Foremen’s 
Safety Club of the Fred Rueping Leather 
Company of Fond du Lac, Wis., was held 
at the Hotel Retlaw, with Al Kroes, direc- 
tor of the Employers’ Mutual Liability 
Insurance Company, as principal speaker. 
F. J. Rueping and Frederick E. Rueping 
also spoke at the meeting. The Rueping 
Foremen’s Safety Club is the first of its 
kind to be organized in Wisconsin and will 
function for greater industrial safety at the 
large Rueping plants. 


New Factory Ready 


The Cedar Grove Shoe Manufacturing 
Company, of Cedar Grove, Wis., has com- 
pleted its new factory building and has 
commenced to move in equipment. Opera- 
tions will be under way about January 15. 
Production will be greatly increased when 
the new factory gets under way, according 
to officers. 

Credit Subjects to Be Dis- 

cussed by Association 


Discussion of some of the more abstruse 
phases of credit granting will feature the 
program of the Milwaukee Shoe Credit 
Men’s Association during the. coming 
year, according to D. L. Sawyer, of the 
F. Mayer Boot & Shoe Company, presi- 
dent of the association. 
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President Sawyer has worked out a 
program calling for papers on little known, 
but important aspects of credit granting, 
particularly on legal complications in the 
various states, to be read by members at 
the meetings of the association during 
1924. This work is at present under direc- 
tion of M1. Sawyer personally, but follow- 
ing the annual meeting to take place soon, 
will be in charge of a committee. 

The list of topics now on hand, some of 
which have already been discussed, should 
be of interest to any society of credit 
grantors because of their dollar and cents 
value and because most of the subjects 
touched upon are upon little known mat- 
ters. Some of the topics to be discussed 
are: “Legal Rate of Interest in the Several 
States, also the Amount Allowed by Con- 
tract and the Penalty for Usury”; “In- 
terest on Past Due Open Accounts in the 
Several States’’; “Exemptions from Stock 
of Merchandise in the Several States’’; 
“Conditional Sales Contracts”; “Bulk 
Sales Law in the Several States’’; “Ground 
for Attachments”; “Bad Check Law”; 
“Legal Holidays”; “Commercial Abbre- 
viations and Their Meaning”; “‘Limita- 
tions—Open Accounts, Notes, Judgments”; 
“Chattel Mortgage on Merchandise— 
Where Filed’’; ‘Negotiable Notes—In 
What States Can Attorneys’ Fees and 
Cost of Collection Provided for in Notes 
Be Collected”; “In What States Are 
Judgment Notes Good’’; “In What States 
Can Exemptions Be Waived in Promis- 
sory Notes”; “Jurisdiction of Justice of 
the Peace in the Several States’’; ‘“‘Land- 
lord’s Liens on Stocks of Merchandise in 
the Several States”; and many other sub- 
jects. 

Members have been asked to select a 
subject and to dig up all the information 
upon it that can be obtained, so that the 
brief talks made before the club will be 
authoritative and complete. From one to 
five topics will be discussed at each meet- 
ing, according to Mr. Sawyer. 


Shoe Fitting Company In- 
corporates 


Articles of incorporation have been filed 
by the Monroe Shoe Fitting Company, of 
Monroe, Wis., to deal in boots, shoes, and 
similar merchandise. Capital of the new 
company is $25,000. The incorporators are 
M. E. Knight, John Mears, and F. W. 
Hoesly. 


Caspari Heads Relief Work 


A. B. Caspari, senior partner in the well- 
known shoe merchandising firm of Cas- 
pari & Virmond, Milwaukee, has been 
named chairman of the retail shoe division 
of the committee for relief of starving Ger- 
man children. Wisconsin’s quota in the 
national campaign to assist the starving 
children has been set at $590,000. 
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CHICAGO 


Staple Footwear Has Good Week 


Varied Weather Produces Good Effect on Demand for All 
Types of Merchandise in Shoe Stores 


HE week ending Jan. 12 was ideal 

from the viewpoint of retail shoe 
merchants. Every season in the year was 
represented by at least one day. Ther- 
mometer readings ranged all the way from 
15 degrees below zero to 60 above. There 
was ice, a thaw, rain, snow and freezing 
weather. 


Good Effect on Shoe Buying 


The effect of all of this on the retail shoe 
business was an excellent demand for 
galoshes and rubbers; a very good volume 
on skating shoes and outing boots, (for 
those who carry them), and good sales of 
staple footwear of all kinds. 

January clearance sales are, of course, in 
order, and that makes it difficult to 
estimate how the trend of buying would be 
under normal conditions. 


Rhodes Company Gets Under 


ay 

T. G. Rhodes, head of the new firm of 
T. G. Rhodes Company, at 315 W. Monroe 
street, made his debut in the shoe world 
nearly 30 years ago as a house salesman for 
H. F. C. Dovenmuhle. A few years later 
he went on the road for that firm with 
Chicago and vicinity as his territory, and 
after five years on the road was madesales- 
manager. 

On November 10, 1923, Mr. Rhodes 
bought the entire stock and good will of 
the Fargo Keith Company and on January 
1 of this year took over the stock fixtures 


and good will of the H. F. C. Dovenmuhle 
& Son Company upon its retirement from 
the shoe business. The new firm is com- 
posed entirely of the heads of departments 
of the former company. 

A complete line of men’s, little gent’s, 
children’s, misses’, growing girls’, and in- 
fant’s shoes, rubbers and galoshes will be 
carried in stock. 


N. S. R. A. Convention Plans 


Chicago, the Convention City, is plan- 
ning big things for the coming N.S. R. A. 
Convention on Feburary 11, 12, 13 and 
14. Keen enthusiasm is being displayed by 
all concerned and their goal is to make the 
1924 convention the greatest and most 
successful ever held. The Loop hotels, and 
most others convenient to the Loop dis- 
trict and the Coliseum, are crowded nearly 
to capacity with reservations. It behooves 
those who are planning to come to the 
convention to get busy if they expect to 
find hotel accomodations in convenient 
locations. 


Optimistic Concerning 1924 


Wylie Creel, of the Creel Mauldin 
Chambers of St. Louis was in Chicago this 
week with his line of spring samples on 
display at the Morrison Hotel. Mr. Creel 
is very optimistic concerning the 1924 shoe 
business outlook. He reports that his 
factory is running at full capacity and 
that spring orders are very satisfactory. 





MINNEAPOLIS 


Black Patterns Sell Freely 


Both the Rubber and Shoe Buying Shows Decided Improve- 
ment Due to More Seasonable Weather 


LACK suede and satin shoes are the 
most favored by women here. Cold 
weather and snowfall coming at intervals 
have served to create more interest in the 
rubber trade. The rubber business during 
the early part of January was excellent. 
One store sold 800 pairs of overshoes in 
one day. 

The cold weather also stimulated the 
shoe buying as well as the demand for 
rubber footwear. Those who wore the 
light shoes during early winter were 
forced to buy heavier shoes in order to be 
comfortable. 

Convention Plans 


President C. M. Stendahl reports that 
reservations for booths at the convention 


of the Northwestern Shoe Retailers’ 
Association to be held here in March are 
commencing to come in from manufac- 
turers, wholesalers and findings houses. 
There will be 150 booths, uniformly 
equipped. 


Men Buy High Shoes 


Manager W. R. Steele of the French 
Shriner & Urner store, which sells men’s 
shoes, reports that the cold snap brought 
about a big increase in the demand for 
high shoes. Not only are the older men, 
but many of the younger ones, buying 
the higher ‘shoes, he says. Mr. Steele 
declares that he had quite a run on over- 
shoes. Shoes with broad, heavy toes are in 
good demand by young men. 
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SALT LAKE CITY 
Steadier Complexion Is Reported 


Shoe Stores Commence New Year with Good Demand in All 
Classes of Footwear—Black Leading Color 


HERE is a better tone to the retail 

shoe business here at this writing than 
there has been for the past two or three 
months, excepting, of course, the period 
just before Christmas. Today merchants 
are enjoying a steady trade. 


Good Rubber Trade 


Some of the shoe merghants of the city 
jave done fairly well with rubbers especi- 
ally those catering to the women’s trade, 
but the men’s business has not been good. 
The women are buying galoshes and radio 
boots, but the men are wearing rubbers. 


Black Leading Color 


Blacks are still leading, though browns 
are gaining. At some of the stores it was 
reported that oxfords were selling at a 
ratio of about 40 per cent of the sales in 
women’s shoes. 


New Shoe is Popular 


The shoe department of Walker Bros. 
Dry Goods Co. reports a brisk demand for 


a new tongue pump in black satin, black 
ooze and patent leather. A shoe that is 
attracting a lot of attention at the Hunter- 
Thompson Shoe Company’s store is one 
that Mr. Thompson described as “Scottie.” 
It has a low heel and a fringed tongue with 
elastic goring and sells for $9. 


Retail Notes 


The Thomas Wise Co. has been organ- 
ized by Thomas Wise. Wise is well known 
here. He was a partner in the Webster- 
Wise Co., now out of existence. At present 
he is interested in the Longlife Shoe store 
on South State Street. 

The Hunter-Thompson Co. was visited 
by “flappers” the other day. They were 
seeking shoes and stockings to be worn in 
the Salt Lake Follies. 

Harry Cummings, head of thelocal Walk- 
Over store, was on the Pacific Coast and 
met representatives of his firm who were 
taking orders for spring merchandise. He 
was accompanied by Mrs. Cummings. 

Samuel Kelso, head of the Hirschman 
Shoe Company’s repair department for 
the past 12 years, is dead. 





CLEVELAND 


Rubber Sales Very Satisfactory 


Cold Weather Serves to Increase Sales of All Types of Shoes— 


Women Buying Few High Shoes 


HE most encouraging note of the 
early January trade in the shoe stores 
here was the steady demand for rubber 
rchandise. Cold weather and snow 
added great impetus to the overshoe and 
subber business. It changed the rather 
discouraging outiook concerning the pros- 
pects for cleaning out of rubber stocks to 
one of optimism. 

Women bought thousands of pairs of 
four-buckle gaiters as soon as snow 
arrived. Men also bought generously of 
this type of foot covering and demanded 
rubbers in great numbers. 


Best Rubber Week in Years 


The first week in January was the best 
for sales of rubber goods that has been 
experienced here in years, merchants re- 
ported. This is due to the delay of winter’s 
advent. 

Shoe Sales Much Better 


Notwithstanding this demand for over- 
shoes and the like, merchants report that 
sales of shoes were good. Thousands, who 
have been putting up with shoes that were 


rather run down but still good enough to 
hold together, were forced into the stores 





by the cold weather. Their old shoes were 
good enough for the warm weather that 
has prevailed during late fall and early 
winter, but they didn’t dare to face zero 
weather in them. 


Women Prefer Low Shoes 


Sales of low shoes continued in greater 
volume than of the high model. A. R. 
Hilton, assistant manager of the shoe de- 
partment of the Higbee Co., was ques- 
tioned about this and he stated: “We 
hardly ever sell a pair of high shoes to 
women now. We sell pairs occasionally to 
middle-aged women or people who have 
fat ankles and to those who want to lace 
them. Five or six years ago, we sold noth- 
ing but high shoes during the winter.” 


Merts Appointed Assistant 


George K. Merts has been appointed 
assistant to E. A. Clark, president of the 
Stone Shoe Company, and he is on the job 
in the main store in lower Euclid avenue. 
Merts left the Stone organization 18 years 
ago and he returned to the corporation 
about two years ago. The appointment 
just announced is in recognition of effi- 
cient and faithful service. Merts succeeds 
C. C. Bayne who has accepted the man- 
agership of the I. Miller store in Philadel- 
phia. 





Hess with Bailey Company 


H. Hess, for the past three years buyer 
of shoes for Frank & Seder Co., Detroit, 
ready-to-wear store for men, women and 
children, has accepted a similar position 
with the same organization in charge of 
the Bailey Company shoe departments of 
this city. 





LOS ANGELES 
Business Better Than Year Ago 


Gain in Tourist Travel and Increased Hotel Trade Factors 
in Improving Retail Buying 


CCORDING to reports furnished by 

the hotels Los Angeles is enjoying an 
increase of 25 per cent in tourist travel in 
comparison with a year ago, and an in- 
crease of 30 and 35 per cent in the volume 
of hotel business was reported. This is one 
of the reasons why business is far better 
than it was a year ago, and the estimated 
25 per cent increase in tourist travel and 
business generally seems to be extremely 
conservative. 

Retail shoe merchants report a substan- 
tial gain over last year for the holiday sea- 
son’s sales. Black satins stil] lead in popu- 
larity and the majority of calls are for the 
short vamp. Spanish heels are popular. 


Many Stores Hold Sales 
In early January many shoe stores held 
sales. All report that business has been 
good, but they expect an increase in sales 
when the rainy season sets in in earnest. 

Strip and Puritan Pumps 
Some of the high grade stores are featur- 
ing strip pumps. Several are showing the 
Puritan pump, in patent, dull kid or suede. 


The Deauville Sandal 
Fitzpatrics are featuring the Deauville 
sandal. This is designed for beach wear 
and proved to be very popular. 
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AKRON-CANTON 


Heavy Footwear Sells Freely 


Advent of Cold Weather Stimulates Demand for Rubber 
Merchandise—Satins and Patents Are Good 


HE retail shoe business in the Canton- 

Akron district has come up to expec- 
tations since January 1. There is a notice- 
able absence of after Christmas clearance 
sales which is a good sign. 


New Men’s Shop 


The Wilson Boot Shop, dealing exclu- 
sively in men’s and boys’ footwear has 
been opened by M. G. Wilson on North 
Mill Street, Massillon. Because it is an 
exclusive men’s store, smoking equipment 
has been installed. 


Heavy Footwear Sells Freely 


With the advent of colder weather there 
has been a decided increase in heavier 
footwear sales. Rubber footwear sales also 
have been good for the past ten days and 
the overshoe demand has exceeded the 
supply, especially in children’s sizes. 

Women are buying satins, patents and 
suedes in black and brown. Evening foot- 


wear has been selling better with the social 
season at its height. 

Men are buying brogues of Scotch grain 
leather and there is a tendency. now for 
the tan shades. Men are paying as high as 
$15 for the better class of merchandise, 
although $10 seems to be the popular 
price. 


Frank Store to Close 

The store of the Fred Frank Shoe Com- 
pany, South Market Street, Cariton, will 
be discontinued at the end of the present 
month when he plans to retire from active 
business. He will probably become asso- 
ciated with some shoe manufacturing or 
jobbing house. 


Harrington Store Opens 
The Harrington Shoe Shop opened re- 
cently in the new Piper Arcade, Canton. 
It is an exclusive children’s store, the only 
one of its kind in the city, and will feature 
boys,’ girls’ and babies’ shoes only. 





SEATTLE 


Heavy Shoes Selling Freely 


Colder Weather Gives Impetus to Trade in Shoe Stores— 
Rubber Buying Very Gratifying 


OLLOWING one of the best Decem- 

bers on record, retail shoe merchants 
here commenced January with clearance 
sales. Mild weather predominated the 
Northwest until the first of the year when 
snow and rain and severely cold weather 
increased business in heavy oxfords for 
women and men, and high shoes for men. 

Rubbers and overshoes for men and 
women sold in large quantities during the 
first of the year. 

Corrective shoes have been selling well, 
according to George C. Buck of the Buck 
Shoe Company, which sells Ground Grip- 
per shoes. 


New Store Doing Well 


Stacy’s, a new shop selling men’s shoes 
at $5 and $6 exclusively, has opened at 
1327 Third Avenue in a popularly-priced 
shop district. Business during the first few 
weeks has been very good in this location. 
Lou Johnson is manager of the store. 


Retail Notes 


Herbert Turrell, of the Turrell Shoe 
Company, left Seattle just before the mid- 
dle of the month for a trip to New York 
and Philadelphia and will attend the retail 


shoe men’s convention in Chicago in 
February before returning home. 
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In preparation for removal to a new 
location at 1406 Second Avenue, Baxter 
and Baxter are closing out their silk hos- 
iery department and are selling very 
nearly all stocks of 1923 shoes on hand. 

The Seattle Retail Shoe Men’s Associa- 
tion has not definitely set a date for the 
spring opening, but it has been practically 
decided and unofficially announced for 
February 15. 

The demand for chiffon hosiery con- 
tinues in spite of cold weather and there 
is a big demand for gray in heavier silk for 
wear with black pumps and strapped 
shoes and oxfords. 

Al Neebling is holding the first annual 
January sale at the new store in the Sea- 
board Building with shoes priced in two 
lots at $6.85 and $8.85 with very good 
success. 


Evening Slipper Sales 
Opera slippers and evening shoes of all 
types have sold slowly since the first of the 
year, according to C. A. Shuart of the 
Shuart Shoe Company. 





No Change in Ownership 

Los Angeles, Jan. 16—Samuel Berko- 
witz, president of the Shoe Emporium, 
Inc., this city, announces that contrary to 
a report published in the Recorder on 
December 29, the concern has not sold 
the Shoe Emporium at Santa Monica, Cal. 





Hickey’s, Inc., Changes Name 

Shawnee, Okla., Jan. 15—Pratt & 
Clouse Shoe Co. announces that it is now 
doing business under that name. The con- 
cern was formerly Hickey’s, Inc. The 
change is in name only and the officers are 
the .same. 





DENVER 


Expect 1924 to Be Big Year 


Shoe Merchants Point to Much Building as Indication of 
Good Business Ahead 


NE of Denver’s leading retail shoe 
merchants in considering reasons 
for expecting a good year ahead pointed to 
a number of things. They are: improve- 
ments to be made in the city water plant, 
this year, costing $6,500,000; construction 
of the Moffat tunnel at a cost of $6,000,000; 
completion of new $3,000,000 Burlington 
shops; city’s undertaking of a $4,000,000 
paving program. 


Foot Appliance Demonstra- 
tion 

Recently the Fontius Shoe Company 

conducted a successful foot comfort 

demonstration featuring Dr. Scholl’s foot 


comfort appliances. Harry E. Fontius, 
manager of the store, reports that the 


demonstration was well attended and good 
publicity resulted. 
Winter Clearance Sale 

The Gano-Downs Company is holding 
its annual winter clearance sale of women’s 
pumps and oxfords. Inthis sale shoes that 
formerly sold for $10 are being offered at 
$7.85 and those that originally sold at $15 
are going at $9.85 during the sale. 


Black and Brown Lead 
Black and brown are off to a good start 
in Denver as leading colors for spring foot- 
wear. Among the Denver retail shoe firms 
that have been featuring annual mid- 
winter sales are the Weaver Shoe com- 
pany and the Broadhurst-Young Shoe 


company. 
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‘The Crawford 


Arch Supporting Shank 
keeps the Arch Young 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 
keeps the shoe in‘ shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 
porting Shank prolongs that youthful, Pe aT oe eT ee 
springy walk in those who are leaving the shank to the insole, and which is 


flush with the insole, you will find this 


youth behind. ; trade mark. Look for the trade mark. 
It is your protection. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 


SPLIT RIVET 
? LOCKING SHAN’ 
The Crawford Arch Supporting Shank a 
is built right into the shoe — fitted be- 
tween the inner and outer sole and 


locked to the insole. It cannot abrade 


the skin. Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation| : 


BOSTON, MASSACHUSETTS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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BOSTON 


Weather Curbs Interest in Trade 


Second Week of New Year Featured by Mildness and Sales 
of Rubbers and Footwear Are Retarded 


EVERAL days of mild weather, which 
S would be considered favorable in 
early spring, prevailed during the week 
ending January 12 and as a consequence 
the trade in the retail shoe stores suffered. 
There was a spotty trend to the buying in 
all lines. Rubber merchandise moved very 
slowly, although rain fell almost all day 
on Friday, January 11. The temperature 
was close to 70 and served to retard in- 
terest in footwear. 

The first week in January commenced 
well, and the snow and cold weather were 
mentioned as the big factors in stimulating 
trade in both the rubber and shoe depart- 
ments. Merchants expressed confidence 
with the close of the week on January 12 
that another spell of cold weather would 
have the same encouraging effect that 
resulted in the first week of the new year. 


Suedes in Dark Shades Lead 


There is a tendency on the part of 
women to favor shades of brown in suedes 
and also black suede. The tan bark shade 
of brown was reported as a leader in a 
medium-priced store and Jackrabbit, a 
soft gray color, was also reported good. 

Women’s tan oxfords sold fairly well 
compared with other models. To show the 
trend of the women’s footwear situation 
here is an example of what some stores are 
selling. On Friday, January 11, a very 
rainy, but mild day, a woman entered a 
medium-priced store and after expressing 
she was in a receptive mood to buy a 
shoe for street wear, bought a satin strap 
pattern. On the same day, men’s buying 
was mostly confined to low shoes in tan 
shades. 


Sales in Several Stores 


The Thayer, McNeil Company shoe 
store on Temple Place commenced a sale 
during the week of January 14. Several 
other stores have been holding sales as a 
measure to prepare for being in a position 
to receive new spring stocks. 


Hanan’s Semi-Annual Sale 


The semi-annual sale of Hanan shoes 
for women was held during the week end- 
ing January 12 by the Hanan & Son store 
at 167 Tremont Street. Tongue pumps, 
Colonial pumps and walking oxfords were 
offered at $7.85. 


Men’s High Shoes Sell 


The J. L. Esart Company store, Boyl- 
ston Street, reports a good call for men’s 
high shoes. It is selling a heavy-weather 
shoe, The Reigate. It comes in black or 


tan French grain with heavy waterproof 
viscolized sole, also in Scotch grain with 
reverse welt and rawhide strip. 


Fred N. Moore’s Plans 


Fred N. Moore of the Moore Leather 
Company, this city, was recently at the 
factory of Schwarz Bros. Company, Har- 
rison, N. J.,where he made plans for com- 
mencing a capacity manufacture of calf 
leathers. 


Minns in Charge of Bloom- 
ingdale Co. Office 


The Bloomingdale Rubber Company 
with a local office at 139 Lincoln Street, 
announces that J. J. Batterman is no 
longer with the concern. M. J. Minns is 
now in charge of the Boston office and has 
also been appointed New England sales- 
manager. 


Granted Broad Patent Rights 


The Alfred Hale Rubber Company of 
Atlantic, Mass., announces that on Jan- 
uary 1, 1924 it was granted United States 
Letters Patent covering the Dasic process 
of rubber sole attaching, which consists in 
applying two layers of substantially un- 
vulcanized rubber with the first layer 
mechanically attached to the shoe, and 
then by means of a coating of benzol, or 
the like, securing the outer layer to. the 
mechanically attached layer. 

The company intends to issue licenses 
under this patent, which it states will be 
granted only to purchasers and users of 
Rajah soles. 


Office for Brennan Shoe 


Richards & Brennan Company, manu- 
facturers of men’s high grade welts, with 
factory at Randolph, Mass., has removed 
its Boston office from 183 Essex street to 
10 High street, Room 406. The new office 
is centrally located, fitted up carefully and 
in good taste. A complete line of the Bren- 
nan shoes will be on display with John B. 
Brennan of the concern in daily attend- 
ance. 


New Moseley Store Opens 


The T. E. Moseley Company, which has 
been located at 160 Tremont street, opened 
its new home at 39 West street on Mon- 
day, January 14. Coincident with chang- 
ing its location, the Moseley Company 
observes this year its 77th anniversary. 

The interior of the new store carries a 
blue and mahogany color scheme and there 








Where to Buy 


Women’s Shoes 














J.W. BARNARD & SON 
Andever - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 








Cokerd & Walker, Inc. 
Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 








FASHION FOOTWEAR 
Women’s Fine Turns 
and Novelties 
Our new models for i ~ attracting most 
favorable attention. turn sli and 
ny fy finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 
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Ballet Slippers 














IN-STOCK 
BLACK BALLET SLIPPERS 


BLOG SHOE FINDING CO., INC 
147 Duane St., New York, N.Y. 
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BALLET SLIPPERS in Stock 


Black and Pink Satin, Black me 
made 


BARNEY'S NEW YORK. NT. 


Only one exclusive agency in a tewn 








BALLET SLIPPERS 
all styles and 
colors— Black 
Kid Soft Toe 
=r = 
ose a 
Pimmk Satin 
$3.50. 
FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 











BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 
I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 
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Men’s Shoes 




















One Pair 
Sells 
Another 


T. D. Barry Co. 


Brockton, Mass. 


ABOVE . ALL 











M.A.PACKARDCO., Makers 
BROCKTON 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











HOWARD & FOSTER CO. 


Men’s and Women’s Welts 
Address all Communicatiens to the 
Factory at 


BROCKTON, MASS. 
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is a perfect lighting effect. The inviting 
atmosphere of the interior goes well with 
the styleful patterns in men’s and women’s 
shoes being shown. 

Thomas E. Moseley in 1847 established 
the business on Washington street, under 
the old Marlboro house. James H. Wood- 
bury is manager of the store. 


Store Salesmen Meet 


The Boston Retail Shoe Salesmen’s 
Association held a most interesting meet- 
ing Monday, January 7. Herman W. 
Marshall, M.D., was the speaker and in a 
very clear and concise manner told the 
salesmen how doctors and retail salesmen 
could co-operate to serve the public in the 
way of properly fitting shoes. 

Dr. Marshall presented his talk in ques- 
tionnaire style—such as “What Consti- 
tutes a Normal Foot?” “The Dividing 
Lines Between Normalcy and Abnor- 
malcy?”’ “Why Is Foot Adaptability Im- 
portant?”” “What a Doctor Believes a 
Shoe Salesman Should Know about Medi- 
cal Ideas”; “How Can Shoemen and 
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Doctors Co-operate More Successfully?” 
“How Do Feet Give Out?” “‘Number and 
Kinds of Shoes a Person Should Wear’’; 
“People Should Wear More Than One 
Kind of Shoes”; “The Advantage of 
Different Shoe Shapes.” 


Presentations of Gavels 


A very pleasing feature of the meeting 
was the presentation of gavels to the past 
presidents, commencing with C. W. Pol- 
lock, the first and fourth president, who 
served in 1915 and again in 1918, down 
through Herbert E. Currier, 1916; J. H. 
Steele in 1917; Rodney L. Upton in 1919; 
Percy E. Thayer, 1920; (Wm. H. Morgan, 
1921 president, has received his gavel), L. 
W. Hollis, 1923, and E. Roy Smith, 1924. 


Daley Gives History 


Secretary Robert W. Daley gave the 
history of the organization from its incep- 
tion and the big features of every Presi- 
dent’s regime. Thomas D. Stickley gave 
a report on membership and urged in- 
creased interest on the part of the mem- 
bers, as did President E. Roy Smith. 





NEW YORK 


Many Sales of Seasonable Goods 


Shoe Stores Eager to Clear Shelves as a Step Toward Pre- 
paredness for Receiving Spring Footwear Merchandise 


UT price sales continue as the chief 
feature of the local retail market 
here. The number of sales and drastic 
price cuts shown are taken as indications 
of the desire of retail shoe merchants to 
clear their shelves of seasonable goods as 
quickly as possible. The quick changes in 
style, according to one shrewd retail shoe 
merchant, make the clearance of season- 
able stock more necessary than ever before 
and account for the wide spread sales 
now in progress. 
Palm Beach Displays 

With sales to the fore, there has been 
but little development in the direction of 
new style. Palm Beach showings have 
been made, but the volume of business 
arising from these early showings is always 
small. From the early sales of shoes 
designed for Southern wear, however, the 
retail merchants are getting a line on what 
the general public will want later on in the 
season. The outlook for whites is good, 
according to those who have sold shoes for 
Southern resort wear. White kid and white 
buck, either plain, or trimmed with 
colored leathers appear to have caught the 
fancy of the women who travel South in 
the winter. 

One firm here, which operates a store in 
Palm Beach and thus gets a close reaction 
to consumer style taste, reports good 
success with a white buck shoe trimmed in 
“Egyptian” leather, a soft calf skin of 


misty bronzy red, green and blue cast. 
Lizard leather and alligator used as trim- 
mings on white shoes also have met with a 


good response. 
Colonial Status Is Uncertain 


The status of the Colonial pump is still 
undetermined. The “‘flapper’’ type has 
taken to them strongly, but they have 
made but little headway as a high grade 
expensive shoe. A certain number of them 
always are in demand in the high grade 
stores, but the latest wave has not made 
much of an impression. One of the new 
Colonials seen here recently was of black 
velvet, with gold binding around the 
tongue and top of the pump. Colonials 
also have been developed in the new lizard 
leather, but these two are regarded as a 
novelty that will soon pass. 

On the subject of lizard leather, most 
retail shoe merchants profess to believe 
that it will not engage the public fancy 
for very long. Only a few stores have 


‘played lizard leathers heavily and some 


stores have stocked merely one or two 
styles in this leather. 


Blacks Holding Their Popularity 
Despite indications that tans and grays 
will be good for spring, blacks are losing 
none of their popularity and now bid fair 
to have a good run in the spring, as well. 
In the wholesale garment field recently, 
there has been some reaction against the 
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high shades that were shown in coats, 
suits and dresses and a drift back towards 
black. If this is an indication of the trend 
for spring, black footwear will continue to 
be a leader. 

Combinations again are being touted as 
good for spring. However, instead of com- 
bining two kinds of leather, it is more 
likely to take the trend of acombinationof 
a light and dark shade of a single material, 
such as ooze. 


Association Shield for Win- 
dows 


Following suggested changes in the 
“shield” of the Retail Shoe Dealers’ Asso- 
ciation of New York, the association has 
adopted a design which soon will make its 
appearance on the display windows of 
members. In combination with an adver- 
tising campaign it is expected that the 
shield will become a symbol of intergrity, 
upright and honest dealing. The shield is of 
gold with black lettering. In the center are 
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the initials R. S. D. A. with New York ina 
smaller panel at the bottom. Around the 
center are the words Retail Shoe Dealers’ 
Association, with a small scroll at the top 
on which is inscribed ‘‘Member of.” 


Kaufman and Steinhardt 
Delegates 

Clement Kaufman and William Stein- 
hardt have been appointed delegates to 
the National Shoe Retailers’ Association’s 
convention in Chicago, by the local New 
York city organization. Alternates are 
Samuel Fox and A. Wildfeuer. 

Wholesale Firms Merge 

The Kimmel & Marbach Shoe Co. 
announces that the shoe firms of Phil 
Kimmel and N. Marbach & Son have 
merged their interests. The concern deals 
in wholesale shoes. The merger makes it 
necessary for the company to seek larger 
quarters and on Feb. 1 will be located at 
136 West Broadway. 





BROOKLYN 


Slight Improvement Is Noted 


Manufacturers of High Grade Footwear at Some Disadvan- 
tage Due to Buying on Hand-to-Mouth Basis 


USINESS continues quiet among the 
Brooklyn manufacturers, although 
the slight improvement since the first of the 
year has been encouraging. It seems fairly 
well established, however, that retail shoe 
merchants are still determined to buy 
their footwear on the hand-to-mouth 
basis, which makes it difficult for the pro- 
ducers of high grade footwear who require 
more time between the placing of the order 
and delivery of merchandise, than do the 
manufacturers of cheaper grades. 

In view of present conditions the manu- 
facturers are not producing many shoes 
for their in-stock departments. In fact a 
change in sentiment has come over many 
of the producers here and it is likely that 
fewer stock shoes will be made this season 
than for some time past. 

From the orders placed so far, ooze 
leather looks to be a good bet for the 
spring season, particularly in combinations 
of light and dark shades. Combinations of 
gray and black also are coming in for 
considerable attention. 

Some manufacturers find that Colonials 
are going fairly well, but in no factory is 
there any indication that Colonials will 
outsell any other one particular style. The 
bulk of new business and the majority of 
new samples are still along the line of 
strapped models. 


I. Miller & Sons, Inc., Plan 
New Six-Story Plant 

Tobey & Kirk and Lage & Company, 

New York Stock Exchange Houses, last 


week brought out an issue of $700,000 I. 
Miller & Sons Inc., first mortgage and 
leasehold 7 per cent 10 year sinking fund 
gold bonds, the money to be used by the 
Miller concern in erecting a six-story, 
modern, fire-proof plant on ground owned 
by the concern in Long Island City. 

The bonds are secured by a first mort- 
gage on the leasehold owned by the com- 
pany on the property at 46th street and 
Fifth avenue, New York, where the com- 
pany erected a building a couple of years 
ago, the real estate owned in Long Island 
City, and all machinery and equipment 
owned by the company and a half interest 
in the Claremont Shoe Company, Haver- 
hill, Mass. A conservative value of $375,- 
000 has been placed on the Fifth avenue 
leasehold which, including renewal options 
runs for 39 years. 

According to a statement issued by 
George Miller, vice-president, the new 
plant to be erected in Long Island City, 
will double the present productive capacity 
of the company. The business of the com- 
pany has more than doubled in the last 
four years. Gross sales are running be- 
tween $5,500,000 and $6,000,000 a year. 
Net earnings applicable to bond interest 
for the four years ending June 30, 1923 
were $89,108.50 for the six months ending 
Dec. 31, 1919; $288,964.56 for the year of 
1920; $212,998.15 for the year 1921; 
$254,905.32 for the year 1922, and $203,- 
271.11 for the six months ending June 
30, 1923. 

The company now has five retail stores 
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THE SHOE FOR MEN 


ELLIOT SHOE CO. BROCKTON, MASS. 
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Is At Your Service 
THE STETSON SHOE CO. (Inc.) 
Seuth Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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Men’s and Women’s Slippers 





























MULES and D’ORSAYS 
Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
request. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 











Felt, Satin and Leather Bote Sole Sli 
For the Entire Cay 
No. 401—Ribbon 


styles in our 
plete line of felt slip slip- 
pers. Made intwelve 


colors 
NEW ENGLAND SLIPPER CO 
140 Gree n St., Worcester, Mass 








Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 


276 RIVER STREET 
Haverhill, Mass. 
Boston Office 

207 Essex Street 


we 








PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N.Y. 
HIGH GRADE MULES AND D’ORSAYS 
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Imported Satin Brocadesand Metal Cloth. 
$2.10 per pair and up 
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of its own, the first, opening in 1911 at 
Broadway and 46th street, the second on 
42nd street, opened in 1914; the third in 
Chicago in 1917, the fourth at Fifth 
avenue and 46th street in 1920 and the 
fifth in Brooklyn in 1921. In addition to 
these stores, Miller shoes are distributed 
at retail through 105 direct agencies in the 
principal cities in the country and are 
handled by about 350 merchants. 


Brooklyn Style Show Plans 


Plans are being discussed for the holding 
of another Brooklyn style show, probably 
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in May of this year. The movement for the 
show is being headed by Frank Grossman, 
of Julius Grossman, Inc. 
Shoe Manufacturers’ League 
is Formed 

A number of the smaller manufacturers 
in Brooklyn have formed an association to 
be known as the Brooklyn and New York 
Shoe Manufacturers’ League. A charter 
has been granted: the organization by the 
Secretary of State at Albany. The directors 
named in the charter are Isaac Hochman, 
Charles Goldswing, Abraham Solomon, 
Joseph Namroff and Jacob Stang. 





PHILADELPHIA 


Steady Increase in Activity 


Orders Coming to Factories Now Show Buying Is Devoted to 
Numerous Leathers and Styles 


HERE has been a steady, although 

not especially rapid, increase in fac- 
tory activity during the week ending 
January 12. Practically all of the factories 
have their salesmen out and some which 
were a little slow in getting started are 
now in the swing of things. Some orders 
are already coming in though it is ex- 
pected their volume will be considerably 
greater a little later. 

Buying is scattered over a variety of 
leathers and styles, according to the orders 
which are coming in to the factories here. 
There are strap pumps in suede and patent 
and a few in kid. Gores are being reported 
by one or two factories as being in good 
demand. Another is selling a lot of oxfords 
and still another reports that 45 per cent of 
its present output consists of ladies’ high 
shoes. 

Suedes and Black Kid 


A manufacturer of ladies’ shoes, who 
has just sent his salesmen out, says he is 
showing very little except suede in gray 
and brown and black kid. He reports the 
chief d&mand is for straps and cut-outs, 
although there has been a drop in the 
number of cut-outs on a shoe and an in- 
crease in their size. Children’s shoes are 
being sampled by one manufacturer in 
patent colt and black and gray suede. In 
boys’ shoes the demand is almost entirely 
for high shoes. There is also some demand 
for growing girls’ high shoes. 


Prices Remain About Same 


Prices, generally speaking, show no 
changes, though here and there there have 
been a few slight reductions on some num- 
bers. The slight firming in the sole leather 
market has, of course, had no effect as 
yet upon the price of shoes. 


Makes Shoes of One Color 


One factory reports that in all of its 
two-tone effects it is using not contrasting 





Retail Merchants Meet 


The Philadelphia Shoe Retailers’ 
Association held its January meet- 
ing in Winkelman’s store on Chest- 
nut Street on Wednesday night, 
January 9. This was the final meet- 
ing of the association before the 
state convention here. Reports on 
the solicitation of subscriptions for 
the entertainment of visiting ladies 
were made. Will Geuting was ap- 
pointed chairman of a committee to 
place signs at the railroad stations 
for the information of visiting guests. 
David Strumpf is in charge of tick- 
ets for clerks. 

On Sunday, January 20, when 
many of the guests will arrive, local 
retail shoe merchants will meet every 
train and escort them to their head- 
quarters at the Adelphia Hotel or 
to Geuting’s Chestnut Street store 
which will be open on that day to 
assist in welcoming the delegates. 











colors, but different shades of the same 
color. The purpose of this is to make it 
easy for women to clean their two-tone 
shoes. 


Receiving Spring Orders 

A jobber reports he is getting some 
spring orders for staples in kid, calf, patent 
leather and white buck, the last-named 
especially in children’s shoes. There is also 
some call for shoes with champagne tops. 
Another jobber says that he expects good 
demand for velvets and suedes in cut-outs 
and straps, although the prospects for kid, 
in his opinion, are not very bright. Satins, 
also are quiet. A wholesale merchant who 
handles men’s shoes is getting some busi- 
ness on light brown and black. He finds 
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Children’s Shoes 

















“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








AShoe for Boys 
That Wears 


. Marston & Tapley Co. 
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NEW YORK OFFICE 320 FIFTH AVE. 





Or POSNER. 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 

DR.A.POSNER SHOES. INC. 


140 W. BROADWAY NEW YORK 





Soft Soles and Moccasins 


our Jobber for our 
r We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 








ROCHESTER, N. Y. 
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there is a tendency away from stitching 
and back to perforations. He expects the 
shoes which will be worn in the spring will 
be very much plainer than those of last 
spring and summer. The trade is not look- 
ing for any change in prices aside from 
the usual fluctuation here and there. 


Clearance Sales in Stores 


January clearance sales are being 
featured by the retail shoe stores. J. & T. 
Cousins are offering their men’s and 
women’s shoes and hosiery at reduced 
prices. Niederman’s has three sale prices, 
$6.80, $8.30 and $9.80, with $5 for all of 
their short lines; Gimbel’s sold a lot of 
Queen Quality shoes at $2.90; Hanan’s 
offered their women’s shoes at $12.80, 
$9.85 and lower; Dalsimer’s offered a lot 
of pumps and oxfords at a January price 
of $6.85; Poole’s cleared out a Jarge part 
of their stock at $3.95; Geuting’s at prices 
ranging from $5.90 to $9.90; and I. Miller’s 
at $7 and at $9. 


Tanners to Have Booth 


For the purpose of promoting the sale 
of leather, the American Sole and Belting 
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Leather Tanners will have a booth at the 
convention of the Pennsylvania state retail 
association this month. They will show 
samples of various kinds of leather and 
shoes in varying stages of constructioa and 
wear. The chairman of the committee is 
O. P. Hoyt of McAdoo and Allen. 


Short Demand for Colonials 


An up-town shoe merchant does not 
think that the demand for Colonials will 
continue very long. He says that the young 
girls want oxfords for street wear and 
evening slippers for evening wear and that 
in such a scheme there is very little room 
left for Colonials. He thinks the biggest hit 
of the spring season will be a nobby one- 
strap pump with a minimum of cut-outs. 


Bank Deposits Gain 


According to reports made to Secretary 
of Banking Cameron by 32 of the trust 
companies and state banks operating in 
Philadelphia an increase of $80,564,124 in 
deposits is shown in the statements of 
their condition on December 31, 1923, as 
compared with similar statements for 
December 30, 1922. 





HAVERHILL 


Interest in Fair at Havana 


Manufacturers Are Represented in Cuba by Salesmen Seeking 
Orders for McKays and Turns 


HE extensive business transacted by 

Haverhill shoe manufacturers with 
Cuban merchants makes of special interest 
to local concerns the International Sample 
Fair to be held at Havana, Cuba, Febru- 
ary 9 to 24. It is expected that a large 
number of exhibits from United States 
manufacturers will be shown in the 
spacious building which has been leased 
for the exposition. 

Several Haverhill concerns making 
women’s turns and McKays have repre- 
sentatives in Havana who look after 
Cuban trade. The interest of these con- 
cerns at the exposition will be cared for by 
their representatives on the island. Cuba 
is prosperous and offers a continually in- 
creasing market for Haverhill-made foot- 
wear, and manufacturers here are planning 
to take further advantage of this condition 
during the present year. 


Now Working Saturday 
Mornings 


The working week in shoe factories now 
includes a Saturday half-day period. The 
change from a 45 to a 48 hour week is a 
further guarantee of prompt and efficient 
production of Haverhill-made footwear. 
It gives manufacturers advantages which 
they have not hitherto enjoyed and 
assures shoe buyers of better service than 


ever before, with special references to 
relief from stitching room congestion. 


Slipper Concern Incorporated 


The Oriental Slipper Company of this 
city has beenincorporated under Massachu- 
setts laws with a capital of $50,000. The 
officers are Jarvis Cormier, president; 
Felix Cormier, treasurer; and Leontine 
Cormier, Clerk. The company has been 
doing business for the past six years here 
and manufactures boudoirs, mules, and 
D’orsays, the latter in satins, velvets and 
kids in color variations. 


Oldest Citizen Once Shoe 
Contractor 


Alexander White, Haverhill’s oldest 
resident, died recently at his home in this 
city. He was 94. Mr. White was born in 
New Hampshire in 1829. Learning the 
shoemaker’s trade as a young man, he 
came to Haverhill, and was among the 
first to make shoes under the contracting 
system for Haverhill and Newburyport 
concerns. 


I. S. Weil a Visitor 


I. S. Weil, president of The Weil Shoe 
Company, Brooklyn, N. Y., was in Havere 
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hill recently on a buying trip. Mr. Weil is 
at the head of an organization that oper- 
ates a chain of shoe stores in the following 
cities: Youngstown, Akron, Canton, Day- 
ton, Springfield, Toledo, Steubenville, 
Ohio; also Wheeling, W. Va. and Erie, Pa. 
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Youngstown is the headquarters of the 
organization. Mr. Weil reports business as 
excellent at the various stores in which he 
is interested and is placing orders under a 
basis of increasing business during the 
present year. 





LYNN 


More Orders Are Received 


Wide Variety of Novelties Favored for Easter and Spring 
Trade—Sandals and Straps Popular 


ANUFACTURERS are booking 

additional orders for Easter and 
early spring shoes. Buyers spread out their 
selections over such a wide variety of 
styles that it is difficult to say if this or 
that type is the choice of fashion. How- 
ever, here are some leaders. 

Sandals—light, dainty and shapely, the 
style supreme for spring. 

Straps—the same as sandals, some 
slender, some a bit wider, many in ornate 
pattern and they are easy to slip on. 

Gores—holding on tight. 

Colors—varied as the hues of a rainbow. 
All are going strong, with some question 
as to the relative volume of sales of white 
and of high colors. Gray shades are good 
for Easter. 

Grains—reptiles, very snappy. 

Heels—tending lower, with quite a 
popularity for 8-8 heels. 

Velvets—mostly blacks, something new 
for Easter. 

Satins—every girl has an extra pair— 
some two pairs. 


She Was 60 and Bought 
Novelties 


“T now believe novelty styles are here to 
stay,”’ says a salesman. “But a while ago, I 
had my doubts. Convictions came to me 
after I saw this incident in a retail store. 

“In came a woman of 60 perhaps, 
though you never can tell. The clerk 
started to show her some sober looking 
shoes, the kind some folks call common 
sense shoes. ‘Just the right comfort for a 
woman of your—activities,’ said he. Years 
is what he first planned to say. But he 
caught himself in time. 

“*Young man,’ said she, ‘I want you to 
understand that I am still feminine. Show 
me some pretty shoes.’ 

“She gave him a withering look. But he 
rallied. He showed her some of the smart- 
est-looking shoes in the store. She bought 
three pairs, each of a different style. 

“*After that,’ concluded the salesman, 
‘I was convinced that novelty styles are 
here to stay.’ ”’ 


Polka Dots and Sandals 


Murphy, Gorman & Waterhouse have a 
polka dot strap pump. The polka dots, 


like the polka dots on the neckties, are 
very prominent. It is made in patents and 
colors. Also the firm has the M. G. & H. 
special sandal, an Egyptian strap design. 


20 Different Shapes 


A Lynn last manufacturer has in his 
collection of drawings of feet sketches of 
20 different feet. They are all of the same 
measurements as last makers measure 
feet. But no two of them are of the same 
shape. The last maker mentions this in- 
stance to show that shapes, as well as 
sizes, must be considered, to “get more 
shoes fitted right.” 


Increasing Output 


MacLaughlin Conway Co. is now using 
additional space and is making more 
shoes. This shows in a general way how 
light and dainty shoes of distinctive styles 
are gaining. 


French Alligator 


A. E. Little & Co. are using some alliga- 
tor leather that they are importing from 
Paris. The stock is colored beautifully. It 
is really a calfskin. But it is excellently 
embossed. Indeed, one buyer, who looked 
over the line, exclaimed, “If you showed 
one of those skins to an enterprising alli- 
gator, she would not rest until she had 
dressed up her own hide to match it.” 

The skins, besides being beautifully em- 
bossed, are delicately buffed. They are a 
handsome specimen of the leather-making 
art. 


Shoes for Motoring 


For ordinary motoring, familiar novelty 
styles are worn. But there is among some 
Lynn manufacturers, a notion that many 
young women, going to an afternoon party 
or an evening dance, wear ordinary shoes 
when dciving their cars, and slip on their 
dress shoes, which they carry in the car, 
just before they go into “the occasion.” 

That some new types of shoes, for auto- 
mobiling, will be designed before long is a 
common opinion among Lynn shoemen. 
But they wish the opinion of retail shoe 
merchants, before they undertake to 
develop any new ideas. 
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T. W. GODSO F. E. JONES, Treas. 
Ww. G. JONALD,V Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS, 
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Blach Glazed Kid 
Surpass LEATHER ©. 











The One 
Waterproot 
Leather That 
Takes andjRe- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danversport 95 South St.. Boston, Mass. 
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THOMPSON-FIELD COMPANY, 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
BROCK TON .MASS. 
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ADHESIVE BACKING CLOTH 
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Beggs & Cobb, Inc., Boston, Mass. 
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Where to Buy 


Shoe Ornaments 
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Latest Creations in Shoe Ornaments 


We make them iz all colors. 


1261 Atlantic Avenue 
Brooklyn, N.Y. 





BEADED ROSETTES 
g is, 
The mark of ™ 


Write for samples. Write to 
THE VANITY 

600d shoe buckles 

ever since 1905 


NOVELTY WORKS 
L. ALTERSON & CO. “ 


162 W 340 St., New York City N_Y. 














Where to Buy 


Engraving and Printing 

















ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Beach 4960, 4961 
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INFORMATION 


for Shoe Merchants 
“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 





—and learn. 








BROCKTON 






Men’s Oxfords Wear Some Time 


Reports to Manufacturers Indicate a Lighter Sole and Upper 
Would Be a Favorable Change 


ROCKTON and South Shore shoe 

manufacturers are hearing reports 
from many of their customers to the effect 
that the men’s heavy weight oxfords 
which have been so popular the past year 
or two are wearing too long. Merchants 
say that their stock turnovers are de- 
cidedly restricted because men will wear 
shoes with heavy uppers and 14-iron soles 
for a year or more, thus omitting the pur- 
chase of another pair of high cut or low 
cut shoes. Definite requests have come to 
several local manufacturers to the effect 
that these merchants want their next sea- 
son’s oxfords made of lighter weight upper 
stock and with not more than a 12-iron 
sole in order to see if they can’t get 
greater turnovers on their stock. Manu- 
facturers are receptive to suggestions and 
will co-operate with their customers along 
these lines. P 


Treasurer Resigns 


Andrew H. Swanson, for nearly 40 
years treasurer of the Brockton Co-op- 
erative Boot and Shoe Company, has 
retired from active business. Lars Peter- 
son, general manager of the concern, has 
been elected treasurer. This house, which 
is one of the most successful of Brockton’s 
shoe manufacturing .concerns, will con- 
tinue the production of men’s high-grade 
footwear. 


Kent Heads Manufacturers’ 
Association Again 


John S. Kent, treasurer of M. A. Pack- 
ard Company, was recently re-elected 
president of The Brockton Shoe Manu- 
facturers’ Association. Mr. Kent has 
served several years as head of the associ- 
tion and his fellow members requested his 
continuance in office for another term. 


Vice-presidents chosen were Chas. E. 
Moore, George E. Keith Company; and 
Herbert L. Tinkham, W. L. Douglas Shoe 
Company. Frank S. Farnum of Churchill 
& Alden was chosen treasurer, while Secre- 
tary Frank M. Bump and Assistant Secre- 
tary T. J. Evans were re-elected. 

William M. Nute of Howard & Foster 
Co. retired from the directorate, it being 
his intention to travel a large part of the 
time during the present year. Bruno E. 
Schwarz of Schwarz-Ruggles, Inc., also 
retired as a director. Hector E. Lynch, 
Senior, of Howard & Foster Co. and Wil- 
liam E. Doyle of Wall, Doyle & Daly, Inc., 
were elected as directors. Directors re- 
elected include C. Chester Eaton of 
C. A. Eaton Shoe Industries; Perley G. 
Flint of Field & Flint Co.; William A. 
Hogan of T. D. Barry Co.; Charles S. 
Marshall of C. S. Marshall Co.; Charles 
M. Park of The Preston B. Keith Shoe 
Company; Clarence P. Waide of Stacy- 
Adams Company; and Lars Peterson of 
Brockton Co-operative Boot & Shoe Co. 


Douglas Co. Elects Officers 


At the annual meeting of the stock- 
holders and directors of W. L. Douglas 
Shoe Company, the following officers 
were elected for the ensuing year: presi- 
dent, William L. Douglas; vice-president 
and treasurer, Herbert L. Tinkham; clerk 
and assistant treasurer, Charles D. Nev- 
ins; directors, William L. Douglas, Herbert 
L. Tinkham, Frank L. Erskine, Daniel W. 
Packard, Charles D. Nevins, George J. 
Taylor and Burton J! Torrey. 

Manufacturer Going West 

President Harold C. Keith of George 
E. Keith Co., accompanied by his family, 
will leave Brockton the present month 
for Santa Barbara, Cal., where they will 
stay for three months. 








BUFFALO 


Healthy Color to Shoe Buying 


Second Week of Year Measured Favorably with Preceding 
One—Strap Models Are Popular 


TIMULATED by attractive price 
reductions and most of the “‘breaks”’ 
in the way of weather, retail shoe sales 
during the second week of January were at 
least as good as during the first week of the 
new year. If the present gait is maintained 
the worried merchant will get out from 
under his stock of fall stock of shoes with- 
out suffering any serious losses. 


There were almost as many varieties of 
weather as there are styles of shoes during 
the week. Starting out with winds and 
low temperature, which caused the tardy 
persons to buy overshoes, a thaw came 
about mid-week, accompanied by heavy 
reins which washed away all the snow. 
Summer-like temperatures prevailed to- 
ward the latter part of the week but un- 
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like similar weather in the fall, did not 
act as a deterrent to business. As neither 
overshoes nor rubbers could be worn on 
the dry sidewalks, many shabby shoes 
were “turned in”’ for new ones. 

Because of the lateness of Easter this 
year, shoe merchants do not anticipate an 
early business on spring footwear. They 
expect it to be short and snappy, however, 
and those who have placed orders for more 
staple lines, have done so on about the 
same scale as a year ago. The majority of 
merchants, however, are waiting until 
after the Chicago style show before dab- 
bling in women’s footwear. They have 
profited by previous experiences in load- 
ing up on some model which was later 
supplanted by a more popular selling 
style. 

Strap effects and cut-outs in satins and 
patents continue to be the most popular 
lines with the larger merchants with dark 
suedes and combinations running next in 
demand. 


Kimball New President 


Fred C. Kimball received the unanimous 
nomination for the office of president of the 
Buffalo Retail Shoe Dealers Association at 
ameeting of the nomination committee held 
at the Chamber of Commerce on January 
9. Mr. Kimball will succeed to the office 
held for the past two years by Oliver F. 
La Reau. The following officers will be 
voted on at the annual meeting at the 
Statler Hotel: president, Fied C. Kimball; 
vice-president, Jack Granary; second 
vice-president, J. S. Meyer; third vice- 
president, Frank Deline; secretary C. I. 
Lanich; assistant secretary, E. F. Batt; 
treasurer, Ed. Kirshmeyer; assistant 
treasurer, Fred Thiele. 

Directors (ten to be elected): F. J. 
Luedeman, William Spragge, Edwin Ober- 
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lind, K. W. Watters, John Leader, James 
Daw, John Maier, C. H. Barton, Harry 
Bullett, Mr. King, J. F. Vanderventer, C. 
B. Marsh, Jack Fennell, E. A. Hales, C. A. 
Thiele, Peter Olsonozowski, Stanley Von 
Knopka and O. F. LaBeau. 

Out-of-town representatives: B. Bern- 
stein, Tonawanda; Al. Leuthe, Lockport; 
Oscar Loosen, Lockport. 


Henry J. Cooper Dead 


Henry J. Cooper, former resident of 
Buffalo, who conducted a shoe store at 
171 Seneca street for 35 years, disposing of 
it several years ago, died on January 10 at 
his late residence at Alden, N. Y. He was 
in his 83rd year. 


Courtney Store to Move 


Charles E. Courtney, Perry, N. Y., 
shoe merchant, has purchased the fixtures 
in the store formerly operated by George 
L. Peck and on February 1 the Courtney 
shoe store will be removed from its present 
location into the store vacated by Mr. 
Peck. 


Sells Only Women’s Shoes 


The Thomas Boot Shop, ‘conducted by 
L. B. Thomas at 15 West Chippewa 
street, has reverted to an exclusively 
women’s store. Mr. Thomas has found 
men’s shoes in his particular location 
unprofitable, and has decided to concen- 
trate his efforts on women’s footwear. 


Kendall is President 


Frederick W. Kendall, Jr., advertising 
manager of William H. Walker & Co., 
manufacturers and wholesale shoe dealers, 
33-37 Franklin street, was on January 9 
elected president of the Greater Buffalo 
Advertising Club. 





ROCHESTER 


Orders Coming Along Well 


Factories Assume a Busier Appearance as Indications Point 


ITH most of the shoe salesmen on 

their territories and beginning to 
send in orders, the Rochester factories are 
approaching a capacity production. A visit 
to the factories of C. P. Ford & Co., the 
John Kelly, Inc., Le-Hy Shoe Co., Joy, 
Clark & Nier, E. P. Reed & Co., Moore- 
Shafer Shoe Co., at Brockport, indicates 
there are better days ahead for the shoe 
industry. 


Colonials and Sandals 


The vogue of Colonial pumps will con- 
tinue throughout this season and the 
demand for sandals will be greater than 
ever in the coming season, was the opinion 


to Increased Production 








expressed by L. J. Horan on a recent visit 
to Rochester. 

Mr. Horan, who is now managing the 
shoe department in the Dailey Store, 44 
East avenue, New York, was associated 
with Wm. Eastwood & Son Company for 
a number of years and later managed one 
of the I. Miller stores in New York City. 
He is enthusiastic over the appreciation 
that Rochester women have displayed 
over the exclusive footwear now being 
offered at the Dailey Store. 


Adds Men’s Styles 


The Duson Boot Shop heretofore featur- 
ing only corrective styles of shoes for 
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Hosiery 
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Reg. U. S. Pat. Of. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Steck 


Harrington & Waring 
41 Union Sq. W. New York 
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Where to Buy 


Shoe Illustrations 
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Where to Buy 


Shoe Patterns 

















Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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@BUCKLEY SHO! 
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The Buckley Shoe Compan 





I of Houston, Texas, invites the inspection of the feet through its X-Ray 
machine, which is shown ew in the window display. This feature has proved to be an attraction 


Sor the window trim. 





women is showing an arch shoe for men. 
One style only, a black vici kid, is the 
first of a number of models that will be 
made by the Marion Shoe Co., under the 
Duson construction patent. This shop has 
just begun a new advertising campaign 
which will be educational. 
Showing Spring Styles 

Retail shoe merchants are beginning to 
warm up to the spring lines being shown by 
factory representatives. “Knights of the 
grip’’ swarmed into Rochester in unusually 
large numbers and theretail shoe merchants 
are gradually beginning to prepare for 
spring business. The shoe department of 
Sibley, Lindsay and Curr Co., Rochester’s 
largest Department Store, is showing a 
new Colonial pump for spring. This shoe 


is shown in dull and patent leather with 
low heel and severe square buckle. An 
elastic gore underneath the buckle insures 
perfect fit. 


Mid-Winter Sale 


McCurdy’s shoe department is holding 
its mid-winter sales. A wide variety of 
patterns are shown. Scotch grain walking 
oxfords and patent leather models and 
Hollywood sandals are most popular- 


Buys Leach Co. Equipment 


The Le-Hy Shoe Manufacturing Co. 
has purchased the equipment of the Leach 
Shoe Co., which recently discontinued 
business. The concern will make “‘Ro- 
chester Maid’’ shoes. 





LYNCHBURG 


1924 Gets a Good Start 


Buying in Shoe Stores Continues on Satisfactory Plane with 
Advent of New Year 


HE year 1924 commenced satisfac- 

torily for the retail shoe merchants 
here. Shoe and hosiery sales continued on 
a good basis when it is considered that all 
types of retail houses did a splendid trade 
during the holiday season. The shoe buy- 
ing continued after the holiday season on 
a fair basis and indications point to a good, 
steady trade for the immediate future at 
least. 

Re-opening of educational institutions 
stimulated shoe trade during the first week 
of the new year. Oxfords are selling more 
freely than high shoes to men and women’s 
high shoes are also moving slowly. 

Women are buying generously of black 
suede patterns. The creased vamp model 
is meeting with favor with the Lynchburg 
women. Gray suede in strap numbers 
appear to be gaining strength for so early 
in the year. 

Black velvet, with gold and silver trim- 
mings, is a popular material in evening 


slipper patterns. Evening footwear is 
going good in most all of the retail shoe 
stores. Gold and silver slippers and satin 
pumps are also popular. 


Holds Removal Sale 


The Rucker-Evans Shoe Company 
held a removal sale recently. There 
was a good response. Cinderella Day was 
observed as a stimulus to the sale and it 
worked well. 


Uncle Sam to Push Sales of 
Surplus War Property 

Washington, January 14—A New 
Year’s resolution of national interest 
comes from the War Department with 
the announcement today that, beginning 
at once, every effort will be made to clean 
up the remaining war surplus property be- 
fore the close of the fiscal year which ends 
June 30. 
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The first sale of importance is to be held 
in Boston, Mass., January 17, followed in 
February and March with sales at Army 
Depots in Brooklyn, Chicago, San Fran- 
cisco and San Antonio. These sales will be 
Quartermaster Auctions and for the major 
part consist of textiles, wearing apparel and 
general merchandise. Sales of an entirely 
different character are to be held shortly 
when certain large real estate and manu- 
facturing plant holdings located in the 
United States and Canada will be sold. 


During the past year the question of dis- 
posing of the remaining surplus in two or 
three large block sales to the highest bid- 
ders and winding up the War Depart- 
ment’s liquidation activities at the earliest 
possible date, has been under considera- 
tion. This idea has been dismissed, how- 
ever, as having too injurious probabilities 
in its effect on American industry and 
trade. Such a scheme was attempted by 
Great Britain last March, War Depart- 
ment officials pointed out, when the Brit- 
ish Government, anxious to wind up its 
disposal campaign, offered in a single block 
its remaining surplus appraised at approx- 
imately fifty million dollars. The British 
Government received no offer which could, 
in the public interest, be accepted. The 
policy of the United States Government 
as regards War Department liquidation 
has from the outset been “‘one of sympathy 
toward its manufactories and business 
firms,’ stated a War Department official, 
“and to have thrown excessive stocks on 
the market at any one time would have in- 
curred harsh and just criticism of our 
Government.” 

The remaining surplus of the War De- 
partment, with the exception of real estate 
and plant properties, is to be concen- 
trated by samples at the larger Army de- 
pots and sold by public auction. Such de- 
pots are Boston, Brooklyn, Chicago, San 
Francisco and San Antonio. 

War Department officials enthusiasti- 
cally asserted that the success of the War 
Department’s liquidation campaign, 
which has sold in five years’ time ma- 
terials costing the Government nearly 
three billion dollars, is due to newspaper 
and business paper advertising. With the 
exception of the auctioneers who have 
cried many of the sales, advertising is the 
only salesman that has been employed by 
the Government. For advertising space, 
booklets, engravings and art work the War 
Department has spent approximately 
$1,400,000. This represents a selling cost 
of less than one-half of one per cent. 





Driscoll’s to Open Again 


Rockford, Ill., Jan. 14—Driscoll’s Fash- 
ion Bootery, this city, sold out a $7,000 
stock following a fire three days after the 
sale opened. The concern, one of the new- 
est shoe stores here, will get under way 
again as soon as the building is ready. The 
store specializes in novelty styles. 
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A Specialty Leather Shop 
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COLORED 
CHROME SIDES 











Our Peabody Tannery is specializing on 
Colored, Stylish Shoe Leather. 


principal Lines are— 


““OOZE” (Suede) CALF, in a great 


variety of standard and new shades. 


COLORED CALF with a KID 
GRAIN FINISH. 


CALF in a variety of Embossed 
Colored Grains. 


BUCK SIDES in the popular colors. 
COLORED GLAZED KID. 


It is through a Specialty Leather Shop with 


facilities underone roof, that we are able 
supply quickly and accurately the de- 
nds of stylish shoe manufacturers. 
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OFFICES AND STORES 
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Native steers, as used in sole leather, 


Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 
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More Activity to Leather 


ANNERS are selling more freely as 

the year advances and while a boom 

in leather business is not wanted or 
expected, it is believed that there will be a 
fairly active business in upper and sole 
leather during the ensuing months. There 
is as yet no appreciable difference in 
values, although there has been a gradual 
increase in sole leather and a firmer tend- 
ency. There are no large stocks of leather 
on hand for liquidation, as tanners have 
been pursuing a conservative course dur- 
ing the past year and have guarded against 
excessive accumulations. 

The market has been on a low price 
level for months and some buyers have 
realized that it was an advantageous time 
for making purchases. The raw hide and 
skin market has shown more activity of 
late with gradual advances during the 
past few weeks. The effect has been re- 
newed confidence in the leather situation j 
with a generally firmer tendency. 


Sole Leather Situation 


The sole leather situation is described 
as having reached its lowest ebb so far as 
price was concerned before the first of 
January. On today’s basis of hide prices 
sole leather tanners could not bring new 
leather out of the works at existing quota- 
tions. Tanners of union sole report a stead- 


Year Advances 


ily improving business from sole cutters in 
the big shoe centers. Actual selling prices 
have been advanced and there have been 
sales reported of heavy packer steer backs 
as high as 46c per pound; cow backs 35c to 
4lc. Oak sole is meeting with better re- 
quest and tanners are shipping out con- 
siderable leather. Packer hide oak steer 
backs are quoted at from 40c to 45c per 
pound; manufacturers’ bends range from 
40c to 55c per pound and finders’ bends 
from 60c to 80c. In view of the better out- 
look for white footwear as well as the nor- 
mal demand an improved call is expected 
for white sole leather. 


Calf Leathers 


More activity is noticed in the upper 
leather market and while large individual 
sales have not been conspicuous the de- 
mand for upper leathers is gradually in- 
creasing all along the line. There is a 
steadier volume of business in calf leathers 
and prices continue firm. The top selec- 
tions are quoted up to 45c per foot with 
40c for medium and 30c to 35c for third 
grades. 

Side Upper Leathers 
Trading is rather quiet on side upper 


leathers and buyevs are still looking for 
bargains or lower quotations. The latter 


Market as 


are hardly likely in view of advancing 
prices in the raw material market. The 
range of price is wide according to tannage 
and selection, but the top grades of smooth 
finish side upper leathers are held at 28c 
to 30c and medium 22c to 26c. The better 
selections of buck finished leathers are 
quoted all the way from 30c to 42c per 
foot; likewise the better finishes of elk 
leathers for sport shoes. 


Patent Leather 


There is little change in the patent 
leather market. Top selections of patent 
kips are held at 45c per foot and for full 
grain patent chrome sides of the best ma- 
terial the top three selections are held at 
40c, 35c and 30c per foot. There is, also, a 
fair demand for lower grades at around 20c 
to 25c per foot. Patent kid is in fair de- 
mand, prices ranging from 65c to 75c per 
foot for the top selections and patent colt 
at 55c to 65c. 

New business is light in glazed kid. 
Tanners are looking for an active season. 
There is some advantage in price over the 
past season, but without radical changes in 
the raw stock market no essential change 
is expected from the present price level. 
The top selections of colors are quoted at 
from 65c to 80c per foot; some very choice 
higher; medium selections from 40c to 60c. 
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“This Sole’s Got ’em 
All Stopped, Joe’’ 


NCE let Tom experience the long wearing, comfortable and 
economical qualities of an Uskide soled shoe and it isn’t long 
before he is telling Joe about it. 


That’s the way the country-wide demand for Uskide and for 
Uskide soled shoes has been created. That’s the reason why many 
retailers are finding their line of heavy service shoes with Uskide 
Soles one of the fastest selling lines they carry. 


There are millions of Toms and Joes in this country who have 
been looking for a shoe that will give them the service yours will if 
it’s soled with Uskide. 

Let us give you a few facts and figures either at our booth 
during the Pennsylvania Shoe Retail Association show at Phila- 
delphia, January 21-22-23, or write us direct. They will cause you 
“furiously to think.” 


United States Rubber Company 
1790 Broadway New York 


Sole and heel stocks in our following branches: 


BOSTON CHICAGO CINCINNATI NEWORLEANS NEWYORK ST.LOUIS 
PITTSBURGH PORTLAND,ORE. LOSANGELES SAN FRANCISCO 


USKIDE Soles 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Manufacturers Asked to Help Solve the 
‘Punched Goods” Evil 


merchant who sells ‘‘seconds”’ or so- 

called “punched goods” in rubbers 
and overshoes at prices far below those 
which other merchants are forced to 
charge for their first-class merchandise, 
has been up for discussion numbers of 
times before gatherings of merchants in 
many portions of the country. It bobbed 
up again at the last meeting of the Massa- 
chusetts Retail Shoe Merchants’ Associa- 
tion, held in Boston, January 9. The prob- 
lem in Boston has been singularly acute 
because of the competition furnished by 


{i problem of competing with the 


two or three shoe stores which, early in the . 


season, advertised rubbers and overshoes 
at prices, some of them as low as $2.95, as 
opposed to prices ranging from $4 to $5, 
which had been established by a large 
majority of the other merchants. 


Manufacturers Asked to Aid 


It was the consensus of opinion at this 
meeting that the rubber footwear manufac- 
turers be asked to establish some mark of 
identification more distinct than the punch 
marks now used to designate damaged mer- 
chandise. Several suggestions as to how this 
could be done were made, among others, that 
the manufacturer be requested to slamp in 
red ink, on the sole, the word “‘Damaged”’ or 
its equivalent. Red ink stamping, it was 
pointed out, is now used on the sole in order 
lo designate size and width, and the same 
method of stamping could be used advantage- 
ously to protect the buying public and, 
incidentally, to protect the merchant who has 
paid regular prices and is entitled to a 
regular, normal profit, 

It was further suggested that some way 
might be devised so that rubber footwear 
of the damaged variety could find its out- 
let only through bargain basements of the 
larger department stores instead of being 
sold, as is now the case in many instances, 
to first-floor shoe stores. 


one went with an open mind. He told of 
the benefits of contact generally with 
merchants in other parts of the country 
and of the new ideas which could be 
obtained not only from the set addresses, 
but also from the more or less casual con- 
versations which always mark such 
gatherings. 

The meeting was presided over by the 
association president, W. W. Willson. 


New Name for Sneakers 


Boston—“There’s a chance to coin a 
new name for sneakers,” says a rubber 
man. “The term ‘sneakers’ is obsolete. At 








Propose Reward for 
Rubber Pioneer 


The plan evolved by the origina- 
tor of the Nobel prizes, furnishes the 
inspiration for a somewhat similar 
plan designed to aid the man whose 
energy and foresight in large meas- 
ure are responsible for the low price 
of crepe rubber and of ber 
mags enerally. The man is Sir 
e ickham of England. He 
was the man who conceived and put 
through the idea of taking seeds of 
the rubber plant from Brazil which 
at that time (1876) was the sole 
source of supply, to Ceylon. The 
development of the rubber industry 
A — from that a. : 
plan, as proposed uincy 
Tucker, writing in the India ubber 
Review, is to have a series of awards 
instituted by the Rubber Associa- 
tion of America, to be known as the 
Charles Goodyear Memorial Prizes, 
and he nominates Sir Henry Wick- 
ham for the first. Already men in 
this country and abroad are working 
on a drive to raise for Sir Henry 
Wickham a fund of 2,000 pounds 
sterling, of which rubber planters of 
Holland are contributing one fifth. 
It is hoped to raise more of it in this 
country. 











N.S. R. A. Convention Also Di d 

These two suggestions were embodied 
in motions during the course of the meet- 
ing, and were adopted unanimously. 

Other subjects up for discussion were 
spring styles, and reasons for attending the 
annual convention of the N. S. R. A., to 
be held next month in Chicago. Anent the 
style question it was generally agreed that 
the sandal type of shoe looked good in the 
lighter colors which are always associated 
with springtime. Light browns and even 
grays were advocated by merchants in 
various parts of the state. 

I. B. Howe, of A. H. Howe & Sons, spoke 
eloquently in advocacy of the convention 
and what it was possible to get out of it if 





least, it does not fit the finer types of 
tennis shoes that are made these days. 

“There is, you know,” he continued, 
“an old story about ‘giving a dog a bad 
name.’ It applies to footwear just the same. 
Sneakers need a new name, for this year 
of 1924.” 


Finer Fitting Tennis Shoes 

Boston—For $2.50 a pair a fine line of 
tennis shoes will retail during the coming 
summer. These shoes are better made than 
ever. Rubber soles are better, and so are 
canvas uppers. Besides, the fitting quali- 
ties have been vastly improved through 


the development and use of lasts that are 
more shapely. 


Stouter Bottoms 


A rubber man comments on the demand 
for gymnasium shoes with thicker soles of 
rubber. The tennis type, used on springy 
tennis courts, is too light for wear on hard- 
wood floors of gymnasiums. The basket- 
ball type of shoe, with its sole 3-8 inch 
thick, is preferred. 


Basketball Shoes at $24 a Pair 

Boston—A basketball team was fitted 
out with shoes this season at a cost of $24. 
That was the price per pair for the shoes, 
not the price for them all. 


Colored Top Lifts 


Lynn, Mass.—An expert on shoe fin- 
ishes here has developed a method of color- 
ing edges of certain rubber top lifts for 
wood heels, so as to get a white, blue, 
green, brown or other color finish, to 
match the covers on wood heels. 


Rubber Mid Soles 


Boston—In making crepe sole shoes, 
some shoe manufacturers are using a slip 
sole of extra firm rubber, in place of the 
mid-soles of leather that they used last year. 


Rubbers Preserve Health 


At this time of the year, it is worth 
while to revive that report that rubber 
shoes are among the most useful inven- 
tions, for they keep the feet warm and dry 
in cold, stormy weather, and thereby 
reduce the death rate from the “flu,” 
pneumonia, tuberculosis and like diseases. 

A group of scientists made such a report 
years ago. Although it is one of the best 
arguments there is for the wearing of 
rubber footwear, yet it is often neglected 
by the shoe trade. 

Man is still the tenderfoot of the animal 
kingdom. He was not born to get his feet 
wet. The feet are the part of the body that 
feel most the chill cold dampness of side- 
walks. They suffer from it, but the real 
damage is done to more sensitive parts of 
the body, the kidneys, lungs and throat. 


Appointed Rubber Distributor 


Bangor, Maine, Jan. 16—The Sawyer 
Boot & Shoe Co., this city, has been 
appointed distributor for the Snag Proof 
line of rubbers for Maine, New Hamp- 
shire, and Vermont. The line is manufac- 
tured by the Lambertville Rubber Co., 
Lambertville, N. J. 
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Built in Our No. 2 Factory. Two-tone 
Shoe. Made of Rueping’s No. 33 Calf, 
with Overlay of Tony Red Calf, to 
Retail at $4.-$5. 
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In our No. 2 Factory we are making shoes exclusively for the Chain Store 
and jobbing trade. 


We are bending every effort to build the snappiest line of shoes pos- 
sible for the large operators and wholesale dealers at prices that will be Money- 
Makers. 


Our slogan has always been ‘‘Quality at a Price.” 


THE SAME FOR LESS 


Be Sure and See Our Line at Chicago 
During the Chicago Show 


BROCKTON SHOE MANUFACTURING CO. 
BROCKTON (CAMPELLO STATION) MASS. 


Boston Office and Sales Department, 117 Lincoln Street 


Atlanta, Georgia 


New York Office 238 Peachtree Arcade 


127 Duane St. 
Portland, Oregon =! 5 Pn ol 
Worcester Bldg. Philadelohia Pa 
, Pa. 


Chicago Ill. 


Security Bldg. San Antonio, Texas 


801 Russell Bldg. 
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Made of P. & V. No. 108 Lotus Calf, 
Calf Quarter Lining, Heavy Back Sole 











This is one of our many New Models made in our No. 1 Factory, to retail 
at $5, $6, $7, that will give you a lead over competition. 

While we use high-grade material in the manufacture of our shoes, we are 
able to name lower prices to the trade because our output is large and our 
overhead low. We do not burden our business with unproductive manage- 
ment. 

Merit in low-priced shoes is a rare thing today, but merchants 
recognize it in our Line. 

To be able to offer your trade shoes that have The Ten Dollar Look at 
$5, $6, $7, means much toward business betterment. 

No matter where you are located you will be on ‘‘Main Street’’ 
with DECIDEDLY BROCKTON SHOES in your store. 


BROCKTON SHOE MANUFACTURING CO. 


BROCKTON (CAMPELLO STATION) MASS. 





Boston Office and Sales Department, 117 Lincoln Street 


New York Office Atlanta, Georgia 
127 Duane St. 238 Peachtree Arcade 





Stock Dept. 
5 N. Fourth St. 
Philadelphia, Pa. 


Portland, Oregon 
Worcester Bldg. 


Chicago Iil. 
Security Bldg. 
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San Antonio, Texas 


( . 801 Russell Bldg. ) 
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THE HIGH STANDARD 
“OF LIVING 


—Never in the history of our Country has such a high 
standard of living been enjoyed by the American people 
as today. 

—A high standard of living is never to be associated 
with inferior merchandise. 


—The American people want good, honest shoes made 
of good, honest materials—nothing else will satisfy them. 


Norwegian Veals and Calf 


have, for over a quarter of a Century, been made up into 
good, honest shoes that always appeal to an exacting 
public. 

—This famous Gallun Quality Leather was originated 
and named by us long years ago. 

—It has always been consistent in quality, consistent in 
service and consistent in demand. 


—Norwegian Veals and Calf will be one of the best 
selling brands of leather during 1924. 


9 Ciel Sain 1 il elie 


A smooth] finished leather that is pliable, 


Aztec Calf strong and pleasing to the eye. Offered in the 
Fashionable shades. 


Viking Calf Available in black and five colors. A smooth 


finished leather of superior merit. 
A. F.GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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This Department is conducted by Helen M. Haney, Associate Editor 


Rochester Elects New Officers 


N.S. T. A. Delegates to Thirteenth Annual Convention, Boston, Say that New England 
Is Good Host—Convention Comments 


NE of the first groups to usher in the 

New Year with an annual meeting 

and new officers was the R. A. T. 
S. S. Their annual meeting, held at the 
Rochester Chamber of Commerce on 
January 2, brought out all shoemen who 
were off the road and a capacity crowd to 
greet the new officers and wish them 
success in 1924. 

Owing to the great popularity of 
the two candidates for president—Roy 
Schneider and A. J. McLeod—the cam- 
paign developed into a real political fight 
with both candidates having workers ‘‘on 
the job” telling why the members should 
vote for their particular favorite. 

The campaign for the combined office 
of secretary-treasurer was also very inter- 
esting, due to the fact that the two candi- 
dates, Clarke B. Rowley and Jack Castle 
who had been secretary and treasurer 
respectively during the past year were 
opposed to each other for the combined 
position. 

McLeod is Now Chief of R. A. T. S. S. 


The following officers were elected for 
1924: President, A. J. McLeod; vice-presi- 
dent, J. L. Clark; second vice-president, 
Charley Veigard; third vice-president, Clin- 
ton L. Clark fourth vice-president, Harry 
Beatty; secretary-treasurer, Clarke B. 
Rowley. 

Delegates to the National Convention 
were appointed and the following members 
represented the Rochester Association at 
Boston: R. B. Leard, Charles W. Ander- 
son, Clarke B. Rowley, Charley Helmer 
and Ross Seward. 

“Convention Highlights” 

The Rochester Association of Traveling 
Shoe Salesmen may well be proud of its 
delegates. They took an active part in 
convention discussions and the thoughts 
which they contributed to the N.S. T. A.’s 
program for big business were of a highly 
constructive nature. On many occasions 
were the opinions of the secretary-treas- 
urer of the R.A.T.S.S., Clarke B. Rowley 
sought, when problems arose and Mr. 


Rowley always came to the assistance of 
the convention with a ready solution. His 
answers showed that he had wide experi- 
ence as a legislator and association man. 


FER*PS"T Wise Counsellors—All 


~The interests of the Buffalo Association 
of Traveling Shoe Salesmen, or the “B. A. 
T. S. S.,” as they are popularly known, 


A. J. McLEOD 
Recently elected president of the R. A. T. S. S. 


were well attended to by their President, 
Fred A. Zorn; while the President of the 
Central Association of Traveling Shoe 
Salesmen, or “C. A. T.S.S.,”’ J. C. Dingle 
was another of the National’s wise coun- 
sellors. 

Chicago “‘On the Job” 


The Shoe Travelers’ Association of 
Chicago proved that they were “on the 
job” every minute, just as they were at 
the first N. S. T. A. Convention, held on 
July 11, 1911. A most active convention 
worker was Frank B. King, who heads the 
National’s Style Committee for another 
year. Among the other prominent dele- 


gates from Chicago was President George 
E. Harrison. 

Arthur I. Benedict and S. A. McOmber 
of the Boot and Shoe Travelers’ Associa- 
tion of New York were real co-operators 
as was also Charles C. Horn of the Indiana 
Shoe Travelers’ Association. E. A. Bailey 
secretary of the Northwestern Shoe Trav- 
elers’ Association, did splendid work as 
the chairman of the Resolutions Com- 
mittee. 

Were the Quakers Quiet? 

Philadelphia was ably represented with 
a live-wire delegation, headed by “The 
Daddy of the N. S. T. A.,” Arthur C. 
Earle, and the “Quaker City” has “a seat 
in the councils of the mighty”’ this year 
in the person of James L. Scanlon, Vice- 
President Scanlon is one of the youngest, 
and ablest, members of the National 
family, who has proved, through his past 
association work, that though young in 
years, he is, nevertheless, a wise executive, 
and will, with the young and able new 
president, Buford McWhirter, ‘‘success- 
wardly man” for 1924 the Good Ship 
Sales of the N. S. T. A. 

President Paul S. Lippincott, Jr., of the 
Quaker City boys, proved that he is as 
good a parliamentarian as he is a salesman 
and authority on agriculture, for President 
Paul conducts a 150-acre farm just over 
the river from Philadelphia. 

H. F. Cunningham, third vice-president 
of the Philadelphia Shoe Travelers’ Asso- 
ciation, and Frank Fitzpatrick, two of the 
“Quaker City Hustlers,” were much in 
evidence in all of the various deliberations 
of the National body. 

“Daddy” Earle’s Presence Inspirational 

“Daddy” Earle proved that he is a good 
talker, as well as a good business getter, 
for in his speech nominating Frank L. 
Scanlon, he held the attention of his audi- 
ence every minute. It is putting it mildly 
to state that there is not a man in the 
whole roster of the N. S. T. A., who does 
not love and respect Arthur C. Earle. 

His presence is always reassuring and 
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‘*COMBINATION ORMOND” 





Above is represented our “Combination Or- 
mond.” It is one of our best selling models, 
embodying dignity, style and comfort. Made 
in Vici, Kangaroo and Calfskin on Blucher 
pattern, it maintains the best traditions of the 
Edwin Clapp name. 
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EDWIN CLAPP & SON, INC. 
EAST WEYMOUTH, MASS. 





We shall exhibit at the 
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inspirational. To conduct a convention 
without him would indeed be a tragedy. 


Tezas a Big State, with Big Heart 


The great State of Texas has a heart as 
big as its size and in addition to President 
Buford McWhirter, Secretary of the South- 
western Shoe Travelers’ Association, has 
given to the National as one of its most 
active members, W. T. Mitchell, President 
of the Southwestern Shoe Salesmen’s 
Association, who is a real orator and legis- 
lator. His well-chosen words in nominat- 
ing the National Secretary, T. A. Delany, 
would have convinced a most unwilling 
majority, had there been one, that the 
popular and efficient National secretary is 
the right man in the right place. 


Weber’s Report Comprehensive 


Frank J. Weber of Cincinnati, the es- 
teemed 1923 President of the National, 
was an admirable presiding officer. Not 
once did he lose his calm and unruffled 
demeanor. His annual report was a mas- 
terly production and well summed up the 
scope of work of the National during the 
past year. In an eloquent speech by Fred 
W. Stanton, secretary of that time- 
honored group, the Southern Shoe Sales- 
men’s Association, President Weber was 
nominated, and later unanimously elected, 
as Honorary President of the National 
Shoe Travelers’ Association. 


John E. O’Brien—Silver Tongued Orator 


It was another member of the Southern 
Shoe Salesmen’s Association, and first 
president of the National Shoe Travelers’ 
Association, John E. O’Brien of Boston, 
who nominated—in a masterly speech— 
Buford McWhirter as president of the 
N. S. T. A. John E. O’Brien is known as 
“The Silver Tongued Orator of the Na- 
tional Shoe Travelers’ Association,’ and 
on this occasion he lived up to his reputa- 
tion. His nominating speech was a gem of 
literary composition and oral eloquence. 


Oakman Good Convention Planner 


And speaking of speeches, Honorary 
President W. M. Oakman, chairman of 
the Reception and Hotel Committee, was 
“right up in the front ranks,” when he 
presented for re-election Treasurer Dave 
Davis. “Oakey” showed that he is a past 
master at speech making, as well as at 
convention planning. 

Southern Boys “On Firing Line” 

The boys from the Southern Shoe Sales- 
men’s Association, the Boston Shoe 
Travelers’ Association, and the Boston 
Shoe Associates, were “on the firing line’’ 
every moment. They demonstrated be- 
yond a question of a doubt that they are 
“jolly good fellows” and most “hospitable 
hosts.” As one of the Philadelphia boys 
remarked, after the convention:—“Any 
prior doubts which we had entertained 
that Boston was cold have now been 
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entirely dispelled—why, even the weather 
was most warm in its greeting.” 


Fine Legislative Work 


The report of Charles W. Morrill, chair- 
man of the Legislative Committee, showed 
real progress. It announced that the next 
and final hearing on the Repeal of the 
Surcharge on Pullman and Sleeping Cars 
is called for March 15, 1924, in the city of 
Washington. 


Good Report of Railroad Chairman 


The report of C. W.! Evans, chairman 
of the Railroad Committee, showed that 
Mr. Evans had put in real work on this 
matter. His report was presented by the 


JOHN E. O’BRIEN 


He President of Boston. First President 
the N.S. T. A. Mr. Otren in aa 
i McWhirter 


s 

‘aco as the 

President. It was John E. 

to the National its inspira- 
° L” 


secretary, as Mr. Evans was not able to 
come to the convention, on account of 


illness. 
Publicity Received —25,000 Inches 


The report of George J. Lovely, chair- 
‘man of the Hotel Committee, was most 
comprehensive, as was also that on style - 
by Frank B. King, chairman. 

Treasurer Dave Davis, “‘the faithful and 
able watchdog of the Treasury,”’ gave his 
usual 100 per cent perfect report. National 
Secretary Delany’s report showed the vast 
amount of accomplishment by the Na- 
tional during 1923 as to secretarial work 
and publicity. Among the subjects covered 
were: Interchangeable mileage, Pullman 
surcharge, repeal of obnoxious bills, em- 
ployment, operating expenses, member- 
ship and magazine. Secretary Delany's 
publicity report showed that the N. S. T. 
A. had received during the past year, 
gratis, 25,000 inches of publicity. 
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“Jake” Whalen “Election Commissioner” 


John J. Whalen, vice-president of the 
Boston Shoe Travelers’ Association, took 
charge of the ballot box during the Na- 
tional’s elections. “Jake’’ showed by the 
ease with which he conducted his work at 
“the polls’ that he has had wide expeci- 
ence in political affairs. 

The Old Guard Was “‘There”’ 

Others prominent in convention dis- 
cussions were: Frank Fanning, “Jack” 
Jones, ‘““Tim’’ Murphy, “Billy’’ Noll and 
H. M. Barnes, while “Harry” LeFavor did 
a fine piece of work on registrations. 

“Harry” Ripley, A. E. Rankin, “Jim” 
Lawrence and all the rest of ‘The old N.S. 
T. A.” guard were there in goodly num- 
bers and these “salesmanship masters” 
were at all times ready with valued 
counsel. 

C. E. Wilson was commended for his 
splendid report on membership. 

A fine tribute prepared by Secretary 
T. A. Delany was paid to the departed 
members of the N. S. T. A., when the 
annual neucrology was read. 


Pacific Northwest Admitted 


The Pacific Northwestern Travelers’ 
Association was officially voted in as an 
affiliated N.S. T. A. branch. 


Committee Chairman for 1924 


President McWhirter appointed and 
reappointed chairman of the various com- 
mittees for 1924 as follows: 

Publicity, T. A. Delany, (re-appointed) ; 
Railroad, C. W. Evans, (re-appointed); 
Style, Frank B. King, (re-appointed); 

~ Legislative, Charles W. Morrill, (re- 
appointed); Hotels, John Baxter of New 
York; Membership, Lew Ream of Iowa. 

Revision of Article 13 of the Resolu- 
tions, referring to increased commissions, 
was left in the hands of Fred W. Stanton, 
Frank Fanning and William Noll. 


Al Oldaker with Lounsbury, 
Mathewson 


A. E. (“Al’’). Oldaker has completed 
arrangements with Lounsbury, Mathew- 
son Company, Inc., of South Norwalk, 
Cofm., to represent this house in Pennsyl-— 
varia: and Ohio, and will cover some 
accounts in Greater New York and New 
Jersey. His headquarters are at-756 Mar- 
bridge Building, New York, when not on 
the road. Mr. Oldaker will also assist Mr. 
Watson of this firm in designing patterns. 

“Al” says that he will be in Philadel- 
phia, January 21-23 during the Penn- 
sylvania Shoe Retailers’ Association Con- 


: vention, if he can secure reservations, and 


right after the Chicago Convention of 
February he will make a trip throughout 
Pennsylvania and Ohio. ) 


“The world rarely takes its hat off to 
any man who didn’t early take his coat 
off.” —Forbes, in Walk-Over Shrapnel. 
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No. B 663 No. R 622 


Godings Are Made hight— 


In Chicago 


If you bye’ getting all the men’s business you can take 
care of— 


If ye you're entirely satisfied with your present men’s 
lines— 


If you're willing to pay transportation charges from far 
distant points— 


Then you don’t need Goding Shoes. 
No. B 663 


P. & V. Mecca Caif Oxfora But if you want more men ’s ee. business, then you 
with Scotch Grain Apron. Owe it to yourself to thoroug ~ investigate the very un- 
a. ~—Ssétursual Goding Mahendieieg P 


Price, $5.20 
A postal will bring samples or 
salesman without obligation 


wer FHE GODING 
SHOE COMPANY 


833-855 W. Chicago Ave. CHICAGO 
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Snapped at 13th N.S. T. A. Convention, Boston, J 


DELEGATES 
RECISTER 














BUFORD MCWHIRTER | 
Assumed gavel, but ignored the chair—As a 
Tezan es a mean cowbell, for he’s the 

head of the herd in 1924. 


JIMMY SCANLON 
Little Jimmy Scanlon to Bi 
“The Quaker City ave "em al 
OAKEY OAKMAN 
“Style all the Weil ie lakes the con out of Acorns to oaks. N.S. T. A.—1911 to 1924, And 
style conferences. sy that’s no i a) 


FRANK J. WEBER 
Combination of Mussolini and Coolidge in 
Headini act 0]--ning convention with “ 


te web. 
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soccenell 


When is a moccasin not a moccasin? 

Ask Uncle Sam. It made a difference to him, and he had 
to find out. Does it make any difference to you, Mr. Re- 
tailer? And are you sure 
you know the answer? 

Your customers prob- 
ably do not know. 


A 
Mock 


Moccasin 


Does it really make any difference to them whether you offer 
them True Moccasins or near Moccasins or some type of shoe 
with a moccasin like decoration? 


Is a true-moccasin any more comfortable, any more durable, 
or in any way better than a moccasin type shoe? 


If so, why? 


You will find True Moccasins and some Mock-Moccasins 
also atZour booth‘in Chicago, and you can see for yourself. 


Chicago Exposition, Space 101 
LaSalle Hotel, Room 807 


G. H. BASS & CO. == Wilton, Maine 
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JOHN W. GOEBEL 


Who covers Illinois, Wisconsin and Minnesota 
for P. Cogan § Son 
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RALPH HYDE 


Who covers entire South for A. R. Hyde § Sons, 
Cambridge. This is his initial trip 


STANLEY 8S. WHITE 


Who covers big trade in big cities of the country 
for the Rialto Shoe Company 





P. Cogan Salesmen on 
Territories 


Salesmen of P. Cogan & Son, makers of 
Cogan’s Arch Grip Shoes and Bunker Hill 
School Shoes of Stoneham, Mass., are now 
en route to their various territories. 

John W. Goebel, known to the shoe 
world as “‘Jack”’ will take up headquarters 
at the Palmer House, Chicago, during the 
N.S. R. A. Convention of February 11-14. 
After that, he will continue to cover his 
territory of Illinois, Wisconsin and Minne- 
sota. 


“‘Jack”’ Goebel a “‘Go-Getter”’ 


“Jack’’ Goebel, is one of the best known 
salesmen on the road. When one says any- 
thing about “Bunker Hill,” he immedi- 
ately thinks of John W. Goebel, for he has 
been with the house making this line for 
25 years. And yet “Jack”’ is just as young 
and as full of enthusiasm in the cause of 
“Getting More Shoes Sold Right” as he 
was a quarter of a century ago. He proved 
this by recently sending to his factory one 
of the biggest orders he had booked for 
many a year. 


Lacy and Cogan at Indianapolis, 
January 21-23 


Ned Lacy of this house is now at his 
headquarters at the Hotel Henry, Pitts- 
burgh, and with George H. Cogan, will 
open up their lines at the Claypool, Indi- 
anapolis, during the Buyers’ Week, 
January 21-23. 


Furlong Exhibiting at Buffalo 


Thomas W. Furlong, who takes care of 
accounts in Western New York for Lewis 
A. Crossett Company, is now showing his 
spring styles to customers in his sample 
room at the Statler Hotel, Buffalo. 


Ralph Hyde to Cover Entire 
South 


Ralph Hyde, the youngest member of 
the Hyde family has recently left school 
and will cover the entire South for the 
well-known house of A. R. Hyde & Sons, 
Cambridge, Mass. 

Mr. Hyde comes from a family of shoe 
makers and has long had a distinct leaning 
towards this business; much of his spare 
time during school days has been spent in 
the factory. 


Young Man With a Big Job 


It is believed that he is the youngest 
salesman on the road, covering so im- 
portant a territory, but concentration and 
careful study of the problems of this busi- 
ness have made it a surety that he will be a 
success from every angle. 

Through his connection with this house, 
he has large acquaintance with buyers 
that have visited Boston in the past year 
and will meet many friends on the road. 
He is always willing to listen to advice 
from older members of the firm and to look 
at every problem from the mutual stand- 
point of his house and that of his cus- 
tomer. 

He will start out in February and A. R. 
Hyde & Sons Company ask for him the 
courtesies that have always been extended 
to the representatives of this firm. 


Timmie Todd with Wall, 
Doyle & Daly 


“Timmie” Todd, christened James L., 
for a short time production clerk for Wall, 
Doyle & Daly, has taken the grip in his 
hand and gone out on the road for the firm. 
He covers big cities in the West and Mid- 
dle West. He was formerly a salesman for 
the Thompson Bros. Company. 


Stanley White with Rialto 


Stanley S. White, formerly of the firm 
of Nathan & White, Malden, Mass., man- 
ufacturers of women’s McKay shoes, on 
January 1 relinquished his interest in that 
concern to take an active interest in the 
Rialto Shoe Company, manufacturers of' 
women’s McKays and welts in South, 
Boston. 

Mr. White is now traveling for the 
Rialto Shoe Company. He will handle the 
large accounts in the larger cities of the 
country. Before leaving for his territory 
Mr. White expressed confidence that 1924 
would prove to be a prosperous period for 
the shoemen. 


Edwin Clapp Men at N.S. , 
T. A. Meet : 


Edwin Clapp & Son, Inc., of East 
Weymouth, Mass., was well represented 
at the convention of the National Shoe 
Travelers’ Association in Boston the week 
of January 7. Several members of the sales 
force were present, including S. P. Moses, 
R. L. Summers, A. C. Ludlam, J. Charles 
Hauser and Guy P. Moses. 

Mr. Hauser was at the factory making 
final arrangements concerning the Edwin 
Clapp & Son exhibit at the Pennsylvania 
Shoe Retailers’ Convention in Philadel- 
phia, January 21, 22, 23, 24, at which con- 
vention he will have charge of booths 63 
and 64 for Edwin Clapp & Son, Inc. - 


True with B. E. Cole 


C. G. True will continue to cover his 
regular section, New England, New York 
State and Canada for the B. E. Cole Com- 
pany, selling the novelty turn line which 
this company is now introducing as well as 
its standard lines. 
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No. 578 Golden Tan Calf Frenchy 
Rubber Heals B, C-D’'S3g 10 1k 
No. 568 act, Vebeet, Calf Same 

sizes. 
WOMEN’S fen; BCD: Sg 1 
$4.90 No. 567) Blac same des 
- ~ * tails and sizes (except 


with Black Baby 
Eyelets). 


$4.95 


Ace Brown Calf 
No. 998 ee Poor abe 
ber Heels. B, C, D, 3 to 7. 


No. 99814 Black Velvet 


Calf, same 
details and sizes. 


NET 4 
OVER 100 POPULAR MEN’S AND WOMEN’S ADVANCE NUMBERS—ASK FOR SAMPLES 


HOW COULD YOU KNOW 
TWO MONTHS AGO 


The styles now in demand for spring include some that you would 
hardly think of buying in advance. We already have them in 


stock. 

Order them and you'll make a showing that will be two months 
ahead of competition. 

That’s how our stock service can help you meet every new 
selling tendency. There’s many another problem you can solve, 
if you get to know us through our salesmen or catalog. 


SHOES TO RETAIL AT $5.50 TO $7.50 


Diamond Shoe C- 


196 Church St., New York 


Two Factories: Brockton, Mass. 





No. 4 Gallun Tan Calf 
No. 577 fo. 4Gem 
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Stack Increases Business 
500 Per Cent 


A. G. Stack, who has completed his first 
year in covering eastern, northern and 
southern Pennsylvania, Delaware, Mary- 
land and the city of Washington, for A. M. 
Creighton, has had a wonderful year in 
this new connection. He recently stated 
that he had increased his business in the 
above territory over 500 per cent. He will 
now manage and direct sales for A. M. 
Creighton, covering the entire State of 
Pennsylvania, as well as Washington, 
Baltimore, and Virginia. 

Kansas City Branch Beacon 
Falls Rubber Hold 


Convention 


The salesmen traveling out of the Kan- 
sas City Branch of the Beacon Falls Rub- 
ber Shoe Company, Beacon Falls, Conn. 
held a three-day get-together on December 
27, 28 and 29. 

The meeting was addressed by F. E. 
Church, President of the Company, who 
congratulated the Branch on the biggest 
year they have ever had. 

The convention was held under the 
supervision of S. R. Bush, Manager of the 
Kansas City Branch and closed with a 
dinner Saturday night, December 29 at 
the Baltimore Hotel, where each salesman 
pledged a handsome increase in his busi- 
ness for the year 1924. 


Roster of Salesmen 


The roster of the salesmen representing 
the Beacon Falls Rubber Shoe Company, 
Beacon Falls, Conn., traveling out of the 
Kansas City, Mo. branch is as follows: 


Kansas City, B. E. Joyce; Northern Missouri, 
W. E. Kaiser; Southeastern Missouri and North- 
eastern Arkansas, E. C. Durham; Southwestern 
Missouri and Northwestern Arkansas, W. P. Ellis; 


= ‘Southern Texas, D. A. Y 

& Lt, —- Southern Kansas, R. puerntens 

and Southern Nebraska, $ 8. D. 

Henn Northern eee F. E. Crandall; Colo- 
rado, W. L. Shafer 


A Prosperous 1924 
S. R. Bush, salesmanager, states that 
conditions are showing a gradual improve- 
ment and he looks forward to a very 
prosperous 1924 through the entire South- 
west. 


D. C. Davis Convalescing 


D. C. Davis, salesman for The Little 
Witch Shoe Company and the Stevens 
Soft Sole Shoe Company, Inc., of Salem, 
is now convalescing at his home in Allston, 
Mass. Mr. Davis was obliged to undergo 
a serious operation at the Peter Bent 
Brigham Hospital, Boston, in December 
last, and remained there for three weeks. 
Although Mr. Davis has lost some weight, 
he still retains his title of “The Big Man 
with the Little Shoes.” He expects to soon 
be out on the road once more calling on his 
trade with his spring line. 








A. G. STACK 


Siennew ond Bioter of Sales for A. M. Creigh- 
ton, x entire State of Pennsylvania, as 
well as Washington, Baltimore and Virginia. 








JOHN BENY 
Who covers Greater New York and vicinity for 
H. Malkins’ Sons 





“Uncle George Hale” 
Remembered 


Uncle George Hale of Hartford, the old- 
est shoe traveling salesman in the United 
States, who is now 89 yedrs old, was re- 
membered at Christmas with a substantial 
gift by a number of his old’ friends in the 
shoe business; both shoe merchants and 
traveling salesmen contributed to this gift. 
It was brought about by the efforts of 
C. N. Cogswell, John Travers, Chas. 
Haveranck, Arthur LaBonte, H. H. Chap- 
man. 

“Uncle George” wishes to thank all his 
old friends for their kind remembrance. 

“Not doing more than the average is 
what keeps the average down,”—London 
Walk-Over Store Letter. 





Miles ‘‘Makes’”’ Maine 


E. A. Miles, who travels for the Brown 
Shoe Company, makes Maine, as well as 
Eastern Massachusetts and New Hamp- 
shire for his house. 

When interviewed on Monday last, 
Mr. Miles was getting out his little car 
all ready to take a run up to Bangor. He 
said that business prospects look excep- 
tionally good to him; that only about 20 
per cent of merchants in his territory have 
placed orders for spring and that there are 
still practically 80 per cent who are soon 
going to come across. 

E. A. stated that up to the last of 
December, his business equalled that up to 
the end of last year, so that all he gets 
between now and April is “velvet” for 
him, 


Frank Rice Succeeded by W. 
J. Davidson 


Frank W. Rice, who for the past 19 
years, has sold shoes in the Empire State 
with a few towns in the Keystone State, 
for Utz & Dunn Company, has left the 
shoe selling fraternity to become the Vice- 
President of the Embury Manufacturing 
Company, makers of lanterns, Warsaw, 
N. Y., Mr. Rice’s old home town. 

Mr. Rice was a high-grade salesman 
and a great favorite with his house and 
with his customers. To the latter, Mr. 
Rice wrote before severing his connec- 
tions with the shoe trade, introducing his 
successor William J. Davidson. 

But although he is no longer a shoe 
traveler, Mr. Rice, who is Vice-President 
of the “R.A.T.S.S.,”’ says “that he always 
wants to keep in touch with his friends in 
this live wire group,” and so intends keep- 
ing up his membership in that association. 

Mr. Rice’s successor, Mr. Davidson, is a 
thorough shoeman and is heartily com- 
mended by Mr. Rice to his former cus- 
tomers. 


“Beny” Out with Spring 
“Foot-Kare” 


John Beny of H. Malkin’s Sons, New 
York City, is out covering his territory of 
Greater New York and vicinity with a 
complete new line of spring novelties and 
staples in high grade children’s shoes. The 
“Foot-Kare” brand, said he, is known 
from Coast to Coast, and is generally 
recognized as one of the leaders in juve- 
nile footwear. 

Malkin’s, by the way, is one of the old- 
est children’s shoe houses in the New York 
market. Mr. Beny is an old hand at the 
selling game, having been in the business 
18 years. He is widely acquainted and 
numbers a host of friends in the retail shoe 
trade. Up to the present time his sales for 
spring indicate that he will show a healthy 
gain over last year. 
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HE LIMITED goes thundering by. A 

powerful locomotive (the best in the 
country) followed by brilliantly lighted 
parlor, dining, sleeping, and observation cars, 
each resplendent in its luxury, each bearing 
its precious share of a well-to-do traveling 
public. Rare are the accidents to the Limited; 
seldom is it late. There’s specialization for 
you—the specialization of the railroad com- 
pany’s trained men for better service to the 
traveling public; and their Concentration on 
that particular train. 








It is “specialization, then concentration” that 
is bringing together next month in Chicago 
many of the leading retailers of the country. 














MADEeverypart | MADE everypart 
SOLID LEATHER ~ | SOLID LEATHER SOLID LEATHER 
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They are specialists in the merchandising of shoes, and now, 
for the better interests of the trade, they are concentrating 
all their energies on this national “get together.” 


When we advise “Specialize—then Concentrate” we are sug- 
gesting the course of common-sense. Successful retailers 
all over the country are specializing on a certain grade of the 
trade, and on their Men’s and Boys’ Dress Welts at Popular 
Prices they Concentrate on the CARTER LINE—the line of 
$4, $5 and $6 retailers. 


J. W. CARTER & CO. 


SPECIALTY MANUFACTURERS OF 


Men’s and Boys’ 
Goodyear Welt Dress Shoes Popularly Priced 


NASHVILLE, TENNESSEE 
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217—Cherry Lotus Polish 
265—Chocolate Elk Blucher 


5-8 84-11 11%-2 


BED ccesccccccovecsces 1.30 1.55 
1.85 


1.85 


834-11 1144-2 2%-8 
2.50 
2.50 
2.00 2.25 
2.00 2.25 
2.30 2.65 
2.30] 2.65 


In Stock 


L2023—Pat Cuff Field Mouse Top 
404— Mahogany Polish 
M408—Nut Brown Pol Mc K, Goodyear, 


Complete Stock List Furnished on Request _ 


| 
Hagerstown Shoe & Leather (0., Inc. 
Hagerstown, Maryland, U.S. A. 


January 19, 1924 
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Made in England 


*. Style 774 Guaranteed Waterproof .*. .’. 
“Lotus” at Chicago 


Visit us at the Chicago Style Show February 11-14, 
Booth 216, where we will show 


The World- Famous Lotus” Shoes 
Made in England 


All styles of Lasts and Patterns. 
All weights of leathers, from patent colt dress oxfords 
to Scotch grain hunting boots. 


See our Scotch Grain 


guaranteed waterproof Oxfords. Style 774. 
Carried in stock 5-12,A to EE, at our Boston 
Headquarters, 145 South St. 

No other shoe like it in the world. 
Exclusive agencies in your city or town. 
THE TOOMAY CO. 


Sole Agents for 145 South St. 
U.S.A. Boston, Mass. : 
OOOO CCOOCCOOCCOCOCOO 
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SUEDE NAP BRUSHES 


The Season’s Success! 


Ico 


Every customer who buys suede shoes is a prospect for a 
SUEDE-NAP Brush. Its efficiency and convenience is 
so obvious that it sells on sight. No Findings Depart- 
ment is complete without SUEDE-NAPS. 


$2.00 Per Dozen 


E. T. GILBERT MFG. CO. 


228-36 South Avenue, Rochester, N. Y. 
If Your Jobber Cannot Supply You, Write Us 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A fascinating fashion, featuring the latest 
novelty effect, a lizard trimmed leather inter- 
laced throat strap. In patent chrome and 
other leathers it promises sales which will 
accelerate turnover and elevate profits to desir- 
able levels. This 1s a typical W &F D turn, 
which means everything to be desired in pat- 
tern, fit and quality. 


Witherell &§ Dobbins (ombany 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 


Boston Office, 170 Lincoln Street 


The W & D Line Is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 


In the Boston Market by the Hub Shoe Co. 














{ *59|| 


~ 


$e. 


leeiMAlles 


MAI 


SAM kre 


2) Ves 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER January 19, 1924 


KLASIC 


e) 
nS VISIT 
oe ' Booth 28 St. Louis Section 
The N. S. R. A. Convention 


CHICAGO, February 11, 12, 13, 14 


Where you will see the desired COLONIAL AND GORING ORNAMENT EFFECTS. 
BOTH FOR THE RETAILER AND THE MANUFACTURER 


PURITAN AND PRISCILLA BUCKLES FOR COLONIALS; BEADED AND 
METAL ORNAMENTS FOR GORINGS, as well as all other new NOVELTIES 
which will be in demand for the SPRING SEASON. 


If you are not coming to Chicago, our catalogue and samples are ready for you. 
SAMPLE ROOMS NUMBERS 612 & 630 MORRISON HOTEL 


ABE MANHEIMER & COMPANY 


¢€o 


14th and Locust Sts. ; ST. LOUIS, MO. 
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Ge OR YOUR DANCING TRADE— 
The Popular “Bal Tabarin’”’ 


on New Last and New Pattern 


IN STOCK — 





The “bal tabarin” has always been a great 
seller. Because of its construction it offers 
utmost flexibility, style, comfort and wear 


Sizes 5-11 Widths A-B 


4-11 C-D 
A Goodrich Masterpiece 


$5.00 net for Men .*. 


HAZEN B. GOODRICH & CO. 


ve HAVERHILL, MASS. 

















Sr 
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Three Crawford Shoes 
for Early Spring Selling 


Oe Styles for Spring, 1924, are ready! 


That’s a mighty important announcement to 
you who know the Crawford Four Season Plan. 
There are 56 Crawford Styles for Spring—all 
“In Process’ shoes—all ready for shipment to 
you in any quantities you want right now! 
Every one of them was designed to meet the 
calls of the spring sseason—they are exactly 
right in style lines, weights and leathers. 
Three of the early spring styles—shown on 
this page—are being featured in a full page 
advertisement in Vanity Fair for February—each one individually 
in half-page ads, in March, April and May. 

And, you don’t have to load up to take advantage of this adver- 
tising—a safe and sane first order of the featured shoes so you can 
meet the demand we create—then the ‘‘In Process” Plan will enable 
you to keep level with the demand and not be overstocked should it 
drop off. 

Pretty sound merchandising, isn’t it, men? 














Brawley —A Crawford Sheffield —A Crawford Exeter—Featured in Van- 
brogue oxford for business. Oxford in high favor for ity Fair for occasions where 
Made of tan Jersey Calf on informal wear after sun- evening clothes are worn. 
the Master last. The same down. Dull black Holster Black patent colt on the 
model is in other leathers: Calf on the Pony last. Crawford Thorough-bred 
Auburn—black Whip Calf; Light weight sole, rubber last. Flexible box toe— 
Atterbury —brown Jersey heels. Exceptionally com- light flexible sole—an idea? 
Calf. fortable and good-looking. dancing shoe. 


(The (rawford Shoe 


CHARLES A EATON (3) SHOE INDUSTRIES 








Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 
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The Measure of 
Your Message 


HE measure of your message is the number of 
actual readers reached by the publications carry- 
ing your advertising. 


You may buy “10,000 circulation,” but is it delivered, 
or is it merely a “claim” of the publisher? 


The A. B.C. offers a service that will enable the adver- 
tiser and advertising agent to measure every message 
placed in the leading publications of the United States 
and Canada. 





Every day in all parts of the Continent A. B. C. auditors 
are checking the records of publishers, andtheir findings 
are tabulated in the form of A. B. C. reports. 


These reports, by the authentic, reliable, verified data 
they contain, enable the advertiser to measure exactly 
how widely his message has been distributed. 


Ask for the latest A. B. C. Report 
on the Boot & Shoe Recorder. 
It is a member of the A. B.C. 


bene TO THE AUDIT BUREAU OF CIRCULATIONS, 202 SOUTH STATE 
STREET, CHICAGO, FOR A COPY OF ‘‘THE MEASURE OF YOUR MESSAGE” 
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Extra heavy silk for the warp and four-ply Skinner’s Shoe Satins are 36 inches wide and 
cotton for the filling, together with the utmost are made in four different qualities to meet all 
care in weaving, give Skinner's the extra the requirements of the trade. Their use in 
strength so essential in shoe satins. Uniform footwear gives both manufacturer and mer- 
quality means uniform satisfaction. chant an additional selling argument. 


‘‘Look for the Name in the Selvage’’ 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Mills—Holyoke, Mass. Established 1848 
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APPROVED BY 
MEDICAL MEN 





y oO 
children‘sshoes 
VENTILATIONS complete | 


“Smooth Inside as a Miller's Wing” 


Just think of a stitchdown without a tack nor staple— 
fastened with stitches only—as flexible as a turn, and with 
a solid piece of leather between inner and outer soles where 
usually is found ground cork. 

What pleasure and profit you would have selling and 
building up a business for such a shoe! 

May we submit samples? 





The Sandal—IN STOCK 


Tan (sor— 138 
= $03—11 sa GREELEY 
522— 814-11... .. 1.85 BOUDOIRS 


$2311 4¢- 2..--.. 2.05 
5— 244-7 .35 
(se 3 ea poene are made up to a stand- 


a 3--. ++ BAB ard, not down to a price. 


White 
Nubuck 





Price however, is right to 
We can use GOOD salesmen in 
No. and So. Carolina and Virginia make your sales of Greeley 


Kia 36 pair lots Boudoirs profitable. 


M ILLER SHOE COMPANY If your Jobber Cannot Supply You, Write Me. 
SALEM, MASS. 3X A. W. GREELEY, Haverhill, Mass.5x 

















Fine Calf Leathers GOOD PAPER 


Manufacturers of is an aid in obtaining business 
Velvetta Calf— 


Tuscan Calf— haw NEWTON FALLS BOND 


P A fine textil of moderat Especiall 

Russia Calf— sued for bukees tegen ehadh the emi, ds 

sires to have ay a splendid impression—without 
cost to 


— ——__-——_— 











Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. & Made in 


From 
106 Beach St., Boston, Mass., U. S. A. WHITE ADIRONDACK SPRUCE | 
and ten colors 











. By 
The World's Largest and Most 


Beautiful Hotel For Men NEWTON FALLS PAPER COMPAN Y 
HOTEL CLAMAN NEWTON FALLS, N. Y. 
TIMES SQUARE 
43d St. West of Broadway -bE 
NEW YORK CITY eine 
sn toni al STONE & ANDREW 


Completely equipped 
py Et yy Galette Main Office and Warehouse 


finement holds omy: 

Saat coal to busy ot steeper BOSTON, MASS. 
2 18 . Sari os 

ky as = Providence, R. I.--Springfield, Mass.--New Haven, Conn. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the Shoe and 


Leather Trade 








BUSINESS REVERSES 


Slocomb, Ala.—J. C. Rigell & Son, eral mer- 
chandise, reported petitioned or jo = nob in 
bankruptcy and seedives appointed. 

ae ay Ala.—Latimer Shoe Co. (not incor- 
porated, E. 8S. Latimer, ) shoes, re- 
ported offering to compromise at 25 per cent. 

ae Ala.—Cash Clothing Co., Tnc., shoes, 

petitioned or titioner in bank- 
a Tn and receiver appoin 

Livingston, Ala.—J. H. Duke, “general merchan- 
dise, —— petitioned or petitioner in bank- 
rup 


Smackover, Ark.—-M. H. Wolff, general merchan- 
dise, putes — or petitioner in bank- 


tioner in bankruptcy. —_ 
San Jose, Cal—Lewis & Simon, shoes, reported 
ee ta — Joseph Rickel (490 E. Main 


Montiel, Fia.—c. C. Shuman, general merchan- 
ise, reported petitioned or petitioner in bank- 


— Ga.—Friedm & Co., shoes, reported peti- 
tioned or petiti he bankru a 

eC yt 4 re 

Cairo, Til Hectte Wood Shee Ca angie Eighth 
ppm pene 1 reported offering to compromise at 

per cen 

Chicago, Ill. t Charles 8S. McNally (3943 Lawrence 
ovene . reported petitioned or petitioner 

Davenport, a.—Sam Zeldes, shoes, “een 


or petitioner in bankru 
la.—Authier Style 


sine Ci 
off com; ise és a 40 er 
mreported pine 00 wo Fer con 
street) Ley ye » ~M— 


Biddeford, Me. The | Bon Marche (Abe p Gane, 
) shoes, etc., ee 


itioner in 

Adams, Mass.—William *, Lusier, shoes , reported 
assigned and offering to compromise at 25 per 
cent. 

=~ , Mass.—Perry th Co., Inc., shoe 
man ‘ 

Lowell, Mant Bam Smith Ly Shoe 
= 295 Middlesex + += reported 


compromise at cent. 
a. a. —North Shore eg Trimming Co., 
reported embarrassed or 





shoe trim manufacturers, 


suspen 

Worcester, Mass.—Lowell’s Shoe Shop 
reported itioned or petitioner in 

Westfield, Mass.—D F. McCall, 

Detroit, Mich.—Edmund B. Krotkiewicz (10235 
Jose 4 oem shoes, etc., reported peti- 
ened os or peti in bankru uptcy. 

S. Sherman (2308 Hastings street) shoes, peti- 
tioned or or petitioner in kruptcy. 

Royal Oak, Mich.—Jackson Boot Shop, shoes, 
reported petitioned or petitioner in bankruptcy. 

Minneapolis, Minn. iene Hoffman (604 Henne- 
pin avenue) general merchandise, reported 


St. Louis, Mo.—Sol Pattiz (5400 Gravois avenue) 
. shoes, etc., amnen petitioned or petitioner in 


Ashley, N a ).—Harry Rosen (Farmer's Store), 
shoes, etc., re ed. 
Orr, L. D.—Orr 


, reported assign: 
Petersburg. N. Dot =P etersbur fam me gad Co., 
as —=- 7 
.—Mrs. "Bettie Hayfer. t Union Shoe 
‘ ‘Sore shoes, reported offering to compromise at 


ad as N. H.—A. A a (622 Elm street) 


nem etc., we 
heueen - 7 etc., reported 
ossipned’ and offering to compromise at 25 per 


Pee N. J.—Louis Sherman (384 Main street) 
bm and repairing, reported meeting of creditors 


assign 
Mercantile Co., general merchan- 


Brooklyn, N. Y.—Hyman Blank (380 Bushwick 
called. shoes, reported meeting creditors 


Morris Marcovice (163 Myrtle avenue and 393 
Knickerbocker avenue) general os 
reported petitioned or petitioner in bankruptc: 
New York TCity—A. I. Hart & Co., Inc. D349 
Seventh avenue) ‘querel m erchandise, 
petitioned or petitioner in bankrup 


oo N. Y.—Cameron Shoe Co, manu- 


facturers, — embarrassed or suspended 
and offering to compromise. 

Rochester, No N. ow J.C. Arlidge, Inc., shoe man- 

ufacturers, reported embarrassed or suspended 


cent. 

S rf re- 
to compromise at 25 per cen 
Dd. i. Bra a, general merchan- 
dea, ¢ 11, Ft 2 petitioner in bank- 
ruptcy. 


Akron, O.—Louis J. Epstein (1151 So. Main 
—— 

Cle veland, 0 F Points Department Store 

.—Five Poin’ 

(15115 Se. c Clair avenue) general merchandise, re- 
ported offering to oma at 25 cent. 

Peerless Soney te (312 Superior avenue 

N W) — reported petitioned or petitioner in 


Bokoshe, 0) a.—Rabon Merc. Co., general mer- 
chandise, reported petitioned or petitioner in 
Okmulgee, Gila kla.—A. E. Andeel (The Famous) 
general merchandise, reported petitioned or peti- 
tioner in bankruptcy. 
Ponca City, Okla.—Aronson’s, Inc., shoes, reported 
petitioned or itioner in bankruptcy. 
Aronson & Brewer, shoes, reported petitioned 
or in eee 
a, Okla.—Stewart-Dawson Co., boots and 
shoes, etc., reported petitioned or petitioner in 
—Sol Livingston, general merchan- 
reported petitioned or A-- =i in bank- 


: ee —T. M. Savitch, ey etc., 
reported at cent. 
Philadelphia, Penn _ — 


compromise a per 

Rosenberg (2128 No. 

Front Street), shoes, petitioned or 
ny bankru 

~ Senker eer (23 


pa ES 


” 


Tulsa, 
dise, 


South Street), shoes, re- 


petitioned or mn in 
Pittsburgh, cer —David peakrwessy- 
ment 4 petitioned 


depart- 
or petitioner in 


enn.—Jacob Cohen (Winburne Bar- 
merchandise, reported 


i sipiis, Penn. re Malisoff (828 South 
street and 5910 Germantown avenue) sporting 
etc., reported petitioned or petitioner in 


ankruptcy. 
Port at Alleghen’ Penn. we pate . Dickman, shoes, 
Sorted petitioned or petitioner in bank- 


itvign. Penn.—J. M. Miller, proprietor (Walk- 
Over Boot 5 Sew) shoes, reported petitioned or 


oe - 8. "C. N “Snyd (La Rp 
urens, —Nai ler urens 
re) shoes, reported petition 


Goods Store) 

petitioner. in 
Westminster, 8. C.— 

chandise, reported 


etc., 


 Vigodsky, general mer- 
petitioned or petitioner in 


bankruptcy. 
Memphis, Tenn.—Joe Sarsar ge Poplar om = 
Amarillo, Texas—Smith & Parks ¥ 
petitioned or —— in bankru , 


ported ptcy. 
Pat + x nad ng Texas—Johnso: Dry Goods 
~ shoes, etc., reported petitioned or petitioner 


ptcy. 
Dallas, Texas—Fox & Congas, checny reported 
titioned or petitioner in a. 
Elkhart, Texas—W. H. Franks, gener: merchan- 
dise, reported petitioned or petitioner in bank- 


Marthall, Texas—C. C. Friend, general merchan- 
—" reported petitioned or petitioner in bank- 


Alto, ~~ a E. Boyd, general. merchandise, 
reported petitioned or petitioner in bankruptcy. 


San Antonio, Texas—N. Gossen (715 W. Com- 
merce street) shoes, etc., reported petitioned or 
petitioner in bankru 

Douglasville, Texas— ” Granbury & Son, gen- 
eral "iy bankrup reported pe petitioned or a 
tioner in ban tcy and receiver a 

El Paso. —a 4 el Lefkowitz (Victor one Ties 
and Clothin Co.) (229 E. San Antonie Street) 
(105 Mesa Kvenue), sh shoes, etc., peti- 
tioned or petitioner in 

Mineola, Texas—Roy Barner, general merchan- 
dise, reported petitioned or petitioner in bank- 
ex, and receiver appoin 

T Texas—A. Pomarantz ‘Dry Goods Co., 

, etc., reported petitioned or petitioner in 
bankruptcy. 
. Va. -—Combettend County Shoe Co. 
wholesale 1 boots and shoes, reported embarrassed 


pend: 
Milwaukee, Wis.—Royal 
chell street) — reported ering to compro- 
sicboypea,’ Wo Ovcar Stein, show, reported 
iB. . 
petitioned or petitioner in bankruptcy 


, Inc. (561 Mit- 


BUSINESS CHANGES 
Birmingham, Ala.—Burger Dry Goods Co., de- 
—s store, ) eo - a name to 
ur; 


-Phillips 
Gis, S ~M. Le iredman, shoes, etc., reported 
led by D. Silvcetein ’& Son. 
Hun he meen Park, Cal.—Clarence A. Ritch oo 
South Pacific street) shoes, reported ee 
Lester F. Gerwig. 
Pasadena, Cal.—Sam Weinstein (563 So. Fair Oaks 
ay We shoes, sold out to J. Moosafir. 
A. C. Nelson (181 E. Colorado street) shoes, 
succeeded by M. A. a 


B. Ill.—Owenby & Oitk etc., reported 
arry, y er, shoes, 
pate dissolved and pone by Haze 


“"Boulvar .—I. Grossman, ae, (619 W. Jackson 
levard) manufacturers of shoes, increased 
ital to $250,000. 

Carpenter & Telling, wholesale 
shoes, Ge a a and suc- 
ceeded by Guthman, Carpenter 

‘Se Rhodes = (311-315 W. Monroe 
street) eh = shoes, recently commenced 


Granville, 1il.—H Klein, shoes, etc., reported 
sold on daund ous business @: and moved to LaSalle, 


i. 
LaSalle, Ill—Max Wasserman, shoes, etc., re-: 
ported succeeded by Hyman Klein. 
Rockford, “Til. —-Union House (Sevénth 
street and tp , oe shoes, etc., reported 


selling or sold 

Harlan, ‘Ky-—H. 1 N. Euster’ & Co., general mer 
chandi ership dissolved and 
succeeded H.N. 


Marquette, Mich. —Harrington and Tripp, part- 
nership dissolved; Lee C. Tripp re' yooh 
P. agen, assumed obligations 

Security, Md.—Homer B. Trees, general merchan- 
dise, recently commenced business 

Boston, Mass.—Clark & DeMeritt (727 Atlantic 
avenue) ost soles, recently commenced business. 

Brockton, Mam, nc Vicwory § Co., “4 manu- 
acturers of treasurer 


retired. 
Haverhill, Mass.—Ernest D. Haseltine Co., shoe 
manufacturers, reported moved to Newbury- 


port, Mass. 
Holcomb, Mo.—Morrow General Store, shoes, etc., 
reported selling. or sold out business. 
Licking, Mo.—W. W. Cameron & Co., shoes, etc., 
reported succeeded by M. & M. Mercantile Co. 
Tulip, Mo.—P. S. Dawson, general merchandise, 
reported selling or sold out business 
Brooklyn, N. Y.—Bijou ad WA 
turers of shoes, a Weckutt 
Max Weiss (263 ckoff Rn ‘shoes, dis- 
= at Breshiva’ and moved to Union Hill, 


Coent, Fe . J.—Uneeda Rubber Heel Co., incor- 
porated $100,000 
New York, N. Y.—Aracade Bootery, Inc., 
incorporated $20,000. 
Barlin Bros. (429 “Broom street) shoe manu- 
facturers, moved to 11 Emerson place, Brooklyn, 


Kn oxviile, Tenn.—Economy Department store 
=; South Central stzent) shoes, etc., recently 


enced 
Ross, N- D.—F. J. Warner, general métehandise, 
succeeded by Ross Mercantile Co. 


Co., manufac- 
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Convention at Pittsburgh 

Pittsburgh, Jan. 15-The mercantile 
bureau of the Pennsylvania State Chamber 
of Commerce will hold its first convention 
here January 21 and 22. The convention 
sessions will be held at the William Penn 
Hotel and will be attended by retailers 
from 33 counties in the western part of 
Pennsylvania. It will mark the beginning 
of a series of similar meetings to be held 
elsewhere throughout the state. The 
Chamber of Commerce of Pittsburgh and 
the Retail Merchants Association of Pitts- 
burgh are co-operating with the State 
Chamber in making the convention a 
success. 

Walter Rosenbaum, of the Rosenbaum 
Company, Pittsburgh, is chairman of the 
general committee in charge of the con- 
vention. Mr. Rosenbaum has appointed a 
following general committee to make 
arrangements for the convention: A. H. 
Burchfield, J. Frank McCandless, A. W. 
McCloy, W. H. Stevenson, W. N. Jacoby, 
W. B. McConnell, C. E. Lorch, Leo A. 
Katz, Nathaniel Spear, F. W. H. Mc- 
Culloch, A. J. Mansmann, Charles C. 
Och, George M. Wilson, William T. Todd, 
Marcus Rauh, A. C. Terry, A. W. Verner, 
and John M. Roberts, which is being 
assisted by Edward T. Sexton, Secretary 
of the Mercantile Bureau of the state 
chamber, and Samuel C. Todd, one of its 
state representatives. 





Unfair Competition Charged 
Against Hosiery Firm 
Washington, Jan. 10—Charging unfair 
competition in trade, the Federal Trade 
Commission has issued acomplaint against 
the Durable Pure Silk Fashioned Hosiery 
Inc., of Newark, N. J. 

Three distinct allegations are contained 
in the commission’s citation: first, the 
advertising of its concern as a manufac- 
turer and the furnishing to its agents for 
soliciting purposes of pictures of the ex- 
terior and interior of a factory purporting 
to be owned or operated by the respondent, 
when as a matter of fact the respondent 
did not own, control, or operate any ho- 
siery mill whatsoever; second, the offering 
for sale of hosiery under the name of 
“Fashioned Hosiery,” which was not in 
truth manufactured in acordance with 
the general understanding of fashoned of 
full-fashioned hosiery; third, the offering 
and advertising for sale of hosiery made of 
part cotton under the brand name of “Pure 
Thread Silk Hose.” 

The commission contends that the re- 
spondent’s acts are unfair to competitors, 
and generally misleading to purchasers 
and prospective purchasers. 

Under the law whenever the commission 
has reason to believe that an unfair 
method of competition has been used 
against the public interest, it must issue 
its complaint. However, the question 
whether or not.such method has been 
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used is not passed upon by the commission 
finally until after respondents have had 30 
days in which to answer and the issue has 
been tried out. 





Varsity of Leathers Featured 


The Boston Shoe Market of Philadel- 
phia, which conducts two stores, is featur- 
ing strap pumps in black, gray, and fawn 
suede, in black velvet, in satins, patents, 
and tan and brown kid at $3.95 and $4.95. 


IMPORTANT 
TO 
MERCHANTS 


We are insuring retail shoe 
merchants today as we have 
been doing for the past five years. 
Our policy will interest you. It 
means a saving of at least 25 per 
cent on your insurance costs. 
Don’t be misled by any reports 
to the contrary. Cut this ad- 
vertisement out as a reminder 
of the first and foremost com- 
pany to specialize in fire in- 
surance for retail shoe mer- 
chants. Better still, write today 
for sample policy. 


FITCHBURG MUTUAL 
FIRE INSURANCE COMPANY 


Fitchburg, Mass. 
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MISCELLANEOUS 








“VARNUM” 


(Trade Mark) 


SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply ? 


THREE STYLES 
No. 1, 2, 3 


English, French, American 
Standard Measures 


Price No. 3 
MOST POPULAR 


$1.50 Each 


“Varnum”™ Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac 
tive fixture for the store, also a 
long wearing and useful one as 
well. 


Write Us Direct if Your Dealer 
'y You 


Frank W. Whitcher Co. 
Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 














Winpow DiIsPLay FIXTURES 
ASK FOR CATALOG 


ici me-ie--20). 1.45, 1@8) 


; it WT. 4TH ST. CINCINNATI,O. | 





“MANCHESTER” 


Mark Reg. U. S. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Nail 


The only nipper 

the right - AF 

cu 

out tacks on the inside 
of shoes. 


**Manchester”’ 
Trade Mark Reg. U. 8. 
Pat. Off. 


i are made of 
high-grade. tool_stoe 
i plated, with a 
curved jaw that en- 


ables you to cut the 
tacks close to the in- 


Be and specify 
sure 
Genuine 
“MANCHESTER” 


curved jaw when or- 


Write us direct if your 
dealer cannot supply 
you. 

Price, $4.00 


Frank W. Whitcher Co. 
Patentees and Manufacturers 


Boston, Mass. 


Branch 
161 W. Lake St. 
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Recorder rates for space less than one-eighth page per 










Payment in advance is required, 








CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word insertion. 
inimum amount accepted, sovanty tie cents. For other “Want” 


for each 


except when regular advertisers, as amounts are too small to open accounts 


Pr 1 time 7 times 13 times 26times 52 times PIB a eg Kg Ty an 
Lin........$5.00 $4.00 $3.50 $3.00 $2.50 pI A ot ee 
2in........10.00 8.00 7.00 6.00 5.00 allowed. in each advertisement for address. When ad desire 
3in........15.00 12.00 1050 9.00 7.50 capiinp tarwented dieet te Gale akivamn gua ease oF Oe 

4in........20.00 16.00 1400 12.00 10.00 ——————————— SS 














SALESMEN WANTED SALESMEN WANTED 





SALESMEN WANTED 

















W ANTED—Salesman to sell a snappy line of 
ladies” turn shoes, to retail trade in Ind. and III. 

r cent commission. Only men of experience and 
with Py references considered. Address E-553, 
care Boot and Shoe Recorder, 207 South Street, 





spring trade, commission only. Address E-554, care 


SHOE SALESMAN WANTED 


Boston, Mass. A a one distributing house has poeeee ey open he Neyer part of en oa 
a —— . “ sylvania e trade has been established there for many years. This 1s a real opportunity for 
— EN WANTED for an in stock line of a live, progressive salesman who is experienced in selling a general line. Write confidentially, 
dl 5 = children’s turns, can be carried a a giving full information regarding your experience and qualifications. Address K-594, care 
side line, “‘live wires only,” samples now ready for Boot and Shoe Recorder, 127 Duane St., New York City. 








— and Shoe Recorder, 207 South Street, Boston, 
ass. 

















Women’s, Misses’ and Children’s shoes, in the upper 


aa 
—— Shoe B der, 207 South Street, Boston, Boys as a side line in the following states: Virginia, West Virginia, 
Missouri, yn N. Dakota, S. Dakota, New 








PPORNUITY = high- a mem, point a P 
territor , to sell our popular pri welts for 4 e e 4 
women in States West of Chicago. Case lots only, Side Line Salesmen to Sell Line of High Grade Boys’ Shoes 
straight commission besis. Address E-SS5, care We are desirous of securing live and alert salesmen to carry our line of my for 





SALESMAN WANTED—An opportunity for a Idaho, Utah 
making proposition. State full particulars in first letter. Address E-563. 
— wake quitemen to represent cur line of Recorder, 815 Leather Trades Bldg., St. Louis, Mo. 


exico, Colorado, Wy 


™. 





rizona, Nevada. Only 8 to 10 samples to carry. An attractive and money- 
, care Boot and Shoe 








t of New York State and Ohio. Only those who 
ve an established trade need apply. Crescent 


Shoe Co., 159 Duane St., New York. IGH CLASS SALESMAN OPEN FOR LINE’ 


Has established record of success on women’s 





LY E AGENTS required on a commission basis and children’s shoes with big trade, wholesale and 
for the different States, New York, Boston, retail, in Eastern half of this country. Open for a 
a Denver, San Francisco and Pittsburg to live line for t season. Best of references 

lines of = ts and Gaiters for English furnished. Address E-557, care Boot and Shoe 
Mant acturers, Panky w- ave good sound connection, Recorder, 207 South Street, Boston, Mass. 


ESIDENT salesman wanted to represent a New 
York City Wholesale Shoe and Rubber firm, 
carrying a complete line. Territory, Eastern Penn- 
sylvania. Terms commission. Only those who can 
furnish excellent reference need apply. Established 


} oy preferred. Address 


E-569, care — and 


hoe Recorder, 207 South Street, Boston, M ass. 








those now representing Shoe Manufacturers pre- 


fered. Apply to Edmonds Bros. & Co., 4 Appold SALMAN WANTED to cover Maine, New 
Street, London, E.C.2 giving references etc., and amenee ag ee Mes meng throughly with Stitch- 
commission wanted. downs, Kays, Leggings. Must know the trade 





and .reside in the mg Hagerstown Shoe & 
)ANTED—Salesman with established trade in Legging Co., Hagerstown, Maryland. 
Indiana, Michigan, Northern Illinois, and 











Kansas to on commission basis one of the ANT SALESMAN who knows the trade in 
qnppies jest popular priced lines of Infants’ and Northeastern Massachusetts including cities of 
ens’ turned shoes in the country. Can be Boston and Cambridge,—McKays, Stitchdowns, 
pny in ——— with another non-conflicti Leggings. H town Shoe & Legging Co., Inc., 
line. Must be a producer. In first letter give Hagerstown, Maryland. 
particulars as to experience, lines ~_ and terri 
covered, ther with references. H. H. Freeland, GALESMAN WANTED to carry as either a side 
Rochester, ew York. line, or a main line, on a commission basis, a 
sna in-stock line of Women’s Welts and McKays. 
ALESMEN WANTED to side line of T open, Pennsylvania, Ohio, Michigan, 
medium grade men’s and boys’ ~ oes. All terri- Indiana, New York, New Jersey, Texas, Louisiana, 
tory open. Write stating experience and references. Alabama, Georgia and Florida. Sample line —e = 


Stock proposition. Ad E-556, ome Boot and five details. x Siross dress E-559, care wast and Shoe 
Shoe Recorder, 207 South St., Boston, Mass. ecorder, 207 South Street, Boston, M ass. 


THE HIGHEST GRADE SPORT 
SHOE OF ITS KIND 


Men now engaged in selling a high grade line either of women’s dress 
shoes, or men’s, or both, will find it decidedly profitable to handle as a 
supplementary line the highest grade sport shoe of its kind in the country. 
Liberal commissions to salesmen who have the nerve to pass up an order 
rather than to place this line in a second grade store. The manufacturer is 
well financed—his product is a proven success. He is protected on many of 
the features of his shoe by basic patents. His advertising is as high grade as 
his merchandise and salesmen will be paid full commission on orders 
of 4 prs. and over received from dealers as a result of this advertising even 
though the buyer may never have seen our representative. , 

During 1923 at least a score of dealer accounts were opened without 
personal solicitation and wholly as a result of this advertising. If interested, 
write and tell us what line you have now and what territory you cover. 
Address E-561, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 




















ANTED—Old established 
full fashioned silk hosiery desire = salesman 

ed business among the better 
on trade to handle their fermen 1 line on a commis- 


with well established 
= Dest. Exceptional o 


yportunit 
conte be handled as an addition to 


turers oj 


as line can 
oe line. State 


reference and territory now being covered. Address 
E-558, care Boot and Shoe Recorder, 207 South 


Street, Boston, Mass. 





IVE WIRES well acquainted with the trade in 

Philadelphia, Pittsburgh, Detroit, Cleveland, 
Gwe on New Orleans, as —— ~ —— for 
a Jo ouse, carrying a snappy line of Women’s 
— e floor. A wonderful line 
to retail at $5.00 and $6.00. Sample line ready. 
Write or wire Stern Brothers Shoe Company, 40 
Lincoln St., Boston, Mass. 


Welts and McKays on 





WANTED—Strictl 


ern & Western Ohio, 


Towa, Kansas, Hdiwedhes | 






enced salesman for IN ‘STOCK. LINE of 
WOMEN’S NOVELTY AND EASY SHOES. 
Eight per cent payable — 
vances. About 70 samples; no << to 
short, ~ eeerean meee side line. 


TERRITORY OPEN 


Illinios, Chicago, Eastern New York, Wash- 
ington, Oregon, Wisconsin, Michigan, 
Western and Southern Texas, Minnesota, 
Indiana, West ye Pittsburgh, South- 


No Ad- 


ippi, ‘Alabama, 
ontana, Da- 





Western 
Angeles. 


kotas, Kansas City, om. New ee 
- = , San F; d Los 





THE WESTCOTT WHITMORE CO. 
Syracuse, N. 








Milwa 





Milwaukee Work Shoes 


STEVEN Sere s wants THREE more 


lesmen. VIR- 


Honest-to- Salesm 
GINIA, IL: INOIS, IOWA. If you can 
SELL 


STEVEN sensi ig b cerrerniamats 
ukee, 











= 
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SALESMEN WANTED 


SALESMEN WANTED 





AGCEPTIONAL OPPORTUNITY for four = 
honest-to-goodness to 

Progressive Shoe Manufacturer, making a Novelty 
Line of Women’s Welts and McKays. Price average 
about $3.35, making a fine $5.00 retail proposition, 
to the Chain Stores, nt Stores. += large 
retailers. Only those acquainted with the Case Lot 
Buyers need apply. Terri open, Baltimore and 
the South; Pennsylvania; he Middle West, and 
Denver West. replying. = ~~ = long on 
present territory, a sa ‘or past ee years 
Address E-560, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


ANTED—A good ith 

trade for Turns 1 ese 3's to 8" "sand 8 44 to 11 
also Stitchdown Flexible line, selling the large retail, 
department and chain stores. A first class position 
for the right man. Address Little Witch Shoe Co., 
144 Washington St., Salem, Mass. 


ALESMEN—To carry complete line of stitch- 

down and welt sandals and oxfords. Can carry 
as side line if desired. Give references and territory 
covered. Address K-593, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 


Sort Soles M i | inted with 

jobbing House aon and Shoe stores to 
sell side line, our Boston made Soft Soles and 
Moccasins. Boston Baby Shoe Mfg. Co., 84 Cross 
St. Boston, Mass. 


ANTED—Sal to sell lar priced line 

infants 1-6 flexible turn shoes of merit, in con- 
nection with line now handling; fifty styles in 
stock ; 7 per cent commission. Good territories open. 
Give references, how long sold aT line, age, 
annual sales, etc. Elam Shoe Mfg. 16 Columbia 
St., Boston, Mass. 


ALESMEN WANTED—Wanted experienced 

salesmen who are acquainted in the states of 
Michigan, Mississippi, Tennessee, Kentucky and 
Alabama, to sell our popular priced novelties in 
Children’s turn shoes, made in sizes from First 
Steps to 11 44-2 misses’. Strickly stock proposition. 
We pay 6 per cent commission, and pay prompt. 
§ ples now poate. Flexible oh ompanv, 
Rochester, 








hitched 


























SALESMEN WANTED—We have 
opportunities for A-1 salesmen to 

popular priced line of Children’s turn shoes. Up to 
the minute in style. Sizes run from First Steps to 
Misses’ 11 }4-2’s. We pay 6 per cent commission. 
This is a stock proposition. Samples now ready. 
Quality Shoe Compauy, I 5 ote Ue 


WANTED — Experienced salesmen, preferably 
one a ainted in territory who has sold a line 
of high grade men’s dress shoes and can build shoes 
to buyers specifications, Must be a Salesman of 
ability and come well recommended. One eeery 
consists of North Dakota, Montana, Washin: 
Idaho and a tion of Oregon. Another cquiters 
consists of Oklahoma, one uname and Western 
Florida and one Kansas and Eastern Nebraska. 
Established wate in all territories. Strictly com- 
mission Nunn, Bush & Welden Shoe Co., 
Milwaukee, Wis. 


WANTED—Good smart shoe salesmen for New 

England states and other terri to sell a 

short yd —y merchandise. Address E-538, 

care ——* and Shoe Recorder, 207 South Street, 
ton, Mass. 


rea & OPPORTUNITY— ~Manufacturer of 
short line of Men's “Snappy” Dress Welts has 
good ao - in all sections +4 men who can pro- 
tably handle this line —_ one other non-con- 
flicting line. Retail Prices $5.00; $6.00; $7.00. One 
grip of sam Liberal commission. Sample 
ready now. oods in stock. Investigate now by 
mail or arrange now for interview in Chicago, 
February 11 to 14. Address E-542, care Boot and 
Recorder, 189 W. Madison St., Chicago, II. 

















FELT SLIPPERS 


Experienced salesmen wanted 
by large manufacturer of felt 
and satin slippers. Applicants 
must have experience selling the 
jobbing trade in the following 
territories: New York, New Eng- 
land, Pennsylvania. Commis- 
sion basis. Address, giving full 
particulars, K-592, care Boot 
and Shoe Recorder, 127 Duane 
St., New York City. 





Salesman 
Needed 
Immediately 


to sell our specialty line of McKays 
in CALIFORNIA, south of San 
Francisco, ARIZONA and NEW 
MEXICO. 


In our Cincinnati plant our grades 
run from $4.60 to , and in our 
Louisville plant, $3.50 to $4.85. 

The man we hire must have a clean 
record an a worker, for the 
strength of ourline is worthy of the 
consideration of salesmen of the 
highest calibre. We are devoting our 
entire attention to light sole foot- 
wear at popular prices, for which 
there is such a great demand. We 
prefer to hire a salesman who is now 
selling women’s shoes, and is 
thoroughly familiar with the terri- 
tory, and a high grade character 
who could be associated with us for 
a period of years. 

Give full details as to age, lines 
represented, etc. in first letter. All 
information held confidential. Ad- 
dress reply to Frank X. O’Brien, 
Vice-President 


The Holters Company 
THE UNITED STATES SHOE COM- 


Cincinnati 


GALESMEN to carry a side line of Raucraft 
High Grade Stitchdowns for the Retail 
trade. Give full particulars and references 
also territory being covered. Kansas, Missouri, 
Illinois, Indiana, Oklahoma, Mississippi, 
Louisiana. S. Rauh & Company, 310 6th Ave., 
New York, N. Y. 





WANTED—Experienced shoe salesman for 
Indiana, established territory, Wisconsin 
Manufacturer of Men’s and Boy’s work shoes. 
ddress E-536, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Til. 


ANTED—Salesmen to hog the well- known 
line of * “Tootsies Better Babies Shoes” and 
“Tootsie Hikers.” Can be carried with non-con- 





January 19, 1924 


SALESMEN WANTED 


WANTED— Experienced s: salesman to sell in New 
York State on commission 24 styles opt. Give 
it. Give 





welt arch support oxfords. In Stock 
references. Edwards Shoe Co., Owego, N 


SALESMAN residing in Philadelphia to 
cover Philadelphia, Baltimore, Wash- 
ington, and Virginia with a side line of 
High Grade Stitchdowns for the Retail 
Goods and Shoe Stores. Give refer- 
ences and full particulars. S. Rauh & 
ny, 310 Sixth Avenue, New York, 


Wanted: Three experienced shoe sales- 
men—Wisconsin Manufacturer of 
Men’s and Boy’s work shoes, hi-top 
boots and pacs for North Dakota, 
Southern Minnesota, Iowa and North- 
ern Missouri. Excellent opportunity 
for hustlers. Address E-562, care Boot 
and Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 





SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an opportunity to salesmen 
with ability, to sell one of the best 
known men’s fine shoes in America, 
of first quality, solid leather. A factory 
that is recognized as being foremost in 
shoe construction. 
Immediate attention given to appli- 
cants that can furnish a 
pumemenee that shows they were 
leaders in their organization as sales- 
men. Must be able to finance them- 
selves, and come to the factory for per- 
All correspondence 
Address E-477, 
hoe eens 207 
South St., Boston, Mass. 














POSITION WANTED 


GUPERINTENDENT, systematizer and origina- 
tor of new styles, would like to connect with a 
reliable concern manufacturing leather and felt 
house slippers. Address K-589, care Boot and Shoe 
Recorder, 127 Duane St., New York. 








flicting line. Highest rate of commission. R 
required. The Mater-Mack Co., Rochester, N. Y- 


XCEPTIONAL qpemtanite for salesman to 

handle a nationally known line of ladies’ turn 
comforts, sandal, oxford and ish boot, boudoirs 
in colored leather and quil satin (leather soles 
and heels), ballet slippers, soft and hard toes, 
gymnasium slippers. In stock, and profitable mail 
order repeating proposition. Can 
side line 10 samples. Address E-524, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ANTED—First-class salesman to 














. . . 
Special Side Line 
1GRIP 12 SAMPLES 
Mens Dress Welts In Stock 
To Retail At $5.00, $6.00, $7.00 
TERRITORIES OPEN 
New England North Dakota 
Eastern N. Y. New Mexico 
New Jersey Color: 
Delaware Wyoming 
Georgia Montana 
Florida 


Leuisiana 
Missouri 

Samples Ready Now, State Clearly 
Territory You Cover and Kind of Shoes 
You Sell. Address E-564, care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 











XPERT SHOE MAN, live wire, 16 years 

experience in wholesale, retail, also auction 
Age 31. Married. Address K-590, care Boot and 
Shoe Recorder, 127 Duane St., New York. 





HELP WANTED 


GHOE CLERK—WINDOW TRIMMER—Ex- 

shoe clerk and window trimmer 
wanted by fast growing concern with four stores. 
Good salary and opportunity for advancement. 
Married Man preferred. Address E-567, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 








LINE WANTED 


WANTED— Live wire line of Women's Flexible 
McKays and i. for wholesale trade on a 

commission basis from dependable factories, by 
long established Boston Selling mts. Address 
E-533, care Boot and Shoe R as 207 South 
Street, Boston, Mass. 








HAYE six year’s experience in Greater New York 
and vicinity = established trade. Am at 
present employed but would consider manufac- 
turer’s line of repute to handle exclusively. My age 
is 25. Good appearance. Address K-591, care Boot 
and Shoe Recorder, 127 Duane St., New York. 





TRAVELLING — 7 with 15 years experience. 
Large following well = in Northwest, 
wants — men’s or women’s shoes, 
Best of meeness. © ~ I. Brown, 820 Terminal Sales 
Bidg., Seattle, W. 
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OPPORTUNITY 


WANTED TO PURCHASE 





T° LARGE OPERATORS—We have a wary Oa — 

and modern factory for 

my Ap ae ee 

Joo! lor a man r can use a 

output, one who can feel our factory is we part of our mak- 

shoes to his ideas, his deliveries and his prices. 

e are an old established house with plenty of 

capital and the best me peed in the country. If 
ou are a large disposer of shoes, you need a young 

ive bunch to cupply ¥ you with the 

factory located in the Brockton distri Address 

E-546, care Boot. a Shoe ke mg 207 South 

Street, Boston, Mass. 





PARTNER WITH 
CAPITAL WANTED 


Manufacturer with an old established 
and well known shoe manufacturing 
business, which is highly specialized, is 
desirous of securing as a partner a 
young man with merchandising experi- 
ence and some capital who can act as 
sal for the busi and take 
an active part in the management. The 
product of this factory is well and 
favorably known in better class stores 
throughout the Country and a splendid 
portunity for good profits is offered. 
There i is an opportunity to expand this 
business right now and some additional 
capital is needed. For further particu- 
lars address E-566, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


























CASH PAID 


for entire shoe stocks or stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 
KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N. Y. 
Phone Canal 0679 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
os 6874 
WILL 
SOY {star te STOCKS CASH 


Sergsinc ie in shoes always on 4 for special 
sales and bargain basements 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your sur- 
plus or slow sellers. Quantities no object. Retail 
yy term leases taken off your 
oe or 9 Correspondence con- 
fidential. 1890. 
papasd Seress, How Vouk C2 
Street, New ty 
We also purchase clo ag hats, furnish- 
goods, eto. ne Canal 9633 











FOR LEASE 


HOE DEPARTMENT TO LEASE in one of the 
best equipped men’s clothing store. Drawing 
from 200,000 te 250,000. Outskirts of Pittsburgh. 
Wonderful opportunity for a good men and boys 
proper plead shoe department. Provision made fo for 





Kalter Cerf. Mercantile le Co. Inc. 
591 Broadway, N. coy 
Phone Spring Sico-sielsi 











direct entrance into shoe department. [ 
action is necessary. Further information write to 
Kaufman Brothers, East Liberty, Pa. 





FOR RENT 


R RENT—Harrisburg storeroom 100 per cent 
location, just the spot for a shoe store, 17 foot 
front running back 50 feet and widens to 28 feet, then 
running back to a full depth of 105 feet. Communi- 
cate direct with P. Magaro, 410 Market Street, 
Harrisburg, Pennsylvania. 








FOR SALE 


FOR SALE—Up-to-date Ladies Shoe Store on 
main business street, Southern City, te 

65,000. Store has long lease, low rent. Desiring to 

sell t other b ions vents 
oper attention. Address Box E-568, care it and 
oe Recorder, 207 South St., Boston , Mass. 














FOR SALE 


Men’s, Women’s and Children’s, 
Popular Priced Shoe Store with Shelv- 
ing and Fixtures, Clean Stock, long 
Lease in Bethlehem, Pa. Address E-565, 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 














WANTED TO PURCHASE 








We bu and a at price 
lor retails whcleme heal of shoes or any 
object. 


BROOKLYN PURCHASING SYNDICATE 
FRANK W ae 


610 Broadivay, 
Phone Stagg is? 














MISCELLANEOUS 





Richmond 


70 West 46th Street 
Between Fifth Ave. and Broadway 
NEW YORK 
Convenient location 


For motorists in the heart of the 
Amusement section. 


Garage near by. | Moderate prices 
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No. 5393 Florence In Stock— 
Black Kid Dova, Two-strap 
slipper. Welt sole, last 206, 
with 13-8 vas heel. AAA 
to D up to size 10. Price. .$5.50 











Arch Rest dealers are constantly telling us of the 
wonderful repeat customer business they are get- 
ting. There is a reason for this. We make the Arch 
Rest shoe first, to be a better wearing shoe. And 
with this wearing quality, we combine theadvantages 
of style and fit. Hence, more Arch Rest dealers are 


being added each week. 


CHICAGO 

During the National Convention the Arch 

Rest line, as well as our regular line, will 

be on display =: : 3 $ : : 

pal ay ho Sod : at 
= =o ae 1. Booth 175, Coli 

— — a “i Southeast corner ir woo ey 
lo, 2. Sherman Hotel 


3. Our Chicago Office, 211 Secur- 
ity Bldg., 189 West Madison 
Ave. Telephone, Franklin 1332 


Jrelrving Drew Co. 


PORTSMOUTH, OHIO 
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THROUGHOUT THE NEW YEAR 
1924 FOLLOW THE STYLE WITH ROGERS 1924 





1924 
SHOES 


med Turn, 15-8 Full Covered Spanish Hoel. ALRE ADY B4550—Gray Buck, Gray Calf Front 
toc $5.00 pardon Term, ba Corned Heel. "AtC. .$4.75 


- B4554—As Illustrated, Biack Satin Gun No. B4552—As Illustrated. Airedale Buck, 
Metal Calf Trimmed. A to C $5.00 


Russia Calf Trimmed. 9-8 Heel. A to C. .$4.75 
(25e. per pair less in 36 pair lots) No. qNSE Ao Tiustreted._ Black Satin. Gun 
Metal Calf Trimmed. A $4.7 


(25e. 5 26 








for 
Immediate 
Delivery 


———3 


IF IT’S NEW 
fap hen Watecetees | WE HAVE IT 


No. a yA ceagpened, Gray Buck, Gra 
Calf Trimmed. A 00 


elvet, All Patent, Gray Buck, 
(25e. per + - Tos i in 36 pair lots) 


The lar gest Ce. ieee 4.75 


Women’s 
Exclusive 
Specialty 
Shoe 
House 
in 
New England 





No. B4500—Black Suede Gun Metal Caif 
Front Lattice, Imitation Turn, 8-8 Covered 
ao AtoC $4.25 





No. B4725—Patent Leather Sandal. 
Terms 2% 10 Imitation Turn, 6-8 Leather Heel C width. .$3.25 
o. B4503—As Illustrated, Black Satin, Black No. B4726—As Illustrated, Black Vici Kid. 
Susde Trimmed. Aw t ~ =, $4.25 Net 3 C width $3.25 


No. pesee—fe Mastrated, Gray Buck, Gra No. B4727—As ppetestet, All Gray, Airedale 
Kid Trimmed. A . 25 F. 0. B. Boston and White Buck. C wid $3.50 


$4. 
» This shoe in 18 fuli Covered Spanish Heel No. B4730—All White Eid also Red, Green 
25c pair extra. and Blue Kid. C width ’ 
... (25e per pair less in 36 pair lots) (25e. per pair less in 36 pair lots) 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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The “Adora” shoe typifies a standard of turn shoemaking which the most 
discriminating buyer can endorse. It is representative of a line which is adored 
for its advantages to both buyer and seller. There is more in profit and satis- 
faction to the “Adora” shoe than imagination can reveal. Experience selling 
and wearing the “Adora” shoe tells the story. 


tN 


> (os 
7 
SSN 


THE “PEARL” 


An “Adora” pattern for Spring. Shown in white kid, can be had in 
all other leathers. Carries a 10-8 wood covered heel. There is selling 
power to this style which you should belt to your business at once. 


tr; & rns Shoe Copa 


Seabrook. N. HL 


Chicago 
Boston New York 
215 Essex Street Marbridge Bidg., Room 433 Chicago Blidg., Room 810 


Address all correspondence to the factory 


\N 
NES 





207 South St., B Mass. E das 
Vol. 84 No 19. Published every week by the Boot and Shoe Recorder Publishing Company, . . 2 
ter April 15, 1922, at the Post Office at Boston, Mass., under the Act of Congress of March 23, 1879. Subscription price, $5.00 a year. Printed in U.S.A 
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Janners | 
Levor Grain Kid 
Cabret 
Levor Grain Goat 
evrettes 
New York jena rl Boston : p pif ly 
mena Ayre “y StLouis mom nant J ? Boe 
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Style No. 0145 

















Says — 
“Handshaking and Headshaking at Chicago” 


‘‘Dame Fashion is going to be much in evidence at Chicago, but dealers 
have seen the fancy lady drive many a shoeman to the wall. Wise 
dealers might smile and applaud frivolous style but business comes 
before pleasure and dealers who intend to build backbones instead of 
wishbones for their 1924 business are going to fall back on business 
building staple comforts. 


“The FISHER Comfort shown above is a ‘bread and butter’ staple that 
will fill the till. Stylish lines conceal the real old-fashioned comfort 


inside.”’ 
IN STOCK 


No. 0145, Turn—Made on Dress Last of High Grade Black 
Kid. Sheep Sole Lining and Quarter Lining. FLEXIBLE 
SPRING-STEEL Arch Support. 12-8 Wingfoot Rubber 
Heel. Sizes and Widths In Stock—B, C, D, E—21% to 9. 


PRICE $2.15—5%—30 DAYS 


20M PORTS 


ISHER Of 
OT SHER) 


J Boston Office: 216 Lincoln Street Chicago Office: 189 W. Madison Street 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Men are demanding lighter shoes; 
GLAZED KID is the answer 


Nepean manufacturers report a decided call for 
—___ lighter “Tighter [shoesfof lighter [leathers fin spring and 
summer, ‘orders—and that men are seeking relief from 








heavy “‘brogue” types of footwear. 


Naturally, this means more men’s shoes made from 


glazed kid. 


Merchants will find this tendency a decided benefit to 
their business, for careful retail store records show that 


GLAZED KID WILL SELL MORE SHOES. 


Glazed kid once worn, removes a man’s dread of break- 
ing in-new shoes. 


Amalgamated Leather Companies 


INCORPORATED 





22-24 North 5th St. . Philadelphia, Penn. 


BS NEW: YOR Factories: Wilmington, Del. 
O-mr0e oes we? 
. te SHARK ( REGIS of 
"TaTes parent 
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UALITY, good workman- 
Q ship, faultless fit, and 
unusual style distinction, now— 
as in the past—afford the best of 
reasons why so many retailers 


prefer 
“Style Shoes of Quality” 


No other line of shoes for women 
offers more in value, or gives the 
customer better service. 


—o— 
See Our Display 
AT THE COLISEUM, BOOTH 194 


National Shoe Retailers’ 
Convention 


Chicago, Illinois Feb. llth-14th 


Style B487-F 
Women’s black ooze quarter and vamp, patent col- 
A and straps, Nancy entwined strap sandal, Mc- 
sole, Savery last, 134 inch covered full Louis 
had with rubber top lift. 


$6.25 
NOT IN STOCK. Can make and ship in 30 days. 


Style B544-F 
Women’s white kid quarter and vamp, Scotch yrey 
kid vamp strap, lace stay and strap on quarter, 
Therese 6-eyelet oxford, turn sole, Savery last, 134 
inch covered full Louis heel. 


$7.50 
NOT IN STOCK. Can make and ship in 30 days. 
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Shoes at right, shown 
by courtesy of 
A. Garside §3 Sons 


Long Island City, N.Y. § 


Made of 
“Vode Kid 
Color 70 

Jack Rabbit 


Quarter Lining 
of the same 
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or Colors 


Shoes at left, shown 
by courtesy of 
S. Weil 8 Co. 

385 De Kalb Ave. 
Brooklyn, N.Y. 
Made of 
ryode Kid 
Color 17 

Airedale 
Quarter Lining 
of the same 
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"Vode Kid 


Watch the Colors Bloom 
at EASTER and After 


Orders for spring indicate that colors will play an important part 
from Easter on through the summer. 


Our color chemists have looked to China for inspiration, and 
their new shades in reds, blues, greens and yellows are being 
warmly received. 


Then there are our very appealing shades of Gray, Fawn, 
Airedale, Apricot and Browns. 


ALL “Vode Kid Colors have that richness and brilliance in 
shade that produce “live-looking” shoes. Be sure to ask for 
“\ode Kid in placing your orders, and you won’t get a “color 
weak” result. 


Shoes for the occasion and the style trend of shoes in 
colors to harmonize with dress materials will mean 
increased business for stores who cater to the 
discriminating. 


A decided finishing touch to the shoe—quarter linings of GRAY, 
WHITE, CAMEL, GOLDEN BROWN, AUTUMN BROWN 


and FAWN shades of “Yode Kid. These also lessen crocking of 
hosiery. 


The Standard Kid Co. 


Headquarters Boston, Mass. 


CINCINNATI 
CHICAGO ST. LOUIS 


NEW YORK 


PHILADELPHIA 


it 
¥ 








Color 17 AIREDALE 

Color, 19 CAMEL 

Color 1172 BOMBAY 

Color B GOLDEN BROWN 
Color A HAVANA BROWN 
Color 222 AUTUMN BROWN 
Color 50 WHITE 

Color 51 FAWN 

Color 111 TAN 

Color 9 FOG GRAY 

Color 70 JACK RABBIT 
Color 770 ORIENTAL PEARL 
Color 6 CHINESE YELLOW 
Color 38 BLUE 

Color 39 MIDNIGHT BLUE 
Color 740 LIGHT BLUE 
Color 48 LAVENDER 

Color 147 PATRICIA 

Color 340 CLOISONNE 

Color 46 RED 

Color 246 LACQUER 

Color 346 COSMOS 

Color 61 MEDIUM GREEN 
Color 361 YU CHI 

Color 161 KARA 

Color 62 APPLE GREEN 
Color 546 CHINESE RED 
Color 211 YUCATAN 
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Restored Confidence 


N° one can please everybody all the time, so it is only 
natural that even some of our oldest customers some- 


times try a substitute for Creese & Cook leathers. 


But it is most gratifying to observe that most of these men 
come back to our leathers after experimenting elsewhere. 


Comparison Is Sufficient to 
Restore Their Confidence 


—in— 


TONY TONY 


(Reg. U. S. Pat. Off.) (Reg. U.S. Pat. Off.) 


BROWN T A N 


— and — 


TONY 


(Reg. U.S. Pat. Off.) ° 


R E D 


CREESE & COOK COMPANY 


SALESROOMS oy OFS TANNERIES 
95 SOUTH ST., BOSTON Wie San DANVERSPORT, MASS. 
4 E ‘ ‘ iN 


P. A. HENRY & CO. \ ds SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. “$ 39 SPRUCE STREET 
Leather Trades Bldg., St. Louis, Mo. Roe OS NEW YORK CITY 





— 
i 
& 
~ 
s 
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Huag- Tite Ankle 


B464—Mecca Lotus Calf, Southern Tie. 
Tan Alligator Calf Top, Flexible Box Toe, 

Wingfoot Heel, ~Grade Full Grain 
Counter, A-Grade, Oak Outsole, Radio 

t. B.C and D... . $4.60 
B466—Black Bearded Calf. Souther Tie. 
Radio Last. Same Style as No. 464. .. . $4.60 
B465—All Patent Leather, Southern Tie, 
Radio Last. Same Style as No. 464. . .$4.60 


In Stock for Delivery February 20th 


‘‘Beals-Pratt”’ specialization on popular priced 
Men’s Goodyear Welt Dress Footwear — enables 
merchants everywhere to concentrate on one line in 
satisfying their entire trade—the ‘‘Beals-Pratt”’ line 
priced so as to show excellent profit at $5.00, $6.00, 
$7.00 and $8.00. 


Faultless in Style. More quality “‘at the price” than 
competing lines and a big in stock department at no 
additional cost for single pairs. You size up whatever 
you want at same price as your full case orders direct 
factory shipment. *‘Best at the Price”’ is our policy 
not merely our slogan. 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee Wisconsin 








Q 
E 
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They're all coming to 
DRYDEN D Double “Wear, 
















SPORT SOLES 


Booth 184 
at N.S.R.A. 
Convention 


Coliseum, Chicago, Feb. 11-14 
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Its a Hit! 


For all sport shoes in 1924, VULCREPE SPORT 
SOLES will be the thing! 


So say most dealers and manufacturers who 
have seen it. 


Dryden Double-Wear VULCREPE Sport Soles 
make shoes more saleable because they are 
sporty in appearance. VULCREPE is comfort- 
able because it is as soft and springy as a sole 
can be that is firm enough to afford protection 


from stones and sharp objects under foot. 

New, but not untried, for 

VULCREPE is of a compound All the advantages of Unvulcanized crepe with 
that has successfully stood none of its disadvantages. 

every test of wear. The 
knurled tread surface gives a “There’s Double Wear in Every Pair.” 
sure, firm grip on either F 
pavement or turf. 
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REPGO DYE 


* coloring black, all kinds of russet 
her shoes. 
. SHAKE DIRECTIONS 
it tomaghi eee before using. Clean t he 
a be shoe laa Apply the dye freely and evenlfy | is 
e with a hand or machine brusb- Do not ~ 2 
Ts. 


= al 
tan 2a 
- . “ 


BT we a, IMPORTANT 
eather: auie: the can to stand open any longer 
eu a If, however, evaporation takes place 
“ eaditon add a little wood or de 
8h UNITED 
_S8F REPAIRING MA 
“8 COMPANY 
BOSTON, MASS: 





yeing black, 
r, whether new or old, | 


For Sale by Shoe Findings Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 
J. K. KRIEG, 39 Warren Street, New York 


UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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SEE THEM AT THE SHOW 


Here is a long line of women's footwear embracing all the 
newest novelties and many of the more conservative styles 


to meet present day demands. 


And the best of it is from 


the dealer's standpoint the goods are in stock for quick 


shipment. 


A postal request and you get our new Spring catalog. 


No. 136 
Price $4.50 


Patent Qne Strap Dolly, Cut Out rter and 
Saddle, Single Sole, Military Wood Covered 
Heel, Newport Last. AA toC. 


No. 135. Same Style in Black Suede. Price $4.85 


No. 139 
Price $4.85 


Silver Suede Cut Out Patsy One Strap, S — 
Military Wood — = ig Newport 


No. 140. Same in Whe Oi Price $4.50 





Rooms 615, 616, 





On Display at Chicago, February 11-12-13-14 
Booths 121, 122, Coliseum 


La Salle Hotel, 


Chicago 








Ne. 128 
Price $4.85 


Black Suede Cut Out Two Strap, Dull Kid Straps, 
Single os Military Wood Covered Heel, 


Last. AA toC. 
No. 129. ae. utumn Brown Suede. Price $4.85 


No. 174 
Price $5.00 


Black Suede One Strap Dolly, Cut Ove Qovreer, a 
Saddle, Single Sole, Full Spanish Louis Heel 
uclid Last. AA to C. 
Price $4.65 


No. 173. Same Style in Patent. 


Thomson-Crooker Shoe Co. 


18-26 Station Street 


2  ? ee ¢ ee 8 eee eee eee 


Boston, Mass. 
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St. Louis the World’s 
Greatest Shoe Market ‘xi. 


NODA Will Welcome You at the NA 


——" _N. S. R. A. Convention 


at CHICAGO 


DHA 


ON yOuR WAY TO THE 








The National Shoe Retailers’ Convention will be 
held at the Coliseum in Chicago, February 11-14. 


As in previous years St. Louis will be ready and waiting to 
greet you at the front door. 


With our cordial welcome we will show you the most comprehensive and 
attractive exhibit of shoes ever brought together on a similar occasion. 


All our efforts will be used to make your visit both pleasant and profitable 
and we cordially invite you not only to see the St. Louis group display, 
but also to visit our headquarters at the Morrison Hotel. 


Join Us at St.. Louis 


The St. Louis Shoe Manufacturers, Wholesalers and Retailers 
invite you to join them in making the trip on their special train, 
leaving St. Louis Saturday, February 9th, at 11:45 P.M., over the 
Chicago and Eastern Illinois Railway. The comforts and conveniences 
of this splendid, all-steel train have been prepared especially for you and 
reservations may be made through Mr. Julian Samuels, Chairman, 1214 
Washington Avenue, St. Louis. 


We invite you to arrange your trip, if possible, so as to spend all day Feb- 
ruary 9th in St. Louis where we will keep open house at Rooms 222-224-226 
Hotel Jefferson, St. Louis, where you will be cordially welcomed. 


Come and Join Us 


The St. Louis group display at Chicago will be maintained by the follow- 
_ ing St. Louis shoe houses who will occupy booths as indicated: 


Boyd-Welsh Shoe Co. 

Brauer Bros. Manufacturing Co. 
Brown Shoe Company . 

Capitol Shoe Makers 

Central Shoe Co. ... 

F. C. Church Shoe Co. . 
Friedman-Shelby Shoe Co. 
Hamilton-Brown Shoe Co. . 
Huette-Bourquin Shoe Co. . 
Johansen Bros. Shoe Co... . . 
Johnson-Stephens-Shinkle Shoe Co. 
W. H. Lampe Shoe Co. 
Lund-Williams Shoe Co. 


McElroy-Sloan Shoe Co 

The Moore Shoe Co 
Pedigo-Weber Shoe Co. 

Peters Shoe Co. 
Roberts-Johnson-Rand Shoe Co. 
Samuels Shoe Co 

Shoe Specialty Manufacturing Co 
Travaso Shoe Co 

Tweedie Footwear Corporation 
United Shoe Manufacturing Co 
Vinsonhaler Shoe Co 

Wizard Foot Appliance Co 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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‘Have you seen the 
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FOR MEN 
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The soles of your feet are 
not flat ~but-the innersoles 
of your shoes are ~ Why ? 





Bester Infames to comael den cieutiins nie taadiieehusto. 








Evans 


Truth is the Stability 
of Industry 







In submitting the service talks which will 
appear with our advertisements in subsequent 
issues of the Recorder, I lay no claim to originality. 
The suggestions put forward are made solely with 
the hope that they might benefit the industry as 
a whole. 









CHES 









It is quite possible a leather man is too far re- 
moved from the ultimate consumer of his product 
to know as much as he should know to promul- 
gate valuable suggestion. To so compose words 
and phrases as to express truths, whether new 
ones or old ones in new form, often brings new 


J tandardize on 












EK vans Brands ; 





{LO} 


revelation of the same to the mind, which, in 
turn, suggests new application to ever changing 
conditions. 





Hh 


Man soon dies, truth alone lives. It is truth 
proclaimed and enacted that continues to live and 
walk in the minds of men. If these little messages 
expound a few helpful and wholesome truths, if 
they suggest a common ground that the various 
branches of this great industry can endorse to 
their own interests, then they will have accom- 
plished their part of the mission of service which 
our industry owes the public, and it makes little 
difference where they originate. 





) 
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Ambitious Young Men 


OF 26 TO 30 


WANTED BY 


Lunn and Sweet, Inc., Auburn, Maine 


Territories in the Middle West and South 


Experience on the road desirable but not necessary. 


Positively necessary, however, to have had either road or 
retail experience with women’s shoes. 


Mr. C. H. Greeley will be at the La Salle Hotel, Chicago, to 


interview applicants in person February 8th, 9th and 10th. 
from 10-12 o’clock A. M.and 2-5 o’clock P.M. 




















THE INCREASING USE OF RUBBER ww rootwear 
MAKES IT IMPERATIVE THAT 


INDIA RUBBER 


REVIEW 


Should be Read—and advertised in by 


Boot and Shoe Manufacturers—W holesalers—Retailers 
For nearly a quarter of a Century 


THE DOMINANT RUBBER AUTHORITY 


Published at 
AKRON, OHIO—RUBBER HEADQUARTERS 





SUBSCRIPTION RATES BOSTON OFFICE, QUINCY TUCKER, Mgr. 
$3.00 per year; $5.00 Two years 126 State Street, Boston, Mass. 
ADVERTISING RATES ON REQUEST PHONES: MAIN 2000, 2001 
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Eaton Shoes are “In Process’’ 


An announcement which will interest merchants 
who sell men’s fine shoes 


HEN a retailer can do double the volume of business on the same 

stock of shoes he will make money. Likewise, he will profit in the 

same degree if he does the same volume of business on half the stock of shoes. 

The Eaton “In Process” manufacturing plan enables you to do this. 

To have the right style, in the right size at the right time for your cus- 

tomers is the aim of all good merchants. To accomplish this desirable 
condition Eaton Shoes are built “In Process.” 

This means that any Eaton distributor can always have a full run of 
sizes without the expense of a heavy stock. Eaton Shoes may be ordered 
in wanted sizes every week if necessary. A surprisingly satisfactory 
volume can thus be built on a few shoes. You can order single sizes and 
small quantities to keep your stock complete and get immediate delivery. 
Eaton “In Process” shoes ordered in this manner cost no more. 

Above is pictured one of the early spring Eaton “In Process” styles— 
the Colton. This is a sturdy brogue oxford for general outdoor wear made 
of select imported colored Kirkmoor calf. It has overweight single soles 
and O’Sullivan rubber heels. 

Each one of the Eaton “In Process” shoes is continually ready for 
shipment. This gives the dealer in men’s fine shoes an opportunity to 
build turnover and profit on a grade which is usually slow. 

If you have not talked with the Eaton representative and examined the 
Eaton samples, write us at once and we will arrange for him to see you. 


A line, 
The BATON Shoc 


Made under the A. E. Little patents 


CHARLES A EATON (@) SHOE INDUSTRIES 


BROCKTON MASS., U.S.A. 
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There are a number of shoes built to provide support 
for the long arch from heel to ball—but not for the 
metatarsal arch, across the ball of the foot. 


All feet that are subject to callouses or painful pressure 
across the ball should have metatarsal support. 


This long-felt want is now fully met by THE 





nouncing 


The Proven-Areh 


in Certified Shoe 


PROVEN ARCH SHOE, which provides a comfort- 
able, easy support for all foot arches. 

The Proven Shank, built into THE PROVEN 
ARCH SHOE, insures lasting comfort for every man’s 
foot. It keeps the arches in shape. 

With this matchless feature are proven the well known 


CERTIFIED styling and shoemaking. 


STONEFIELD-EVANS SHOE CO., ROCKFORD, ILL. 







puna 





COU 





The Proven Shank—built into the 
PROVEN ARCH SHOE 


CHICAGO Sales Office, 410 Security Bldg., J. Wurmser 
KANSAS CITY, MO., Sales Office, 207 Sheidley Bldg., R. W. Martin 


PATENT APPLIED FOR 
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WOMAN of charm, fittingly attired, is no less 
dependent upon the quality of her shoes than 
on their style. 

Rueping’s RUE-SUEDE is the first element of 
quality in suede shoes. Due to a tanning process which 
has no exact counterpart, RUE-SUEDE is a leather of 
which the same can be said. Its long, velvety nap, its 
softness, its evenness of tone and its shape retaining quali- 
ties have made RUE-SUEDE famous as the most beauti- 
ful and most practical of suedes. 

Made in all colors. 

Color card on request. 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


Branches: Boston} Cincinnati Milwaukee St.Louis New York 
Chicago SanFrancisco Montreal Northampton, England 
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Wildflower— 


a lady’s bench made turn by 
W. Oakley Cagney, New York City. 


To those who are familiar with the 
type of shoe produced by W. Oakley 
Cagney for the highest class trade, 

it will seem but fitting that this 
smart shoe should be made of Rue- 
Suede. 
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oe that every retail shoe 


merchant of ee should 
know about. . . and will know 
about the moment he picks up the 
Convention Issue of this magazine. 

Watch for it... if it wasn’t worth 
your while to know all about it, cer- 
tainly it wouldn’t be worth our 
while tospend all this effort in bring- 
ing“ There’s Something in the W ind” 
to your attention. 

And after the telling is over... 
and the “doing” begins . . . one 
lucky merchant in each city, town 
and community in America will be 
mighty glad we started it! 
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That Something in the Wind 
will be explained 
next week in the 


CONVENTION ISSUE 
Watch for it! 


OHANSEN 


BROS. SHOE CO. 
ST. LOUIS 
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STARBUK 


Colors must be extragood, 
or we wouldn't be selling 
such quantities. 


—espectally 
JACK RABBIT 


nd 


AIREDALE 





TOLMAN, DOW © CO., Inc. 


174 LINCOLN ST. $ BOSTON, MASS. 


YD We Greater New York 
New Castle Leather Co. 
100 Gold St. 
a 


Cincinnati, Ohio 
Mohr-Holters Sales Co. 
Lostor 202 E. 7th St. 


General Representatives for Continental Europe 
New Castle Leather Co.—Headquarters: Paris, France 
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THE CHL 7 
JU STR or a 


Make it your leading line 


ONE OF THE TEN STYLES IN STOCK 


Stock No. 302. Councillor Last, Patent 
Colt Oxford. Light, Close Edge, Leather 
Heel. Sizes: AA, 7-11; A, 614-11; B, 6-11; 
C, D, 5-11. 


Price, $5.75 





E. T. WRIGHT & COMPANY, Inc., 


Makers of the Well Known “Arch Preserver’’ Shoes for Men i 
ROCKLAND, MASS. 


POR RPGS SR OR a 





i eee 
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Stetson Shoes 


Style 30 
Black Calf Bal, 
L’Etoile Last 


INTER, with its cold rains 


: and driving snow, will bring 
Stur dy Shoes increased demand for high shoes. 





Remember how some retailers were 
caught with broken stocks by the 
sudden demand for High Shoes 
last year? 


In Stock Don’t let it happen again. 


Dept. 5 with its 12 styles of high 
shoes for both Men and Women, 


PERFORATED 5-8 814-11 1114-2 214-8 ‘ . 
A 222 Pat. One-Strap—Wedge 1.20 1.40 is prepared to assist you. 


A 202 Rubber Heel 1.40 1.60 
A 102 Eng. Toe, Rubber Heel 1.60 é J : 
B 222 Pat. Two-Button—Wedge 1.20 1.40 All of Dept. 5’s in stock styles are 
B 202 Rubber Heel 1.40 1.60 A bs 

B 102 Eng. Toe, Rubber Heel 1.60 1. illustrated in Stock Book 33. If 
D 202 . Two-Strap—Rubber Heel 1.40 1.60 s 
D 102 Eng. Toe, Rubber Heel 1.60 J you haven’t a copy write for one. 


STITCHDOWNS -8 8%4-11 1144-2 2%- Keep your stocks up by sizing in 
2733 Mahogany Elk Sandal .80 -90 1.05 < > 
733 Tan Louis Sandal 90 1.00 1.15 1.60 every week from Dept. 5. It’s good 
773° Patent Sandal 1.10 1.20 1.35 si 
873H_ Patent Sandal, Eng. y business. 


McKays 





Prompt Shipment Dept. 5 


The Stetson Shoe Co. 


Complete Stock List Furnished on Request Incorporated 
South Weymouth, Mass. 








Hagerstown Shoe & Legging (0., Inc. 


Hagerstown, Maryland, U. S. A. BOSTON a Vee GmeAs® 
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An Extremely Active Selling Crawford Style 
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One of the sixty “‘In-Process’’ shoes available now 


The Braeburn, pictured above, has become one of 
the most active selling shoes in the Crawford line. 
Made on the “ In-Process”’ plan and continually ready 
for shipment in all sizes. 

The leather is Imported Tan Boarded Saddle Calf 
with heavy viscolized sole and rawhide middle sole. 
A real sloppy weather shoe, made water tight by a 
natural finish inverted welt pressed up snugly against 
the upper. The inverted welt, differing entirely from 
the ordinary imitation cork welt, is an innovation in 
shoes to retail at $8.00. Retailers and the public have 
been quick to sense this exceptional shoemaking at 
such outstanding value. 

A companion shoe, the Blankney, is made in Im- 
ported Black Boarded Saddle Calf with a natural 
finish inverted welt. 

Originally the Braeburn and the Blankney were 
featured as special mid-winter shoes but their con- 
tinued popularity prompts us to make this announce- 
ment, not only to established Crawford distributors 
but to leading retailers in places where we are not 
now represented. | 

We will be glad to send a sample pair—Just ask the 
Crawford salesman when he calls, or write us direct 
today. 





Ee} SHOE INDUSTRIES 


27 
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35 In-Demand 
In-Stock Styles 
Ready for 
Your Call 


No. 202—Kid Two-Strap Sandal, medium Minenitih No. 2011—Kid Stock Tip Wide Ankle 
toe, press vamp and quarter, gray quarter Oxford, gray leather quarter and sock 
and sock lining. 12/8 rubber heel, B, C, New Illustrated lining, 12/8 rubber heel, EEE only, $2.85 


D and E . $2.65 Price-List 
gladly sent 


Our repeat business is our biggest asset. Merchants who once test the high qualities 
of Gardiner’s Hand-Turned Comforts—their excellent fit—careful workmanship— 
high-grade materials, have no occasion to change lines. If you are interested in 
such a line, let us know. 


For Clean Profits Sell Gardiner’s 


H. K. GARDINER COMPANY , | 
PITTSFIELD, NEW HAMPSHIRE i Gardner's 
. ote 


Boston Sample Room 134 Lincoln Street 


BINNS, 
~~ Lng! 
~ x TION Sor ny 


yc ete 
4 Gardiner’s 5 


SS>=_ SBSS=_— 6@S_ HDDEL!_|_—S=||_\]|S|_ ===] SSS S- SS S] 


s 
IPT S 


MR. DEALER: If our boys missed you 


on their Fall trip, look for us at the Chicago 
Convention, Booth 183. Wecan still take care 
a of your wants. Remember our remarkable line 
Onions than hn 4 to retail at $5.00, $6.00 and $7.00. 


Piping around Top 
plain toe—rolled 


edge to hesi— Mar hig BOOTH 183 ROOM 548 


ve st. 


Price $4.55 


Tyre 3% 3 M Yk COLISEUM PALMER HOUSE 


UNION MADE 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


Ne*; York Office, H. Harris, 1328 Broadway, Marbridge Building 
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THE BRADLEY LINE 


SPRING AND SUMMER, 1924 


NOW ON THE ROAD 


Is surely a worthy successor to our wonderful line 
of 1923 which led the field of $5.00 Retailers. 


There is no line that can compare in shoeman- 
ship, carefully selected, high quality materials, 
and lively lasts and patterns. 


The hundreds of complimentary letters received 
last year from buyers throughout the country 
served as an incentive to create this still better 
line of 1924—a line that will dominate the $5.00 
Retail Market. 


WRITE FOR OUR FOLDER NOW ON THE PRESS 


ILLUSTRATING THIS LINE 
AND THEN 


WAIT FOR OUR SALESMAN 


Bradley & Metcalf Company 


Manufacturers 
MILWAUKEE WISCONSIN 





BRADLEY SHOES 
are made by skilled craftsmen 
whose pride in workmanship safe- 
guards the little details of nicety 
and finish so rarely seen in $5 
Retailers. 


























Yn Style No. 937 
Se Price $3.35 
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Repco Makes Shoes Look New 


REFCO is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 


Your customers prefer Repco to 
any other end of enamel be- 
cause Repco is easily applied 
without danger of soiling hands 
or clothes. 


Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firmly 
and evenly to the surface. It 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana brown. 


For Sale by Shoe Finding Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 
J. K. KRIEG,'39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Putting a New Punch 
Into Slipper Sales 
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Practically every shoe dealer in the United States 
knows the high quality of Daniel Green Comfys. 


They know how carefully we buy the material that 
goes into Daniel Green Comfy Slippers. They know 
how rigidly we keep the idea of “rush” from our ex- 
pert workmen. 


But the public, who are apt to think in terms of price, do not al- 
ways sce the great difference that exists between Daniel Green 
Comfys and ordinary, cheap felt slippers. 


In order to put this difference plainly before the consuming pub- 
lic, we have devised a new sales plan which will enable buyers to 
realize, as they never realized before, that we are stating only 
literal truth when we say: 


“Length of wear considered, Daniel Green Comfys are the"cheap- 
est felt slippers you can buy.” 


We want every progressive shoe dealer to become thoroughly 
familiar with this new plan. Send in your name for an advance 
copy of our announcement, which will be ready in a few days. We 
know that you will like it, as it will put your felt slipper_business 
on a firmer foundation. 


Daniel Green Felt Shoe Company 


DOLGEVILLE, N. Y. 


Boston Sales Office 
10 High Street 


New York Sales Office 
116 East 13th Street 


Daniel Green 
Comfy Slippers 


Chicago Sales Office 
189 West Madison Street 





= PATENTED JULY 28,1908 
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KLOTH 


OTHING has been left un- 


done to make and maintain 


POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 


Distinguished for its Fine Face and 
Even Weave, which give it an 
individual character that is reflected 


in the shoe. 
Thomas, Lake & Whiton, Inc. 


179 South Street 
Boston, Mass., U.S. A. 
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See Our “Polar Line” at Chicago 
BOOTH 75 
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No. 2196-B, in the “Polar Line.”” Chestnut Moorland Calf, $4.90 





IGHT, cool, beautifully-built and comfortable Bates Shoes for 
the coming retail season! That’s our new message and the big 

keynote of Bates Spring and Summer styles. Our Polar Line of 
special-built hot-weather welts will make its bow at the Chicago 
Show. 
Style 2196-B is merely one of our many ‘‘Polar’’ beauties. Note its 
clean build, also its smart new pattern. It, like the others, has an 
extra-flexible inner sole and the best light-weight outer sole. Observe 
its price—$4.90. 
You’ll enjoy seeing our new ‘‘Polar Line’’ and all other Bates 
1924 styles at Chicago. We have BOOTH 75 at the Exposition, , 
also sample rooms at Hotel LaSalle and the Palmer House. 


A. J. BATES COMPANY 


WEBSTER MASSACHUSETTS 
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Came Beno’ 


Mr. Emil Strassburger 


STRASSBURGER - STILES 
BROOKLYN, N. Y. 


‘‘JUDGE IT BY ITS USERS’’ 


nt i 
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pen Letter 


To EMIL STRASSBURGER 


Dear Mr. Strassburger: 


You have done more than your share to bring to the Brooklyn shoe 
manufacturing craft the reputation it enjoys as a source of shoe style and, 
like most manufacturers of the class of shoes you produce, you realize how 
vitally a leather of quality affects the sale of your shoes one way or another, 
from a style standpoint alone. 


So we know that you judge New Castle HAVANA BROWN Kid on 
its merits, and that we are not selling you the amount of leather we have, 
except for the obvious reason that it meets your standards—for quality 
and for color. 


Sincerely yours, 
NEW CASTLE LEATHER CoO., INC. 


c 


President 


P.S.—There are three new colors we aré making that should be 
featured strongly in your line,— 


Color No. 1200—A Chinese lacquer shade. 

Color No. 98—For all-over kid shoes and a perfect match for the 
popular “‘Airedale’”’ suede leather. 

Color No. 31—Our “‘Harvest’”’ Brown shade, a rich color for 


men’s and women’s shoes, on a somewhat lighter tint than our 
Havana Brown. 
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HAVERHILL FACTORY FARMINGTON, N. H. FACTORY 


“HIGH STYLE” IMITATION TURNS 


+ 
_a: 


GEO. B. LEAVITT COMPANY 


HAVERHILL, MASS. 
Boston Office, 110 Lincoln Street 














The “PECK Shoe 


“ESSEX SERVICE SATISFIES” 


The ease with which you transact busi- 
ness governs the speed with which you ‘ 
make money. You can reach shoe and i No. 668 
leather firms in and around Boston, fe IN STOCK 
quickest, from the Essex. This hotel is 3) 
a capital place to stop because it is so 8: MARTIN’S GENUINE IMPORTED SCOTCH 
conveniently located. 2% GRAIN ee aida 
fines wo Sales Getters 

; Ov ie 2 only Leather Soles. Bleached Calf Lining 
: —_ eck Standard of Shoemaking 
The Essex Hotel Co. esgs No. 860—Tan Rie: Scotch Grain College Ox. Coach Last 

2 " No. 861—Black Imported Scotch Grain College Ox. Coach Last 

J. J. McCarthy, Pres. RY ty ae Sizes & Widths: B 6-11, C 5-11, ID 5-11. 

eae aaniiiaaiae eit toes PRICE $6.10 
; se ese. Order Now to Have on Hand for School and College Trade 


FREDERICK S. PECK 


ny i fff ae Py s 
om i — | ail fll All fl WORCESTER, MASS. 
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The Spotlight 
Of Attention— 


is focused on the 13th convention, expo- 
sition and footwear style revue of the 
National Shoe Retailers Association. 


One hundred beautiful models, gor- 
geously gowned, will display on a 700 
foot runray, the advance styles in foot- 
wear—and hosiery. Two shows a day— 
every day. Remember the dates. 


February 
11, 12, 13, 14, 1924 


Come! Exchange ideas in the open 
forum, hear prominent speakers, enjoy 
yourself for four days in Chicago, city 
of entertainment. 


400 Displays 


See the displays of the manufacturers of 
footwear, hosiery and accessories. The ex- 
hibit of historical shoes is especially intri- 


guing. 
The Harvard Bureau 


A corps of fifteen shoe merchandising ex- 
perts will help you with your problems, 
teach you cost accounting and inventory 
systems. 
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Sources of Profit 


Learn what others are doing with 
accessories as a means of additional 
profit that does notincrease overhead. 


Compare Values 
A “close-up” of the factors that 
control markets will enable you to 
compare values and buy to better 
advantages. 


Spend these four days in profit and entertainment. Use your reduced fare 
railroad ticket. Reserve your room. Decide to attend—now! 


National Shoe Retailers’ Association 
CHICAGO : 
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This advertisement appears in The Satur- 
day Evening Post of January 26th and 
the February issue of Vanity Fair. VICI 
kid advertising will also appear in the Feb- 
ruary issues of Harper’s Bazar and Vogue. 
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RECORDER 


January 26, 1924 





| THE SATURDAY 


EVEN, 


DOST | 


Harpers Bazar 





ARISTOCRATIC 








Now footwear | fashions glori 
the shoe of Vici kid i 


Thirty years ago and more, par- 
ticular people selected shoes of 
Vici kid as representing the ut- 
most of refinement in footwear. 


And today the great diversity 
in footwear fashions places a 
new responsibility on Vici kid 
as the leather that lends itself 
most gracefully to distinctive 
designs and offers the richest 
contribution to each season's 
harmony of color. 


In shoes of Vici kid you will 
find distinctive models for 
every occasion —a variety that 
embraces every individual 
taste and fancy. Yet in them all 


Vici kid. No other leather 
combines all the advantages 
of Vici kid. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agent: LUCIUS BEEBE & SONS, Boson 
Mls Nome er ee 


VICI kid 


S60 we nat ore 














Reg. U. S. Pat. Off. 
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N February VICI kid expands its program of 

national advertising to include those publi- 
cations of powerful influence—Harper’s Bazar, 
Vogue and Vanity Fair. 


This brings the story of VICI kid quality and 
beauty to the attention of discriminating 
women at the psychological moment—when 
they are thinking in terms of costume effects 
that demand a studied harmony of essential 
details—hats, gloves, and footwear. 


The shoeman who watches the trend of style 
and color demands will find his every require- 
ment anticipated in shoes of VICI kid. VICI 
kid is famous in the shoe world for its beauty 
of color, consistent quality and the grace with 
which it lends itself to both style and staple lines. 


ROBERT H. FOERDERER, INC. 
PHILADELPHIA 
Selling agencies in all parts of the world 





There is only one VICI 
kid, created by Robert 
H. Foerderer and manu- 
factured exclusively by 
the Foerderer organiza- 
tion for nearly forty years. 





39 
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How can YOU sell more pairs 


for 
WOMEN 


zi 
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Taran Mm 


«€ 
STOCK THE 
EDUCATOR 
SHOE® 


WANTON 
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Made for every member of 2503 


7868 ° ° 
the family, the biggest shoe 

Men’s Educator Blu. Boot, Dull Ys 88 Modified Educator, Black Kid, 

Calf, A-E, 5%-11. Rubber heel. market. full Fox Pol. Rubber heel, » 215. 10. 

$5.75 AAA-EE, Price... .. $5.60 


Price 


The best fitting, widest 
size range, staple last shoe, 
hence no sacrifice sales. 





Nationally advertised, cre- for 
ating further demand, even GIRLS 


in your community. 


The best known shoe on the 
market and always in de- 
mand. 


STS SUS SS SS SSS SSS ST 


Always ready when you 
want them at any Rice & 
Hutchins branch. 


Known as the fastest sell- 
ing shoe stock. 





353 Try a few pair of the styles 


Boy's Educator Boot, Dull Cal. illustrated, now. Order from Misses’ Educator, Goodyear Welt, 
a ee ~~ oe the nearest distributing AE aie Ce ei 1134-2, 


Price 
branch. Children’s, 814-11. 
Infants’ 5-8 





























for 
for INFANTS 


CHILDREN 


Rice & Hutcuins 


Incorporated 
13 High St., Boston, U. S. A. 


Distributing Branches 
Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
& 
& 


Rice Hutchins Chicago Co. 5371Y 

Shoe, Goodyear Rice Hutchins Cleveland Co. . : 
. Rubber hee! Rice & Hutchins New York Infants’ Educator Turn Russia 
Calf, Tan; also Button and plain 


6-11, heel. Rice & Hutchi Se. L Sh “0. ' 
$2. 40. 5.8, spring heel 4 a 10 i sie Shoe. a .' - ° toe, D-E, 34-8. Spring heel. . 2.25 


I 

Jos. I. Meany & Co., Inc., Phila., 
| 

i] 
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The American Farmer Our Best Customer 


He Has Kept the Pace in His Business Methods and 
in His Buying Budget 


through the labor and effort of the American 

farmer? That is the great question of the day 
following a period when manufacturing and mechanical 
effort has been at the top most speed. 

We would like to hold up as an example of state 
progress what has been accomplished in North Caro- 
lina. That state stands out conspicuously as a “Booster 
State.”” It has spent $90,000,000 on roads and as a 
result, rural conditions are in extra fine shape. Crops 
have been good, money is plentiful and it is being care- 
fully spent. The farmers of North Carolina are doing 
what all farmers should do, “build up a reserve.” 

In a study of business, conditions in that state made 
by a Recorder research man, he points out that extra 
business must come from the farmers for this reason. 
Mills are running to capacity on the same wage scale as 
in 1923 so the merchant cannot look for more trade 
there. Factory workers spend ail, as they go along, so 
the merchant wisely looks for extra business by culti- 
vating confidence in his products with the farmer. 
Good roads throughout the state bring the farmer near- 
er to the town and more often in his buying trips. The 
crossroad stores have been largely eliminated. Farmers 
are learning to be self sufficient in their foodstuffs. They 
raise their own hay and grain which they formerly 
bought. 

In addition to planting cotton, they are raising pure 
breed hogs and cattle. Many a poor tenant farmer has 
in the past few years become a real business man. This 
means a demand for all kinds of better products. North 
Carolina is the second largest cotton state and has less 
trouble with the boll weevil than other states, being 
favored by climate and the organized fight made by the 
agricultural department. 

The next ten years will see an even greater improve- 
ment than in the past ten. The farmer and the merchant 


OW much of the prosperity of America comes 





and the people have the “guts” to get things done. As 
they say down in North Carolina, “Watch us grow.” 
The merchants down there are about finished up on 
their sales and are starting to show their spring goods. 
This shows they are alert and aggressive. 

While on the subject of farming and in passing a 
compliment on one state, let us consider what the 
national outlook is. We have it in the following: 

The first report of the Research Council of the 
National Transportation Institute, shows that the out- 
put of American farms has been increased 38 per cent 
with an increase of less than 5 per cent of the number of 
persons engaged in farming. The full report will be 
available within a few weeks. 

The investigation conducted by the Research Council 
has had for its purpose the determination of relative 
output per person and per unit of capital employed in 
each of the four primary industries. A preliminary 
announcement authorized by Mr. Clark indicates that 
the American farmer has been the principal contributor 
to the gain in the wealth and national income of the 
American people. The American farmer, after providing 
for the wants of 12,500,000 more population in 1920 
than in 1900, still had a surplus for export. 

“Our national output of food and other agricultural 
products,” the preliminary report states, “is almost 40 
per cent greater than it was in 1900, and has, therefore, 
kept pace with the growth of the population. The out- 
put of manufactures and mines has more than doubled 
during this period. We are as well fed as we were in 1900; 
and we have on the average about 60 per cent more 
manufactured products per person to administer to our 
wants than we had two decades ago. 

“To put it concisely, there are 140 people living in the 
United States now for every 100 then; there are more 
than 140 people ten years of age, or over, engaged in 
gainful occupations now for every 100 so engaged then. 
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They produce almost 140 units of agricultural products, 
measured in bushels, pounds, gallons, and dozens; and 
they bring forth 230 units of manufactured goods and of 
mining products for every 100 then.” 





Getting the Moneyin Petersburg 


ERE is an editorial story of great potentiality— 
it tells how a community of merchants “got the 
money” and it points the way for you. 

That extraordinary unlimited credit to their custom- 
ers by retail stores has reached the point of diminishing 
returns, is verified by reports from many parts of the 
country. As many merchants are buying through fear 
so are they selling. Giving credit to almost anyone who 
asks for it regardless of the financial standing or pre- 
vious record of the customers. Two interesting methods 
of combating this evil were found by a Recorder re- 
search man in Virginia. Our hats are off to Petersburg 
and its Chamber of Commerce. 

The first story is founded on an interview with the 
manager of the Petersburg, Va., Chamber of Com- 
merce. Petersburg is a good live town of 37,000 people 
of whom 14,000 are blacks. Business generally is good: 
every one is working, making good money. The savings 
banks show over $7,000,000 in deposits. More money 
being saved in Christmas Clubs than in any other city 
of even twice its size. 

The retail business, however, was practically being 
operated on a shoe string, 9s 80 per cent of their trade 
was on credit. The average accounts run from two to 
six months. People with plenty of money in the banks, 
take their time in paying their bills. 

The Chamber of Commerce manager started to make 
a survey of the 362 retail stores in order to determine 
about how much credit business was being written. 
After getting the figures of less than a tenth of the 
stores he stopped. The amounts were staggering. 

The first shot in the battle was this card posted in all 
store windows, “You can buy it in Petersburg. If you 
don't know who has it, ask the Chamber of Com- 
merce.” Very good results came of this. A month later 
this notice was enclosed with all checks for Christmas 
Savings Clubs. 

“Dear fellow citizen:—You have earned and saved 
this money in Petersburg. Will you please do us the 
favor to save or spend it in Petersburg also? 

(Signed) Chamber of Commerce.” 


Then came the real effective heavy firing. As a pre- 
liminary each merchant was asked for a pro rata dona- 
tion in proportion to the size of his business ranging 
from $10.00 to $75.00. The money so raised was used 
for campaign expenses. A Buick touring car was to be 
given away. Considerable printing was necessary to 
put this idea across. 

For the month of January, any person who paid cash 
on account or bought goods for cash from the con- 
tributing Chamber of Commerce merchants was en- 
titled to one membership in the “Chamber of Com- 
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merce Customer’s Club” for each dollar so spent. This 
Customer’s Club was formed so as to keep within the 
law relative to conducting a lottery. One lucky member 
of the club was to be awarded the new Buick car. 
Splendid co-operation of the local newspapers was a big 
factor in spreading the story. On January 1, when each 
merchant mailed his monthly bill, he enclosed a card 
thet read: 

“Special notice, by remitting the amount of this 
account on or before January 31, 1924, you are entitled 
to (amount of bills) membership in the Chamber of 
Commerce customer’s club — A beautiful Buick Tour- 
ing ¢ar—think it over.” 

Then a week later the Chamber mailed to 20,000 
persons in the five adjacent countries this:— 

Be loyal ¢o your city trade and pay-up in Petersburg. 

We have good stores, well selected stocks, good serv- 
ice. 

It will result in faster growth in population, more 
improvements, perhaps Jower taxes. 

Our citizens will be happier, buy more and better 
things, be blessed with greater prosperity. 4 

We would all be happy if we were out of debt. Let's 
get out and make others happy as well as ourselves. 

Don’t pay with pleas, but please with payment. 

lt is immoral to have money in the bank if you owe 
your storekeeper. 

Trade and pay-up in Petersburg. You can become e 
member in the Chamber of Commerce Customer's 
Club. Information can be had from the merchants who 
advertise the campaign in their windows. 

Read your Petersburg newspaper. ‘Be loyal to your 
city. 

Going one step further, appeals were made by the 
local minister, Kiwanis and Rotary ‘Clubs on the 
theme, that the very morals of the community were 
suffering by the debt situation. 

Here is the result: $750,000.00 in real money was 
paid to the local stores, two-thirds of which was on 
charge accounts. Bills from a year to three years were 
paid—some in full, others in part. The Morris Plan 
Bank did a record breaking business. Merchants of 
Petersburg have seen more real money this month 
than ever before. They too, are realizing that they can 
conduct their business on a more nearly cash basis. 
Plans are being made for a closer co-operation of the 
stores in establishing a better credit rating bureau. 





Slow Sellers and Sizes 


OW the O’s and E’s do accumulate! A prominent 

shoe store which was forced to change its location 

made a study of its stock and decided to put on a big 
sale. 

Just before moving day, it offered 20,000 pairs of 
men’s and women’s shoes. Not a single pair of this 
great number had been taken into the store within six 
months of the day of the sale. What a loss this concern 
had to take because of inattention to size schedules. 
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ETTING More Shoes Sold Right: not only “more” but “right’’; sold 
(> for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail mer- 
chants. The chief purpose of the Boot and Shoe Recorder is to help solve it; 
for this is the basic problem upon which depends the progress of the entire 
allied industries relating to shoes and Jeather ; their production and distribution. 

















This Week’s Leading Features 


\ LOT of people have been devoting a lot of thought during the last six months to the 


problem of what is wrong with the shoe business. Manyof them have made concrete 

suggestions. Many of them have contented themselves with pithy sayings to the effect 
that nothing is the matter—that it’s merely a state of mind to be cured by some new 
Couéism. 


After all is said and done, it doesn’t make much difference whether the evils that we 
think exist actually do exist. The point is that no matter in how good shape an industry 
may be it can always take a forward step to a still better condition. 


HEREFORE, we pay particular attention, in this issue, to two addresses recently 

made before two big conventions, that made by President John C. McKeon before the 
meeting of the National Boot and Shoe Manufacturers’ Association in New York City; and 
one made by A. H. Geuting, who needs no introduction, before the meeting of the Penn- 
sylvania Shoe Retailers’ Association in Philadelphia this week. 


Mr. McKeon’s address, the report of which will be found on page 45, 
stresses co-operation to accomplish the desired end and moves for the adoption 
and vigorous pushing of the two ideas which have been paraphrased into ‘‘Shoes 
for Occasions”’ and ‘Walks and Be Healthy.”” Mr. Geuting stresses his famous 
“Rule of Six” to which he has more recently added his “‘ Rule of Four.’’ What 
he says appears as a portion of our account of the convention, beginning on 


page 48. 


Other good things, of course, but we are getting ready for the big issue of the year next week’ 
an issue which will make you go out and buy your ticket to Chicago so that you may not miss 
the good things in store for you at this year’s N. S. R. A. convention. 
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“*Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Bootlegging in Styles 

New York, January 23— 
Bootlegging styles in shoes is 
flourishing here. The shoe style 
bootleggers are adroit. They 
flock to New York from miles 
around. When a new model is 
shown in the window, they get 
out their pad of paper and 
pencil, and sketch it, and send 
the drawing back to the shop 
at home. Soon, the bootlegged 
style is shown in popular lines. 


Cold Wave Helpful 

New York, January 24— 
The coldest weather of the 
winter has aided the retail 
shoe merchants here. Business 
has improved decidedly this 
week, according to retail mer- 
chants here. While sales are 
being liberally advertised there 
is a good demand for regular 
merchandise, the retail shoe 
merchants say. Despite the 
lower temperatures many 
women are replacing worn 
satin shoes with new satins. 

1923 Shoe Production 

Washington—The estimate 
of the annual shoe production 
for 1923 is 350,000,000 pairs. 
More shoes than ever before. 
And more styles than ever 
among them. 


Plans for Ordering 

New York, January 25— 
Shoe manufacturers from New 
England and the Brooklyn 
district are pressing the retail 
shoe merchants here for ad- 
vance orders. The retail shoe 
merchants, however, with few 
exceptions assert that they are 
not yet prepared to make 
heavy commitments for spring 
merchandise. Many of them de- 
clare that they will not order 
shoes more thna four weeks in 
advance. 

Novelties for Youths 

Lynn, Mass., Jan. 25—Some 
shoe factories here, making 
shoes .for young folks, are 
producing lizard and alligator 
novelties. These shoes, for the 
most part, are trimmed with 
lizard or alligator, the body of 
the shoe being made of calf. 


Making New Model 
Lynn, Mass., Jan 22—The 
Cruise, Sullivan Co. is making 
a new pattern called “The 
Bambolina.”” It has a high 


vamp split by gypsy seam and 
has bs lattices on both sides 
of the seam. A French style 
toe and Spanish heel go well 
with the model. 


The Happy Merchant 

Boston, Mass., January 25— 
Never mind who he is. There 
may be thousands like him. He 
was in Boston the other day 
buying shoes. And he bought a 
lot of them. When they asked 
him ‘“How’s business?” he 
said, with enthusiasm, “I en- 
joy it. I go down to the store 
every morning, with a feeling 
that I am going to do some- 
thing new and worth while. 
And I get it done. Every day, 
I enjoy my store.” 

Head Clerk Buys Store 

Beverly, Mass., January 24 
—G. Austin Glidden, head 
clerk in Webber's, an old es- 
tablished shoe store, has 
bought the business. Harry S. 
Webber, it owner, will retire. 
Mr. Glidden will remodel the 
store. 

Company Reorganizes 

Cincinnati, January 24— 
The Sachs Shoe Manufacturing 
Company has been reorganized 
under the name of the Arch 
Triumph Company. Ben D. 
Sachs is president; Max Hirsch 
vice-president and treasurer; 
and C. Ralph Weil, secretary. 
The concern will specialize 
in the manufacture of Arch 
Triumph shoes. 

A New Concern 

Los Angeles, January 25— 
A new shoe manufacturing 
concern, the California Seam- 
less Shoe Manufacturing Com- 
pany, has been organized and 
is completing a factory at 
Long Beach, Cal. 

Stocks Are Reduced 

Buffalo, January 23—A very 
cold wave, which struck here 
early this week, greatly stimu- 
lated trade in overshoes and 
shoes. Stocks in most of the 
stores have been. greatly re- 
duced and it is a confident 
expression of many stores that 
all shoe stores are almost ready 
for receiving new merchandise. 

Sale on Novelties 

Philadelphia, January 25— 
One of the downtown depart- 
ment stores recently held a sale 
of women’s novelty patterns in 
patent, satin and tan calf 
materials, at greatly reduced 
prices. 

Whites on Display 

Philadelphia, January 24— 
Winkelman’s store on Chest- 
nut Street is showing a lot of 
white shoes for wear at South- 
ern winter resorts. 


Serbian Sandals 
Philadelphia, January 25— 
Serbian sandals, made by 
hand in Paris, are being 
featured in one of the large 
shoe stores. They are light- 
weight sandals of white leather 
with solid quarters and vam 
of openwork strips of the 
leather unlined. One front 
strap loops over the instep 
strap, which buckles at the side. 
Clearance Sales 
Boston, January 25—Clear- 
ance sales are still one of the 
features of the retail shoe 
situation. Most of the stores 
selling shoes at reduced prices 
are approaching the close of 
the sales. The response gener- 
ally has been good and the 
values were good. 
Quality Wins Out 
Boston, January 24—A buyer 
here has placed good Easter 
orders with a_ certainBshoe 
manufacturer. Usually, he buys 
about $200,000 worth of shoes 
annually from this shoe manu- 
facturer, choosing styleful and 
well-made shoes. During last 
year, he broke away from this 
manufacturer, and tried some 
shoes that “looked as good.” 
After his experience with the 
cheaper lines, he is pleased to 
return to the better grade 
goods. 





Selling Sport Styles 
Lynn, Mass.,—Frank Ter- 
hune, of V. K. & A. H. Jones 
& Thomas; tells of an en- 
couraging outlook for the sale 
of new sport shoes of novelty 
leathers. 





Orders for Staples 

Lynn, Mass., January 24— 
A salesman for an old es- 
tablished Lynn firm, home 
from three weeks trip through 
the South, brings with him the 
largest volume of orders he has 
booked on any trip. Eighty 
per cent of his orders for 
staples, and 20 per cent for 
novelties. 





Wildfeuer Employees Asso- 
ciation Ball and Dance 
New York, January 24— 

Wildfeuer Bros. Em- 
ployees’ Association, which 
includes all the employees of 
the Wildfeuer Bros. es stores 
will hold their annual ball and 
dance at the Hotel Biltmore, 

January 27. 


New Organization 

Pittsburgh, Jan. 24—A num- 
ber of salesmen recently met 
and organized a shoe salesmen’s 
association. The motive of the 
new organization is to promote 
good fellowship among the 
salesmen and also to instruct 
in retail merchandising prob- 
lems. 


Good Orders for Spring 

Haverhill, Jan. 23—Shoe 
manufacturers report a favor- 
able response in the way of 
orders for spring shoes. There 
is great interest in sandal 

tterns. Production is on the 
increase. 

New Spring Numbers 

Rochester, Jan. 24—Spring 
patterns in women’s shoes are 
commencing to appear in the 
retail shoe stores here. Patent 
Colonial pumps, with large 
buckles, are conspicuously dis- 
played in several windows. 


Colored Kid Leathers 

Philadelphia, Jan. 25—An 
indication that points in the 
direction of popularity of color- 
ed Kid leathers for spring wear 
comes from a report issued 
here. A concern which has been 
making only blacks is working 
at present on a golden brown, 
pod is also proceeding along 
carefully with reds and greens. 


Black Satins Lead 

Los Angeles, Jan. 25— 
Biack satin is the most favored 
material here in women’s shoes. 
Colored suedes are selling well. 
Shoes for the Prince of 

‘ales 

Philadelphia, Jan. 24—An 
interview with R. G. Linton 
Cronback, a London manu- 
facturer who recently visited 
here, was printed in a daily 
paper and it disclosed the fact 
that he made shoes for Princess 
Mary prior to her wedding and 
also for the Prince of Wales. 

Deep Blue Kid ; 

Several of the large stores in 
eastern cities report that 4 
deep blue kid promises to sell 
well during the early spring. 
Strap sandals are going to be a 
big hit, according to early 
indications. 


Big Hosiery Sales 
Pittsburgh, Jan. 24—The 
sale of hosiery made of silk and 
wool showed remarkable gains 
here recently when the weather 
became colder. 
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A Cure for the Present Under-Consumption 
of Footwear 


From an address before the National Association of 
Boot and Shoe Manufacturers 


By JOHN C. McKEON 


PROMINENT English writer makes bold 
A eooust todescribe co-operation in thesocial andeco - 

nomic sense of the word, as “the association of 
people or affairs for the management of their commercial 
or industrial interests.” In Great Britain this has been 
long acknowledged as one of the nation’s established 
institutions and the importance thereof is fully re- 
cognized by statesmen and economists everywhere, 
with much of its progress due to the highly enlightened 
and philanthropic guidance of un- 
selfish minds believing in results and 
sacrificing for the advancement of 
their theories. 

In the United States of America, 
however, co-operation has not made 
such progress as might have been ex- 
pected from the energy and spirit of 
initiative prevalent among the people; 
and such plans, or resolutions as have 
been entered into, seem to have been 
more honored in the breach than in the 
observance. 


Why the Under-Consumplion of Fool- 
wear? 

Thus is presented to us the prob- 
lem whether it were better to bear 
the ills we have, than to fly to others 
that we know not of, and whether we 
shall accept the stings and arrows of 
temporarily outrageous fortune, or 
take arms against a sea of troubles 
and, by opposing, end them. 

| am wondering if there is unity in 
the thought that we face in the recognition of a pro- 
longed period of footwear under consumption, several 
friendly enemies in the ranks of our industrial brothers, 
particularly the industry and its branches which have 
reached a stage of efficiency applicable to production 
and sales, unheard of in the world of commerce, and in- 
dustry that has become so mighty as almost to be an 
obstruction to the wheels of progress. 

Vr. Mc Keon Here Refers to the Automobile Industry 

Why, therefore should we be the victims of this over- 
progress? Why should we permit this, and similar 
factors, to accentuate our unhealthy condition of under- 
consumption? 


Why, for one very simple and unfortu- 





“We are the victims of this un- 
healthy condition of under-con- 
sumption,” says Mr. McKeon, “for 
one very simple and unfortunately 
ever-existing reason—WE DO NOT 
FIGHT.” 


nately ever-existing reason, we do not 
fight. 


Can We Hope to Get Together? 


Assuming that we need publicity, that we need 
propaganda, that we need shoe-talk, the paramount 
issue is the ability to accomplish harmony in the various 
branches of the industries of shoes and leather, in the 
preparation of a plan that will bring about results. 
While such a plan from a good busi- 
ness viewpoint, requires an outlay in 
the general functioning of the bureau 
created, efficiency can bring about 
the best in the way of results, and at 
the same time observe rigid economy.. 

The “high-lights” of 
such a plan involve freely 
the use of our already 
adopted slogan, “WALK 
AND BE HEALTHY,” 
the considerable frontis- 
piecing of the style- 
element embodied in the 
accepted theory of ‘shoes 
for the occasion” for both 
men and women, and par- 
ticularly better and more 
consistent dressing for 
men. 

Publicity in the general sense of 
the term is more than constructive 
advertising as it applies to the in- 
dividual industry. Propaganda is one 
of the strongest factors in the pub- 
licity-program, and very frequently propaganda per- 
taining to both national and international affairs be- 
comes a potent, direct or indirect factor. 


Mental Stability as Badly Needed as Style Stability 


Interwoven with this question of publicity, which 
when all is said and done, actually becomes up-to-date 
merchandising, is the item of economy or turn-over 
finding its level in the consideration of style-trend. To 
my mind, there is not so much seriousness in the much 
heralded change of style because I honestly do not be- 
lieve we experience much change of style. 

What we do find agitated, however, particularly in 
the ranks of the retail shoe merchant, is a fearful men- 
tal attitude anticipating a change of style. From one-to 





46 
two-strap effects, from open-works to appliques and 
similar variety of details is not a change of style unless 
we choose to make it so. 

Confidence in good-looking shoes and 
avoidance of radical change, en- 
courage repeat-orders and much can be 
accomplished through concentration 
upon style and the endeavor to main- 
tain volume through the presentation of 
a multitude of colors and combinations 
in this same style. 

* * * * 

What is the primary object of men in dressing well? 
Is it an innate refinement is it an intuitive thought of 
harmony, is it pride in appearance or is it simply the 
fact that we are not living in a Garden of Eden and 
covering of some kind must 
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be introduced into this industry and its 
allied branches, applicable to women’s 
wear, is encouragement of this idea of 
beautiful feminine apparel automatically 
bringing about the consideration of shoes 
as other than a foot-covering, and even- 
tually through the proper type of educa- 
tion, creating a universal acceptance of 
the practice of purchasing and wearing 
“shoes for the occasion.” 

Here enters the element of health and the more 
general use of the slogan adopted by this Association, 
“Walk and be Healthy.” There is too much general use 
of the automobile today, and I say this unqualifiedly. 
We all have the bad habit of annihilating distance, 
often to the detriment of our health. 

“Walk and be Healthy” is 





be provided, accentuated 
during the certain seasons 
of the year through the 
necessity for warmth. I am 
wondering if perhaps the 
feminine element is any fac- 
tor in men’s dress. In other 
words, if there weren’t any 
women, would spruced-up 
men today continue to spruce 


We in this industry feel 
that whether or not women 
have any part in a man’s ap- 
pearance, or whether or not 
his appearance is the result 
of pride, intuition or any of pany 
the aforesaid, that properly 





A Means to the Desired End 


Following Mr. McKeon came George M° 
Rand, of the Tolman Print, Inc., who ex- 
plained the various pieces of literature which 
have been prepared and the objects which it 
was hoped would be accomplished. 

The discussion ended with the adoption of a 
resolution to the effect that “Shoes for Oc- 
casions” be adopted as a slogan in addition to 
ond the “Walk and Be Healthy” slogan already 

- adopted and that the association endorse “the 
use of the literature prepared for this purpose 
as an effective means of stimulating the vol- 
ume of sale and general use of footwear.” benefit to the allied in- 
“The Boot and Shoe Recorder” will be glad to 
get from the Tolman Print samples of any of 
this literature which our readers may desire to 


most fitting as a reminder 
and as a guide to preserva- 
tion of the system, and eco- 
nomically accomplishes great 
greater use of shoes and 
leather. 

Regarding boots, I am 
heartily in accord with any 
propaganda, or any pro- 
cedure that will bring about 
a return of the manufacturing 
and retail sale of boots, pro- 
vided anything of lasting 


dustries is accomplished. 

I believe that there is bu} 
one appeal to the public that 
will even “scratch the sur- 








shod “for the occasion” ac- 

complishes for the man a betterment of his appear- 
ance, added comfort in the ordinary conduct of his 
business and social life, economy in the long run, and 
a great help to the allied industries of shoes and leather 
in their effort to overcome the existing obstacles of un- 
der-consumption. 

Do women dress for women or for men? 

The attitude of women in this respect is the antith- 
esis, as women dress well from head to heel, primarily, 
from what may be termed vanity, or better still, making 
themselves appear beautiful as the result of instinct, or 
as a result of their love of beauty and love of well- 
being, and their love of color. 

Women’s apparel must of necessity be far more 
colorful in the ensemble because of the essential ex- 
pression of femininity. Competition with other women is 
an inspiration, and whether or not women dress to 
please men, or dress to shine among other women, has 
no bearing upon the very acceptable fact that in the 
general order of things in this century of progressive- 
ness women should be well-dressed, even to the extent of 
refinedly, picturesquely dressed. 

And the most forceful slogan that can 


face” and that is the appeal 
to vanity and the acceptance of the theory very much 
advanced that boots preserve the shapeliness of the 
ankle and the near-ankle, but in dealing with this 
question of agitating boots, we must take into con- 
sideration the fact that apparently staple merchandise 
today is inactive and. every effort should be centered 
upon stimulating this bread-and-butter branch of the 
business. 

If, therefore, we are to work along the lines of the 
least resistance in this respect, we must recognize the 
element of price, as low shoes, regardless of grade, can 
always be produced and retailed more economically 
than boots, and it does seem as though the situation is 
such that if we are to solidify the value of staple mer- 
chandise in stock or in process, our chances of volume- 
success are far greater if concentrated on the more 
economically priced items. Hence the preferable en- 
couragement of oxfords and one-straps in the staple 
class. 

If, however, the theory applying to women’s en- 
semble of today, through enlarged ankles, is correct— 
notably, ““The face of a partician, but the foot of a 

(Continued on page 53) 
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A Typical News Release 





The Dixie Tie 


Way down south in the land of 
cotton, style in shoes is not for- 
gotten. Out of the south comes a 
style this mid-winter and its name 
is the “Dixie Tie.”” The south has 
had a lot to be proud of this last 
year,and what is more, when one 
southern gentleman says to another, 
“The top of the world” to you, 
meaning the Shenandoah. 

Fashionable women going to 
southern resorts have discovered 
a true southern style. Old southern- 
ers remember it under the name of 
the ‘Memphis Tie.” 

low oxford pattern with a 
blucher effect that comes up over 
a wide tongue in front having four 
eyelets and a silk string. It is one 
of those walking ties that can be 
worn forever and everywhere. It 
is full of comfort and it is as smart 
as southern skies are sunny. Tail- 
ored suits are the things you know 
this spring, and a low heel Dixie 
Tie in tan leather is the compliment 
to the picture of soft brown of 
women’s dress. 
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How We Reach the Public 


A Typical News Release 


HERE is no royal road to getting 

something for nothing. The com- 

mon impression in the trade is that 
there are millions of lines of editorial 
space in newspapers throughout the 
country that can be obtained ‘“‘for 
nothing.” All that is needed is for a 
shoe merchant and ‘‘some-time-ama- 
teur-writer” to put on paper some of 
the things that the merchant wants 
the public to know, then to broadcast 
it the country over. Perhaps the im- 
pression is that all newspaper editors 
do, is to wait expectantly for the mail 
to bring in propaganda so that the 
pages “‘can be filled.” 

No, kind reader, that isn’t the truth. 
There isn’t a publication, local, sec- 
tional or national but that has nine 
times as much material to use in its 

rinted pages, and propaganda copy 
finds a swift road to the waste basket. 
It isn’t the easiest thing to break into 
print with matter that “pulls the 
chestnuts out of the fire” for any indus- 
try. There usually is a cynical editor at 
a desk who looks right through the 
printed words into the mind of the 
man who composed them. He sees the 
motive for the free publicity. He drops 
the stuff in the basket and damns the 
sender for cluttering up the mails. 


Something for Nothing 

One of the speakers at the Manu- 
facturers’ Convention last week, Harry 
C. Spillman, said, “There is only one 
thing that I know is wrong with getting 
something for nothing. I like a bargain 
once in a while. Some time I will go 
from one store to another looking for a 
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bargain. Every time™I get™something 
for nothing, somebody else gets nothing 
for something. I know that kind of 
economics won't work.” 

The Recorder has heard year after 
year the old story of how associations 
in industries get millions of dollars, 
worth of publicity free. The Recorder 
has checked up some of the efforts made 
in that direction by a careful clip sheet 
record. It shows that the hits are less 
than one in a thousand. It is like writ- 
ing a scenario for the movies. Out of 
57,000 submitted stories created in the 
minds of people and sent in to movie 
headquarters, only four were ever 
filmed. It takes training to write for 
the press as well as for the movies. It 
isn’t the easiest thing in the world to 
sling the English language around a 
few basic facts in such a fashion as to 
make newspaper editors sit up and talk 
notice. 

It has taken the Recorder years to 
find a way of approach that is accept- 
able and appreciated. We have built 
up a list of newspapers that have in the 
first place requested information from 
us relative to shoes and leather and 
then in reciprocity have been only too 
glad to print helpful information 
originated in the Recorder office. 
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which appreciate newsy news of shoes. 








The Flapper Colonial 


Now then come the days when 
the flip-flop of the galosh gives way 
to trim ankle movement of the 
colonial type of shoe. The story 
goes that a shoe merchant in Wash- 
ington strolled by the White House 
and saw our President on the por- 
tico pacing to and fro, deep in 
thought. ; 

The idea which flashed through 
the merchant’s mind was that here 
was a Sixteenth century Puritan in 
a Twentieth century setting. No 
sooner thought than accomplished, 
and a style was born. In a flash, the 
idea was telegraphed to a shoe fac- 
tory way down East and there soon 
appeared on streets of Washington 
the Colonial of Ye Olden Days. 

These flapper Colonials come in 
black patent and gun metal leathers 
with a large buckle in front made 
of plain or hammered silver. 











Cuts are in newspaper screen halftone 


This gathering of friendships with 
the daily press has taken years to 
accomplish. We have established a 
firm ground of confidence and under no 
circumstance do we injure it by feeding 
out propaganda. Only live news is sent 
out. We wouldn’t for an instant violate 
their confidence by advocating impos- 
sible things. What the public wants is 
usually “different from what many 
individuals want them to want. There 
never was a time when newspapers 
were more skittish on straight out and 
out propaganda. The press agent has 
disappeared, for space is so valuable in 
the editorial pages of the newspapers 
that it is only the exceptional feature 
that gets printed. 


In those communities where news- 
papers play up women’s pages, syndi- 
cate articles are purchased for it is only 
by spreading the cost over many news- 
papers that leading fashion writers, 
short story writers and feature writers 
can be recompensed. 


The Recorder has made its News 
Bulletin of interest to editors of news- 

pers so that matter clipped there- 
ieee gets the right of way on many of 
the women’s pages in newspapers 
throughout the country. We make no 
fixed rule that credit has to be given. 
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Style and Turnover Problems Solved at 
Pennsylvania Convention 


the Golden Gate to the Old Bay State; from the 

South and Middle West, approximately 1,000 
men from all branches of the industry met as one happy 
family in Lulu Temple, Philadelphia, on January 21-23. 
“The Fathers of the N. S. R. A.,” “Andy” McGowin, 
A. H. Geuting and John Slater, were present and lent 
their wise counsels to the deliberations of the opening 
session. Lee S. Reineberg, President of the Pennsyl- 
vania Shoe Retailers’ Association, reviewed the resolu- 
tions adopted at the 1923 convention and showed how 
faithfully these resolves had been kept. 

Jules Winkelman, President of the Philadelphia Shoe 
Retailers’ Association, stressed the importance of co- 
operation and service to the public. President Winkel- 
man gave the delegates a hearty welcome and compli- 
mented the various committees, all of which had worked 


\ LL roads led to the Quaker City this week. From 


¥ 





in splendid harmony to put on the biggest and best of 
Keystone State conventions. 

The City of Philadelphia was represented by a mem- 
ber of Mayor Kendrick’s cabinet, Dr. Davis, who paid 
a glowing tribute to General Chariman A. H. Geuting, 
for his untiring efforts in behalf of the retail shoe mer- 
chants of America. 


McKeon Stresses Co-operation 


On the speakers’ platform were also C. Ludebuehl, 
Chairman of the Board of Directors of the Penn- 
sylvania Shoe Retailers’ Association, who gave the 
invocation; E. M. Scattergood, President of the Penn- 
sylvania Shoe Wholesalers’ Association, who extended a 
cordial welcome to the visiting delegates; and Paul S. 
Lippincott, Jr., President of the Philadelphia Shoe 
Travelers’ Association, who in substance said that the 
members of his association was always ready, as in the 
past, to be of service to the retail shoe merchant and 
that it was well worth while to be associated with men 
of the unselfish type who considered it worth while to. 
“lend a hand” through association work. 

The opening session was further honored by the 
presence of John C. McKeon, President of the National 
Boot and Shoe Manufacturers’ Association, and of the 
Philadelphia Shoe Manufacturers’ Association. Presi- 
dent McKeon as also each of the other platform speakers 
was accorded a big ovation. His inspirational talk 
showed that: he has every detail of the needs of the in- 
dustry uppermost in his mind. In his address, he 
stressed the same important points as in the address he 
made last week before the National Boot and Shoe 
Manufacturers’ Association. The highlights of this 
address are given on Page 45 of this issue of the Boot 
and Shoe Recorder. 


How the N.S. R. A. Started 


Mr. Geuting referred to the splendid work of the sub- 
committees, which he said had been instrumental in 
making the convention such a success; he complimented 
the Philadelphia Shoe Travelers, the Ladies entertain- 
ment committee, and others in this connection and 
extended a heartfelt welcome to Philadelphia, in which 
city is retailed $75,000,000 worth of shoes annually. 

He presented as “The Daddy of Us All,”’ President 
Emeritus Andy McGowin, “the man who in 1910 
brought the National Association into being. It was in 
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Philadelphia,” added Mr. Geuting, “that this big event 
happened, when a little group of Pennsylvania retailers 
came ‘together and formulated the thought in the 
Keystone State. And here today, we have the man who 
is the keystone of the National Shoe Retailers Associa- 
tion—the man whom we are so proud to honor—our 
old friend, Andy McGowin.” 

After Mr. McGowin had been received mid rousing 
cheers, he started out in his forceful way to trace the 
work of the National from its inception in the Bellevue 
Stratford, on a Sunday in 1910. “The deliberations 
commenced on Saturday night,”’ said Mr. McGowin, 
“and as we believed that the better the day, the better 
the deed, we continued them right through Sunday and 
Sunday night into Monday morning.” 

“The department store and chain store exists,”’ said 
Mr. McGowin, “and will grow, and the individual shoe 
man will also grow and will increase and will be greater 
(in number) than the chain stores and department 
stores. 


“It rests upon you as individuals, 
you should co-operate with your neigh- 
bor and in this co-operation, always 
study your selfishinterests, for the more 
you study your selfish interests, the 
better merchants you become. You 
cannot take advantage and pile up for 
your own selves selfishly without bene- 
fiting your customer and your com- 
munity.” 


Style Revue in Evening 


The Style Revue was a fitting climax to an eventful 
day. There were approximately 100 exhibitors, who dis- 
played the latest creations in men’s, women’s, and 
children’s footwear from attractive booths, only; or at 
their booths and on the runway. The Philadelphia 
Shoe Wholesalers’ Association had an especial booth 
with President E. M. Scattergood in charge. This was 
used as special information headquarters. The Phila- 
delphia Shoe Travelers had a special section in the base- 
ment, which was artistically fitted out and here they 
showed their lines to their many buyer friends. 

The upper hall which had been draped with the 
National colors was devoted to the Style Revue. The 
models, some fifty in all, made their entrance on the 
long runway from a stage which was decorated in 
Persian effect. Black and white plumes waving grace- 
fully from baskets in trumpet shapes gave character to 
the yellows and blues and orange shades of the gayer 
motifs. 








Some of the Newer Styles 


A new note in heel heights was struck by one firm 
with graceful shoes in rich effects of gold and silver 
brocades on which the stately 19-8 Spanish heel ap- 
peared. A black cobra pattern on reddish brown kid, 
patent colt trimmings was fastened with two buttons 
and had covered heels of the 19-8 height; a gray kid, 
trimmed with black patent calf, in elaborate scroll 
effect on quarter and vamp, also carried the 19-8 
Spanish covered heel. 

A St. Louis firm showed a snappy model in brown 
kid suede with brown kid straps; also a gray kid in 
light pearl shade with blue kid trimmings; both of 
these models carried a 16-8 Spanish Louis heel. 

A New York house showed brown suede with straps; 
also a suede in Airedale with kid strap buckle fastened ; 
also a white suede gore pump, which had a pleasing 
color note given to it by little green kid straps; also 
showed black satin gore, with 16-8 heel. 

Other styles noted were a lizard skin shoe with 
lattice work in green kid; a shoe of blue velvet, with 
gold kid strappings, cut very low at the shank and 
worn with silk stockings in sunburn shade; gray suede; 
blue kid trimmed, in a one strap pattern; and white kid 
shoes in strap effects. 

The little folks had many graceful models in straps, 
largely in black patent leather, while satins of black and 
one unique pattern in mandalay satin, gold kid trimmed, 
were very effective. 

Buckles, mostly in oval design, decorated many of 
the shoes. Some were beaded, while others were made of 
the leathers—such as a Jack Rabbit, or perhaps a Log 
Cabin suede center, with “frame of brown kid in 
darker shade.” There was one red kid strapped model 
and a number of Jack Rabbit shades in suede and kid. 
While there were many 8-8 and 9-8 heels, the 16-8’s 
seemed to be in the majority. Sport models received 
much recognition in runway showings, and a goodly 
number of young men were dressed for football, base- 
ball, and hiking, as well as for business and full dress. 
The four-buckle gaiter, with top turned over to the 
ankles, was worn by a model clad in a black seal 
coat. 


Some 500 models had presented themselves in 
response to the request of the management and of these 
500, 150 were found to have perfect 4B feet. It is the 
opinion of President Winkelman that Philadelphia has 
more women with small feet than any other city in the 
United States. 

The second day’s session opened at 11:30 A.M. and 
continued until about 2.30 P.M. This left the mer- 
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The Rule of Four 


chants with ample time to go down stairs and see the 
attractive footwear displays which had been arranged. 
Many of the exhibitors reported that they were well 
pleased with the business placed during the first day of 
the show. 

A. H. Geuting’s address on “The Rule of Six—The 
Rule of Four—The Rule of Eleven, as the Guide for 
Success and Happiness in the Retail Shoe Business,” 
was one of the big features of the second day’s con- 
vention proceedings. 


The Rule of Six 


“Some months ago,”’ said Mr. Geuting, “I gave you a 
simple rule for marking up shoes. That rule is known 
and has become standardized in the shoe business as 
The Rule of Six. I think it is about five or six years ago 
that I first got out this rule, and today it is just as good 
as it was then, if anything, better. It is a sane, sound, 
sensible, rule and if every one of these 421 reporting to 
Harvard Bureau, who did not make any money in 1922, 
had gone by this rule, everyone would have shown a 
good net profit of 6 or 7 per cent. And no one should be 
in the shoe business if he cannot net 6 or 7 per cent—in 
other words, the $50,000,000 worth of business which 
the 421 concerns did in 1922 should have shown net 
profits of $3,000,000. You know if it costs 29 per cent to 
do business, you cannot afford to mark your goods on 
the basis of 29 per cent—you must mark them 40 per 
cent—that gives 11 per cent on which to operate. Shoes 
are always depreciating in value—you have to plan for 
mistakes in buying, and you will soon find that this 11 
per cent is soon reduced to 6 or 7 per cent. 


How the Rule Works 


“Now you do not have to figure 40 per cent, or 29 per 
cent, or 11 per cent; simply take the cost price of your 
shoe when it comes into your store. We will say that the 
shoe costs you $6.00; add a cipher—divide that $60.00 
by 6 and you get $10.00. Suppose you bought a baby’s 
shoe and paid $1.50 for it. Add a cipher. Divide by 6 
and you get $2.50. Ten dollars for the first-named shoe 
and $2.50 for the second-named shoe is your selling 
price. If you do any differently from that, you are 
getting into danger. If you take ten cents off $2.50, you 
are taking off 4 per cent, and that 4 per cent as a 
deduction constitutes a dangerous proceeding. You may 
do better than the Rule of Six with you novelties.” 

The Rule of Four, he explained as one he had used 
very successfully in his business, but had never told 


anyone about before. This rule, he said, would give the 
merchants a three-time turnover, and he said that no 
one in the United States today can conduct a successful 
business, unless he merchandises his stock every four 
months. 

“If you do not get rid of your stock 

every four months, you are treading upon 
dangerous ground,” said Mr. Geuting. 
I am telling you that it can be done. We 
do it, because we will not stand for any- 
thing else. We make it an issue in our 
store. We are cranks on it. We worry 
about it day and night and absolutely 
insist on turning stock three times. 
Perhaps you may do a little better—but I 
would suggest you first try the Rule of 
Four. 

“The Rule of Six and the Rule of Four will cure all 
the evils in the shoe business.” 

He explained his Rule of Four by blackboard figures. 
“Now when you go home,” he said, “take an inventory. 
Every man should know what he has on hand. We do 
this by a system which does not take very long. For 
most of you, it would not take over two hours once a 
month. Count up your shoes in stock. You will soon be 
able to tell the number. You may have— 

500 pairs of babies’ shoes. 

600 pairs of children’s shoes. 

800 pairs of misses’ shoes. - 

600 pairs of growing girls’ shoes. 

2,000 pairs of ladies’ shoes. 

1,500 pairs of men’s shoes. 

400 pairs of boys’ shoes. 


How to Know Whether You Are Getting Turnover 


“At the end of a month, let us say that the above is 
your inventory. We will take the first item—600 pairs of 
babies’ shoes—and divide this by 4. You will find that 
your answer is 125, or 125 pairs of babies’ shoes which 
you should have sold for that month. This further means 
that for twelve months, or one year, you should sell 
1,500 pairs; you have 500 pairs in stock—this gives you 
a three times’ turn over. So on with the rest of the 
items. 

**You cannot have any old, or unsalable 
styles if youturn stock every four months. 
If the market goes up, you are all right. 
If the style changes, you are still all right. 

(Continued on page 54) 
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MILTON S, FLORSHEIM 


“Having developed what we con- 
sidered was a good shoe, we faced the 
problem of distribution,” said Mr. 
Florsheim. ‘“‘We aimed to do a vol- 
ume of business, obtaining our profit 
from the sale of many units rather 
than from large profits of a smaller 
number of units. We recognized that 
the public had a very accurate con- 
ceplion of value and we attempted to 
satisfy this demand. The temptation 
of undue profits has never made us 
change our plan. At all times we have 
been satisfied with a small margin, 
hoping to realize our earnings from 
a a To procure volume, our prod- 
uct had to become known. We had a 
story to tell and thus we came to 
advertise.” 
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Consistency of Policy the Keynote of 
Mercantile Success 


By MILTON S. FLORSEHIM 


the growth and development of your business?”’ 
Unhesitatingly I replied — “‘Consistency of 
policy.” 

Whatever your line of endeavor may be, formulate 
your general policies and through hard times and good, 
staunchly adhere to them. That, to me, is the first 
lesson in modern business. Too many businesses permit 
some immediate success or profit to over shadow the 
fundamental principles that mark the road to sound 
success. 

Our business was founded in 1893. We were a small 
concern making only a few pairs of shoes a week—we 
were unknown and our product untried. Our basic 
thought was to make a good shoe. We purchased the 
best leathers and materials and put forth untiring efforts 
to have our workmanship equal the material used. 

Often, when large orders were offered us at reduced 
prices, we were tempted to skimp the shoes but then we 
said to ourselves. ““We set out to make a good shoe— 


the grow E ago I was asked, “What has led to 


that policy is fundamental. Any profit made by slight- 
ing quality would be temporary. We must consider the 
future, for we desire a business that will continue success- 
ful many years from today.”’ With this thought in mind 
we have conducted our business untiringly—always 
making the best possible product for the price. 

Necessarily, there were other essential factors 
besides good materials and workmanship. Our shoes 
must have style and the wearer had to be assured of 
comfort. By experimenting we developed models on 
good-fitting shapes. Whatever the trend of the times 
might demand in style, we have always made good 
fitting shoes—shoes that were correct—shoes that cus- 
tomers bought again and again because they satisfied. 

The three fundamentals of good shoes must be con- 
sidered as a unit. Quality, fit, style, are all equally basic. 
Style may be the key to immediate business, but it will 
only open the gate of success part way. To make a prod- 
uct that will survive equal attention must be given the 
other fundamentals. 





Having developed what we considered was a good 
shoe, we faced the problem of distribution. We aimed to 
do a volume of business, obtaining our profit from the 
sale of many units rather than from large profits of a 
smaller number of units. We recognized that the public 
had a very accurate conception of value and we attempt- 
ed to satisfy this demand. The temptation of undue 
profits has never made us change our plan. At all times 


we have been satisfied with a small margin, hoping to — 


realize our earnings from volume. To procure volume, 
ovr product had to become known. We had a story to 
tell and thus we came to advertise. 


Building a Reputation for Reliability 


We told the consumers of the United States that 
Florsheim made good shoes, that Florsheim Shoes were 
fairly priced and what is all important, that The Flor- 
sheim Shoe Company meant exactly what they said. 
The customer who bought our shoes found what we 
said was true. His recommendation and approval has 
passed on to others. This built our reputation. It re- 
quired many years of effort. When we began, the merit 
of our product was known to few—today it is known to 
millions. It has become an established fact. 


Our shoes have always been identified by our trade- 
mark—our assurance to our customers that we stand 
back of our product. 


As our business grew year by year we found that 
there were many internal problems that required con- 
stant and intensive appiication. While we have certain 
set policies and ideas how our business should be con- 
ducted it was intended to procure people who would 
carry out these policies to the fulfillment of our ideals. 
We had to develop a sales organization. We obtained 
traveling salesmen of high caliber whom we trained and 
developed along our own lines. The same holds true in 
the other branches of our organization—we have al- 
ways endeavored to have every department managed 
by men of the highest type with experience and policies 
consistent with those principles which we are endeavor- 
ing to uphold. 


Not Every Man His Own Boss—But Every Man 
a Partner 


All our men are partners in our business, individuals 
working for a common goal, and today our organization 
is one great unit endeavoring to accomplish the same 
purpose and working toward the same end—to mer- 
chandise our product successfully and to make The 
Florsheim Shoe a better shoe. 

Co-ordination and co-operation between the various 
individuals have always been a source of difficulty in 
any institution. We have attempted to solve the pro- 
blem by making each employee feel that his or her 
responsibility did not end with the particular duties to 
which they were assigned. A bigger project was involved 
and we told them that their success would be measured 
only by the success of the institution in which they 


BOOT AND SHOE RECORDER 





January 26, 1924 


were employed. We have always endeavored to rid our 
personnel of men who would antagonize fellow workers, 
who were arbitrary or talked crossly to subordinates— 
we have endeavored to build an organization of men 
who work in harmony. 


Every Man Knows What the Other Is Doing— 
And Why 


For our common good, we instituted daily joint 
meetings of our Credit and Sales Departments, at 
which meetings, credit and sales problems were dis- 
cussed, thus giving each department an insight into the 
activities of the other. In a like manner, our sales organ- 
ization meets our factory foremen and superintendents, 
pointing out the various difficulties encountered and 
attempting to offer constructive suggestions. Co-opera- 
tion between various departments is just as essential as 
co-operation between manufacturer and retailer. 

We consider the principal factor in the success of our 
business to be the consistent and continual adherence to 
principles and policies that were fundamentally cor- 
rect. We have followed out the principles originally 
established when our company was founded and by so 
doing, we have built our business, not for immediate 
prosperity, but for the ultimate future. There has been 
nothing mystic about it—no unknown formula or sets 
of ideas—but just a combination of quality shoes, 
publicity, price, organization and team work. 

We have tried always to produce a product of uniform 
merit—a shoe that would appeal strongly to the public. 
If we have succeeded it only proves that working for 
the good of all—for the long future—and not for im- 
mediate gains is the best policy. 


Frank R. Spalding, prominent leather merchant 
and one of the best beloved men of the industry, died 
in his 62nd year at Brookline, Mass., Saturday, Janu- 
ary 19. He had been an invalid for years and yet had 
kept in daily contact with the trade here and abroad. 
His radiarit spirit was such that hundreds of people 
visited him, wrote to him and were inspired by his ex- 
ample, his optimism and his good cheer. 

The Recorder had been extremely fortunate in being 
able to publish his “Outline of Leather” and it was 
the most authoritative compilation of its kind. 

Of recent years he had been an officer in the Colum- 
bia Leather Company at 43 South Street and previously 
was connected with Spalding & Bliss, leather dealers. 
He was born in Lynn, a son of Mr. and Mrs. John 
Varnum Spalding. At one time he was a director in the 
Manufacturers’ National Bank of Boston. He had 
residences in Manchester and Brookline. He is survived 
by a son, Evans Spalding, and two brothers, George 
F. Spalding of Newton Center and W. A. Spalding of 
Chestnut Hill, Brookline. 

At his funeral from the Leyden Congregational 
Church, Brookline, a large gathering of people 
mourned the loss of a great friend. 
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_ A Cure for Present Under-Consumption 
(Continued from page 46) 


peasant,”’ then the vanity-appeal has merit, and I can 
see no harm in vigorously agitating what may mean 
“the sale of an additional pair.” 

There is also great merit in a prospective campaign 
regarding ankle-saving footwear, as women will do 
much to preserve beauty of face or figure, therefore if 
boots can be sold in either the ankle-saving class, the 
house-comfort class, or other than a style proposition, 
perhaps considerable can be accomplished in the way 
of ankle-and body-preservation, as well as satisfying 
feminine vanity. 

Publicity, as applying to this campaign, however, 
must be of a very subtle type, in other words, it must 
decidedly dissociate itself from style and at the same 
time associate itself with style. In other words, all 
angles of approach through a publicity campaign must, 
primarily, stress the value of the present trend of foot- 
wear. It must even go so far as to call attention to the 
extreme attractiveness of feminine ensemble today 
through pleasing-appearing footwear and then lead 
up to the use of the ankle-saving boot as a preservation 
not only of the foot but the body, in order to fit the 
woman of fashion with that much more comeliness of 
leg and ankle in the wearing of her beautiful shoes. 


* * * * 


Primarily the interests of the allied in- 
dustries are one. We jointly need power, 
the power of control as far as is humanly 
possible, the control of consumption, of 
production, of distribution, the control of 
propaganda, of publicity, the control of 
style, the full recognition of the most 
potential fact that our own production is 
but a part of the general scheme of style, 
and we need a daily—I might say a never- 
ceasing concentrative interest for the 
common good of the industry. 

Such a power, if practically possible, is something 
almost “above the sceptered sway and mightiest in the 
mightiest.” 

In the many years of our functioning we have had 
many problems to face and each year seemingly a 
different one. Today, while we also have a multitude of 
problems, the need of a cure for under-consumption 
seems to be paramount. 

Propaganda and publicity, when all is said and done, 
seem to be the medium of approach and the plea is for 
uniformity of action and support in the various groups 
of the industry of sound constructive programs. 

Literature has been prepared in keeping with the 
slogams which we have been advocating, notably 
“Walk and Be Healthy” and “Shoes for the Occasion.” 
Of course you are all familiar with the “Walk and Be 
Healthy” slogan,and “Shoes for the Occasion” is em- 
bodied for both men and women in this literature. A 
pamphlet “‘Alice in Shoeland” has been prepared by 
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the Tolman Print, as has also a little pamphlet ap- 
plicable to ‘Shoes for the Occasion.” 

All of this does not necessarily involve any outlay 
on the part of the Association; in fact, that is entirely 
foreign to it, but what is wanted here is the Associations’ 
approval of the idea, of stimulation being accomplished 
through the use of these slogans, not only by ourselve; 
but by the retail merchants. 





Canadians Ask Protection 


Montreal, Jan. 23—Conditions in the shoe trade 
during the year of 1923 involved a number of serious 
difficulties for all branches of the trade, J. E. Warrinz- 
ton, of Quebec, president of the Shoe Manufacturers’ 
Association of Canada, pointed out at the opening of 
the annual convention at the Windsor Hotel. 

In his annual address the president pointed out that 
the industry experienced 23 casualties during the year, 
which is a very large percentage out of a total of 180 
shoe manufacturers in the country. Wholesale dis- 
tributors were also affected by the same conditions. 
“In most parts of the Dominion,” he said, “business 
has been quiet. Frequent changes of style have been 
costly. Competition has been very keen and few retailers 
have made any money. Many merchants found it im- 
possible to carry on under the conditions.” 


Output Less than 1922 


The output of the factories during the year was 
about 7 per cent less than the production of 1922, while 
the value of the output was reduced to a much greater 
extent. Production was less than the output of 1919 by 
$3,800,000. 

The president deplored the growing importations 
of footwear from Germany, Great Britain and other 
places. “It is a matter of urgent interest,” he said, 
“that the entire Canadian trade should be reserved for 
our own industry instead of helping to build up indus- 
tries abroad. I am not a pessimist and I have abiding 
faith in the future of our country, especially if our 
Government realizes the hopes of our business men and 
considers that besides our large agricultural interests 
our industries rank equally large and are entitled to 
every encouragement possible to enable them to thrive 
and progress; but it would be dangerous to adopt an 
attitude of excessive optimism under the conditions 
which have prevailed and those existing at the present 
time.” 

R. Montague Davy, president and general manager 
of the Ames-Holden-McCready Company, discussed 
the subject of ““What’s wrong with the shoe trade and 
how can it be corrected?” 

The increase in production, he said, had outrun the 
increase in population, which immediately brings to 
our attention the urgent necessity of a well conceived, 
well organized and vigorous scheme of immigration. 
This necessity is not confined to the shoe trade but is 
common to every Canadian industry today, both com- 
mercial and agricultural. 
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Pennsylvania Convention 


(Continued from Page 54) 


You are all right, no matter what hap- 
pens.”” 


He explained that his firm goes a step farther and 
divides its men’s shoes into two groups: the men’s low 
shoes, for instance, all shoes below $10 and all men’s 
shoes above $10; and the same with men’s high shoes— 
all above $10 and all below $10; the same with women’s. 

“Suppose at the end of the month,” said Mr. Geuting, 
““you just count the number of shoes you have in stock 
in the rough. Suppose that there is a man in the house 
who does a business of $50,000 a year and averages these 
shoes at $5.00 a pair. That means, he sells 10,000 pairs 
a year—let us make it 12,000 pairs, and he should 
never have more than 4,000 pairs in stock. Take his 
shoes in the rough, and at the end of the month, he has 
1,000 pairs of shoes in stock—divide 4,000 pairs by 4 
and you have 1,000 pairs. What the figure shows at the 
end of the month must be objective next month, and 
just in the degree that you study that proposition, just 
in that degree you will be successful merchants. If you 
sell 1,000 a month, you sell 12,000 pairs a year—If you 
sell 1,000 pairs a month, you have sold 4,000 pairs every 
four months and every three times a year you have a 
new stock.” 

Touching on the great question of Style, on which so 
many did not know just what to do, he told the con- 
vention that they could not buy every pattern, nor 
every color, nor every toe, but to have good shoes and 
have them in the right sizes and widths. 

“If you can afford to have more than one strap style, 
then buy a strap pattern and carry it in the right sizes 
and widths. If you want to make a sensation and show 
that you have a lot of styles, put 50 or sixty shoes, all 
of different kinds, in your window, and tell the folks that 
while you do not carry all of these shoes, you can get 
them quickly for them. Cut your cloth according to your 
measure, or according to the place in which you do 
business.” 

An open forum then took place, with C. J. Mensch of 
Pittsburgh, Treasurer and Director of the Pennsylvania 
Shoe Retailers’ Association and National Director, in 
charge. “Successful Shoe Buying” was well treated by 
M. G. Harper, head of the Walk-Over Store, Phila- 
delphia, who stressed buying every week in the year, 
and four or five times a week, if necessary, as the most 
effective methods of leveling out the peaks and valleys 
of the shoe business. In this way, he felt that a steady 
flow of business would be assured. In regard to the cost 
of distribution, he stated that he believed if any econ- 
omies could be effected, this should be done, but that 
he has felt all along that the cost of distribution of 
shoes should be very much higher; that merchants 
cannot perform a professional service, which the shoe 
business should be, with the present quality of labor 
which we have, and that it is ridiculous to pay the 
retail sales people who fit shoes so little money. There is 
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much waste he said in making lasts wrong, a waste in 
the labor of selling shoes, but the greatest waste of all 
is in the loss through inefficiency of under-grade shoe 
fitters. If it costs 22 to 24 per cent to distribute groceries, 
Mr. Harper feels that 29 per cent to distribute shoes at 
retail is too little and that at least 5 per cent more should 
be charged on top of that for service that is really pro- 
fessional. 


Four Seasons Better Than Two 


‘The trade papers,” said Mr. Harper, “are advocat- 
ing a four season a year buying. That is better than 
nothing—much better than six months’ buying and for 
some places and conditions, it may fill the bill, but if 
we are to level out the low places, we must buy all the 
time and if you buy all the time, according to the outgo 
of the stock in your store, the factories which you are 
supporting and co-operating with will be in a better 
position to serve you, your stocks will be in better 
shape, so far as service to your customers is concerned, 
and your losses through depreciation far less. 

William Geuting was the next speaker on the subject 
of “Successful Buying” which he said was a question of 
geography and population. He took issue with Mr. 
Harper on the subject of a concern concentrating on 
one particular line, such as men’s, perhaps, or women’s, 
or children’s. It was brought out by Christian Lude- 
buehl that Geuting’s undoubtedly specialized in each of 
its departments, paying particular attention to each one 
of its departments and Mr. Geuting agreed that this 
was so. 


Independent Store Forges Ahead 


On the subject of “Who Will Be the Future Distrib- 
utor of Shoes—Department Store, Chain Store, or 
Individual Store? Harry Stoebener and A. N. Foster 
both declared in favor of the Individual Store. 

“What Style Has Meant to the Shoe Business During 
the Past Decade—and Has Style Increased Business 
Sufficiently to Compensate the Losses” was well 
handled by Jules Winkelman and Roy Walters. Mr. 
Winkelman stated that the style tendency in the 
United States today is evidenced in everything. He 
cited the case of automobiles, that even those of the 
high class makes were obliged to change in their styles 
in order to keep up with the style changes in lower 
priced cars. “It is necessary for us to continue shoe 
style,” said Mr. Winkelman. 

“We must show new styles all the 
time. We are not competing with each 
other—we are competing with other lines 
of business. A lady has $10 to spend; she 
does not have that to spend for a pair of 
shoes; she does rot have it to spend for a 
hat; she has that $10 to spend and it is up 
to us to compete with the milliner and to 
give her something that is so beautiful 
that we can take that $10 away from her 
for the shoes.”’ 
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During Chicago Conven- 
tion—Feb. 11-14, our line 
will be on display at 
Hotel Morrison, Rooms IN STOCK 


1903-1904. Black Elk Skating Boot, C and D wide, 
3 to 8. Price $3.50. 5% -30— 
Minimum—12 pairs cn a width. 


Gregory & Read Company 


ecMakers of Womens High Grade Shoes 


LYNN, MASS. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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An Alden Style 


that can be 
delivered promptly 


Lot No. 130 


TONY BROWN 
CALF OXFORD 


Rubber Heel 


Lot No. 140 


GLAZED CALF 
OXFORD 


840 Last 
Rubber Heel 



























The past four years during which we 
have concentrated upon a limited 
range of standard styles, leathers, 
lasts and patterns have proven beyond 
doubt that the economies we have 
effected have greatly assisted Alden 
dealers in giving better value, at no 
sacrifice of profit. 













Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 








+ 





+ 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 





+ 











































































Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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This Window Display 
Is Impressive, Yet---It Does 


Not Show Miller Shoe Trees 


“Miller” Shoe Trees will insure your 
good-will by protecting the quality in 


SHOW the shoes you sell. 


“MILLER” 
SHOE TREES “Miller” Shoe Trees sell easily, pay a good pro- 


IN fit and create customer satisfaction. 


YOUR STORE The profit on “Miller” Shoe Trees displayed in 


show windows will lower operating costs 


WINDOWS materially. 
Why not benefit by selling “Miller” Shoe Trees ? 


—SHOE TREE DIVISION— 


O. A. MILLER TREEING MCH. Co. 
BROCKTON, MASS. 
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SNUGLERS 


UILTED satin slippers 

will bring women to 
your store. Here is a style, 
made in four colors, that 
has proved successful in at- 
tracting feminine trade. 


This is only one of many num- 
bers in the new line of Snug- 
lers felt footwear. In Snug-lers 
there is a sufficiently wide vari- 
ety of shapes, styles, and colors 
to satisfy every customer. The 
variety of Snug-lers, combined 
with expert workmanship and 
superior materials, is building 
profits for dealers everywhere. 


Send for a Snug-lers catalogue 
to our branch from which you 
order Keds and “‘U. S.”” Rubber 
Footwear. 


United States Rubber Company 
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Will You Accept a ROTOS#LEER 
For a Ten Days Free Trial? 


Its Use May Increase Your Profits $1,000 the First Y ear 


ILL you accept a complete Rotospeed 

Stencil Duplicator—machine, stencil 

paper, stylus, ink, paste and a supply of 
impression paper for a 10 days’ free trial? With 
the outfit we will give you some clever and 
effective ideas that have been used by success- 
ful retailers everywhere We will tell you how 
you can produce these ideas right in your store 
with a Rotospeed. Then we want you to test 
themachineand ideas 
for 10 days without 
expense 


Ideas Worth 
Thousands of 
Dollars 


We will send you sam- 
ples of an intensely in- 
teresting circular that 
was used by Mr. Peter- 
man of Franklin Grove, 
Illinois, which increased 
his business 47 per cent 
in exactly forty days. We will send 
you actual samples of a bulletin that 


increased the CASH SALES of Mc- 





bad accounts. And you can get out all of this printed 
matter at a fraction of what it is costing you now. 


10 Days FREE Trial 


Today we will send you a complete Rotospeed Sten- 
cil Duplicator Outfit and a portfolio which contains 
tested and proven ideas. You can use the machine and 
ideas for 10 days. You can print many pieces of litera- 
ture and circulate them in your neighborhood. You can 


check the returns carefully—see how many additional 
dollars come — then you 


can decide whether you 
want to keep the machine 
or not. If you do the en- 
tire outfit, machine and 
ideas, will only cost $48.50. 
If you don’t, you can re- 
turn the machine with- 
out feeling the slightest 
obligation. 


Get the Details 
of This Liberal 
Offer 


Let us send you some samples of 
ideas that are proven business- 
builders and big money-makers 





Dougald, Outland & Co. of Clito, 
Ga., 86 per cent in three weeks. We 
will send you samples of ideas that 
were used by Anderson Bros. of 
Joliet, Illinois, that doubled their 
business in four months. 


A Rotospeed Does 
It All 


Without the use of type or cuts, 
without an experienced operator, 
without fuss, muss or delay—almost 
without expense—you can print a 
Store News, illustrated folders and 
circulars, bulletins, ruled forms and 
sales and collection letters with a 
Rotospeed. 

You can get out an attractive 
Store News that will earn its small 
cost hundreds of times over. You 
can get out folders, circulars and 
bulletins that will sell your store to 
the people in your locality. 

You can get out whole-hearted 
sales letters and collection letters 
that will keep your books free from 





for other retailers. Let us tell you 
how easily and cheaply you can 
produce these ideas in your store 
with a Rotospeed. Let us prove to 
you that you can increase your 
profits $1,000 in a year. It costs you 
nothing to find out. Just mail the 
coupon. We will send you sam- 
ples and details of our liberal offer 
at once. 


The Rotospeed Company 
Dept. BF-1, Dayton, Ohio 


Get This Valuable Information NOW 


The Rotospeed Co., Dept. BF-1, 
Dayton, Ohio 


Please send me samples of business-getting, money- 
saving ideas that have been used by retailers with full 
details of your free trial offer. This does not obligate me 


in any way. 


(Print or write plainly) 


Dealer Influence is secured thru advertising un the Boot and Shoe Recorder. 
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(2h Great National Shoe Uechly 


ESTABLISHED APRIL I, 16862 


CHICAGO 


Stocks Moving Along Well 


Snowfall and Cold Weather Plays Important Part in the 
Call for Heavy Footwear 


OST of the shoe stores on State 
street held clearance sales during 
the week ending Jan. 19. The shoe de- 
partments of Marshall Field and Mandel 
Bros. will hold off until February before 


Association convention to be held here 
Feb. 11, 12, 13 and 14. Here’s some advice 
to the merchants who are planning on 
taking in the big show: “Do not fail to 
get a certificate, if not at your home 





Executives of the T. G. Rhodes Com, 
the men are: W. G. Brower, 
e, Herman H. 


Henry G. aylor, secretary; 
and W. 5S 


, 315 W. mag | ry Wthode, Pr Til. ref to right, 
re. Edward 
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holding their sales. Mandel Bros. held a 
special sale on some numbers. 

Merchants are satisfied with the clean- 
up on heavy footwear during the past two 
weeks. Real winter weather with a four- 
inch snowfall helped very much. 


Carl Stendal a Visitor 

Carl Stendal, live wire Minneapolis 
merchant and president of the North- 
western Retailers’ Association, recently 
stopped in Chicago on his return from 
eastern markets. He is enthusiastic about 
his association’s convention, March 10, 
1] and 12. 


Certificate Necessary to Ob- 
tain Reduced Rate 


There is great interest prevailing con- 
cerning the National Shoe Retailers’ 


station, at the nearest station where cer- 
tificates are issued. This certificate is of 





= More Shoes Sold Right 





great importance. You pay the regular 
fair when you come to Chicago; your 
certificate entitles you to one-half fare on 
your ticket home. That is the special rate. 

‘Have youmade your hotelreservations? 
This is also of importance as some of the 
Chicago hotels are already booked up to 
capacity for the period of the conven- 
tion.” 


An Inventory Every Month 


In reply to the question of how often an 
inventory was taken, the buyer for one of 
the largest State street stores replied: 
“Every month.” Not an actual invoice of 
every shoe but pairs are counted and 
tabulated according to stock numbers. 
These are, with previous months’ figures 
and turnover, watched. A mighty good 
plan and one the Recorder has strongly 
recommended in previous issues. One can- 
not buy every week and invoice twice a 
year. It can’t be done right. 


Cushman Chosen President 


Herman Cushman, vice-president of the 
A. S. Kreider Company, and M. L. Pater- 
son, manager of the Converse Rubber 
Shoe Company, were elected president 
and vice-president of the Chicago Shoe 
Trades Association, succeeding Mr. Calvin 
and Mr. Dovenmuehle. At the last meeting 
of the association, Mr. Calvin and Messrs. 
H. C. and Geo. Dovenmuehle were made 
honorary members. 





CINCINNATI 


Quiet Tone to Shoe Buying 


Shoe Stores Featuring Clearance Sales Report Response 
Below the Average—Men’s Trade Better 


ETAIL shoe business was rather 
quiet during the week ending Jaa. 
19. Shoe merchants are complaining about 
the small amount of sales that they have 
been making and are hoping that there 
will be a change to brisker buying soon. 
A number of shoe stores are in the midst 
of the clearance sale season and are offer- 
ing the stock at reduced prices, but buying 


has been only fair. Many stores are holding 
off sales until the last days of this month. 
Last year some shoe stores waited until 
the end of January before they offered 
their footwear at reduced prices. They 
found that this was a sound policy that 
aided business at the opening of February 
and at the same time, sales held up fairly 
well during January. 
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Managers and employees of the Wohl Shoe Co. St. Louis, at a banquet recently held at Hotel Statler. Managers of twenty Wohl slores were present 


ST. LOUIS 
Satins and Suedes Selling 


Department Store Fails to Move Women’s High Shoes at 
a Greatly Reduced Figure—Buying only Fair 


What Women Are Buying 

The square toe pump seems to be in 
great favor. They are sold in black velvet 
and in patent leather. Brown strap effects 
are still having a limited sale. Black satins 
have a steady sale. Women’s oxfords are 
not moving as well as they should. Quite 
a number of galoshes were sold during the 
several recent cold spells. 

In the men’s lines there is an increasing 
sale for patent leather evening shoes. Tans 
have been in good demand while blacks 
likewise have shown some measure of 
strength. The men’s business has been 
holding up better then women’s. 








Factories Report Good 
Orders 


Shoe factories report that orders 
for spring footwear have been com- 
ing in much better in the past few 
weeks. Officials are extremely opti- 
mistic about the outlook for pro- 
duction during the next month or 
so. Several of the factories are 
particularly gratified at the busi- 
ness that they have been booking. 
One large plant reports that it has 
secured more orders in the last 
thirty days than in any similar 
period in the past eighteen months. 
Another plant has sufficient orders 
now on hand to keep its depart- 
ments running on a full time 
schedule for the next six weeks. 
Still another factory states that its 
salesmen have sent in orders which 
justify the opinion that business is 
better than it has been in several 
years. Retailers who do not place 
their spring business at once will 
undoubtedly be disappointed on 
deliveries. 

















throughout the retail shoe district 
during the week ending January 19. 
An interesting situation arose in one of 
the large department stores, where an 
attempt was made to force the sale of 


( ; ENERAL sluggishness was apparent 








J. J. MARTIN 


Recently appointed general manager of the Cen- 
tral Shoe Co., of St. Louis 


women’s boots. These shoes were good 
numbers and proper lasts and offered at 
$2.95. The assistant buyer stated that not 
enough were sold even to cause comment. 


At the same time in this department 
women were buying airy satins and light 
suedes. 

The clearing sales are waning, and the 
initial punch has vanished. Reports from 
a number of stores on their sale indicate 
that a good quantity of merchandise has 
been moved and inventories are in better 
condition than they were a year ago. 


Stocks Reduced in Most Cases 

One comment made generally is that 
stocks have been reduced. New patterns 
for early selling are creeping into the 
windows and display cases. In the high 
grade stores reports are that some call is 
being heard for spring shoes. Much of 
this business, however, is being done with 
people leaving for Florida. 

Strap Patterns Are Leaders 

Straps are having the prestige in the 
new designs. While a few pumps are being 
sold the volume is negligible compared 
with straps. Airedale is being preferred 
to Jack Rabbit in the early selling. It 
is the opivioa of many that Jack Rabbit 
will increase as the season advances. 

Pilgrim pumps with 8-8 heels are mak- 
ing their appearance oa the streets. The 
popular priced stores are showing them 
in a few st les. 


Wohl to Operate Fields Shoe 
Department 
Wohl Shoe Company will operate the 


shoe department of Field’s, a new store 
to be opened on the southwest corner of 
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Sixth Street and Washington Avenue. 
The department will be located in the 
basement with two entrances, one on 
Washington Avenue and another on Sixth 
Street through the store. The department 
will be managed by H. L. Grotcher, for- 
merly of Kansas City, Mo. The opening 
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will be about March 1. At present the 
Wohl Shoe Company is operating 10 shoe 
departments throughout the country and 
leases have been closed for the opening of 
departments in the following cities. Chat- 
tanooga, Tenn., Peoria, Ill., Omaha, 
Nebr., Oklahoma City, Okla. 





MILWAUKEE 


Shoe Sales Attract Good Buying 


A Little of Everything in Women’s Footwear Selling in 
Establishments Where Prices Are Reduced 


ILWAUKEE shoe merchants are 

clearing stock successfully in the 
big clearnace sales going on at the present 
time. These sales will continue with more 
or less frequency and strength well into 
February. Odds and ends and broken lines 
as well as dead numbers have been dis- 
posed of in large quantities thus far dur- 
ing the sales. 

Merchants have been led to believe 
that the public here is getting the habit 
of waiting for those sales, which follow 
closely after the holiday buying. It is felt 
that the naming of a specified time year 
after year for clearances has a bad effect 
on buying during the four or five weeks 
preceding these sales. 


Buying Everything 


As is characteristic of sales periods, 
the public is buying a little of everything. 
Satins, patents, and suedes, with black 
as the dominant color, are almost equally 
divided in the selling. Oxfords and a 
small number of boots in calfskin are 
running fairly strong in the sales columns. 
Men are buying more boots to the detri- 
ment of oxford business. A preference 
for browns and tans in various shades has 
developed among Milwaukee men. At 
Marquette University in Milwaukee, the 
better dressed students have taken to a 
light-weight, light tan oxford for winter 
wear. As most of their time is spent in 
classrooms and indoors, this type of foot- 
wear has been found ideal. 

“There is no particular type of foot- 
wear in demand at this store,”” said Adam 
Zarek, head of the men’s department at 
the Walk-Over boot shop. ‘We find that 
the men are buying along the same lines 
as they did all fall. Black is a color 
favorite, but the lighter shades are not 
neglected. Men are bargain hunting and 
our $6.95 sales are proving unusually 
attractive and have been _business- 
getters.” 


Shoe Factories Busy 


Shoe factories in all parts of Wisconsin 
have finished their January inventories 
and are busy now making stock for spring 
delivery and filling the rather plentiful 
replacement orders sent in by merchants. 


The year 1923 was not a record-breaking 
one in the shoe industry in Wisconsin; 
nevertheless all factories reported a suc- 
cessful year with possibilities for another 
and better one in 1924. 


Rules on Stamp Act 


Distribution by a newspaper of tickets 
which are good for one dollar in credit on 
a savings account at a certain bank when 
presented with an initial deposit of $2 or 
more is not a violation of the state trad- 
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ing stamp act, the attorney general’s 
office of Wisconsin held in a ruling to the 
state commissioner of weights and meas- 
ures. The opinion declared that such dis- 
tribution had nothing to do with the sale 
or giving away of merchandise or other 
wares specified in the trading stamp law. 
Opens New Store 

The new shoe and men’s furnishing 
store recently completed at 925 South 
Jackson street, Green Bay, by Mathew J. 
Rahn, has opened for business. The store 
is lodged in a new building built by Mr. 
Rahn. 


Shoe Company Incorporates 

The Lester Shoe Stores, Inc., of Dela- 
ware has received a permit to do business 
as a foreign corporation in Wisconsin. 
The company has named W. H. Johnson 
of Superior, Wis., as its Wisconsin agent. 


Madison Merchant Dies 


Meyer Bornstein, 32, partner in the 
Bornstein Bros. Shoe Store at 809 Uni- 
versity avenue, Madison, Wis., died in 
a hospital in that city recently. 





CLEVELAND 
Good Tone to Business 


Briskness Characterizes Trade in Shoe Stores—Demand for 
Rubbers Stimulated by Stormy Weather 


USINESS in this city since the holi- 
days has been very good. Sales are 
running much higher than they did in the 
corresponding period last year. Business 
has been brisk in the shoe stores, the 
special sales that always feature this 
season of the year helping to swell volume. 
Factories during January continued to 
put on more help, the automobile fac- 
tories and concerns in which auto acces- 
sories are made, took on the largest 
amount of employees during the first two 
weeks of January. Steel mills in the 
district report increased buying; banks 
show a steady increase in deposits and 
other conditions indicate a healthy state 
of business. Prospects are considered 
better than a year ago. 


Rubber Footwear Sells Well 


The shoe stores here have been having 
an excellent run of business in rubber 
goods since the holidays. Saturday, 
January 5, was the biggest rubber day 
in the entire history of the retail shoe 
business in this city. Men who have been 
doing business here 25 years or more are 
authority for this statement. 

Along with the buying of rubber goods, 
including four-buckle arctics as the leader, 
merchants sold oxfords, and novelties in 
great quantities. Black and gray suedes 


have taken hold here, especially with the 
high school girls. The strap and cut-out 
models, even if the weather is cold and the 
atmosphere is damp, have been selling 
at a rate that was never dreamed of until 
this winter. 


Munsie Leaves Kent, Ohio 


Francis Munsie, who has been the buyer 
for the shoe department of the Gensemer 
Brothers department store at Kent, 
Ohio, has severed his connection with that 
company and will locate in Cleveland 
shortly. 


James Wins Promotion 


W. B. James, who is one of the best 
known shoe retail salesmen here, won a 
promotion at the W. B. Davis Co. He 
has been placed in charge of the shoe 
department of this men’s store and is 
busy putting into effect the salesmanship 
ideas that he gathered in many years’ ex- 
perience in other stores in this city. 


Plans for Attending N.S. R.A. 
Convention 
Many merchants are planning to attend 
the convention of the National Shoe Re- 
tailers Association in Chicago, February 
11, 12, 13 and 14. 
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For some years it has been customary 
for the merchants here to make special 
arrangements, in the way of extra coaches, 
etc., for the trip, and to make this city 
the starting point for shoe merchants in 
northern and eastern Ohio. This will 
be done this year again and announce- 
ments about arrangements for the trip 
will be made soon. 


With leaders in business predicting a 
good year, with competition keener than 
ever, the annual convention of the dealers 
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this year is regarded as a most important 
event. 


Good Trade in Outlying 
Districts 


Stores in the residential districts and 
in the outlying business section of the 
city have kept pace with the larger stores 
downtown in increasing sales since the 
holidays. 

These merchants have resorted to ad- 
vertising in only weekly and daily papers. 





LOUISVILLE 


Better Tone to Shoe Business 


Promising Outlook to Spring Trade Is Reported from Several 
Sources—Weather More Favorable 


EASONABLE weather has been a 

great factor in improving the trade 
in the retail shoe stores during the past 
few weeks. General conditions in Louis- 
ville are good and the spring outlook is 
promising. Bank transactions for the year 
just closed showed a 14 per cent gain over 
1922 and a 21 per cent gain over 1921, a 
steady improvement over the past 18 
months. Records show satisfactory gain 
in employment. 


Do Away with Trading 
Stamps 

That leading retail merchants can come 
fairly close to ousting trading stamps with- 
out legislative acts was shown at Evans- 
ville, Ind., where the Retail Merchants 
Association got together and signed an 
agreement not to use stamps or other gift 
schemes. 


Hero’s Store to Move 


J. C. Hero, 128 South Fourth street, 
retail shoe merchant selling men’s shoes, 
has announced plans for moving his 
business to 232 South Fourth street. His 
store will be on the same side of the street, 
but a block south of his present location, 
and in a better business district. Hero has 
been in the local shoe trade since a boy, 
commencing with the old house of Brown 
& Cowen. 

City Is Growing 

There is no doubt but what Louisville is 
growing fast. A recent survey indicated 
approximately 285,000 inhabitants, and a 
decided gain over the past two or three 
years. In November a new hotel of 700 
rooms was completed, while another of 
more than 400 rooms is to be started this 
month. The Elks Club is also completing a 
new home, which will have 200 rooms for 
hotel use. For some time past Louisville 
had been short of good hotel accomoda- 
tions, resulting in traveling men having 


considerable trouble in securing accomo- 
dations, and especially sample rooms. 


Strong and Bosler Elected 


Jesse R. Strong, local shoe jobber and 
Edward J. Bosler, jobber of findings, were 
elected members of the executive com- 
mittee, of the Merchant’s & Manufactur- 
ers’ Association, at its annual meeting. 
The association during the year did a 
great deal of association advertising in the 
South to attract business to wholesalers 
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Great Hosiery Sales 
During Past Year 


More hosiery was sold by the shoe 
stores during 1923 than in any pre- 
vious year, according to reports 
from almost every store. Better 
grades of merchandise were also 
sold in the hosiery departments. 
Present indications point to a con- 
tinued good demand for hosiery. 














and manufacturers of Louisville, and is 
very well pleased with results of its cam- 
paigns of the past two or three years, in 
which about $50,000 a year has been spent 
in advertising Louisville as a market for 
the South. 


Take Over Store 


Officials of the women’s store of Husch 
Brothers, on Fourth street, have recently 
incorporated the house of Buell, Inc., 
which has taken over the women’s store of 
Aronson’s, Inc., at 441-443 South Fourth 
street. The Husch house has an excellent 
shoe department, and it is believed that a 
shoe department will be installed in the 
new store, although nothing definite has 
been decided upon in this connection. The 
Aronson store handles women’s clothing 
hosiery, millinery, etc. 





DETROIT 


Sales Meet with Good Response 


First Appearance of Spring Merchandise in Some of the 
Shoe Stores—Overshoe Prices Cut Slightly 


OST of the shoe stores held sales 

during the week ending Jan. 19. 
Much interest was manifested by the 
public and the stores reported a good re- 
sponse to the offerings. Remarkable values 
were given in almost every store which 
had a sale. 


Overshoe sales are appearing, although 
the prices of these, in spite of the unseason- 
able weather and the lack of demand, has 
been kept until now at a normal figure. 

The clearance sales being held are gener- 
ally successful, although some merchants 
report their results as being spotty. O. A. 
Day, general manager of the R. H. Fyfe 
& Co., states that their pre-inventory 
sale of this year is the most successful in 
the history of the store. The doors of the 
Queen Quality Boot Shop had to be 
locked several times during the first two 
days of their sale, which indicates good 
business. 


Six-Time Turnover 


In conversation with a department 
manager the other day the writer was 


given the following facts and figures: On 
an average stock of men’s shoes, in round 
numbers, 3,000 pairs, an annual volume 
of 17,450 pairs were sold. This is nearly 
a six times turnover. At nventory time 
there were just about 200 pairs of shoes 
in the stock that were over one year 
old. How was it done? 

First—by eliminating stock that had 
formerly been absorbed by “‘store-pets.” 
These are the outside sizes that were 
usually disposed of at clearance sale 
periods only. Second—by keeping a chart 
of the sizes in stock and buying to the 
needs of the stock. 


Few Spring Styles Being 
Shown 


Spring styles are being shown in some 
of the windows in some instances. Con- 
ditions in Detroit remain about the same. 
Retail shoe business is not up to standard. 
Reports from the Board of Commerce 
and the financial agencies indicate that 
there are few men in Detroit without 
employment. (Continued on page 102) 
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‘Lhe A. H. BERRY CoO. 


Line of Women's Shoes 


The coming season, as in the past, we 
shall try to combine honest material and 
workmanship with selling features that 
are profitable, and in stock service that is 




















appreciated. 
i VANGELIN 
Welts 
for 
Women 
THESE 
LINES CARRIED 
DAVIS IN STOCK 
NEW PROCESS 
A FLEXIBLE — 
CUSHION SOLE 
McKAY DURING CONVENTION 
WEEK SAMPLES WILL BE 








DISPLAYED AT PALMER 
HOUSE, CHICAGO 





IMPROVED CUSHION SOLE 
SHOES, DR. A. REED, PAT- 
ENTEE, 1900, 1901. THIS IS 
NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 
VIOUSLY PATENTED BUT 
HIS LATEST INVENTION. 
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(TURNS) 








A. H. BERRY SHOE CoO. 


PORTLAND, MAINE 
BOSTON SALESROOM :: 186 LINCOLN STREET 


(4th Floor) 





Dealer Influence is secured thru advertising in the Boot and Shoe Recoruer. 
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THE COMFORT MEN BUY! 


With his other treasures of comfort and convenience the 
typical man greatly covets his shoes with lacing hooks. 
He appreciates the thought and consideration on the P 
part of the retailer that has made it possible for him : 
to enjoy greater shoe comfort. A man never forgets the 
store which sells him service of that kind—make the 
men who come into your store to buy, your permanent ‘ 
customers by selling them footwear which has the feature L 
that makes shoes snug fitting, easy to lace and conven- }- 
ient to wear—sell shoes with lacing hooks! 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Recorder Merchandising 
Calendar for February 














February 1-9 


Examine your figures for January business. What 
divisions of your stock show a profit? Which a loss? 
Analyze your statement carefully and decide how you 
can best discuss it with your salesforce later in the 
month. Get ready for the N. S. R. A. Convention. 
Have your questions carefully written down as well as 
sizes for stock and memoranda of new patterns. Bring 
last year’s statement with you. We will gladly analyze 
it for you. 











February 11-16 

















Convention week and also Lincoln’s Birthday and 
Valentine’s Day. Leave your store looking fit for these 
occasions while you are in Chicago. It will help your 
assistants keep up the volume during your absence. 
























February 18-23 


A sales conference, by all means. An ideal time to 
discuss the result of January business and your trip to 
Chicago. Tell them what benefits you derived, what 
shoes you bought and why they were bought and then 
decide on how you intend merchandising them. Wash- 
ington’s Birthday this week, too. Don’t forget it. 


“de 
— 
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February 25-29 


By this time some of your spring shoes are in. That 
means trim your windows, revamp your mailing list 
and get advertising ready. Collect your outstanding 
accounts and pay your bills. This is a short month but 
it surely is a busy one, with the convention and three 
holidays to provide for. 























Simple 
Elegance— 


That is the impression con- 
veyed through the artistry of 
design of AMERICAN IN- 
TERLOCKING SHOE 
STORE CHAIRS. 


Architecturally correct in 
every detail, these chairs are 
a fitting complement to the 
decorative scheme of any store 
interior. Moreover, for com- 
fort and permanence they 
typify the highest standard of 
construction. 


AMERICAN-SEATING (OMPANY 


General Offices, 1016 Lytton Building 
CHICAGO 





601-119 W. 40th St. 302-69 Canal St. 
NEW YORK BOSTON 
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75¢ 


Buys a 
Dollar's Worth 
of Shoes 

Durin, 
this Sale 





Figure 1—A quickly installed background for a sale win- 
dow. Note the large circular price tickets 
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OLD-FASHIONED 
Clearance Sale 









































Figure 2—This Old-Fashioned Clearance Sale window can 
be installed in 30 minutes with Recorder Interchangeable 


Units 


Make February a Busy Month 


The Right Goods at the Right Prices, Rightly 
Heralded by Good Window Displays, 


I _pumtes “aos will be rather a quiet 


month for the shoe merchant who 

does not plan for a busy one. Many 
shoe merchants make a big noise in 
January with their clearance sales, forget- 
ting that February should be a clearance 
month as well. Under certain circumstances 
it is advisable to have the “big sale 
event” in January, but it is always well 
so to close that sale that another may 
be held in February, for a few days, at 
least. 


Change Windows Once a Week 


The windows of the store were once 
used for the sole purpose of giving light to 
the interior of the store, but today their 
chief use is to advertise the store—and to 
sell merchandise. The new use of the store 
window necessitates more attention than 
the old. Window displays a week old, are 
weak, and will get weaker all the time 
until they die a natural death. The shoe 
merchant should make it a rule to change 
each window display once a week. The use 
of the Interchangeable Units designed by 
the Recorder and shown in this issue will 
help to make this work easy, and save the 
merchant a lot of time. These units were 
described in the November and December 
Shoe Store Service Sections. 

Every shoe merchant will find it ad- 
visable to have a ‘“‘Final Clearance Sale,” 
if it is only for a couple of days. He will 
find lots of stock he would like togetridof, 
and want to get rid of badly enough to 
make the prices very low and attractive. 
That’s his sale opportunity. 


Are Bound to Get Action 
By A. E. EDGAR 
How to Use the Units 


In Fig. 1 we show a quickly installed 
background for a sale, using only a few of 
the units. The lattice in the center is com- 
posed of two of the lattice (M) units, 
while the pilaster and flanking piece at 
each side are composed of the B and I 
units. The sign, “Final Clearance Sale,” 
is attached to the circular unit E, which 
gives it stapility. 

In all the display settings shown in this 
article a drape of plush is indicated in the 
back of the window. However, where there 
is a permanent panelled background it 
will serve as well. 





An 


Old-Fashioned 
Clearance 
Sale 


of 
New-Fashioned 
Footwear 


Window card to go with your Old- 
Fashioned Clearance Sale 











A “sale” window should be given a sale 
atmosphere. This is usually secured by 
the use of many price tickets, some of 
them being of considerable size. It does 
not pay to crowd the window too much, 
although plenty of merchandise should be 
shown. Nor should merchandise be jumbled 
in a display. Occasional displays of “heaps 
of shoes’’ in the store window of a store 
that usually features but a few units will 
attract attention because of the unusual- 
ness of the display. The sale atmosphere 
is given to Fig. 1 by adding the large cir- 
cular price tickets, as well as the show card, 
shown right down near the front of the 
window. 


A Half Hour’s Work 


The show card is playing a greater part 
in advertising today than it has ever done 
before. Merchants are learning that they 
are the mouthpiece of the window. They 
tell the prospective customer some of the 
things the merchant wants him to know. 
The show card in Fig. 1 is convincing— 
“75c Buys a Dollar’s Worth of Shoes 
During This Sale.” That is something for 
the person passing the window to take 
away in the mind, and it is apt to recur 
in the mind and bring back a customer. 

The old-fashioned Clearance Sale win- 
dow can be installed in half an hour with 
the Recorder Interchangeable Units. The 
valance will have to be painted and ready 
to hang in the window when the setting 
is installed. This valance may be painted 
on white or cream paper with either water 
colors or japan colors. Japan colors should 
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Here are the Recorder Interchangeable Units which were fully described in the November and December Store Service 


be used on any sign that is exposed to the 
weather, as it would be if the valance 
should be attached to the outside of the 
glass instead of on the inside, which is 
preferable. 

An odd name for a sale sometimes gets 
more attention with less cost for publicity. 
It will make it distinctive from other sales 
being held at the same time by other stores 
That is sometimes important. 

The old-fashioned sale should be given 
some of the ear-marks of the old-time 
sales, such as the plentiful use of boxes 
and baskets, each with its lot of bargains, 
poles with hooks placed at regular inter- 
vals, from which shoes are hung, etc. Care 
should be exercised not to over-do it, and 
make a farce out of a business event. 


A Wooden Packing Case Comes in Handy 


The setting in Fig. 2, is made of two 
of each of the units, A, B and C, with one 
of M, while the plateau uses up the H units. 
An ordinary wooden or fiber packing case 
is covered and lined with wrapping paper 
and set up in the center of the window— 
a price ticket attached to the upper edge, 
as shown in the illustration. This box is 
to be filled with various kinds of shoes at 
this price. 

A good show card to use in a window 
display of a sale of this name is illustrated 


tions 


in Card A, which reads, “An Old-Fash- 
ioned Clearance Sale of New-Fashioned 
Footwear.”’ It will be noted that the let- 
tering on this card is plain and distinct, 
and easily read at a glance. This should 
characterize every “sale” show card. 
Others may be made “fancy”’ and may be 
elaborately decorated, but the sale card 
should be kept strictly plain. Where fre- 














A card for your St. Valentine’s 
window shown on the next page 


quent changes of cards are made, and this 
is advisable, the most easily made letter 
is the best to use, and that is the plain 
Gothic letter used on Card A. 


Lincoln’s Birthday and Washington’s 


Unless the shoe merchant is in the midst 
of a clearance sale on the 12th and 22d, 
the anniversaries of Lincoln and Washing- 
ton, a patriotic display of some kind should 
be installed. This should not be over- 
elaborate, nor should the decorations be 
too costly. The cost can be reduced by 
using decorations that may be used in 
later patriotic displays, for there are 
several of these that should be installed 
during the year. 

The patriotic display setting shown in 
Fig. 3 is made up of units that may be 
combined in a different way in other dis- 
plays. The eagle is a cut-out, made of 
wall board when possible, but heavy card- 
board may be used and a few strips of 
wood glued across the back to strengthen 
it. The shield is easily made of the same 
materials. The manner of using a frame 
of wood to strengthen wall board panels, 
as described in the November 26 Service 
Section, will apply to the making of the 
shield. If a show card writer cannot paint 
the shield in the usual patriotic colors it 
may be finished in the following manner: 








BOOT AND SHOE RECORDER 




































































J 





L_ 
































LL 














\ 





Figure 3—A patriotic display window of units which can be made up in 
a number of different ways 


crepe paper or other material printed in 
blue with white stars can be stretched 
across the top of the shield. Thirteen 
stripes, alternating red and white, may 
be pasted on the bottom. This shield may 
be used over and over again; therefore it 
will pay to give considerable care to its 
construction and finish. The wreaths may 
be painted and cut-outs made, or natural 
leaves may be used for making them. 


Combining Two Anniversaries 


It is often desirable to combine the 
Lincoln and Washington setting. Fig. 3 
offers the display man the opportunity by 
simply inserting a picture of Lincoln in 
one wreath and of Washington in the 
other. 

St. Valentine’s Day offers another oc- 
casion for a special window setting. The 
simple decoration in Fig. 4 makes use of 
the familiar dart-pierced heart. The heart 
may be made of red cardboard, the shaft 
of the dart may be of wire or wood, the 
spear-head should be of cardboard painted 
silver, or covered with silver paper, while 
the feathered end may be of cardboard. 
The festooning of artificial flowers, to 
which cardboard hearts are attached at 
irregular intervals, adds very much to the 
atmosphere of the setting. 

Special displays of this nature should 
not be installed very long before the date 
they represent, and should be taken out 
as soon as possible after the date is passed. 
For this reason, if for no other, the decora- 
tions should be simple and such as can be 
quickly installed and removed. Fig. 4 
makes use of the Recorder Interchange- 
able Units, the center panels being com- 
posed of two of A, while the corner pilas- 
ters are made of two of B, and the cross- 
piece is composed of two of C. 


This setting, Fig. 4, calls for a display 
of party footwear and affords the mer- 
chant a last chance of the season to push 
this line with a good prospect of securing 
satisfactory sales. 

Let us show how easy it is to change a 
display setting when the Recorder Inter- 
changeable Units are used. Fig. 4 is to be 
installed on the llth, let us say, and 
should be removed not later than the 15th. 
To remove the setting in Fig. 4 and install 
that illustrated in Fig. 5 is but the matter 
of a few minutes, leaving much more time 
to be given to the placing of the shoes and 
hosiery. The heart and festooning are taken 
out of the window as soon as the shoes 
have been cleared out. The window is 


71 


cleaned, the glass polished, etc. The lat- 
tice pieces M are then placed alongside of 
the panel composed of two of A, and the 
flank pieces K set up alongside of them. 
The disk with the monogram is placed in 
the center of the cross-piece, hiding the 
joining of the two pieces. The pilasters 
are removed from the corners and the 
decorative sign, “Early Spring Styles” 
hung against the center panel. The change 
has been made and the setting is ready for 
the display of shoes. Could anything be 
more simple? 


Units Make Complete Change Easy 


Interchangeable units make it possible 
for the merchant to have a complete 
change of background as often as 
he wishes. The set designed for Recorder 
readers answers for many settings, but in 
the February 22 Service Section some 
additional units will be shown, adding 
greatly to the range of display settings 
possible. 

The show card is as important as the 
decorative settings. It is the voice of the 
picture play, explaining what the picture 
may only suggest. The frequent use of 
show cards will add materially to the ef- 
fectiveness of the display windows as 
advertising mediums. 

Show cards should be chosen for their 
suitability as well as for the message they 
give. The valentine setting illustrated in 
Fig. 4 calls for a card that will harmonize 
with the decorations. Card B is suggested 
for this particular setting. One or two of 
these may be used, or the entire display 
may reflect the same decorative unit, the 
heart. The show cards may be cut out in 
heart-shape, or a heart cut-out may be 
pasted on the white card, as in Card B. 


(Continued on page 73) 
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St. Valentine’s Day calls for a special display—and party shoes should be 
shown 
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Stop Worrying About Style! 








Strootman Methods 
Make Shoe Fitting 
Simple and Easy 


Here’s an illustration of a No. 4, D width, 
standard measure last. The ball measure is 8 
inches and the instep measure 814 inches, which 
difference applies to all sizes of men’s and 
women’s ready-made shoes. 


Below is the same last on a Strootman Cushion 
Arch Mold. An arrow points to an enlargement 
at the arch of 5-8 of an inch or nearly three 
widths. The illustration gives an idea of how the 
cushion raises the low instep foot, fills the higher 
arch shoe, prevents looseness and vibration, and 
thus corrects falling of the arch and other foot 
troubles. 











HE game today is too fast for the 
average shoe merchant. It’s a hit and 


run proposition and if you don’t get away 
fast enough the leftovers absorb your 
profits. Competition of stores featuring 
low priced novelties make if difficult for 
the merchant selling medium grades of 
style shoes to get volume and turnover. 


Style is being overplayed in the shoe busi- 
ness, but there is plenty of room for more 
stores to specialize in fitting. If you sell 
a customer a perfect fit and complete 
comfort, that customer is yours. He or 
she doesn’t demand ultra novelties but is 
willing to pay a fair price for the service 
you render. 


STROOTMAN CUSHIONS make it easy 
for you to fit standard measurement shoes 
to the individual foot, thus overcoming 
most of the common causes of foot trouble. 


Write for folders explaining fully our 
various shoe fitting cushions. 


Berrick Bldg., 86 Ellicott Street 


BUFFALO, N. Y. 
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Figure 5—To remove the setting shown in Figure 4 and replace it with the above takes only a few minutes 


Make February a Busy 
Month 


(Continued from page 71) 


The price tickets may be heart-shaped, 
the stands and pedestals may be set on 
heart-shaped mats, etc. 

Card C is much more decorative than 
Card A, and yet each is designed to be 
appropriate for the setting in which it is 
to be shown. Card A is plain and suggests 
hurry with its concept “get ’em quick 
before someone else does.”” Card C sug- 
gests the spring flowers and the new things 
of the season. 

A plain card plainly lettered is better 
than no card in the smartest window dis- 
play, but a smart display is made addi- 
tionally attractive by a smart show card. 





Tanners Assist University 


A. F. Gallun & Sons Co., of Milwaukee, 
tanners, has donated 25 slides to the chem- 
ical engineering department of the Uni- 
versity of Wisconsin at Madison, for the 
Microscopic study of various skins and 


leathers. A set of slides showing the differ- 
ent stages in the process of making the 
leather is included in the series. The gift 
was presented to the University by the 
tanning company through its chemist, Dr. 
John A. Wilson. 



































Much more decorative than the 
other cards shown but it should 
be, considering the theme 


Tri-State Convention at 
Little Rock, Ark. 


The Tri-State Shoe Retailers’ Associa- 
tion embracing Arkansas, Tennessee, 
Mississippi, are planning big things for its 
convention to be held in Little Rock, 
Arkansas, March 10, 11 and 12. O. S. Poe 
of Little Rock, president, is working dili- 
gently to have this event supercede any 
held in the past. 





Kobus Store in New Home 


Camden, N. J., Jan. 15—A. Kobus 
Sons, Camden’s oldest shoe house, is now 
located in a new home at 932-934 Broad- 
way, near Walnut street. For 65 years the 
Kobus store conducted business at 4th 
and Spruce streets. More than a million 
pairs of shoes were sold there. Joseph F. 
Kobus and Henry C. Kobus are proprietors 


Good Month for Buckles 


The French Beading and Novelty Co., 
Philadelphia, reports that its trade in 
buckles in December, was very satisfac- 
tory. Every line sold well from the cheap- 
est to the best. 
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EVERYTHING FOR BETTER LOOKING WINDOWS 


We Are on the Threshold 


of a New Season’s Business 


Everything points to a prosperous year for retail 
shoe trade. Under such circumstances, many new enter- 
prises will spring up — many “Fronts” will be altered, old 


fixtures will!be discarded, and a general brushing up will result. 


While You Are Spending Your Money 
Why Not Buy Glass? 
They are conceded by merchants all over the U. S. to be the most effective shoe fixtures. 
OUR GLASS IS HIGHLY INTERCHANGEABLE 


Ask for Catalog No. 20 


which illustrates the entire line, also Hosiery Forms, Valances, Shoe Store Fixtures, &c., &c. 


We have everything in Display Fixtures 
Quality— Service— Courtesy 


Visit Our Chicago or New York Show Room 


vew vox eee™ | THE HECHT FIXTURE CO. 


16 West 3ist St. 


eee Medinah Building, Wells St. and Jackson Blvd., Chicago, III. 
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Advertising 
Novelties and 
Souvenirs Go Out 
and Bring In 
Business 


BOOT AND SHOE RECORDER 


Who am I? Youngeiers on a heap of fun out of 


“trick” spectacles. 


TOW come the days when getting 
N business is an uphill job. In be- 
tween seasons, the one chief “bait” 
offered by stores to draw in trade is the 
price reduction. 

While in most cases, between the holi- 
days and the opening of the Easter sell- 
ing season, it is necessary to feature price 
reductions, yet a great many merchants 
have found that giving a clever novelty 
costing a few cents means more in sales 
volume than an extra quarter or half dol- 
lar off the price. Furthermore, the right 
sort of novelty, when out of use, becomes 
a very effective advertisement for the 
store. 

At very low prices a number of catchy 








eyes are pictures. 


novelties of paper and card board are 
available—such as little airships that loop 
the loop and return to the thrower, and 
card board specks such as illustrated 
above, on which an eye is pictured in 
actual colors. This latter is priced at $25 
per thousand. 

In leather and leatheroid there are 
many items suitable either for promis- 
cuous distribution or to give with pur- 
chases. In this classification are wallets, 
bill folders, card cases, purses and numer- 
ous other items which are more or less 
familiar to most merchants. These in 
name are useful and very good advertising 
pieces, but one objection to them is many 
localities they have already been used to 


ii 





one! This match bor holder at- 
ind shield by means of suction cups 


a considerable extent and the people are 
likely to be well supplied with them. The 
popular item along this line is the leather- 
oid folder with mirror, memo pad and 
pencil, which is quoted at 28c each in 
thousand lots. Another very attractive 
number at the same cost is a gold braided 
card board rouge box with rouge and puff. 

Stamped metal is one material in which 
a broad variety of clever novelties may 
be had at almost any price. Along the 
most novel and practical of these is a 
windshield match-box holder, into which 
may be inserted the standard size box of 
safety matches. It attaches to the wind- 
shield, dial board or any other vertical 
surface by means of suction cups. It can 
be attached or detached in a second with- 


(Continued on page 82) 








A school bag gives big a to a good sized 
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PERIOD 
FIXTURES 


OMPLETE Sets of 


Period Fixtures 
for any.line of busi- 
ness; supplied in all 
Seiteterine mi celeremetalare. 

or combination of 
finishes 


vues sent on request 
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SAS ln the 


Lio’ 


Seamless Kantainer 


Meets factory needs. Pressed from one sheet of cold 
rolled steel—it can’t crack, break or leak. No seams 
to open. Lasts as long as your plant. 


Factories, large and small, have adopted i t for—holding parts; 
catching steel shavings ; catching oil drip; deli very containers, etc. 


Sold only direct from our factory to you. 
Seamless Comes in five sizes. 26-gallon Kantainer 
sent on 10days’ free trial, you pay express. 
ANTAINER Use Request Coupon below. 
Milwaukee SEAMLESS STEEL PRODUCTS Co. 
Milwaukee 


SEAMI FSS STEEL PRODUCTS CO. 
Dept. M 5, Milwaukee, Wis. 
Gentlemen: Please send Kantainer 10 days’ free trial; as offered. 








Name 
Sieset.......... 
City. 


























GOOD PAPER 


is an aid in obtaining business 


NEWTON FALLS BOND 


A fine textile paper of moderate price. Especial 
suited for business letters which the sender > 
sires to have carry a splendid impression—without 

- high cost to him. 


Made in 


From 
WHITE ADIRONDACK SPRUCE |} 
and ten colors 


By 


NEWTON FALLS PAPER COMPAN Y 


NEWTON FALLS, N. Y. 
to & 


For Sale by 


STONE & ANDREW 


Main Office and Warehouse 
BOSTON, MASS. 


Providence, R. I.--Springfield, Mass.--New Haven, Conn. 
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| Something Entirely News. 
“‘Staso”’ Suede Stick ‘‘Cleans While It Colors”’ 


For Suede, Buck and Canvas Shoes 


The Staso Suede Stick is made from a 
new formula. It contains fine particles of 





The features men- 
tioned below are 


entirely’ new in 


suede sticks. 
— 
Contains Gritty 
Substance 


Will not soil 
fingers 


Handsomely 
decorated 
metal container 





Special Grade 
Hair Felt Brush 


Small beautiful 
package 


Fits pocket or 
smallest bag 


Can be used 


anywhere 


Made in all 
shades 


Immediate 
Delivery 
Display Carton 


Price 


a gritty substance that work down into 
the nap of the leather, cleaning the 
leather, at the same time carrying the 
color down to the body of the leather, 


not merely smearing the surface. 


The Staso Suede Stick has a coating on 
its surface which prevents the stick from 
soiling the hands while using. 


The Staso Suede Stick is made so that 
it fits snugly into a beautifully decorated 
metal tube, with pressed metal cap, gold 
lacquered. The stick has metal end, 
inside the tube, and will not deposit 
dust in bag or pocket. 





Carried In Stock In All Standard Colors 





The Staso Suede Stick has a hair felt brush in cap to be used in 
rubbing the powder into the leather. This is a special felt such as 
is used for polishing plate glass, and will not fill up or cake with 
the cleaner. 


' The Staso Suede Stick is a very small, neat package, very 


ornamental in appearance, and one which every particular 
woman will take pride in using and showing to her friends. 


The Staso Suede Stick is so small it will fit in any small hand 
bag or pocket. 


The Staso Suede Stick is so attractive in appearance, so neat and 
handy, that particular women will not hesitate to use it any- 
where to remove stains or discoloration from suede, buck, or 
canvas shoes. 


The Staso Suede Stick is made in all shades, and sample color 
cards will be sent on request. 


The Staso Suede Stick is carried in stock in all standard shades 
and immediate delivery can be made. Special shades will require 
about one week. 


The Staso Suede Stick is packed 12 sticks in one attractive 
counter display carton. 


$21.00 per gross, F. O. B. Haverhill, Mass., $1.75 per doz. 


Send For Sample Dozen Today 


Pat. Applied For 


W. E. ELLIS Co., HAVERHILL, MASS. 











” ' 7 A 
Dealer Influence i is secured thru advertising i in the Boot and Shoe Recorder. 











BOOT AND SHOE RECORDER 


Well. Displayed Shoes 
Sell Themselves 


JIATURES are a necessity 

for the continuous display 
and selling of shoes. The 
fixtures that sell, are those 
that present shoes attractively 
and advantageously, permit- 
tingthe shoesto be paramount. 


Write for Spectal Catalogue 


SAD No. 4253 /col. 


J. R. PALMENBERG’S SONS 


INCORPORATED 


Established 1852 


63-65 West 36th Street, New York 


BOSTON BALTIMORE 
26 Kingston Street 122 W. Baltimore Street 


CHICAGO SAN FRANCISCO 
204 W. Jackson Boulevard 11 First Street 


January 26, 1924 


HARD TOE BALLETS 
No. 606-—Black Glazed Kid 


aD 
nee a ter ree 


“Foot Lite’’ 


Ballet 
Slippers 
IN STOCK 


SUPERIOR PRODUCT THROUGH 
LONG EXPERIENCE 


SOFT TOE BALLETS 





Have you seen our right and left last Ballet Slippers? If 
noc send for samples of this new model of perfect Ballet 


Slipper style. 


BROOKS SHOE MFG. CO. 


1731-41 N. 6TH ST. PHILADELPHIA 











ARTISTIC DISPLAY 
FIXTURES 


Tastefully Designed and Well Made 


Illustrated—No. 1781-S 


Diamond top shoe stand—tilti 
top—12, 18, 24 and 30 inc 
heights—all standard finishes. 


ARTISTIC WOOD 
TURNING WORKS 


511 N. Halsted St. CHICAGO 


Successors to Polay Fixture Service 














BLOODED-STOCK 


Renee pny h ey mete ust a horse would have to 
mire and than wait ier eupertenee 
ah 4 —_ 


& o hesse of Bieoded-ctesk thet bad a pedignes, you 
ould not need to take the man’s word for it. The would 
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Ihe Light 
at SaysZook? 


The salesman who says: “Here is a shoe 
you will like,” will make a sale quicker than 
the one who asks: “What style shoe do 
you want?” 

Good salesmen appreciate the power of sug- 
gestion. 

Your show windows are salesmen with 
unlimited opportunities for making sugges- 
tions. 

A “Pittsburgh”’ Flood-O-Lite in your show 
window will direct attention to a shoe you 
wish to feature like a pointed finger and the 
spoken word “Look.” 

The “Pittsburgh” show window Flood-O-Lite with its 
even, concentrated center beam, free from trouble- 
some shadows, makes it easy to get most unusual 
lighting effects. 

Simple in construction; light weight and portable; 
easily attached or removed; low in price. 

Attaches by screws or bolts to wall, ceiling or floor; 
ball and socket joint allows spot to be directed to any 
point within a half sphere; adjustment held rigid by 
set screw. A quality article throughout. 

Price $12.50 F. O. B. Irwin, Pa. 

The most convenient and effective means of producing 
colored light in show windows is the “Pittsburgh’’ 


Color-Lite, used with the Flood-O-Lite or window 
reflectors Nos. 51 and 100. 

Includes four color films—red, amber, blue and green. 
Price $3.50 F. O. B. Irwin, Pa. 

For years we have specialized in show window light- 
ing, and naturally have accumulated a fund of infor- 
mation that is helpful to anyone having window 
lighting problems. This experience is at your service. 
State the length of the glass, distance from glass to 
background, from floor to ceiling, from floor to tran- 
som bar and height of background, and ask for our 
recommendations. 


Pittsburgh Reflector 
@ Illuminating Co. 


406 Bowman Building, Pittsburgh, Pa. 
New York City, 1452 Broadway 
Chicago, 565 W. Washington St. 
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Are You Making Use of All 
THE RECORDER 
Offers You? 


The BOOT and SHOE RECORDER is your paper. It is here to serve you not only through its columns 
each week—but to render individual assistance on problems that you are concerned with. 

















Any details of store managing and equipment that you'd like counsel or advice on—any information 
regarding equipment or methods that you are not familiar with—are yours just for the asking. 


We have a department that is conducted solely for the purpose of giving your problems prompt and in- 
dividual attention. Suggestions will be made and help gladly given. 


Practically every manufacturer of equipment for shoe stores has his name on file in the RECORDER 
SERVICE DEPARTMENT—vwith full information about his product. 


We can advise on the arrangement of your store. Seating, window equipment and store accessories. Just 
ask us. 








Make Your Windows Carry 
Your Message 


There are mighty few merchants who don’t appreciate the 
value of some kind of display cards as a selling force in their 
windows. 

There are many kinds of cards. Some good—some not so 
good, and not many that are suited to the merchant’s 
individual needs. 


The RECORDER SHOW CARD SERVICE All for 
is individual and different. It carries a per- 


sonal selling message to every passer-by. The 

cards are attractive and compelling. bee 

deliver an immediate and personal sales tal bd 
PER 























on your footwear. 

The service is complete. Eight mat board 

frames—four large and four small—lettered 

with your name or store name. — pee 

you receive sixteen new inserts (eight of eac 

en) to be placed in the mats with an ample MONTH 
supply of price tickets to match. 


WRITE FOR EXCLUSIVE USE TODAY 









Recorder Show Card Service 
189 W. Madison St. i111 Chicago 
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How About Your 
Sales Records? 


Have you a sales and store record system that 
is efficient and easy to handle? 


Are your records complete and easily available? 
Can you give acomplete statement of your busi- 
ness at the end of the day? 


THE RECORDER STORE RECORD SYSTEM 
“Store Records Simplified” is the most complete 
and yet the most simple method yet devised. 
It will enable you to keep ACCURATE check 
on every detail of your business and yet takes 
but little of your time to keep up. 

This system is now available complete with 
sheets and leather bound binder. It is sent sub- 
ject to your approval. Pay the mail carrier $17.50 
when the book, is received. Keep ten days and ex- 
amine it. If you are not satisfied that it is the 
most complete and simple method, return it and 
your money will be refunded. 





Are You Interested in 
How LEATHER Is TANNED ? 
Write For Interesting Booklets—FREE 
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| Sige 
That Bids You ~ 
Welcome | 


Whenever you are in Chicago you 
are welcome at the Western office of 
the Boot and Shoe Recorder—in the 
Security Building on the southeast corner of 
Madison and Wells Streets. 


Since we printed this invitation last month a 
number of merchants have responded to it. 
We want you to come in and feel at home 
—and to avail yourself of any service or in- 
formation that we can give. 


Mail This Coupon for Manufacturers’ Catalogs and Literature 
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Mrmr Nemes Mem MM Mrs MM Mere = r= TT 





" SS NS ss 


iD 











Dealer Influence is secured thru advertising in the Boot and Shoe Hecorder. 





82 


Advertising Novelties and 


Souvenirs Go Out and 
Bring in Business 
(Continued from page 75) 


out the aid of tools and leaves no marks. 


The cost is 10c each in thousand lots, with 
the ad printed on the surface. There is 


also an automobile ash re- 
ceiver of this type. 

Playthings always can be 
counted on to draw the chil- 
dren—and what particularly 
pleases them often wins the 
permaneat good will of their 
folks. There are an infinite 
number of playthings that 
can be bought by the thousnd at from 
one to six cents each. 

Following are a few examples: 

Movie picture cards with changing 
pictures cost $12.50 per thousand. 

Mama whistle that imitates a baby’s 
voice $25 per thousand. 

Wooden revolver with clicking trigger 
$50 per thousand. 

Indian feather head bands, $60 to $70 
per thousand. 

An amusing new stunt in a cardboard 
walking pig at $50 per thousand. 





Feather pens are quile “the thing.” They are well received 


Boys Rah! Rah! scull cap in six alter- 
mate sections of red, white and blue cloth 


may be had at $115 per thousand. 


DOF 


FIRST NATIONAL ann 





Yi 
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A nail file for vest pocket or hand bag. Adults ap- 
preciate it 





Articles of practical utility for older 
folks, which are well suited to serve as 
frequent reminders of the store are far too 
numerous to itemize but simply as thought 





A dustcap is @ worth-while souvenir for the 
sewife 
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A baby bib makes a hit with doting parents. The 
ad on it is long livea 


starters, we will mention a few of them 
here. 

Every housewife will appreciate a dust 
cap. They may be had with the ad painted 
on the head band at $120 per thousand. 
Small nail files, with ad on leatherette 
holder at $70 per thousand. Feather pens 
with the ad printed 
on the feather are 
$50 per thousand. 
Baby bibs of ging- 
ham or madras 
with coat of rub- 
ber on the reverse 
side are $70 per thousand. 

From an advertising standpoint one 
of the best articles that can be given 
school children is a school bag, as this af- 
fords plenty of room on ad in good legible 
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type that can be read from quite a dis- 
tance. 10’ by 11” cloth bag with the ad 
printed on both sides costs $125 per 
thousand. 

The prices given above are simply to 
give you an idea of the cost of different 
types of novelties. They are all based on 
orders of one thousand. In larger quan- 
tities the cost per unit is less. 

Should you not know where to get the 
items which interest vou, feel free to write 
the Shoe Store Service Department of the 
Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, for names of manufacturers. 


Grossman Stores Origi- 
nate Clever Decorations 


Mr. Ben Reiser, display manager of the 
Grossman Shoe Co., Chicago, recently 
worked out an idea which, besides ac- 
complishing something from the stand- 
point of beauty, apparently aroused a 
good deal of curiosity. 

The window backs of the Grossman 
store at State and Randolph streets were 
decorated with silvered gariands and 
rope hangings. Suspended from the ends 
of these were silvered ornaments, which 
beautifully finished off the decorative ef- 
fect. It was noticed that many people 
looked quizzically at these ornaments, 
as though feeling that they should know 
what they were, but still didn’t recognize 
them. Mr. Reiser states that several 
stepped in and inquired. It developed that 
the ornaments were simply natural pine 
cones which had been dipped in silvering 
liquid. 





An Equipment Novelty—This Kiddie 
Chair Plays a Tune 


Anything to surprise and amuse’ the 
little folk so that they will pleasurably 
remember a store is worth while for the 
proprietor. It is with this in view that 
many stores give away novelties and sou- 
venirs and that some even go to the length 
of installing playroom equipment. 

A new piece of novelty equipment, 
which a prominent Cincinnati shoe mer- 
chant reports has elicited a great deal of 
pleased comment from his customers is a 
juvenile chair with a concealed musical 
box attachment. When the child sits in 
the chair the musical box softly plays a 
merry tune. This pleases and interests the 
youngster and makes it easy to induce 
him or her to “stay put.” Anything out 
of the usual, such as this, makes an im- 
pression on both children and parents, 
and they speak of it enthusiastically to 
their friends, which starts an endless chain 
of productive word-of-mouth advertising. 
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PHILADELPHIA 


More Orders as Year Advances 


A Good Demand for Calfskin Models in Tongue Effects— 
Growing Call for Gray and Brown Suedes and Kids 


S the year advances shoe factories are 

getting more orders. Scattered through 
these orders are quite a few for tongues. 
A manufacturer says he is getting an in- 
creasing call for plain effects in tongues. 
Another reports a good demand for calf- 
skin with tongue effects. They are, how- 
ever, considerably more conservative than 
the flapping tongues which were popular 
a year ago. Most of these tongue effects 
are front gores. 

The call for colors is increasing. While 
black still has the call there is a growing 
demand for grays and browns in suede and 
kid. Satins are expected to become more 
popular as warmer weather approaches. 
There is very little demand for the bright 
colors, none for front gores, and none for 
high shoes. There has also been a falling- 
off in the demand for cut-outs. Manu- 
facturers of children’s shoes are making alot 
of patent leather one-straps. Factories are 
running from 50 per cent of capacity up to 
80 per cent. Prices on shoes show nochange, 


Business Seasonably Good 


Dun’s review of business conditions in 
the Philadelphia district says that busi- 
ness is seasonably good and that all in- 
dications point to a satisfactory spring 
trade. Retail stores are making substantial 
gains in the volume of business, and, except 
for inventory clearance sales, prices are 
firm with the producer. 


Suedes and Velvets Lead 


Winkelman’s Chestnut street store re- 
ports suedes and velvets continue to be 
the leading features of the market. There 
is good demand for flat heel Colonials and 
for gold, silver, and paisley evening slip- 
pers but only moderate call for satins. This 
firm does not look for much improvement 
in the demand for kid in spring and sum- 
mer but expects suedes to continue in de- 
mand on through the hot weather. One of 
the novelties being shown by this store is a 
four-button pump in brown, gray, or black 
suede with inlays in kid of the same colors, 
priced at $12. 


Demand for Blue Kid Predicted 


Wasserman’s store on Columbia Avenue 
is of the opinion that a deep blue kid strap 
pump may sell well in spring. It does not 
expect any demand for reds or greens. 
Black suedes at present seli better than 
anything else. This store is planning on 
the demand for suede to last until Easter, 
though colors may take the place of the 
black. Strap sandals will go big in spring. 
There is good call for galoshes. 





Makes Shoes for Prince 
of Wales 


One of the daily papers here re- 
cently printed an interview with 
R. G. Linton Cronback, a London 
shoe manufacturer, who spent some 
time here recently. After the close of 
the war he threw open his shoe fac- 
tory at Northampton as a training 
school for unemployed veterans. 
He stated that this so pleased King 
George that he had him make shoes 
for Princess Mary for her wedding 
as well as footwear for the wedding 
of Lady Elizabeth Bowes-Lyons to 
the Duke of York. He also includes 
the Prince of Wales among his 
royal patrons. 











Drop in Demand for Patent 


Vincent & Brother report a drop in the 
call for patent leather. Satins may come 
into the market shortly. Suedes in black 
continue in demand. This store reports 
that its Xmas trade last year was as good 
as that of 1922. Demand for fancy shoes 
continues. There is good call for rubbers. 
Prices remain unchanged. 


Wholesale Business Quiet 


Bradstreet’s local report says that shoe 
wholesalers and jobbers find the volume 
of orders small. Calls are mostly for 
women’s novelty footwear. Collections are 
fair. Shoe manufacturers’ inquiries are for 
colored leathers. The hide and leather 
market is dull. 


High Shoes for Men 


Quite a few of the stores are featuring 
high shoes for men. Included in the offer- 
ings are Norse grain shoes at $8.50; black 
and brown kid shoes leather lined, with 
damp-proof fiber slip sole, over-weight 
leather out-sole, and an extra weather- 
proof welt, at $7.75; and a lot of calfskin 
shoes at $5. 


Discontinue Wholesale De- 
partment 


The Louis Marks stores have announced 
the discontinuance of their wholesale 


department. 





You will go a long ways in this world if 
you put more punch into your work than 
you do in your fists. 


83 








Where to Buy 


Women’s Shoes 











FASHION FOOTWEAR 


TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











J. W. BARNARD & SON 
Andover - - Mass. 
Makers of the 
CELEBRATED 

BARNARD 
COMFORT 
SHOE 
For Ladies 
IN STOCK 













Colcord & Walker, Inc. 
Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 

















Where to Buy 


Ballet Slippers 




















BALLET SLIPPERS in Stock 
Endorsed by the Worid’s a Dancers 
Bench M 
BLACK KID SOFT TOE $2. so” BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


IL. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








IN-STOCK 
BLACK BALLET SLIPPERS 





BLOG SHOE FINDING CO., INC. 
147 Duane St., New York,’N.Y. 








BALLET SLIPPERS in Stock 


Masters of D from 6 small to 7 
large in all widths. 

’ EIGHTH A 
BARNEY'S NEW TORE NT. 


Only one exclusive agency in a town 








all 
glo Black 
fil Bolt Too 
1.60 — Bex 
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FERGUSON BROS. CO. 
2121 Washington St. Bosten, Mass. 
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Where to Buy 


Men’s Shoes 


- 


a 
BOSTONBANS 


Coumonweamn Suoe & Learme Co 


WHITMAN, MASS. 
































One Pair 
Sells 
Another 


T. D. Barry Co. 


Brockton, Mass. 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Gpemnantentions to the 
Factory at 


BROCKTON, MASS. 
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Better Response in Most Stores 


Good Values at Reduced Prices Gives Added Impetus to 
Business in Shoe Stores 


ITH the prevalance of a great many 

mid-winter or clearance sales in the 
shoe stores, buying has been on a high 
basis during the week ended Jan. 19. 
Merchants, who were engaged in offering 
shoes at reduced prices, reported almost 
unanimously that the sales had given 
much impetus to the shoe business. 
Most of the stores plan to continue the 
sales until they clear out their stocks to 
make room for spring merchandise. 


A survey of the stores indicates that 
remarkably good values were offered, 
although the reductions were not too 
great. Some houses have been holding 
their sales for several weeks, but that 
fact did not interfere with the response 
which greeted the early part of the sales 
opened by other stores during the week. 


Mild Weather Injures Business 


The continued period of mild weather 
did more to retard buying than to stimu- 
late. There is nothing new in the women’s 
style situation. In the stores where sales 
were held, preference for black suedes or 
dark brown shades was exemplified 
Strap patterns continue to be the leaders. 

The men’s trade would be better if the 
weather was more seasonable. Oxfords 
are selling slightly better than high shoes, 
merchants report. 

Traffic and Advertising Coun- 
cils Meet 


A luncheon-meeting of the Traffic 
Managers’ Council of the New England 
Shoe and Leather Association was held at 


° Bowie as 6 fle a 


Tz) [lata 
| 
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HE a 
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Boston City Club January 22nd, with 
several well-known railroad men as 
guests. The association’s advertising man- 
agers’ Council met at the same place 
January 23rd, and enjoyed an interesting 
program with prominent advertising men 
as speakers. 


West Street Store Closes 


Ross Bros., proprietors of a shoe store 
on West street, recently closed out their 
business. All of the merchandise was sold 
out at reduced prices. It was a men’s 
and women’s store. The concern is un- 
decided as yet about continuing in 
another location. 


Tuttle’s Clearance Sale 


In connection with its mid-winter 
clearance sale, the Henry H. Tuttle Co., 
Tremont street shoe store, issued cir- 
culars calling attention to the fact that 
its stock of shoes was greatly reduced in 
price. The store sells men’s, women’s 
and children’s shoes. 


Bell Joins Oscar Scherer & Bro. 


Lewis J. Bell, manager of the Boston 
office of Schoellkopf & Co., will sever his 
connection with this firm on February 1, 
and take charge of the Boston office of 
Oscar Scherer & Bro., Inc., at 21 South 
Street. 

Mr. Bell has for 20 years been actively 
connected with the selling of leather. He 
succeeds S. .D. Smith who, as previously 
announced in the Recorder, is sales mana- 





The entrance to the new T.E. Moseley Co.. duced 39 West Street, Spt, bens nie. 


And the atmosphere inside is one of refinement. Blue and mahogany is 
ndise. An oak inlaid floor a ak of the window arrange- 
This company has been in business 7 


is a balcony which is used for merci 
ment. 


the color scheme. There 
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ger of Oscar Scherer & Bro., with head- 
quarters in New York. 


Wholesale Shoe League a New 
Organization 


Louis M. Taylor, secretary-treasurer of 
the National Association of Shoe Whole- 
salers, addressed the Wholesale Shoe 
League of Boston at the City Club, Wed- 
nesday, January 16. The league was re- 
cently organized. Officers are: Abraham 
Bloom of Bloom, Langer & Lipman, 
president; Thomas K. Atkinson of At- 
kinson-Bluemenfeld, vice-president; S. 
Goldstein of S. Goldstein & Sons, treas- 
urer; Emanuel Sulkis of Cohen & Sulkis, 
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secretary. Frederick Donahue is executive 
director. 

The league will concentrate on credit 
subjects. It will also be a clearing house 
for information and will promote co- 
operative efforts on all worthy movements. 

Mr. Taylor delivered an impressive ad- 
dress, touching on his experiences of 12 
years as head of the shoe league in New 
York. 

About 10 shoe wholesalers with places 
of business along Atlantic Avenue were 
guests and are considering joining the new 
organization. Meetings will be held 
monthly at the City Club, where dinner 
will be served. The league’s offices are at 
rooms 50 and 51, 166 Essex Street. 





LYNN 


Orders Coming Along Steadily 


Sandal Models Are Most Popular—Noticeable Trend Toward 
Light and Dainty Patterns 


TIDE of orders began to flow into 

Lynn during the mid-week of Jan- 
uary, and it rolled up higher than some 
manufacturers expected. Buyers are evi- 
dently eager to increase their stocks of 
shoes for present needs and Easter re- 
quirements. 


“Mild weather reported from several 
distributing centres has benefitted us,”’ 
says one manufacturer. “Women have 
worn out more shoes of leather, and not as 
many shoes of rubber, as was the case last 
winter. They are now needing additional 
supplies of leather shoes for immediate use. 
So merchants are buying again. Prospects 
for our spring business are better than for 
some time.” 


Light and Dainty Patterns 


Styles show a continued trend towards 
light and dainty shoes; light in ounces of 
weight. Straps are slender in order to make 
shoes look light. Materials are selected, 
not to show strength, but to show re- 
finement, like a piece of soft suede. 

Anklettes in new form, variations on 
gores, and a few side lace oxfords have 
appeared. Besides, there are some dressy 
sport oxfords, or sporty dress oxfords, call 
them as one pleases, that are made of 
buck, of Chinese blue, Mah Jong green, 
airedale and like colors, with crepe soles 
colored to blend with uppers. 


Grays Sell Best 


Gray shades are selling best for Easter. 
Such is the news from the factory of T. J. 
Kiely & Co. A modified anklette is the 
best selling pattern. It is a pump, moder- 
ately low sided, with a lattice front, and 
one strap, of the anklette style. The 
lattice front, the quarter trimming and 
the strap are of smooth finish calf, while 


the vamp and quarter are of suede calf. 
“It is an easy fitting, as well as a pretty 
shoe,” says Mr. Kiely. 


Reptiles for Youngsters 

“Lizards for youngsters, and alligators, 
too. Look them over,”’ said Mr. Burdett as 
he pointed to the new sample line of the 
Burdett Shoe Company. “‘Novelty styles 
please the rising generation,” said he. 
“Start the young folks with a pair this 
spring. Give youthful fancy a chance to 
exercise itself.” 


Attaching Wood Heels 


Twenty-seven of the Bresnahan ma- 
chines for attaching wood heels are now in 
use in North Shore factories. Previous to 
1921, all wood heels were attached by 
hand. The instance shows how wood 
heels have gained. 


M. & P. Sandals 

Those new sandals that Merrill, Porter 
& Co., are making are proving popular 
with buyers. The firm took larger quarters 
at 266 Broad Street the first of the year 
so it could make more sandals, and now, 
though the month is not yet gone, it is 
taking a little more space. 


Joins Bender Co. 

“Ted” Harrigan, quality man, who was 
with the Cushing Shoe Company, is now 
with the Bender Shoe Company, Lynn. He 
is getting out some new styles for the 
Easter trade. 


A New Pattern 
Cruise, Sullivan Company is making a 
pump, which it calls the “The Bambolina.” 
It has a high vamp, split by a gypsy seam, 
and having five lattices on either side of 
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Where to Buy 


Men’s Shoes 






















FREDERICK S. PECK 


Worcester, Mass. 


Men's and Women’s 
Sport and College Shoes 
Boston Salesrvom 
207 Essex Street 











PULLMAN TRAVELING 
»etter“than mae In Quality and fit 
pator.ownerss of Trade Mark Willman’ 


and Brown 
full smes 3 toll in Stock 





PF och BUSTING, 
-BWIIDH New York 
Ee “7 
| 





THE SHOE FOR MEN 


ELLIOT SHOE CO. BROCKTON, MASS. 











ae 11 South Sten 


one Brockton, Dass. 

















Men's Suoes ~ HAND TAILORED 


NotHinc MaveTueBesr 
MaN 


But THE 
Best Mabe Knows How 
‘Wuen East Visit Us 


Waren In Your Town We Wat Visit You 










Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 








Every Wednesday and Friday 














Boston Offiee: Room 214 United States Hotel 









Where to Buy 
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| Men’s and Women’s Slippers 




















in Medium and+ 
IGH GRADE 
Ol SLIPPERS 


dll /tyla* made of Do ic and 
Imported Satin Brocadesand Metal Cloth 
$2.10 per pair and up 
new yo ff 


wrt M GUSTIN © 
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MULES and D’ORSAYS 


Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
request. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 








Felt, Satin and Leather pets Sete Stipocee 

Entire amily 
— 401—R 

me 

One of the popular 

styles in our com- 

plete line of felt slip- 

pers. Made intwelve 

colors. 
NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass. 


Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 
Boston Office 
207 Essex Street 





















PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N.Y. 
HIGH GRADE MULES AND D’ORSAYS 
















SLIPPERS for MEN, WOMEN 
and CHILDREN 
Dofrcom “in bongs 

ers in a wide 
: at yles and 
cares SLIPPERS 
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the seam. It fastens with a modified ank- 
lette strap. It has a French style toe, and a 
Spanish style heel. 


Practical Shoemaking 


A large group of shoe experts gathered 
at the Superintendent & Foremen’s asso- 
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ciation recently and discussed shoemaking 
methods. Experts from A. E. Little & Co., 
opened the discussion, with a description of 
the “‘New Arc’”’ process of making shoes 
used by their factory. The Superintendent 
& Foremen’s association is carrying on a 
series of lectures on modern shoemaking 
methods. 





PITTSBURGH 


Shoe Buying Marked by Activity 


Black Calf and Suede Oxfords Selling Freely to Women for 
Street Wear—Men’s Trade Improves 





URING the early part of January 

cold weather played an important 
part in stimulating trade in the shoe 
stores. The shoe business took an active 
course in both shoes and rubbers. Men 
who had still been wearing their summer 
footwear bought generously of the 
heavier type of shoes, boots being pre- 
ferred. 

Black calf and suede oxfords go to make 
up the street footwear of the fairer sex, 
while black satins, and suedes in the var- 
ious shades of bown continue to prevail 
for evening wear. The sale of silk and 
wool hosiery has been greatly increased 
by the advent of colder weather. The 
general public is taking good advantage of 
the clearance sales featured this month. 


Merchants Act on an Alleged 
Misrepresentation 


A shoe store advertised first quality 
four buckle arctics, regular $4.50 value at 
$2.95. One Pittsburgh shoe merchant upon 
purchasing a pair, found it to be a poor 
grade of punched stock. The matter was up 
for discussion and executed in a manner 
as to make such a practice unadvisable in 
Pittsburgh. 


Retail Shoe Dealers’ Associa- 
tion Election 


A large number attended the meeting 
of the association held in the General 
Forbes Hotel. The association had a 
successful year. The members stood in 
silent prayer in honor of the late Philip 
Ruff of Butler. 

George Ludebuehl gave a very interest- 
ing talk on “‘Turnover.”” He gave the 
merchants a clear understanding of the 
importance of keeping the stock moving. 
Mr. Ludebuehl quoted figures to show 
the extra cost of a shoe if carried in stock 
more than six months. He also emphasized 
the fact that turnover must be figured on 
the cost of merchandise and not on gross 
sales. 

The following officers were elected: 
Bert Morrison, president; George Stoe- 
bener, vice-president; Louis Beigel, second 
vice-president; Morris Browdy, secretary; 


. 


} 
’ 


Organize a New Sales- 
men’s Association 

Recently a number of salesmen 
met in the Walk-Over Shoe store for 
the purpose of organizing a shoe 
salesmen’s association. The aim of 
this organization is to promote a 
closer fellowship among the retail 
sales people and to educate them in 
retail problems. It is to be modeled 
after the Boston Retail Salesmens’ 
Association which has been a de- 
cided success. The organization was 
given a hearty recommendation and 
pledged the moral support of the 
Pittsburgh Shoe Retailers’ Asso- 
ciation. 











W. Anderson, treasurer. The directors 
elected for a period of three years were: 
Louis Biegel, George Stoebener, Robert 
Murray, B. Klein and John Winn. Paul 
Kimmins was elected for one year to finish 
the unexpired term of Clyde Emerick. 


Walk-Over $5 Sale 


The greatest sale featured by the Walk- 
Over Shoe store in many years was held 
January 14 and 15. A large number of 
lines in both men’s and women’s styles 
were put on sale at $5. These shoes were 
formerly priced from $7 to $12. The sale 
proved a success. 


Trade Notes 


W. Anderson, prominent shoe retailer 
and treasurer of the Pittsburgh Shoe 
Retailers’ Association, is spending several 
weeks at Cambridge Springs endeavoring 
to regain his former good health. 

The delegates who represented Pitts- 
burgh at the state convention held in 
Philadelphia this week were: Ivan Martin, 
Harry Stoebener and B. Klein. Daniel 
Glick was delegate at large. 





By the way, the man who is looking for 
trouble won’t have to wear out much shoe 
leather. 
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HAVERHILL 


Many New Patterns Designed 


Good Response in Orders—Factories Gradually Approaching 
to a Big Production Basis 


PPLYING originality to shoe designs 

is a strong point among Haverhill 
shoe manufacturers. Their efforts in this 
direction have been successful and they 
have built up a reputation for novelty in 
women’s shoe patterns which is recognized 
from coast to coast. At present many new 
patterns have been brought out by local 
concerns as a result of careful study of 
trade requirements concerning the de- 
mand for women’s novelties. 

Such clever creations as the “Zev’’ san- 
dal, brought out by Collins & Staples, 
the ““Ming Toy” sandal produced by the 
Harding Shoe Company, the ‘“Peekin’’ 
patterns developed by Wright, Gorevitz 
& McNamara, together with many other 
designs which will be uncovered in con- 
nection with the Chicago exhibition next 
month, brings buyers to Haverhill. 


Production Gradually Increases 
Factories are well under way in the pro- 
duction of orders as a result of buying 
which has been done during the past fort- 
night. By February Ist, local plants will 
be in full operation under the new weekly 
schedule of added working hours, thus 
assuring not only increased production 
but better results in production and mer- 

chandising of Haverhill-made shoes. 


Plans for Credit Bureau 


The Haverhill Shoe Manufacturers’ 
Association is taking preliminary steps 
toward the establishment of a credit bu- 
reau for the purpose of protecting its mem- 
bers from the “returned goods’”’ evil which 
has worked such havoc in the past among 
shoe manufacturers here and elsewhere. 
This proposition, which has met with 


favor everywhere, has been discussed lo- 
cally, and it is hoped will be extended to 
all shoe centers of Massachusetts. Details 
have not yet been worked out, but it is 
believed that a practical system can be 
evolved which will be of great benefit to 
the industry. The idea is to compile a list 
of leading shoe wholesalers and shoe mer- 
chants and to carry such information as 
regards their credit rating. The bureau 
would also act as a clearing house for in- 
formation concerning the transportation 
and distribution of shoes. 


Elected Bank President 


Myron L. Whitcomb of J. H. Winchell 
& Company, shoe manufacturers, was 
recently elected president of the Merri- 
mac National Bank of Haverhill. Mr. 
Whitcomb has served on the board of di- 
rectors. He is a successful shoe manufac- 
turer and has been for many years the 
head of J. H. Winchell & Co. 


Boosting Haverhill 


Rickard Shoe Company, manufacturers 
of women’s welts, and the Claremont Shoe 
Company, making women’s turns, both 
using business paper publicity, have 
adopted a plan for boosting Haverhill in 
their advertising. In connection with il- 
lustrative features, they call the attention 
of the retail shoe merchants to the fact 
that a five-year arbitration contract has 
been signed by the Haverhill shoe manu- 
facturers and factory operatives. Sheldon, 
an artist, who for many years drew the 
“Fox Footery”’ girl, is applying his talents 
in connection with the Rickard-Claremont 
advertising. 





ROCHESTER 


Weather Retards Shoe Buying 


Some Spring Models Make Appearance in Display Windows 
of Stores—N. S. R. A. Convention Plans 


HE long period of mild weather, 

which extended into the week end- 
ing Jan. 19, played the part of a brake and 
slowed up the retail shoe trade here to 
some degree. Women bought suedes, 
satin and strap models during the week, 
and hosiery sales were better than the 
average. 

Spring Patterns Appear 


Oxfords with broad heels and made of 
calf of bright brown hue are being bought 
by local merchants for spring. Blucher 


styles seem to be popular. Patent Colonial 
pumps, with broad Puritan buckles of 
silver, are displayed in many stores. One 
store is showing silver buckles with en- 
graved initials. Cuban heels are being 
shown more profusely in street shoes 
while flat heels as well as French heels are 
shown on brocaded evening slippers. 


Van Deventer’s Sale 


The Van Deventer Shoe Shop cele- 
brated its second annual good will event 
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Soft Soles and Moccasins 


Ask Jobber for our 
We DO NOT sell 
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Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“EI A M’” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 
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Standard Shoe Materials 
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by offering $1.50 for every pair of shoes 
brought or worn into their store towards 
the purchase of a new pair. The old shoes 
will be sent to a repair shop and given to 
some local charity organization to aid 
those who could not afford new ones. 


Ready for the Show 


Practically all of the Rochester fac- 
tories will have samples on display at 
Chicago during the N.S. R. A. Conven- 
tion, either at the Coliseum or at hotels 
and sample rooms. 

The Rochester section will contain 13 
exhibits from the following firms. Booth 
188, The Menihan Co.; 189, John Kelly, 
Inc.; 190, Sherwood Shoe Co.; 191, E. P. 
Reed & Co.; 192, C. P. Ford & Co.; 193, 
Moore-Shafer Shoe Mfg. Co.; 194, Utz 
& Dunn Co.; 195, Joy, Clark & Nier Inc.; 
196, P. W. Minor & Son, Inc.; 197, Blum 
Shoe Mfg. Co.; 198, Carpenter Shoe Co.; 
290, Dugan & Hudson Co. 


January 26, 1924 


In addition to the above firms who will 
show in the Rochester Section C. D. 
Brown & Co., tanners and the Burrows 
Shoe Co. will display their lines in the 
Coliseum. From the Rochester district, 
Dunn & McCarthy and Robinson Bynon 
of Auburn, A. E. Nettleton of Syracuse 
and Endicott-Johnson of Endicott will 
also have displays at the big show. 


Dollar Day Feb. 20 


Shoe merchants will co-operate with the 
Retail Merchants’ Council of the Roches- 
ter Chamber of Commerce and participate 
in offering good values in footwear on 
Dollar Day, February 20. On this occasion 
more than 70 merchants will feature items 
that in most instances cost them $1 in 
order to attract “bargain hunters’’ to their 
establishments. Rochester has been un- 
usually successful in previous events of 
this kind. 





BROCKTON 


More Activity in Factories 


Concerns Concentrating in Getting Out Shoes for Spring 
Wear—Manufacturers Elected Directors of Bank 


HOE factories are gradually approach- 
ing a more active state in production. 
Some plants are concentrating on getting 
out orders for the Easter and early spring 
season, and other concerns are preparing 
to take care of the orders now coming in 
for new patterns. 


Shoemen Are Bank Directors 


Substantial evidence regarding the 
prominent part which shoe manufacturers 
play in the business and financial life of 
Brockton is supplied by the many names 
of local shoemen which appear in - the 
directorates of Brockton banks. An illus- 
tration of this fact is a recent election 
of officers and directors of the Brockton 
Morris Plan Bank, John S. Kent of M. A. 
Packard Company is president; George 
H. Leach of George E. Keith Company is 
first vice-president; while the names of the 
directors include Harold C. Keith and 
George H. Leach of George E. Keith Com- 
pany; C. Chester Eaton and Louis F. 
Eaton of Chas. A. Eaton Shoe Industries; 
Fred F. Field, Jr., of Field & Flint Com- 
pany; Wm. A. Hogan of T. D. Barry Co.; 
Henry S. Ruben of Diamond Shoe Com- 
pany; John S. Kent and John S. Kent, Jr., 
of M. A. Packard Co.; Herbert L. Tink- 
ham of W. L. Douglas Shoe Company. 


Keith Gets Decision 


By a recent decision Harold C. Keith of 
the George E. Keith Company is exempt 


from an inheritance tax of approximately 
$100,000 levied by the state of Massa- 
chusetts. 

About six months before his death, the 
late George E. Keith, president of George 
E. Keith Company, shoe manufacturers, 
transferred 7000 shares of the common 
stock of that concern to his son, Harold 
C. Keith. Of this transfer one half was a 
personal gift to the son, while the other 
half was to be held in trust for the two 
grandsons of George E. Keith. It was the 
interpretation of the office of the Mas- 
sachusetts Commissioner of Corporations 
that this gift was made in contemplation 
of death, and therefore was taxable under 
the Inheritance Tax law. Harold C. Keith, 
the petitioneer, met the state’s claim with 
the declaration that at no time during the 
period from the date of the gift to the 
hour that his father died was the elder 
Mr. Keith in contemplation of death. 
Harold C. Keith produced substantiating 
witnesses to bear out his statements. 


Arnold on Business Trip 


W. Percy Arnold, president and general 
manager of the M. N. Arnold Shoe Co. of 
North Abington, Mass., is on a business 
trip in the West and Pacific coast. On the 
coast, Mr. Arnold in company with W. L. 
Goodwillie, a company representative, 
will visit the trade. He will attend the 
N. S. R. A. convention at Chicago, where 
the Arnold Co. will exhibit the Glove 
Grip line. 
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ATLANTA 


Shoe Buying on Satisfactory Plane 


Both Sales of Men’s and Women’s Shoes for Early January 
Show an Increase. 


FAIRLY satisfactory business has 

been enjoyed by the retail shoe mer- 
chants during the past two or three weeks. 
The volume of business with most of the 
larger merchants showed some improve- 
ment over the corresponding period of 
last year. The principal gain has been in 
men’s shoes, however, with this trade 
showing an excellent increase over last 
January. 

In women’s shoes there is little increase 
over last year. The outlook for the rest of 
the winter and for spring is good. 

According to information, brought to 
Atlanta by traveling salesmen covering the 
southeastern territory, sales are on a some- 
what better basis among the merchants in 
the smaller towns and rural communities, 
than they are in the larger cities. This is a 
condition that has prevailed in the retail 
field for some time now due to the high 
prices for cotton and other agricultural 
products which has served to increase the 
purchasing power of southern farmers to 
an extent where they are doing consider- 
ably more retail buying than they have in 
some years. 





Wholesale House Incorporates 


Grambling, Spalding & Collinsworth, 
one of the oldest of the wholesale shoe 
houses in the southern field, established in 
Atlanta in 1875, was recently incorporated 
to operate as a corporation. There will be 
no change in the name or policy of the 
firm. 


New Store in Augusta 


Charles F. Marks and William J. Mul- 
herin, well known business men of Au- 
gusta, Ga., have recently incorporated the 
Mulherin & Marks Shoe Co., in that city, 
where they are operating a store. 


All Lines Show Gain 


According to the latest report of the 
Federal Reserve Bank of Atlanta, cover- 
ing general business conditions in the 
sixth federal reserve district which com- 
prises the group of extreme southeastern 
states, all lines of trade again showed a 
substantial increase in the wholesale vol- 
ume of business in November and Decem- 









































Shoemen visiting Perth Amboy, N. J., are well acquainted with this store, from its thirty-one 


years’ location here. It is one of the oldest de 
in si 





Se stores in Perth Amboy, yet carries the latest 
ashions. 
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Engraving and Printing 
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Shoe Illustrations 
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Where to Buy 


Shoe Patterns 
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From Your Manufacturer 
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ber, as compared with the same two 
months of 1923. 


Hoisery Department Enlarged 


The Fred S. Stewart Shoe Co., of At- 
lanta, has completed the remodeling and 
enlarging of the store’s hosiery depart- 
ment, now operating one of the largest 
hosiery departments of any shoe store in 
Atlanta. Both men’s and women’s hosiery 
are now handled. Recently the store has 
also added a men’s furnishing department. 


Planning for Wholesalers’ 
Convention 


According to an advance report of con- 
ventions for Atlanta during the present 
year, issued by the Atlanta Convention 
Bureau, the Southern Shoe Wholesalers’ 
Association is to hold its annual meeting 
in this city during May. Arrangements for 
the program and local features will be 
largely arranged by J. K. Orr, president 
of the J. K. Orr Shoe Co., of Atlanta, who 
is chairman of that committee. The secre- 
tary of the association is E. K. Marshall, 
of 41 Hayne Street, Charleston, S. C. 





Kansas Merchants Plan Big 
Meeting 

Lawrence, Kan., Jan. 25—A big meet- 
ing of the Kansas Shoe Retailers’ Asso- 
ciation will be held here, February 4. 
It will be held in conjunction with the 
merchants’ short course conducted by the 
Extension Division of the State Univer- 
sity at Lawrence. Harold G. Ingham, 
dean of the extension division, has al- 
ways taken particular interest in retail 
shoe merchants and promises a splendid 
program. 

In all probability, Sam Davis, field 
secretary of the N. S. R. A., will con- 
duct round table discussion. Ingham 
has procured a man from Colorado to 
talk on merchants’ problems; “The Evil 
of Overbuying”’ and kindred subjects. 

The meeting promises to be the biggest 
heid in Kansas in years. 

The officers of the association are: 
Joseph Braitsch, Wichita, president; 
Schuyler Jones, Jr. of Lawrence, secre- 
tary; and Otto Fischer of Lawrence, 
William Brelsford and A. J. Springer of 
Topeka, Bob Bloomfield and Schuyler 
Jones of Lawrence, directors. Otto Fischer 
has played a big part in the organiza- 
tion’s program. 





Riley Company Shows 
Marked Gain 


Columbus, Ohio, Jan. 23—During the 
year 1923 the in-stock business on Arch 
Relief shoes, manufactured by the Riley 
Shoe Mfg. Co., this city, gained more 
than 40 per cent over the 1922 figures. 
Other lines during 1923 sold well, the 
company reports. 





Palmenberg Establishes West 
Coast Branch 


J. R. Palmenberg’s. Sons, Inc. have es- 
tablished a branch office in San Francisco 
at number 11 First St., right off Market 
Street, convenient to the wholesale and 
retail district and the center of the various 
commercial activities of the city. A large 
well-lighted showroom and window dis- 
play will offer a varied assortment of the 
newest wax figures, forms and display fix- 
tures and a stock of certain items will be 
carried. 

The new branch will be in charge of 
William C. Candlish, whose connection 
with the concern for the past 15 years, 



















WILLIAM C. CANDLISH 


Manager - oe ay 7 J. R. 
q, ae ! of 


both on the inside and on the road, has 
thoroughly familiarized him with the 
needs of the trade. For the past two 
years, Mr. Candlish has been directing 
the advertising policies of the concern, 
and has done much to popularize its prod- 
ucts. This position has been assumed by 
Mr. Ralph R. Garrison, formerly produc- 
tion and assistant advertising director of 
the American Fashion Company. 


Making Colored Kids 


Philadelphia, January 22—One firm 
here which had been making only blacks 
is getting into the colored kid game. It is 
working at present on a golden brown. It. 
is also proceeding cautiously on reds, 
greens, and blues. Another manufacturer 
says he has 1500 dozen reds, greens, and 
blues coming through. He says he is sell- 
ing a lot of them for use in children’s shoes 
and as trimming. Another manufacturer 
reports demand for a shade of brown a 
little lighter than the regular Havana. 
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OUR LYNN SERVICE BRANCH 
T. W. GARDINER CO. 


ARDINER is one of those 

names that is always men- 
tioned first when lasts are under 
discussion. 


For over 27 years the Gardiner 
factory has been the Lynn head- 
quarters of last development. 


Many of the most notable Lynn 
styles had and have their basis 
in the Gardiner factory. 


At the Lynn Service Branch of 
the United Last Co., all that 
our assembled efficiency can pro- 
vide is here at Lynn’s disposal. 


Altho’ death has just removed the founder, 
Mr. T. W. Gardiner, his policies, under 
which the Company has constantly pro- 
gressed, will continue to be maintained. 


UNITED LAST COMPANY 


Headquarters—BOSTON, MASS. 


TEN FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO = ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Ltd. 
Moazatreal 
with Branch Office at Toronto 


SEVEN SHOW ROOMS 
BOSTON 
212 Essex St. 
NEW YORK 
1402 Bush Terminal Bldg. 


CINCINNATI 
803 Syracuse St. 


ST. LOUIS 
Adv. Bidg., Rm. 303 


CHICAGO 
Peoples Life Bidg., Room 902 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bldg. 
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Leather 


Excessive pounding of 
tans into hides in 
drums to save time is 
detrimental toquality. 


ASHLAND OAK is 
Honest, because it is 
made without this ex- 
cessive drumming. 
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Nothing takes the place of Leather 


HONEST SOLE LEATHER 
should not be hurried in 

the tanning process. 

Ashland Oak is made by the old-fashioned 


“‘long-time”’ process which allows physical 
and chemical changes to properly take place. 


ASHLAND LEATHER CO. 


BOSTON + CHICAGO + ST.LOUIS 














T. J. KIELY & CO., 266 Broad Street, LYNN, MASS. 
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Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 


Pre-War Peak December, 1922 Today 
aéenesd $0.32 @$0.35 $1.40 1.50 $0.65 .75 .60 @$0.65 
senvcee .28 .30 1.40 1.50 45 50 35 45 
Seeenes .26 -28 1.30 1.40 43 45 40 40 
éusandes 18 -22 -75 1.00 .26 .30 .28 .30 
ooeenee 16@ .20 65 -90 24 .26 -26 -28 
<epneee 45 8 50 1.40 1.60 65 .80 -60 -70 

x .30 .90 1.00 .35 .40 35 42 

24@ .26 65 .70 24 -26 .28 32 

.30 A2 

P 40 1.40 1.65 .80 90 85 90 

a .30 1.35 1.60 -70 80 -70 .80 

. .30 1.35 1.50 60 -70 65 -75 

° .24 70 1.10 35 55 .35 60 

d .22 -60 1.00 -30 50 .35 50 

.06 12 -20 .36 és 18 - .20 

howeenes -25 .30 85 1.05 45 50 40 45 
eesceee 40 oe 1.40 1.60 -70 .80 .65 75 


Sole Leather (Price Per Pound) 


eeccces $0.32 @$0.33 $0.56 58 $0. r+} 
seccece - -36 -90 2s 

evecces 38 39 92 95 $$ 
eoecces 46 47 98 1.05 -60 
eccccce oe 48 1.15 1.25 -70 


Raw Hides and Skins (Price Per Pound) 


(1913 Av.) 

Native steers, as used in sole leather, Sept. 1, 1922 Today 

ES GM. 0002 kendagetasnensnr -. @$0.18% $0.52 @$0.55 ies $0.20 % ou g 14 
Heavy Texas steers, for sole leather... . . os 18 és 50 18% ba 12 
ome native cows, for side upper leather .. 17 a 62 on 19 ae ll 
ns : ee eoes, 4 light sole —~ mee 17 .50 $0 is 4 pa 08% 

o. 's for heavy and side lea. 15 45 50 Bt l J d 

No. 1 Chicago City Zalfokine for fine calf 

RL ccccccuss enseseoecosnreeens @ .17% .80 1.02% 15 21% 12@ .18% 
Kips for upper leather................. 3 16% 65 80 1S -20 ll ar} 
B. A. hides for sole leather............. .30 42 -26 16% 17% 








More Trading in the Leather Market 


feature of the leather situation to- 
day. Reports generally show an 
improved state of trading with prices 
‘song and supnlies fairly well cleaned up, 
iging .ught for future delivery. The 
“qubted interest in the shoe market and 
me... extensive placing of orders is certain 
to ary in’a healthy and more active lea- 
ther market. There is not any pro ~«ct of 
lower priced leather. Bargain stock ~~e 
been pretty well cleaned out. The Ly 
and skin markets have shown an ad\ “/. 
ing tendency in the past few weeks; 
leather was lower in price than it sho 
have been and the indications point to 
firm and advancing leather market. Quo+2 
tations before the first of the year were 
more or less nominal and there were sales 
at private terms. The top market quota- 
tions for upper leather prevail in earnest 
now and the time is passing, if not already 
passed, when shoe manufacturers can 
buy standard tannages at anything less 
than top quotations. 


B teatore business is the principal 


er 


Sole Leather Situation 


Sole leather tanners believe conditions 
are favorable for improved sole leather 
business during this season. 

Supplies are small in the hands of buyers 
and good quantities of the best tannages 
are necessary for the shoe orders in sight. 
Consumers are short of leather and tan- 


ners are holding stronger views, higher 
prices being necessary, tanners maintain, 
for the sole leather now coming through 
the works. While there have been no 
radical advances, the tendency is firmer. 
Packer steer hide union backs are now 
quoted at 43c to 45c per pound; cow backs 
38c to 42c. Scoured oak backs, steer hides, 
are quoted at 40c to 46c per pound; manu- 
facturers’ oak bends 55c to 65c, and finders’ 
bends up to 75c. Sole cutters are buying 
larger stocks of union. 


ds.) Calf Upper Leather 


's trading is not actually brisk in the 
“ @%ther market, much sampling is 

_ ‘°done and the aggregate of small 
sifes is making a fair busivess. Tanners of 
calf upper leather:.2x"ve encouraging r - 
ports and are holding firmly to quot: ons 
on standard tannages. The top se’ .ons 
of colored chrome calf are quote at 45c 
for choice, 40c for medium, ar” _¢ to 35c 
for third selections. Oth . grades are 
quoted lower according to yjuality. There 
is a fair demand for suede finishes with the 
top selections quoted,at 55c to 65c per 
foot; medium selections are offered at 
40c to 50c. 

Side upper leathers are being sampled 
extensive’y., While shoe manufacturers are 
endeavoring to secure lower prices, as they 
were before the first of the year, tanners 
are reluctant to make concessions. The 


higher cost of raw material does not per- 
mit granting bargain prices. Full grain 
chrome colored sides are quoted from 26c 
to 30c for top selections and 20c to 25c 
for medium. Snuffed leathers, according 
to weight and spread, are quoted from 
14c up. Some black finishes are quoted at 
2c to 3c per foo der colors. A better 
demand is e to develop on buck 
leathers withizy’the next few weeks, es- 
pecially wh“ythe novelty shoe manufac- 
turers bet ye more busy. 
as 


Patent Leather 


The patent leather demand is not any 
more active than that for other upper 
leathers, although tanners and japanners 
of patent look for a good season. There is 
substantially no change in price of full 
grain patent chrome sides from the best 
raw material. The top selections bring 
45c per foot; 40c for second and around 
35c for medium and third selections. 
There is cheaper leather available at 
around 20c to 25c per foot, according to 
finish and material. 


Kirsch-Balter Co. to Move 
Feb. 1 


New York, Jan. 24—Kirsch-Balter Co., 
Inc., exporters and jobbers of shoes, now 
located at 293 Church Street, will move 
on Feb. 1 to larger and centrally located 
quarters at 622-624 Broadway. 
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Facts for Eight Million 
Farmers 








Selling to the farmer means talking cold facts. 
He is practical—he wants to know the truth 
about merchandise before he buys. 

“U. S.” Rubber Footwear is being advertised 
now in thirty-one farm papers covering every 
state in the country. These papers reach more 
than eight million subscribers with the most _ 
extensive rubber footwear campaign ever con- 
ducted. 

The story of “U. S.’”’ Rubber Footwear is told 
simply and forcefully, presenting plainly the 
actual facts. It is creating in the mind of the 
farmer a strong desire for ‘“‘U. S.’’ goods. 

Dealers who carry “U. S.”” Rubber Footwear 
are getting real profits from this campaign. 






















United States Rubber Company 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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How Grades of Rubber Footwear Are Marked 
by Various Companies 


ECAUSE of the many sales held in 
B various sections of the country on 

overshoes at greatly reduced prices, 
retail shoe merchants have brought up the 
question of the advisability of uniformly 
stamping rubber footwear, which is other 
than first class quality, in such a way that 
there will be no element of doubt in their 
minds when they buy. 

There is a difference in the policy fol- 
lowed by rubber companies in marking 
first, second and third grade footwear. 
Some merchants may easily see by taking 
a rubber that it is “punched” and unmis- 
takably branded as not first class mer- 
chandise. A small hole, punched through 
the rubber or overshoe, close to the top, 
constitutes branding it as not first class 
quality. 

All companies do not practice “‘punch- 
ing,” but sell their first, second and third 
grade of merchandise under different 
names. For instance, taking the word 
Abbot to illustrate, it is stamped on a pro- 
duct made by a company to signify that 
it is the first quality; the word Bailey 
branded on the merchandise means the 
second grade, and the word Case is the 
signal that it is the third grade of mer- 
chandise. 

A rubber man in commenting on the 
system mentioned above said: ““Those re- 
tail shoe merchants who buy our goods 
know our brand names. They know names 
that refer to the different grades and stand 
no chance of being confused. They pay 
more for the first grade, less for the second, 
and still less for the third grade.” 

At gatherings of shoe merchants re- 
cently it has been a frequent thing for a 
question to arise pertaining to recent sales 
held by shoe stores, particularly shoe de- 
partments of large department houses, 
when overshoes were sold at prices far less 
than the average merchant could buy them 
at wholesale. In some instances it devel- 
oped on investigation that these goods 
were not first grade. 


Difference Between Firsts and Seconds 


The difference between rubber mer- 
chandise sold as first grade and that clas- 
sified as second grade is generally blisters 
and poor work in general that are not 
plainly visible to the eye. Then there is a 
sharp contrast between second and third 
grade rubber footwear, as explained by a 
rubber man. Bruises and cuts, obvious to 
the eye, brand the rubbers as third grade. 

There are some rubber companies which 
sell only one grade of rubber footwear, 
first class. But when damages arise from 
factory reasons, the merchandise is gener- 
ally stamped, branding it as not first class. 





Rubber Footwear 
Situation 


While speaking before the Na- 
tional Shoe Wholesalers Association 
when it held its convention at Bos- 
ton recently, Charles W. Barnes of 
the United States Rubber Company 
threw some light on the rubber 
footwear situation as it stood at 
that time. Mr. Barnes stated that 
he knew of no shoemen who were 
burdened with overshoes or rubber 
footwear merchandise. He referred 
particularly to wholesale merchants. 

In describing the situation, the 
speaker said the most densely popu- 
lated parts of the country, the east- 
ern sections, had little severe winter 
weather, whilesectionsof Minnesota, 
Wisconsin, Nebraska, Missouri and 
other states in the middle west had 
been targets for real winter weather; 
the kind that adds impetus to the 
overshoe trade. In those sections, he 
explained that rubber footwear 
sales were excellent. 

While the winter weather in the 
east was a sharp contrast with that 
of a year ago, rubber footwear sales 
in early January were excellent. 
Inasmuch as the east is densely 
populated and in an excellent posi- 
tion when distribution problems are 
concerned, sales of rubber mer- 
chandise would reach great heights 
if the weather was stressed by snow 
and cold; even if it came very late 
in the season. 











Record Breaking Overshoe 
Season 


Reports received in Milwaukee from 
leading cities in northern Wisconsin in- 
dicate that shoe merchants in those cities 
enjoyed one of the strongest demands for 
overshoes in retail history. De Pere and 
Green Bay, in the heart of storm-swept 
northeastern Wisconsin, reported the 
heaviest demand in history for these 
utilitarian articles. ““Two processions of 
customers cuold be seen at any door—one 
line of persons going in shivering, beating 
their hands, feeling for their wallets; 
another line of smiling folk emerging, feet 
hidden in overshoes, hands covered in 
mittens and  gloves—fluffy mufflers 
wrapped about their necks.’’ Thus the 
Green Bay Gazette describes the after- 
math of the storm. 


Rubber Production on High 
Plane 


Production of boots and shoes at the 
plant of the B. F. Goodrich Company, 
Akron, O., is reported to be at a new high 
level of 35,000 pairs a day. This compares 
with a production mark two years ago of 
25,000 pairs daily. 

Additions to the plant were completed 
two years ago, but indications now are 
that provisions for further expansions will 
have to be made. 


Rubber sole and heel production in 
Akron and Barberton is reported to have 
taken on new life and indications are that 
the next six months will see unusual ac- 
tivity in these department at the Good- 
year and Sieberling plants at Barberton. 





Menzies Report Big Payroll 


A year’s payroll totalling about a half- 
million dollars is reported by the Menzies 
Shoe Company of Fond du Lac, Wis., in 
an announcement issued by S. D. Nichols, 
president, and George P. Utley, vice- 
president. The year just completed has 
been an exceptionally active one at the 
Menzies plant, according to the report. 
Between 500 and 700 persons have been 
employed continually during the year. The 
first three and last five months of the year 
were the busiest for the company, although 
the business during the other four years 
was steady. 





Levy & Weiss in New 
Quarters 


New York, Jan. 22—Levy & Weiss 
Shoe Co., wholesale shoe distributors, of 
204 Church Street, recently moved to new 
quarters at 114 West Broadway, a more 
favorable location in the opinion of the 


company. 





A. P. Stone in New Position 


Springfield, Jan. 23—A. P. Stone, 
formerly with G. Fox & Co., a department 
store of Hartford, Conn., is now manager 
of the shoe department of Forbes & 
Wallace, this city. Mr. Stone will carry 
an extensive line of the newest creations 
in footwear, also a broad line of staples. 





Opens Shoe Department 


Omaha, Neb., Jan. 21—Mather Dun- 
ham, formerly of the Drexel Shoe Co., 
has opened a shoe department in} the 
Bethards Dry Goods Co.,:this city. 
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your Customers 
Know This Mark 


Isn’t this just the impression you want your 
shoes to create on the purchaser? 


OR a number of years now, in the magazines 

and newspapers which reach tens of mil- 

lions of people in this country, the Circle A 
trademark of the Armstrong Cork Company has 
been prominently displayed. 


The Armstrong name and the Armstrong mark 
are known particularly to women because Arm- 
strong’s Linoleum, sold everywhere, bears both 
the name and the Circle A trademark. 


And associated with Armstrong and Circle A 


is the impression—not of cheapness, but of dura- 
bility and quality, and of constant satisfaction. 


Armstrong Cork Company 


Armstrong 
Caralog, Heels 





Shoe Products Division 


Armstrong Circle A Heels on the shoes you sell 
will, because of the reputation of the company 
behind them and because of their own excellent 
appearance, indicate the worth of the shoes to 
which they are attached. 


Send for a sample pair. Or better, draw a dia- 
gram of your own heel size so that you may test 
the quality of the heels by actually wearing them. 


Lancaster, Pennsylvania 
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SHOR TRAVELER 


This Department is conducted by Helen M. Haney, Associate Editor 


Interchangeable Mileage Case Before Supreme Court 


Solicitor General Appeals from Order of District Court of Massachusetts Ordering 
Annulment of I. C. C.’s Order—Final Outcome Looks Favorable to Travelers 


ATEST advice from our Washington 
correspondent, under date of Jan- 
uary 11,states that controversy over 

the interchangeable script-coupon ticket 
case reached a final stage of oral argument 
on that week, when the Solicitor General 
of the United States appealed from the 
order of the District Court of Massachu- 
setts, which annulled the order of the 
Interstate Commerce Commission. 

The National Shoe Travelers’ Asso- 
ciation, and its legislative committee in 
particular, feel much encouraged over this 
situation. On other than the Eastern roads, 
interchangeable mileage is now in reality 
effective. The issuance of these script 
coupon tickets was delayed until Janu- 
ary 1, 1924 of this year in order to avoid 
confusion and complications as it was 
thought that by that time the case would 
be definitely settled, but the action of the 
District Court of Massachusetts has de- 
layed the issuing of these tickets. 


Old Rates Retro Active 

However, it is reported that many 
travelers in various sections of the coun- 
try, have been paying the old rates, have 
been writing their nameson their ticketsand 
going through the other requirements of 
the Interchangeable Mileage law, as when 
this case is definitely adjusted the new 
rates will be retroactive back to the time 
when the Interstate Commerce Com- 
mission first ordered the issuance of a 
2500 mileage, interchangeable script coupon 
book, at 20 per cent reduction. 

Travelers Have Able Counsel 

Charles W. Morrill, Chairman of the 
Legislative Committee of the N. S. T. A. 
made a very comprehensive report on this 
subject at the recent National Convention. 
He spoke of the hearing above referred to, 
the interests of the N.S.T.A. being in the 
keeping of the successor to the late Clif- 
ford Thorne, Esq., an attorney of national 
note, because of his technical training and 
studies in railroad and rate legislation. His 
arguments are in printed form comprising a 
volume of 115 pages. ‘““Your committee,” 


continued Mr. Morrill, “‘possesses a copy 
of the book and feels confident of the 
safety of our selection and the early final 
solution of the problem favorable to our 
contention.” 

With this explanation, we will proceed 
to give the remainder of our news on the 
latest developments in this case: 


Reversal of Decree Asked 


The Attorney General of the United 
States supported by P. J. Farrell, repre- 





CHARLES W. MORRILL 


a a Committee the 
fa Me Fg Morrill has re ~~ fh 


itn Oe, and will 
Ooi the chulaet bade of te 


senting the Interstate Commerce Com- 
mission, asked that the decree be re- 
versed. In arguing the case for Attorney 
General Daugherty, Blackburn Esterline, 
Assistant to the Solicitor General, de- 
clared that the New York Central and 47 
other common carriers filed a petition 
jointly attacking the order of the Inter- 
state Commerce Commission. 

The Commission had the right to look 


to “the spirit and apparent theory of the 
law,”’ and the District Court erred in hold- 
ing that it rested its order on that alone. 
The Government also stated that the act of 
Congress and the order of the Commission 
created no new principle unfamiliar either 
to passengers or carriers in transportation. 

Attention was called to the fact that 
“during the working days practically the 
major portion of the entire downtown 
population of the great cities of Chicago 
and New York are transported in and out 
morning and evening on the commutation 
plan and the suburban service of the rail- 
road companies.” 

Trial Test Fair 

The Solicitor General contended that 
the temporary nature of the order in that 
it mayundergo a revision after one year’s 
test is in favor of the carriers rather than 
against them. He further stated that the ex- 
pression of certain carriers is not arbitrary 
and that the order does not apply to and 
include transportation of passengers 
wholly within one state. 


I. C. C. Rulings Logical 

In this brief the Assistant Solicitor 
General quoted proceedings in the Con- 
gress and statements of senators and con- 
gressmen on the legislation. Mr. Farreil 
speaking for the Interstate Commerce 
Commission, declared that the Commis- 
sion is not as a matter of law required to 
report the minor facts upon which its con- 
clusion of facts is based. He emphatically 
declared that the order of March 6, 1923, 
does not require the railroads to perform 
services for a rate of fare which will be 
noncompensatory or compel them to es- 
tablish and maintain a rate of fare which 
will be unreasonable, unjustly discrim- 
inatory, or unduly preferential and pre- 
judicial. It is pointed out that in making 
the classification involved in this case the 
I.C.C. simply complied with the mandate 
of Congress. 

In the I.C.C. brief it is stated that 
“under these circumstances it does not 
seem reasonable to assume that Congress 
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Y, Our Chinese Sandal 


Designed with a touch of the Orient 
that transforms it to a thing of beauty 


— 





Made up in Suede, with harmonizing inlay 
of Calf, Block and Louis heels or in Patent 
Leather with Dull Kid inlays. 


FOR 5 WEEKS DELIVERY 


Harding Shoe Co. 
Haverhill, Mam, SS 


Originators and Sole Manufacturers 
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would have passed the amendatory act if 
it had not expected the result to be a 
separate classification of passenger traffic 
tofwhich a rate of fare less than the 
standard fare would be applied. It did not 
itself prescribe the rate of fare, because it 
wished to obtain, in that connection, the 
judgment of its agents, the Interstate 
Commerce Commision.” 


Incentive to Salesmen 

Dayton, January 24—Leaving New 
York, January 26 aboard the liner 
“Orduna,” 550 members of the National 
Cash Register Company’s “Hundred 
Point Club,”’ will enjoy a trip to Bermuda, 
where they will spend several days. 

The “Hundred Point Club” consists of 
members of the Selling Force who secure 
100 per cent or more of their annual sales 
quota. The 1923 club is by far the largest 
in the company’s history, exceeding the 
next biggest by more than 100. President 
F. B. Patterson, General Manager J. H. 
Barringer, General Sales Manager C. E. 
Steffy, and other executives of the Com- 
pany, will accompany the salesmen on the 
voyage. 

Sales of National Cash Registers 
reached a new high level in 1923, showing 
a gain of 32 per cent over the preceding 
year and an increase of 20 per cent over 
192@, formerly the biggest year. In every 
month of the year all previous sales rec- 
ords were broken. 

Officials of the Company have an- 
nounced that those who qualify for the 
“Hundred Point Club” this year will en- 
joy a trip to California. Among places to 
be visited during the journey will be the 
Grand Canyon, Salt Lake City, San 
Francisco, Los Angeles, and Catalina 
Island. 
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Joseph L. Williams is Dead 


Joseph L. Williams, who had been 
connected with Rice & Hutchins, Inc., for 
over twenty years, and who covered for 
them the State of Florida and a portion of 
Alabama, passed away suddenly in Balti- 





JOSEPH L. WILLIAMS 


more, Saturday, January 5. Mr. Williams 
was a victim of pneumonia. 

During his period of service on the firing 
line, he had made a host of friends both 
personal and business, all of whom will 
miss him greatly. 


R.A.T.S.S Name Committees 


At a meeting of the Rochester Associa- 
tion of Traveling Shoe Salesmen held 
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January 15, committees were appointed by 
President A. J. McLeod for 1924. 

“Mac,” as the president is known to 
every one in the shoe business, brought in 
two new members, Bill Fisher and Phil 
King of Endicott-Johnson. 

Committee appointments for 1924 are as 
follows: Welfare, Harry A. Chase, Ed- 
ward Gordon and Ross Seward; auditing, 
Jim Beatty, Roy Schneider, and Ben 
Blythe; Waysand Means, RayStatt, Jack 
Castle, Bill Moylan; educational—Joe 
Byrne and Gus Schaub; nominating—Gus 
Schaub, Roy Schneider, Charles W. 
Anderson, J. T. Clarke, E. E. Evarts; 
Membership—Jim Beatty, Edward Gor- 
don, Roy Schneider. 


Chicago Travelers’ Meeting 
for February 10 


The Chicago Shoe Travelers’ Associa- 
tion will hold its annual Good Fellowship 
Dinner and entertainment in the Red 
Room of the Hotel La Salle, Sunday, 
February 10. 

‘JEverit B. Terhune, treasurer and general 
manager of the Boot andShoe Recorder. will 
be toastmaster. Addresses will be given by 
Francis X. Busch, corporation counsel for 
the city of Chicago, James H. Stone, 
president and editor of the Shoe Retailer, 
and John Slater, president of the N.S.R.A. 

The entertainment will be of an excep- 

tionally high quality. 


The spectacular is always preceded by a 
line of long preparation and diligent en- 
deavor. If you keep everlastingly at it, 
pretty soon you will wake up to the fact 
that you are a spectacular salesman. We 
have several instances of this kind on our 
own force right now.—McElroy-Sloan 
Enthusiast. 


“It's always good weather when good fellows get together” —The A. S. mete oe entertained their salesmen recently at an evening banquet in the Gray 
Room at the Hotel Sherman, Chicago. ee row dog members o the ———- esent. Herman Cushman, vice-president and general manager of the Company, 
unment features. The address of the evening was 
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usic by the asdedi ie day tone cen aoa 
unsiman, western editor of the Recorder. Mr. Boyle o Cedar Rapids and Mr. Trautman of St. Louis made fitting remarks 
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The Law on Salesmen’s Commissions 


. M. TAYLOR, Secretary of the 

National Shoe Wholesalers Associa- 
tion, to whom the Recorder is indebted for 
this series of articles was one of the 
guests at the brilliant banquet of the 
N.S. T. A. on January 9, which closed the 
thirteenth annual convention of the Na- 
tional Shoe Travelers’ Association. Mr. 
Taylor gave a resume of these articles on 
“The Law on Salesmen’s Commissions”’ at 
the Wednesday luncheon at the Somerset. 


Advancements as First Lien Not Upheld 


In last week’s issue, we were beginning 
the citation of the case of the Northwest- 
ern Mutual Life Insurance Co. vs. Mooney 
108 N. Y. 118, 15 N. E. Rep. 30, contin- 
uing this series. It appeared that the in- 
surance company employed the defendant, 
Mooney, as its general agent within a 
specified territory. 

The contract between the parties pro- 
vided that Mooney should receive certain 
commissions which should “‘in no case be 
allowed upon any part of a premium be- 
fore the same is collected and paid over to 
said company.” It was also agreed that 
for the first six months of the contract the 
insurance company should advance to 
Mooney $200 per month, which amount 
should be “expended in advancing the 
interests of the company in the territory 
herein named,” and should “remain a 
first lien upon all the business and renewal 
interest secured to the said Mooney under 
this contract, until repaid with interest.” 
The contract further stipulated “that 
upon the discontinuance of this contract 
in any way all interest of said agent in this 
contract in commissions on premiums 
shall revert back to the company.” 

The insurance company made the ad- 
vances called for, and the contract having 
been discontinued brought an action upon 
a bond given by Mooney at the time of his 
appointment for the faithful performance 
of the contract and for the payment over 
of all moneys belonging to the plaintiff. 
The plaintiff sought to recover, among 
other things, $1,200 advanced by it to the 
defendant. 

It was held that the word “advance” 
did not necessarily imply a loan; and that 
in the absence of any express agreement in 
the contract on the part of Mooney to pay 
back the moneys, or of words showing that 
he assumed a personal liability therefor, 
the sum advanced him could not be con- 
sidered as a loan, but simply as so much 
of the funds of the principal placed in the 


hands of the agent to be used in its busi- 
ness and for which the agent could be re- 
quired to account. The fact that the sum 
advanced was to be a first lien on Mooney’s 
interest under the contract until repaid 
with interest was held not to imply a 
personal liability. 


No Implied Promise to Pay 

In an Indiana decision, Arbaugh ». 
Shockney, 34 Ind. App. 268, 71 N. E. Rep. 
232, 72 N. E. Rep. 668, the facts disclosed 
that the plaintiff employed the defendant 
as an insurance solicitor, agreeing to pay a 
specified commission for his services. The 
contract also provided that the plaintiff 
might offset against any claim under the 
contract any and all debts or liabilities 
of the defendant to the plaintiff. A supple- 
mental contract provided for advances by 
the plaintiff to the defendant of $15 a 
week, which advances were to be a first 
lien on all commissions or renewals then 
due or that might thereafter become due; 
and the plaintiff was authorized to deduct 
any advances made from any money re- 
ceived on premiums which, under the 
primary contract, should be due to. the 
defendant. 

It was held that such advances did not 
create a debt on the part of the defendant, 
and on failure of the venture to prove suc- 
cessful the plaintiff could not recover the 
same from the defendant. 

A stipulation in the contract to the effect 
that it is “specifically agreed that you 
shall remain in my employ at my option 
so long as you are in debt to me” was con- 
strued as tending to show an intention to 
rely upon the commissions to be earned 
to meet the advances, and inconsistent 
with the idea of personal liability. The 
court said: 

What the Court Said 

“As suggested by counsel for appellee 
(plaintiff) the agent evidently had no 
funds and no experience as a life insurance 
agent. He was to be paid by commissions, 
not likely to come at once. The business of 
both would suffer from the agent’s lack of 
funds. The proposition to advance $15 
per week was made by appellee for his own 
advantage. He was not bound to continue 
such advances longer than his own interest 
dictated. The fund to be created by the 
agent’s labor was the primary source from 
which both parties understood that the 
principal should be reimbursed. The agent 
risked the loss of all of his time, the princi- 
pal of $15 a week. Had the venture suc- 
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ceeded, both would have gained; when it 
failed, they both lost. That the appellee 
cared anything about the personal promise 
of the agent is unlikely, and that the agent 
agreed to assume the entire risk of the en- 
terprise is not shown. 

“Neither does animplied promise to pay 
arise upon the making of advances as 
shown by the contract between the 
parties.” 


—_—— 


Morrill with Durand-Clouston 


Charles W. Morrill, Chairman of the 
Legislative Committee of the N.S. T. A., 
a man who is thoroughly conversant with 
the needs of the shoe trade of the country, 
from his long association with same, and 
who for many years has covered the 
wholesale trade for the Victoria Shoe Co., 
has recently made arrangements to sell the 
entire output of the Durand-Clouston 
Shoe Co. 

This company, with factory at Rich- 
mond, Maine, and Boston office at 82 
Lincoln Street, will soon be known as The 
Durand Shoe Co., with E. E. Durand as 
President, George Clouston having made 
up his mind to retire. 

Enthusiastic on New Line 

Mr. Morrill is very enthusiastic over 
his new line which consists of. flexible 
McKays comforts in boots and oxfords for 
women’s and men’s leather slippers. Mr. 
Morrill will start out to call on the trade 
in the near future with his new line, and 
when off the road will be found at 82 
Lincoln Street. 

E. E. Durand, President 

President Durand spends the greater 
part of his time at the factory, making 
trips to Boston and the other markets to 
buy materials as occasion demands. 














DETROIT 
(Continued from page 64) 

Henry Ford will make 2,000,000 cars 
in 1924; the other automobile factories are 
busy and will do an increased business 
this year, all of which indicates a healthy 
condition to follow. The retail shoe dealer 
will get his share at some time of the 
game. 


Removal Sale 


The Dr. A. Reed Cushion Shoe Co. is 
advertising a removal sale. The new loca- 
tion has not yet been decided upon, but 
the firm feels that with a specialty shoe, 
such as it features, it can serve the public 
to better advantage out of the high-rent 
district. 





INDIANAPOLIS 


Shoe Buying Shows Improvement 


Advent of Ideal Winter Weather Stimulates Trade in All 
Departments, Especially in Rubber Footwear 


OMING almost simultaneously with 
the January clearance sales, real, 
honest-to-goodness winter weather hit 
Indianapolis and other cities in the 
Hoosier state in early January and has 
prevailed at intervals with the result that 
shoe merchants, who were feeling some- 
what downcast in November and Decem- 
ber over the unseasonable weather and its 
effect on business, are now radiating with 
optimism over the increase in sales. 


Good Sales of Rubber Footwear 


Although the increased volume of 
business has been confined largely to the 
stocks offered in the clearance sales, there 
also has been a marked increase in the 
sales of galoshes and other types of foot- 
wear not included in the sales. There 
also has been a strong demand for spats 
and various grades of wool and silk-and- 
wool hosiery. 


Florsheim Sale Successful 


Leslie H. Crockett, manager of the 
Florsheim Shoe Company’s store, 24 East 
Washington street, reports that the semi- 





Shoe Buyers’ Week Held 


Latest styles in footwear for 
spring and summer were on display 
at the Claypool hotel, January 21, 22 
and 23, at the annual Shoe Buyers’ 
Week event put on through the ef- 
forts of the Indianapolis Shoe Trav- 
elers’ Association. Varied and at- 
tractive lines of approximately 125 
manufacturers comprised the dis- 
plays and an unusually large 
attendance was reported. Wilbur 
J. Newburg is president of the 
association; F. E. Hart, vice-presi- 
dent; and Charles I. Slipher is 
secretary-treasurer. In addition to 
the business transacted at the con- 
vention, there were a number of 
entertainments for the visiting shoe 
salesmen and their wives. 











annual sale in progress this month has 
been successful. Mr. Crockett says that 
during the sale demand for oxfords and 
high shoes has been on an equal basis. 





MINNEAPOLIS 


Fair Note to Buying 


Frequent Snowfalls Result in Steady Trade in Rubber Mer- 
chandise—Men’s Trade Divided Between High and Low Shoes 


UYING in the retail shce stores dur- 

ing the week ending Jan. 19 was fair. 
Since the first part of the month there 
have been frequent snowfalls which played 
a good part in moving the overshoe stocks. 
Women are preferring the light, dainty 
strap patterns to heavy oxfords. The men’s 
trade is equally divided between oxfords 
and high shoes. 


Committee for Convention 
Named 


Plans are progressing for the convention 
of the Northwestern Shoe Retailers’ As- 
sociation, ‘which will be held in the Curtis 


Hotel, Minneapolis, on March 10, 11 and 
12. 

There will be 61 booths. These will be 
panelled and fitted out in good taste. Dia- 
grams showing the booths were mailed 
out some time ago. Hardly had they 
reached the mails when reservations began 
to come in by wire and letter. 

President Stendal has named the fol- 
lowing committees: booths—C. M. Sten- 
dal, J. N. Langley, M. F. Kramp; program 
—H. S. McIntyre, chairman; W. N. 
Comer, F. W. Stanley; Advertising—T. K. 
Kelly; auditing—George M. Keith, Otto 
E. Weiseke, E. G. Smith; registration— 
Charles A. Kilbourne, William Shaffer, 
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Reasons for Financial 
Distress 


A bit of valuable advice to 
retail shoe merchants is contained 
in the following statement by 
R. M. Byland, secretary-manager 
of the Cincinnati Association of 
Credit Men: “A survey of many 
cases of firms that were in financial 
distress reveals the fact that slow 
payment is one of the first indica- 
tions of difficulty. A study of slow 
pay shows that there are four 
reasons for it. First, the act of 
merchants in overburdening them- 
selves with credit. This is done by 
laying in a larger stock of goods 
than is justified by their capacity— 
determined by their capital and 
sales ability. Second, the sale of 
goods at too small a margin of 
profit. This necessarily limits and 
retards their paying ability. Third, 
withdrawal of money from the 
business—to pay personal or house- 
hold expenses, or for investment in 
other enterprises. Fourth, deliberate 
intent to defraud the creditors. 











Walter Peterson, P. O. Franzen, Otto 
Shuler; constitution and by-laws—T. C. 
Hartman, S. N. Jereissati, Mark Nobis; 
resolutions—Dave Bryson, Harry Lampe, 
Fred Boese; ladies—Mrs. W. N. Comer, 
Mrs. Harry Donnelly, Mrs. D. Bryson; 
entertainment—Geo. R. Roth, chairman; 
Harry Donnelly, W. G. Gray. 





Kress Appointed Manager 


C. A. Kress has been made manager of 
the Sorenson Shoe Store, succeeding G. E. 
Stevens. Mr. Kress has been with the 
Sorenson Minneapolis store for nearly a 
year in the capacity of assistant manager. 


Peterson with Golden Rule 
Store 


Walter Peterson has taken up his duties 
as manager of the ladies’ shoe department 
at the Golden Rule department store, St. 
Paul. Mr. Peterson went to the Golden 
Rule from Stendal’s where he had been 
manager. He succeeds W. G. Gray. 


Discussion on What and 
How to Buy 


The monthly dinner of the Twin’ City 
contingent of the Northwestern Shoe’ Re- 
tailers’ Association, held the middle of the 
month in the Midway district, half way 
between Minneapolis and St. Paul, de- 
veloped into a round table affair. George 
S. Roth, treasurer, presided in the absence 
of President C. M. Stendal. 
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January 26, 1924 BOOT AND SHOE RECORDER 103 


f 
(LF 


il mr ANT TAH 
Ul 


Mil i 


Hagstsatddit 





Gray elk oxford with black apron, fox- 
ing and short wing tip. Dundee last. 
Leather or fibre sole. Made on three 


weeks’ delivery. 


The Dalton Company, Inc. 
Makers of Fine Shoes for Men and Women 
— MASS. 


NEW Y 


BOSTON gaececo 
183 Essex Street 651 Morbidee Mids. 209 Sou te Street 
1618 Revabie. Bldg 
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W’s LENOX 


These styles are carried in 
stock for immediate shipment 
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“PEGGY” 





Child’s Turn in Combination Leathers’ 
Plain Toe, Buttofi, Wheeled Edge. 
‘hild’s Patent Vamp, Dull Top, 





332—8 4 » 11, D & E, spring heel. . 2.75 Misses’ Patent, Cut-Out Quarter, McKay, Wedge Heel, 3- a Se ae B. . $1.75 
234—4 to 8, D & E,h hand turn, spring heel 2.05 Front Strap, Winner Pattern. ¥ 201—Infant’s, No Heel, 1-5... 1. ‘50 
uses im Tan Calf, Smok 7 ae Nd sle—i1 % to 2, & Ps Se ererre $2.50 214—Child’s Patent. Vamp, Field Mouse 
%—G = Ra 0 ES OP Eke BP GS Biv ccs vsccceseccs . 7 
rub , broad toe..." 2. 65 % wo ll, : 2.30 Top, Wedge Heel, 3-8... 2. 17S 
8510—Growing Girls’ 2% wow 7,C & D, 
rubber heel, medium round toe.... . = 


345— Misses’ 1114to2, D&E, rubber heel 3. . * + 
uedueeibseamctis Weimer, Wright & Watkin Co. 
237 Ce Tio 8 D&E, weilge’ hea, i. 39 S. Second Street, Philadelphia 
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A SELLER THAT SATISFIES 





For Evening Dress 


Its beauty is impressive. Workmanship is unsur- 
passed. Because of its construction, it offers the 
utmost in flexibility, style, comfort and wear. 


HAZEN B. GOODRICH & CO. 


HAVERHILL, MASS. 


“Bal Tabarin’’ 


IN STOCK 


Widths A-B 
C- 





Sizes 5-11 
4-11 


Price $5.00 net 


25c¢ extra per pair on Jess than 3-pair orders. 







































GREELEY 
BOUDOIRS 


The demand for Greeley 
Boudoirs never ceases. 
One sale by you will be 
the beginning of many 
sales to the same custo- 
In Black or Colored mer. I make my Boudoirs 
Kid. 36 pair lots . , 
eal. so they satisfy. 


If Your Jobber Cannot Supply You, Write Me. 

















4 A. W. GREELEY, Haverhill, Mass. 53 
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BURKLEY 


SHOE CO. 
1156 Ne. Main Street 
Brockton, Mass. | 















Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 

























Strictly Pine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 

















Butterfly ““Mary Janes”’ 
The Hit of the Season! 


No. 600—Patent Pump Brooklyn 
McKay. All Leather 






SIZES 
Children’ 8 $4 * Bieéetcuns $2.35 
isses’ 11% to .60 
Growing Girls’ Broad ‘and Nar- 
row Toe 2% to 6........... 3.00 


Write for Samples 


LION SHOE CO. 
107 Reade Street 
New York City 





























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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DES MOINES 


Re-orders Given on Overshoes 


Severe Cold and Snow Followed by Milder Period Results in 
Ideal Weather for Rubber Business 


HE advent of real winter weather 

was a great stimulus to the trade in 
the shoe stores. The mercury stood for 
two days at 20 below zero. With this cold 
weather, came excellent winter business. 
All shoe stores have sold their heavy 
winter merchandise and an _ excellent 
business was done in both leather and 
rubber goods. 

With a four-day spell of warm weather, 
and the heavy snow melting, which 
caused much slush on the sidewalks and 
streets, a good business was done in 
rubbers. The call for overshoes was so 
good that all stores in the city were sold 
out in 48 hours after the big rush came. 
An immediate rush order was sent to 
Chicago, for overshoes. 


Survey Shows an Increase 


Most retail shoe stores in the city have 
made their general survey of business for 
1923 and more shoes were sold in 1923 
than in 1922. 


Reports Good Business 


E. C. Wiltsey of the Wiltsey Shoe Com- 
pany, said: “Our rubber business has been 
excellent this week. We were entirely 
sold out on overshoes at the beginning of 
the week and had to order more. Colonials 
have not been as successful as was antici- 
pated. Straps are going over wonderfully 


and promise a good spring season. Busi- 
ness has been mighty good with us since 
the cold weather set in.”’ 


Mid-Winter Sales 


The mid-winter inventory sales are 
being held in practically all large retail 
stores in the city. 


Merchants Name Directors 


Members of the board of the retail 
merchants’ bureau announced Wednes- 
day their list of directors for 1924. E. C. 
Wiltsey of the Wiltsey Shoe Company 
was chosen as the representative of the 
shoemen. 


Panor Store Moves 


The Panor Shoe Company will move 
on February Ist from 417 Walnut street 
to 408-10 Walnut street. The new store 
will have a 44-foot frontage on Walnut 
street and will have a seating capacity 
of 100 people. The latest type of fixtures 
for prompt service and convenience is 
being installed. 





Job was a patient man—but he never 
had to sit around a barbershop on Satur- 
day night to wait for a shave—after selling 
shoes all day. 








& interior view 


effect, oe one the im 
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iew of Gude’s new store in Los Angeles, Cal. Interior furnishi 
ise is well arranged. Gude’s recently opened a new store at 6. 


s ee rovide an inviting 
fest 7th Street, Los 

y ste on devoted exclusively to women’s shoes. The vllh its color scheme Gf black ing and attractive 
color lesb on walnut and blue 


ion of quiet elegance, with 
and tapestries. indows are black walnut while the inside is Aa be in Philippine 

See stained to match. Stairs lead from both sides 

staircase descending in the center of the main room below. 


the mezzanine floor to unite in one grand 





Denver Notes 


Showing “Fancuts” 


A shipment of “Fancuts” with their 
short French vamps and unusual cut of 
the heels have arrived at the Johnston 
Shoe company’s store in this city and, 
according to Robert Johnston, they are 
attracting much attention and are selling 
well. 


New Shoe Store 


Medill & Massey, a new shoe concern, is 
located at 44 South Broadway. The mem- 
bers of the firm were formerly successful 
business men in Pueblo. 





Upper Leather Demand 


At the expiration of the first half of 
January reports from the upper leather 
trade in Philadelphia indicated there was 
a demand for both the best and cheapest 
grades, but very little for the medium 
grades. While black suede was still selling 
well the trade seemed to be swinging round 
to colors. A little later on some demand for 
brown and gray kid is expected by a 
number of manufacturers. 





Do you remember the old-timer who 
used to pick up a little change by “‘break- 
ing in”’ shoes? 








The Calf Becomes the 
Lizard or Alligator 


Do you know the mystery? If you 
want to know the why of the plenty 
of lizard and alligator shoes come to 
the embossing shop. Here stand the 
embosser before a big press, some- 
thing like an old flat bed printing 
press. In his hand a green pasture 
calfskin, tanned and prepared for 
his art. 

Over the bed of the press he 
spreads that calfskin, and then he 
brings the upper plate down upon 
the lower plate. In 15 seconds, by 
the count of the watch, he takes 
that skin from the press, and lo and 
behold! it is transformed from a calf 
skin into the pelt of a lizard, or a 
*gator. 

In the press is a plate, engraved 
with the grain of a lizard, or a ’gator. 
That plate is slightly warm. It 
presses on the calfskin, with a pres- 
sure of many tons, and when the 
skin is taken from the press, the 
lizard or ’gator grain is there to 
stay. 

Just imagine—15 seconds for 
turning a calfskin into a lizard or a 
’gator. Will wonders of leather and 

shoe styling ever cease? 
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Changes in Business 
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Current Events in Failures, Suspensions and Activities in the 


Shoe and Leather Trade 


BUSINESS REVERSES 


Ashford, Ala.—O. Zeno Whitehead, general mer- 
chandise, reported petitioned or petitioner in 

I bankruptcy. 

Nogales, Ariz.—Sam Fein, shoes, reported peti- 
tioned or petitioner in bankruptcy. 

North Little Rock, Ark.—E. L. Ligon, general 
merchandise, reported petitioned or petitioner 
in bankruptcy. 

Tillar, Ark.—J. B. Hogue, general merchandise, 
re orted itioned or petitioner in bankruptcy. 

irgil Peacock, general ppeeems, | re- 
petitioned or — in bankruptc 

Wet sted petitioned or bankrupte 
repor titioned or petitioner in uptcy. 

"Cenn: —Kalman Shuman, shoes, etc., 
reportec "petitioned or petitioner in bankruptcy. 

Wilmington, ——— Haber (403 ing 
Street), , reported petitioned or peti- 
tioner in — he . 

Millville, Fla.—Lee Cotton, general merchandise, 
reported poles or petitioner in bankruptcy. 

Tampa, Fla.—M. G. Rosenberg, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Augusta, Ga.—West Shoe Co., shoes, etc., reported 
offering to my = at 20 cent. 

Colquit, Ga.—L. Calhoun, shoes, etc., reported 
petitioned or petitioner in bankru ptcy. 

Dublin, Ga.—J. L. Bush, shoes, etc., veparted peti- 
tioned or petitioner in ‘bankru ptcy. 

Metter, Ga.—Williams & Knight, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Chicago, Tll.—Moses Genser (332714 West North 
Avena) shoes, reported meeting of creditors 
Cc 

Square ~~ Store A: 131 So. Halsted Street) 
shoes, etc., gned. 

Ben Bavesvhiny (2838 W. Roosevelt Road) 
— tS etc., reported petitioned or petitioner in 

Lincoln, “he —National Mercantile, Co., general 
merchandise, reported assigned. 

Wilsonville, [ll—Morris Benhoff, general mer- 
chandise,  -aaomee petitioned or petitioner in 
bankruptc 

~~ ty "Ind.—D. Modica¥ (1031 Virginia 
Avenue) shoes and repairing, reported receiver 


appointed. 
Vi nd.—Sweitzers Bargain Store, shoes, 
pone : cunasted oltering to compromise at 25 per 


ciodess, La.—J. Murrell & Bro. Uo., Ltd., 
general merchandise, reported petitioned or pe- 
titioner in bankruptcy. 

Sikes, La.—J. B. Abrams & Co., general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

New Orleans, La.—Charles Toimas (500 French- 
man Street) (2601 1 Street) shoes, re- 

ported petitioned or itioner in bankrup 

Botimore, Md.—Ja Swartzman (The The, Fait 
(6213 E. Baltimore Street) shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Hagerstown, Md.—Henry R. Martin, Jr., general 
merchandise, reported petitioned or petitioner 
in = = receiver appointed. 

Haverhill, —James C. oe, slipper 
manufacturer, reported ‘a 

Peabody, Mass.—William J. ge, tanners, oils, 
etc., reported petitioned or petitioner in bank- 
ruptcy. 

Detroit, Mich.—Joseph Klasky (9413 Jose Campau 
Avenue) shoes, etc., reported petitioned or pe- 
titioner in bankruptcy and receiver appointed. 

John Stewart, shoes, etc., re petitioned 
or petitioner in bankruptcy. 

Jackson, Mich.—Liss & Co., shoes, etc., reported 
petitioned or petitioner in bankru; ptcy 

Lansing, Mich.—-Lewis J. McNaughton, shoes and 
repairing, reported petitioned or petitioner in 
bankruptcy. 

Buhl, Minn.—Medalie Bros., general merchandise, 
reported assigned. 

Duluth, wie —M. Levine (Levine's Dept. Store) 
(121 W. First Street) shoes, etc., reported peti- 
tioned OF petitioner in bankruptcy. 

Freeport, nn.—L. M. Harren, shoes, reported 
——_ or | pe in bankruptcy. 

City, Mo.—Benjamin Spitz (306 W. 8th 
Street) shoes, reported offering to compromise 
at 35 per cent. 

St. Louis, Mo.—Norman P. Soe (101 Russell 
Avenue) manufacturers of shoes, reported peti- 
tioned or ow in bankruptcy. 

Newark, N. J.—Samuel Feldman (108 Montgom- 
ery Street) general merchandise, reported peti- 
tioned or petitioner in bankruptcy 

Passaic, J.—David Noviteky” ‘(227 Monroe 
Street) shoes, reported petitioned or petitioner 
in bankruptcy. 

Brooklyn, Nn” Y.— Philip Cohen pl piahe rae. 
general merchandise, ned. 

Jessie Pincus (1582 Pitkin J i qal4i 

Liberty Avenue) shoes, reported offering to 

compromise at 50 per cent. 





X. L. Shoe Co., manufacturers, reported ask 
ing general extension. 

New York City—Robert Gochowitz (1249 So. 
Boulevard) shoes, reported meeting of creditors 
called. 

Nemours Trading Corp., shoes, reported re- 
ceiver appointed. 

Hartley Sport Shop, Inc. (36 John Street) 
sporting goods, shoes, etc., reported petitioned 
or petitioner in bankruptcy 

oseph Swartz (35 E. Fordham Road) shoes, 
reported asking general extension. 

Nicholas Della Vecchia (A. B. Shoe Co.) 
(Adelphi Booterie) manufacturers and retailers 
of shoes, reported petitioned or petitioner in 
bankruptcy and receiver appointed. 

Wellsville, N. Y.—David L. Coleman (39 No. 
Main Street) shoes, reported offering to com- 

romise at 50 per cent. 

Belmont, N. C.—Joseph Moses, shoes, etc., re- 
ported petitioned or petitioner in ae 

Henderson, N. C.—Harry Cohen, shoes, etc., 

ported petitioned or petitioner in ier. 

a N. C.— ~ Mills Shoe Co., shoes, etc., re- 

receiver appointed. 

Akron, O.—Louis Kibert, shoes, etc., reported pe- 
titioned or petitioner in bankruptc ¥. 

Cleveland, O.—Philip Baskin, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 





The secret to success is not new,—in 
fact, the prescription is so very old that 
when we hear it, it makes no impression 
whatever on us. It is like the sunshine in 
California; there is so much of it that the 
people become satiated with it and do not 
appreciate it and long for some bad 
weather once in a while.—McElroy-Sloan 
Enthusiast. 
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Finished Golden Oak or 
Mahogany 


Carried in stock. Available for shipment any- 
where by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For Giey-Gve, yous years manufacturers of 
Milbradt Rollin 
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$3.00 $2.50 desire answers to 
6.00 5.00 
: 15 
12.00 10.00 ye py 


ITIONS WANTED—Four cents 
um amouat vee ente pe 


replies forward: ed” direot, wo their adden, sach werd 
Salsas becand cniar tale patton. 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


SPIE lor each imsertion. 
om. 5 Foc ether other “Want” 


advertisement and paid for accordingly. Answers 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





EXPERIENCED salesman wanted throughout 
the United States -. sell established line of 
boys’, youths’ and gen good grade American 
Welts and —~ to Schein and epertmnens stores, 
and large retailers buying in case lots. Address E- 
570, care Boot Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED —Saleemen with established trade in 
Minnesota, Iowa, Wisconsin, Texas and West- 
ern States to carry high-grade side line of children’s 
turns. First step and 4 to 11 sizes. All attractive 
= carried in lyn | Seven per cent commission. 

te experien id references fully. Floverton 
Shae Co., 516 Narsboldt St., Rochester, N. Y. 


WANTED—Live-wire men with established trade 
to carry our line of soft soles = infants’ turns 
in connection with present line. ucky, fe in New 
England, Ohio, Indiana, Kentu —y os 
Arkansas, Texas, Mississippi and Louis Ap- 
plications considered only from men ae a pn 
the territory and with established record. Our line 
is old and well known, advertised and pays — 
commission. Give full particulars in first let 

J. J. MacMaster, Rochester, N. Y 


A BROOKLYN ladies’ chain shoe factory wishes 
to make connection with a reliable agency to 
represent, our line out-of-town. State full details 
and lars. Leptum Shoe Co., 33 Marcy Ave., 
Brooklyn, N. Y. 


ee ochre py condensed specialty 
S‘in branded ladies’ silk Loslery, Sold. with a 
Ity 




















Western Pennsylvania, Ohio, Michigan 


We want experienced salesmen to cover above territory.We make unlined UNION STAMP 
WORK SHOES in Blucher, Outing and Moulder. Write for particulars giving references. 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 








ALESMEN to line of soft soles and moc- 

casins, sizes 0-4, line of elk unlined 1 to 6. 
Commission 10 per cent. Address Dunn-Peabody 
Shoe Co., Danvers, Mass. 





FELT and leather soft sole sli manufacturer 
wants salesmen to carry as side line for volume 
trade. Any territory. Commniaien, Ad 

care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


GALESMEN WANTED for following territories: 
one for department and chain stores, New York, 
p bern ory Baltimore, Washin; ;_ one for 

department and chain stores New York State and 
ne ania; one for department and chain stores, 
Ohio, Michigan and Illinois. Strong line welts, also 
oem « additional ucts. Excellent ition. 
Only men with following considered. Give full 
details frst letter. Address Pearsall, 25 Broadway, 
New York. 





A> MANUFACTURER pales a genera! line of 
children’s play and school shoes and women’s 
novelty sandals by a guaranteed not to rip patented 
process want salesmen who a short , who 
travel their terri handle our special 
line of shoes as a side line in the ne following territories: 
Tennessee, Maine, Virginia, North and South 
Dakota, Southwest an Northwest. _ First letter 

ive present tion, of sh dur- 
ing 1923, other connections during ips past five 
years, mage covered in detail, three character 








gu sn to the Dry Goods, tm my and S$ 
hops throughout the country. Easily carried. 
State territory covering and line now “handling, 
Address K-596, eare Boot and Shoe Recorder, 127 
Duane St., New York City. 


ALESMEN WANTED—To 
our turn boudoir slippers. Leather soles and 





as side line 


heels. Six samples. Prices right and will pay liberal 
cuumieeion. : Vogue Slipper Co., Haverhill, 
ass 





ALESMAN WANTED—For Florida to sell on 

commission medium and high-grade line of in- 
fants’, children’s and misses’ turns to the retail 
trade, several styles carried in stock. The line is 
nationally known. Salesman must be able to fur- 
nish references. Address E-572, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


etc. Ramsey Co., 347 Rider Ave., 
Bronx, N. Y. 





FRESIDENT salesmen with established trade 
wanted by New York City wholesale shoe firm 
any up-to-date line of novelties and staples includ- 

rubbers and tennis, to represent them in the 
fol ine territories: Central New York, Central 
ah ae gy = Maryland and Virginia. Terms com- 
mission. those with good record and who can 
furnish A 4. references need apply. Address 
E-574, care Boot and Shoe Recorder, 127 Duane 
St., New York. 





GGRESSIVE side-line salesmen wanted—Real 
producers with sales records that will stand the 
acid test can now make a connection with one of the 
fastest growing shoe organizations in America. Line 
consists of po poner priced children’s stitch-downs 
and women’s McKay comfort shoes, and is con- 
sistently being supported by trade paper advertising 
which has made it well nn | favorably known from 
coast to coast. Wonderful opportunity on attractive 
commission plan. Now allotting territory. Address 
Wobst Shoe Company, Milwaukee, Wisconsin. 





NATIONALLY known manufacturer of men’s, 
women’s and children’s shoes wants salesman of 
real — to take care of long-established trade in 
southern Iowa and northern Missouri. All styles 
carried in stock. Applicant must have successful 
record and live on territory. Exceptional oppor- 
tunity. i confidential. Address E-581, care 
| aed Sones hoe Recorder, 207 South St., Boston, 








ANTED—Salesmen to sell popular priced line 
" infants 1-6 flexible i shoes of merit, in con- 
with line now handling; fifty styles in 





WANTED— Experienced salesmen with —_ 
lished trade to carry men’s fine welts. Le oy 

commission. Address K-598, care Boot and S 

Recorder, 127 Duane St., New York City. 








THE HIGHEST GRADE SPORT 
SHOE OF ITS KIND 


Men now engaged in selling a high grade line either of women’s dress 
shoes, or men’s, or both, will find it decidedly profitable to handle as a 
supplementary line the highest grade sport shoe of its kind in the country. 
Liberal commissions to salesmen who have the nerve to pass up an order 
rather than to place this line in a second grade store. The manufacturer is 
well financed—his product is a proven success. He is protected on many of 
the features of his shoe by basic patents. His advertising is as high grade as 
his merchandise and salesmen will be paid full commission on orders 
of 4 prs. and over received from dealers as a result of this advertising even 
though the buyer may never have seen our representative. 

During 1923 at least a score of dealer accounts were opened without 
personal solicitation and wholly as a result of this advertising. If interested, 
write and tell us what line you have now and what territory you cover. 
Address E-561, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 





stock; 7 cent commission. Good —_ — 
Give references, how long sold 
annual sales, etc. Elam Shoe Mfg. 16 Catia i 
St., Boston, Mass. 





Salesmen to carry a side line of Rau- 
craft High Grade Stitchdowns for the 
retail trade. Give full particulars and 
references; also territory being covered. 


Kansas 
Missouri 
Illinois 
Indiana 
Oklahoma 
Mississippi 
Louisiana 


S. Rauh & Company, 310 Sixth Ave., 
New York, N. Y. 








SHOE SALESMEN WANTED 
Live, wide-awake with 
lished trade to cover Connecticut, Long 
Island, New York State, Philadelphia, 
Baltimore, Washington and Pennsylvania, 
with a line of men’s, women’s and chil- 
dren’s specialties. Wonderful opportunity 
for the right men. All communications 
held confidential. Levey Bros. Shoe Co., 
136 W. Broadway, New York City. 


tab. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








GALAN WANTED—An opportunity lor a 
wide awake salesman to represent a & of 
Women’s, Misses’ and Children’s in thoupeer 
.— ew York State and Ohio. y thoes who 
established trade need Crescent 
Shoe €o., 159 Duane St., New York. 


Windiana, ‘Michiean, " with established trade in 
Indiana, oy enon Northern  ~—y 


snappiest | 
Childrens’ eel alee bo = country. eb 


line. — be a producer. - we ge ss 

particulars as to experience, lines an i 

covered, ther with references. H. H. Freelan 
Rochester, New York. 





in 





ALESMAN WANTED to cover Mai New 

Ham and Vermont throughly with Stitch- 
downs, nar Leggings. <- know the trade 
and reside in eaniere, La gee Shoe & 
Legging Co., * aryland. 


Want Sa who knows the trade in 





_H 
Hagerstown, arylan 


ALESMEN WANTED—Wanted experienced 
who are , Ogpaaiated in_the states of 





We pay 6 per cent commission, and pa: prompt. 
. Ls , 4 ae Fhasibie Shoe tom 





ALESMEN WANTED—We have several 
nities for A-1 salesmen to our 

oP petens Eno ot anes on oe p to 

the minute in style. Sizes 


Misses’ 11 14-2’s. We pa: cas 
This is a stock proposition, "Sam ples now ready 
Quality Shoe Comp La ay hester, OY 











of high er pambound 
to buyers s 
ability and come well 

consists of North Dakota, Mont 





Established trade in all territories. Strictly com- 
mission basis. Nunn, Bush & Welden Shoe Co., 
Milwaukee, Wis. 


PECIAL OP ee tales of 
short line of Men's “Sna * Dress Welts has 
| rec i in all sections men who can pro- 
itably h le this line with one other non-con- 





in stock. Investigate now by 
nge now for interview in Chicago, 

February 11 to 14. Address E-542, care Boot and 

Recorder, 189 W. Madison St., Chicago, Th. 











Who Is the Best Shoe 
Salesman in These States? 


1 { North Carolina 
Virginia Illinois 

Are you the man or do you know 
him? This opportunity is offered by 
one of the largest makers of men’s and 
women’s welts in New England. A big 
stock department, established busi- 
ness, extensive advertising will help 
pave the way for bigger sales. 

The man must have experience in 
selling men’s dress shoes; must have a 
record of good results; must live on the 
territory; and must be ready to work 
every week in the year. 

Our shoes can be retailed profitably 
from $5.50 to $8.00; our manufacturing 
record is Al. Some financial help can 
be arranged, based on sales. 

If you want to make a change for the 
better, tell us all about yourself, your 
career and how you can prove your 
record. Address E-587, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 


2 { Indiana 








A good permanent position 
for an Al all-around shoe man, 
specializing in ladies’ depart- 
ment. State experience, special 
qualifications and salary ex- 
pected. Give references, where 
last or at present employed. 
High-grade store in Providence, 
R. I. Applications strictly con- 
fidential. Address E-575, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


WIDE AWAKE SIDE LINE SALESMEN 


To sell short line of quilted satin, 
novelty boudoir and leather soft sole 
— for men, women and children 

no een store, chain store 
and shoe store 

oe) priced and | all repeat num- 
Vieeinis ‘erritories o . Pennsylvania, 

West _ North and 


sireis outh Carolina,” Geo Benen. 
> ie 4 


orth a 
— ~ =< i I Montana, 
—_—-_ pam yp ol Som, Califor- 

nia, Utah and Arizo 

Factory cotablished 1910 and has a 
good reputation among the trade. 

Five cent commission paid. Ad- 
dress E-576, care Boot and 2 Re- 
corder, 207 South St., Boston, Mass. 











SPECIAL NOTICE 
TO SHOE SALESMEN 


sonal interview. All 

— confidential. Address E-477, 
and Spee Recorder, 207 

South St., Boston, Mass. 








WANTED 


Two salesmen to sell the jobbin 

trade a line of men’s popular-priced 

dress welts. A real high-grade pro 

tion. Top notch references requ 

— SHOE COMPANY, Nashville, 
‘enn. 














HELP WANTED 








SALESMEN WANTED 


Manufacturer wants side line and resident 
salesmen to sell complete line padded sole 
slippers in felt, leather, and satin. Low prices 
to retail trade. Straight 5 per cent commis- 
sion. Write quick ann lines carried and 

territory now cov Address K-599; care 
Boot and Shoe Recorder, 127 Duane St., 
New York City. 














accoun 
Fret ao yom * Must be able > oe geanee 5 
er required, none 
onds Shoe Company, Milwecken we 





-Milwaukee Work Shoes 


STEVEN STRONG wants THREE more 
TPMT eg Salesmen. VIR- 
GINIA, ILLINOIS, IOWA. If you can 
SELL shoes write. 


STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 











WANTED SIDE LINE SALESMEN FOR 
TEXAS, OKLAHOMA, KANSAS AND 
MISSOURI. GENERAL WORK SHOE 
IN: MEN’S AND 


CONSISTING OF 
BOYS’ SHOES, WISCONSIN MANU- 
FACTURER. ADDRESS CARE 
BOOT AND SHOE RECORDER, 189 
W. MADISON ST., CHICAGO. ILL. 








NDOW TRIMMERS peiggeainn ee sell win- 
dow lay fixtures on comm basis. 
Artistic Wood Turning Work, 511 N. "Halsted St., 


Chicago, Tl 
HOE eee ie ae te TRIMMER—Ex- 
perienced shoe cler 








POSITION WANTED 


Yo- man wishes to connect with a manufac- 
womens novelties. Address K-595, 
care ‘Boot Sa Shoe Recorder, 127 Duane St., New 
York City. 
BUYER. : manager and sales promoter for men’s, 
women’s and children’s shoe department open 
between now and June 1, thirty-five years of age 
and married, connected now ro the above copansy 
with one of the largest mail order houses in 
country. Open for a high-class proposition, AS 
a $150,000 volume now, where you desire this in- 
creased. Can show some real turn-overs. Eastern 
position preferred, but not essential. Address E-577, 
ce Boot and Shoe Recorder, 207 South St., Boston 
ass. 











care Boot and Shoe Recorder, 207 South St.. 
. Mass. 


RETAIL shoe salesman, opel —ay 4 seek: 

connection with a —- store. Address 
E-578, caso Best and Shoo ecorder, 207 South St., 
Boston, M 





MANAGER & BUYER WANTED 


RETAIL manager and buyer for women’s and 

children’s shoe department. Address E-580, 

=e Boot and Shoe Recorder, 207 South St., Boston 
ass. 











LINE WANTED 
HOE lines wanted for volume buyers on com- 
mission. Have office in center of ton whole- 


sale shoe district. Address E-584, care "Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ELLING af order a well acquainted with volume 


chain, m department store, syndicate 
, doy yers seek } ans of ipamones, felt 


sete.» priced to terest this trade; com 
ddress E-579, care Boot and Shoe 
raienion basi 207 South St., Boston, Mass. 


RAVELLING salesman 
Three ie al eae ecquainted in Northwest in Northwest 


Best of of References. F. I. Brown. 620 Terminal Seles 
Bidg., Seattle, Wash. 














rn 
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LINE WANTED WANTED TO PURCHASE 
LES, Ee cas wecheecin, meal code chads ond 
departanent store trade. Salesman with large ac- for etal ap helenae and vey a NT 
ee ty FL Senger py Rh terchandine. Quantity wo cbjest. 
pb 207 South St., Boston, Mass. a ota he 
BROOKLYN PURCHASING SYNDICATE 





OPPORTUNITY 


aprED resident salesmen with an established 





commission. A: 
Recorder, 207 South St., Boston, Mass. 
yt Aas era equipped factory for have a very fine 


a 
po J. 





looking f pak ane ae of. 
lor a man who can use a on 
output, one who can Jour factory is is in mak- 


factory ated Brockton Address 
E-546, cu.2 Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





BUSINESS OPPORTUNITY 


ALESMAN WANTED—A_ manufacturer of 
veleer turns eh — a sales- 
man who can invest sm: i ly equipped 
_= ant in Brooklyn. Address 2 
oe Recorder, 127 Duane St., New York 








FOR LEASE 


gas DEPARTMENT TO LEASE in one of the 





ite 
is necessary. Further information write to 
po A Brothers, East Liberty, Pa. 





FOR RENT 


R rent a shoe de eat in largest depart- 

ment store in N: Carolina’s fastest growing 
town. Address E-586, care pest and Shoe Recorder, 
207 South St., Boston, Mass. 


For RENT—Harrisburg storeroom 100 per cent 
location, just the 5) ‘or a shoe store 7 foot 
front ru’ back 50 feet and widens to 28 feet, then 
ay toa full depth of 105 feet, Communi 
cate with P. Magaro, 410 Market Street, 
Harrisburg, Pennsylvania. 











FOR SALE 


For SALE—Complete shoe stock of re must 
be sold soon on account of health. Address E- 
582, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


r= SALE—Up-to-date Ladies Shoe Store on 
business street, Southern City, population 
65,000. Store has long lease, low rent. Beiring to 
sell — other business connections vents 
tention. Address Box E-568, care t and 
hoe Ae 207 South St., Boston ,Mass 











WANTED TO PURCHASE 


WAntES to bey Zipper naam, 9 91 
ir) =X “a. ice. Jerome 
Sholem, 312 's bp Ga i 


ampaign, Ill. 
THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW T' 
Phone—Canal 68 
WILL { SLOW SELLERS FOR 


BUY 
Bergaine tp chess always on bend See special 
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shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N, Y, 
















Phone Spring 1443 








MISCELLANEOUS 
See 


Hotel 
Richmond 


70 West 46th Street 
Between Fifth Ave. and Broadway 
NEW YORK 
Convenient location 
For motorists in the heart of the 

Amusemen 















Milbradt Rolling 





Prete Sar cur Intent cate, 
hae as well ty *- 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
— ST. LOUIS, MO, 
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PUBLISHER'S NOTICE 
a yf subscription price of the 

and Shoe Recorder is $5.00 a year in ad- 
te, ~~ includes in the United 
States, Gee Hawaiian ect 
dun Coats my B-g-* 
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Canary felands.” 


FOREIGN SUBSCRIPTION. eee Pte & 
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Apventaae RATES—Card of Advertising 
tes furnished on tion. For rates for 
vom For Sales, is sa Slo Wass Pes. 


SHOE” CORDER to mo — 
@ 
lead i The 
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OFFICES IN 
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W.R. 
CHICAGO OFFICE: 189 Wore Madison St. Tele 


ain 1089. . Bowen, x 
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whens ELE 
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CINCINNATY (OFFICE: 15s s orp HLM. 
CHESTER OFFICE: 623 Booors Ro- 
ROC 0 CE: 623 Bldg. Re- 
pd aS Seward, Western New York 
ive. Telephone Main 969. 
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Bicycle Step Ladder Co., Chicago......... 106 
Chicago Wire Chair Co., Chicago. ......... 106 
Ellis, W. E., Co., Haverhill, Mass...... 77, 88 
Frankel Display Fixture Co., New York City 76 
Hecht Fixture Co., Chicago, Ill............ 74 
Heywood-Wakefield, Boston.............. 106 
Hymes, H. L., Co., New York City......... 89 
Kahn & Buick, Inc., Brooklyn, N.Y....... BS 
Miller, O. A., Treeing Machine Co........ 58 
Miller, Robert E., Inc., New York City... .. 88 


Milbradt Mfg. Co., St. Louis, Mo...... 106-109 
Onken, Oscar Co., Cincinnati, O........... 106 
Palmenberg’s, J. R., Sons Co., New York 

Md cdsnedins btateardnesnscnenceuhed 78 
Pittsburgh Reflector & Illuminating Co., 

EN IN 6 od00s SENSES 04 SaaaRO KES 79 
Seamless Steel Products Co., Milwaukee, 

Wicd ckiie 660 shes bse eKeonuseencsanias 76 
Strootman, John, Buffalo, N. Y........... 72 
Vanity Novelty Works, Brooklyn, N. Y..... 89 


LEATHER AND OTHER MATERIALS 
Amalgamated Leather Companies, Phila- 


GENER. ccccscencscoscocgecceccoccccoes 4 
Armstrong Cork Co., Lancaster, Pa........ 96 
Ashland Leather Co., Boston............. 92 
Beggs & Cobb Co., Boston................ 88 
Chamberlain, B. F., Boston.............. 88 
Creese & Cook Co., Boston.............. 8, 88 
Dryden Rubber Co., Chicago, [ll......... 10-11 


Evans, John R., Co., Camden, N. J......16-17 
Foerderer, Robert H., Inc., Philadelphia. 38-39 


Hunt, Ranklin Leather Co., Boston....... 104 
Pi a Bin co cececcsconsasttcescs 88 
Lever, G., & Co., Inc., New York City... .. 2 
New Castle Leather Co., Boston......... 34-35 


Rousmaniere-Williams Co., Boston .3rd Cover 
Rueping, Fred, Leather Co., Fond du Lac, 


PE aetthciadbebaherckennshenseessees 21 
Standard Kid Co., Boston.............. -6-7 
Surpass Leather Co., Boston.............. 88 


Thomas, Lake & Whiton, Inc., Boston.... 32 
Thompson-Field Co., Inc., Brockton, Mass. 88 
Tolman, Dow & Co., Boston.............+ 24 


MACHINERY, LASTS, MFR’S SUPPLIES 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass...... 90 
Rotospeed Co.,-The, Dayton, O........... 60 
Tubular Rivet & Stud Co., Boston........ 66 
United Fast Color Eyelet Co., Boston... ... lll 
United Last Co., Boston.............2++++ 91 


United Shoe Machinery Corp., Boston. .12, 30 


MISCELLANEOUS 

Atlantic Printing Co., Boston............ 89 
Brooklyn Purchasing Syndicate.......... 109 
Calderwood & Preg, Inc., Boston.......... 90 
Glauberg, Max, New York City........... 109 
iste Menem, Baste. ....cccccccccccscccece 36 
Hotel Richmond, New York City.......... 109 
India Rubber Review, Akron, O........... 18 
Kalter Cerf. Co., Max, New York City..... 109 
Kirsch-Blacher Co., New York City........ 109 
National Shoe Retailers’ Association, 

Ge iccnicnctsccccccwenscstvseésoased 37 
New York Export Purchasing Corporation, 

Dee Te ko 004-4056 06 Hien ccdcsccns 109 
Tolman Print, Brockton, Mass............ 89 
University Electrotype Foundry.......... 89 
Waskow Co., Inc., Chicago, Tll............ 90 
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The Shoe That Sells Best 


The average buyer of footwear knows little or nothing about the manu- 
facture of shoes. Therefore, when buying they judge only by the visible 


features which meet their eyes. 


So the appearance of the eyelet, located 
as it is on perhaps the most prominent 
part of thé shoe, can make or break the 
sale. 


Diamond Brand (Visible) Fast Color 
Eyelets give a finished appearance to 
the upper that attracts the eye of the 
buyer immediately—consciously or un- 
consciously, the consumer recognizes 
the neater appearance of the shoe with 
visible eyelets. 


United Fast Color Eyelet Company 


Boston, Mass 





Diamond Brand (Vis- 
ible) Fast Color Eye- 
lets have celluloid 
tops which always 
look new and never 
wear brassy. They 
promote easy lacing, 
retain their original 
finish indefinitely, 
and actually outwear 
the shoe. 


But the value of the visible eyelet on 
your footwear does not stop there. Not 
only do they improve the appearance, 
but they increase the comfort, con- 
venience and wear of the shoes—factors 
that make pleased customers and mul- 
tiply sales. 


Sufficient reason, is there not, why the 
shoe equipped with visible eyelets is 
the shoe that sells best? 


lll 
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Does Your Grocer 
Use Seales? 


E DOES!—Because you expect him to weigh your 
orders of bulk goods. If he didn’t you would as- 
suredly change your trading place. 


The same thing is true with circulation. During the 
last few years Advertisers have not been satisfied to 
suppose they were getting a certain circulation for their 
money; they don’t want to be merely fold, they want 
to know. 


They want the circulation measured by a standard- 
ized and unquestionable measurement. 


The Audit Bureau of Circulations is the recognized 
authority for proving circulation. It is maintained as 
a co-operative organization by the advertisers, adver- 
tising agencies and publishers who realize the neces- 
sity for businesslike methods in advertising. 


A. B. C. reports place in the hands of advertisers es- 
sential facts that have been secured and verified by 
a searching examination of the publisher’s records. 


You don’t need to buy Space by Guess! 


You can get the full circulation facts on 
the BOOT AND SHOE RECORDER 
by referring to the last A. B. C. report 
which will be gladly furnished on request. 


January 26, 1924 


WRITE TO THE AUDIT BUREAU OF CIRCULATIONS, 202 SOUTH STATE 
STREET, CHICAGO, FOR A COPY OF “THE MEASURE OF YOUR MESSAGE” 
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LL FIND US 
AT BOOTH 114 
IN CHICAGO 


with a complete exhibit of 
Grover shoes for house, street and 
sport wear. 


. 
Oe aan acta 
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PNA OE Sie tee be 

















Miss Zane will model for us and 
Messrs. L. V. Grover, Clark, Dingle 
and Strine will be-on hand to tell Be, 
you all about our product. 










Our entire line will also be on display at 
our Chicago office, Room i208 Kesner 
Building. 
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J. J. GROVER’S SONS CO. -- Lynn, Mass. 


**Soft Shoes for Tender Feet’’ 
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Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 
Marbridge Bidg., 47 W. 34th St. Corner Madison 
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Vol. 84 No, 20. Published every week by the Boot and Shoe Recorder Publishing Com 
pany, 207 South St., Boston, Mass. Entered as second clase 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 28, 1879. Subscription price, $5.00 a year. Printed in USA. 








CONRAD SHOE COMPANY 
will exhibit 


Conrad Shoes 


and 


Ross Shoes 


—— mor uiceid 










°-" 
98 


Booth 
98 











Both Lines will also be shown as Jollows 


LASALLE PALMER 
HOTEL HOUSE 
“Room (O35 CSS 9 

















rea CONRAD SHOE COM PANY |i 
| Brockton--Massachusetts 
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l WHITE iy, ri LEVOR LEATHERS 


FOOTWEAR IS STAPLE ARE SOUND-WELL 
FOR LATE eh ua MADOC. 








WHITELEVOR — WHITE LEVOR 
be oe KID GRAIN » ig) 


(CABRETTAS (CHEVRETTES) 


Hho tthitect tohiter 


LIMES 








Co Sn 


TANNERS 


puede of Crnetica 


He White House 


WANA CLET Gloversville, 


L Distribul nd force 
frtuurs Patton LeatHer(o., St fours GEO.W. Newman Leataer Co. Cneinnatt 
McGaw & Atninson, CArcago EowaRd ZOARLAUT, Jan Francisco 


Boston 
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We invite you to see our newest offerings in 
MAID-RITE NOVELTY STITCH- 
DOWNS, and FEELSGUD LEATHER 
SLIPPERS. 





CREATORS of novelties in stitchdown sandals. 


ORIGINATORS of the leather slippers that 


made good in a season. 


BOOTH 318 
Coliseum, Chicago—February 1|1 to 14, 1924 


HERMAN MILLER, President 
In Attendance 


Complete line may also be seen at 


HOTEL SHERMAN 


fFlatd-Rite 


€ GR POSRAACT OG 
BROOKLYN NEW YORK 
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Anis tocracy 


of CCLWEG/ 


representing the acme of perfection in 
distinctively vogue designs and crafts- 
manship, will be on display at the N. S.R. 
A. Convention, February 11 to 14. 


HOTEL SHERMAN 
Rooms 1614-1615 - 1616 


and 


BOOTH 43 


In Attendance: 


Mr. Barnett Lipp 

Mr. Geo. H. Gardiner 
Mr. Jack Praeger 

Mr. Samuel Niederberg 





‘Degen-Lipp Ine. 


/ — / Brooklyn, NY. 














es ss es Os Fe PS OOS rs OS eS Ps OS eS PS Pes Oe re 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








BOOT AND SHOE RECORDER February 2, 1924 


Meet Me at Chicago! 


Booth 238 N.S.R.A. Convention 
February 11 to 14, 1924 


Proving Heathers 


ATTA BROWN No. 61—ATTA TAN No. 91—ATTA RED No. 71—ATTA MOOR No. 88 


Cintas ead Rau Odes G Reid A 
Canneries and Executive AY ochester. NV. 
C.D. BROWN MPANY 
50 South Street. Boston Mase. | And Branches | SPP RON 6-00. ING 
SUEDE LEATHERS OF ALL POPULAR SHADES 
~ Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








B6830 Price $4.00 


No. B6810 Price $4.00 
above ee eee Brown 


o. B2930 Price $4.15 
Suede Moseley 


No. B2931 Price $4. -.. 
ans — only A 
Mouse Brown Calf Saddle. 


No. B2332 Price $3.75 
Black Calf. Patent Strap. 
14/8 heel. A to D. 

No. BS438 Price $3.50 
As above only Patent, Black 
Suede Strap. 


No. B6831 Price $3.85 
ow Calf {8 covered Buck aaree. 
Turn, 13 


No. sen x $3.60 
As above only Patent Colt, 
Black Suede Strap, 16/8 heel. 


IlNo. B5434 Price $3.35 
Patent Sandal 7s beoslt- 


to D. 
Neo. B5930 Price $3.60 
As above only Grey Buck. 


, to. Baees ffutco $3. “3/8 
pont e ont re aed 
heel. 


BS032 Price $3.35 
As “above only Dongola. 
. BS732_ Price i 
As stove only 1— atin 
k Suede 


A Stock Department 


Worth While! 


Complete line of samples will be on display at Chicago Conven- 
tion, February 11th to 15th. Coliseum Booths 321 and_324. 

Our representatives will be glad to see you at LaSalle Hotel, 
Chicago, where they will have complete lines of factory and stock 
shoes in rooms 1305-1310 inclusive. 





BS441 Price $3 
Posse Mah Jong, yi a 
B to D. No. B2445 | Price $3.75 
Patent Leather Puri 


No. BS837 Price $3.50 
8/8 heel. B to : 


As above only Mouse Brown 
Elk. No. B 2945 Price $4.00 
As above only Airedale Buck. 
No. B2955_ Price $4.00 
As above only Jack Rabbit 
Buck. 


BS832 Price $3.50 
AS r A only Grey Elk. 


No. B5333 Price $3.35 
Black Alligator 
Patent Leather Strap. 
10/8 heel. B to D. 
No. B5931 Price $3.75 


bit aes Se 
10/8 heel. B to 


No. B5233 Price $3.35 
As above only Tan Alligator, 
Brown Calf Strap. 


No. B2900 Price $4.25 
Airedale Buck Blucher Oxford 


Crepe Rubber Sole and Heel. 
Btw D. B2820 Price $4.35 


No. 
Platinum Alligator Bilucher 
Crepe Rubber Sole and Heel. 
BtwD. 


lo. B2920 Price $4.25 


A8 above “> Mouse Brown 
EI 


No. B2300 Price $3.60 
Black Alligator Blucher m... -—~7y ren $3.25 


Oxford. 8/8 heel. B to D Crease, 8/8 heel. A to,D. 
No. B2200 Price $3.60 

As above only Tan Alligator. As \above-only Brown Calf 
No. B2800 Price $3.85 " : 

As above only Grey Alligator. 


No. BS5301_ Price $3.15 e $3.25 
Black Calf, 3 Creases in Vamp Black Cait Self Ti, Heavy 
heel. B to D. 8/8 heel. B to D. 


hn a oto $3.25 


No. B5201_ Price $3.15 
As above only Willow Calf. 


As above only Brown Calf. 


DUNN & McCARTHY 


AUBURN : : NEW YORK 





No. B6730_ Price 
Black Satin Turn 13 A “Sov- 
ered heel. A to 


No. B6330 Price $3.60 
As Lee] only Black Calf 
k Suede } 


No Benes v-» - & 
Platinum Alligator Mosele: 


8/8 heel. 3B to D. 
No. B2833_ Price $4.15 
As above only Chinese Blue 
Alligator 


No. B5437_ Price $3.8 50 

Patent peek, Suede Strap 
8/8 heel. B to D 
BS831 Price $3.75 

Ab Vahows only all Grey Calf. 


No. BS431 Price aa 35 
Patent, sty; heel. Ng 
No. B5430 Price ae 
AB above B78 heel —— Mp 


No. BS330 Price $3.35 
Black Calf with Patent Straps 
8/8 heel, B to D 
No. B5811 Price $3.60 
As above ony Mouse Brown 
Call. 


No. B5203__ Price $3.25 
Willow Calf, Heavy Sole. 
8/8 heel. 
No. B5202 Price $4.00 


As above only Crepe Rubber 
Sole and Heel. 


we 


No. BS001 Erteo 68. 
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tract, will be presented 
OF your approval ~ 


Mites L. Bleecker 
John 6. Sperling 
SidneyMeth 
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Stylists '"" rereerrryrs iano. ree 
138.149 OVANE ST. 3 NEW YORK 
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With A Sales Appeal Of 
Their Own! 


No. 802—McKay Sewed No. 452—Patent Blu- 
Patent Strap-up Centre cher Creased Vamp 


Oxford. Goodyear 
oe eS Welt, “Wingfoot” 


Top-Lift. C and 
D $3.40. 


No. 801—McKay Sewed 
Patent One-Strap Pump No. 704—Brown Suede 
B-C-D. .......- $2.85 One Strap with Cut- 
outs. All Leather Heel, 
No. 800—Same as Goodyear Welt, B- 
~* above, in Black cD $3.75 
Kid. B-C-D 
occe GaedD 


No. 118—Biack Kid No. 323—Patent' One- 


ee Sirap Pape, Goodyear 
le b A eit, ingtoo 
Welt,“Wingfoot Top-Lift, B.C. D. 
Top-Lift. EE, $3.30 
344-9. ..$3.50 No. 324—Same 
“- as above, wit 
. m. - as Medium Toe 
above, in 9-8 ped, 
Patent. "1 . 


$3.30 
Terms: 


5% Ten 
Days, 
Net 30 


Do you want a line with some other appeal than price—and yet with an attractive 
price? Stock these shoes and you can offer the product of a skilled organization, 
| making women’s shoes of style distinction and lightness. Add to this—an In-Stock 
Department which has always delivered 100%. Our catalog? Certainly! At your 
request. 


SMITH SHOE COMPANY, Inc. 


90 WAREHAM ST., CORNER OF ALBANY, BOSTON, MASS. 











I 
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The Only Shoe Made 
Like Nature Made the Foot 


The soles of the beautiful “MATRIX” Shoes are permanently moulded, so that they 


will instantly, and exactly, fit every curve of the sole of a woman’s foot. 
This means delightful ease from the moment the shoes are rightly fitted. 
The “MATRIX” shoe is made in a wide variety of lasts to accommodate all types of feet. 


~ Shoemen have always known that flat, hard, unyielding insoles were never right for 
the curved contour and natural rounded surface of the bottom of the foot. 


“MATRIX” Shoes, unlike any other shoes, will fit the bottom of the foot. 


“No shoe like an old shoe” is a familiar saying. The old shoe was not comfortable until 
“broken in.” The breaking in of shoes is the moulding of the almost unyielding inner- 
sole by the constant pressure and pounding of the delicate joints of the foot. 


“MATRIX” shoes, when first worn, have that “old shoe feeling,” because they are 
moulded to fit when made. . 


NO BREAKING IN! 


Let Us Tell You All About the ‘‘MATRIX’’ Shoe 


ry Booth 191, N.S. R. A. Show 


and at our Chicago Office, 1316 Republic Building, 
State and Adams Streets 


E. P. REED & COMPANY, Inc. 


Exclusive Manufacturers of ‘‘MATRIX’’ Shoes 
for Women 


ROCHESTER, N. Y. 


“MATRIX” Shoes made for Men by Alden, Walker & Wilde, 
East Weymouth, Mass. 


sO fa OT 
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CHICAGO 
Booth 191 


and ‘at our 


Chicago Office 
1316 Republic Bldg. 
State and Adams Sts. 


SEYLES 


in Welts and Turns 
that spell 


SURE PROFITS and 
QUICK TURNOVER 


F.-P-IR eed & Co. 


ROCHESTER,N.Y. 


NEW YORK OFFICE 
299 BROADWAY 
W. D. F. GIBSON, MGR. 
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FAULTLESS FITTING 
FOOTWEAR 


Exhtbhitts 106-107 
(hicago (oliseum, Feb. 11-14 


A notable display of 
the correct SpRiNG and SuMMER Styles for Women, 
Young Women, Misses and Children, 
in every type of shoe now in demand. 

Priced to retail at $5.50 to $10.00. 
Featuring Nationally Advertised Styles In-Stock 
Ready-to-Ship 
And the full service of the Dororuy Dopp Faétory and 
Branch organizations in buying, advertising 
and merchandising. 


You are cordially invited to visit our displays and 
avail at all times of our facilities and the 
service of our representatives. 


DOROTHY DODD SHOE.CoO. 


Faétory and In-Stock Headquarters 
BOSTON, MASSACHUSETTS 
Chicago Branch 


207 West Monroe Street 
New York: 125 Duane Street 
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SH OES OF WORTH 


YOU? 


To the aggressive retailer who desires to carry 
a line of men’s fine shoes backed by national 
advertising and dealer co-operation of the 
highest type, the Nettleton proposition offers 
a splendid opportunity. 


- Don’t miss seeing at the N. S. R. A. Con- 

vention, our exhibition of the finest Stock 
Department maintained by any fine shoe 
manufacturer. 


A. E. NETTLETON CO. 


H. W. COOK, President 
SYRACUSE ° e e NEW YORK 


lettleton 








7 he 
Buckminster 


Stock No. 073 

















MEN LIKE TO SAY THEY WEAR THEM 


== = — x 
= oe — 
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Bern CONVENT ON 
_ BOOTH 97 


jobs. LASALLE, ROOM 602, 
| REPUBLIC. BUILDING 1531, 





“To adopt Just Wright Shoes as your 
leading line means to increase your 
business with the class of men you 
are most anxious to serve. 


TWO OF THE. TEN STYLES IN STOCK 


Stock No. 210. Andover Last, Black Boarded 
Calf Oxford. Wingfoot Heel, Heavy Single 
Sole. toa AA, 7-12; A, 614-12; B, 6-12; C, 

, 5-12 Price, $6.35 


Stock No. 310. The same in Tony Brown 
Calf Price, $6.50 


E. T. WRIGHT & COMPANY, Inc., Rockland, Mass. 


’ Makers of the Well Known “‘Arch Preserver” Shoes for Men - - 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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e TRULY FINE SHOE 


Superior in Every Detail 


THE GHT 
fost Ee or 







The E. T. Wright line will be 
on display during the Chi- 
cago Convention at 

The Coliseum--Booth 97 


Hotel La Salle--Room 602 
Republic Bldg.--Room 1531 















A sample from the spring line of E. T. Wright 
& Company, No. 295K. Made in a medium 
shade of brightly finished tan calf--pin head 
seal top, Exeter Last, Sieberling Rubber Heels. 







The Seiberling Rubber Heel adds 
its testimony to high quality. 
For the Seiberling Rubber Heel 
is restricted in sale to makers of 
fine shoes only. 


S$ 
4(¢ SEIBERLING 
@= RUBBER HEELS 
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IN STOCK 


24X BLACK LOTUS CALF, VARSITY LAST, 13 EDGE WING HEEL. 
25X MECCA LOTUS CALF, VARSITY LAST, 13 EDGE WING HEEL. 
(Medium Brown Shade) 


9 New Style Leaders In Stock. Quick turnover, popular priced, volume sellers. 
They will make you more money. Send for an illustrated folder or see them in 


Chicago. 
BOOTH 235—JUST AT RIGHT OF MAIN ENTRANCE COLISEUM 


MARION SHOE CO. 
M ON, INDIANA 


























———— 


WESTERN QUALITY AI AND EASTERN STYLE 
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THE GREATEST SHOE IMPROVEMENT 
OF THE AGE 


IT’S ADJUSTABLE 


Duson Shoes fit the individual arch! The Adjustable 
shank is built into the shoe. It is easily raised or lowered 
by turning the screw in the insole, under the sock lining. 
Dusons, to outward appearance, are regular shoes, 
attractive and well proportioned. 

The adjustment ranges from 1-1000 to 3-8 of an inch. 
Duson Shanks are rigid at any point where you set them 
but can be instantly raised or lowered. A man with 
weak or fallen arches can be given exactly the support 


that each of his feet requires—no more, no less. Even 
In normal feet, no two arches are the same height. 


Unique advertising features, wonderful selling 
possibilities and more real merit than in any other shoe, 
place Dusons above all others. 

Exclusive agencies will be given. The best store in 
each city is invited to write for further information 
X-Ray photographs, and our Stock proposition, 


Men's Duson’s Made and Sold Exclusively by the Marion Shoe Co. 
SEE THEM UNDER: THE X-RAY—BOOTH 235, COLISEUM 


MA 


ION SHOE CO. 


ON, INDIANA 
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DOUBEETWILL 


PAT. OFF 


SHOE LINING 


WV. H.HOLBROOK 207 SOUTH ST. 
COMPANY BOSTON, MASS. 








for the best of reasons. 


The MOST ATTRACTIVE 


by unanimous consent. 


PROFITABLE for the RETAILER 


because a source of actual profit and satisfaction to his customers. 


THE NEED FOR A SUPERIOR LINING cannot be over-stated. 


The inner surface of a shoe naturally wears out first because it is subjected to the hardest 
wear ; and is the one part which can neither be replaced nor repaired. 
Only by making special provision for meeting this unbalanced wear can well-balanced 


shoes be produced. 
Provide your customers with 


BETTER BALANCED SHOES 


by Specifying 











DOUBIETWILL 


SHOE LINING 


\\Y Al nF LO) 814010) 207 SOUTH ST. | 
COMPANY BOSTON,MASS. | 











May we send “The Best of Reasons’ —a booklet including samples? 
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Net ety EF opcsl occa he Gk. nal ‘eiceles habe 
TEEPLE Wels lor Bole: peste Mi every gap. te quads Gey lock— 
because the unseen parts and the visible ones are all of like quality. 


MORE MILEAGE PER CONSUMER DOLLAR. ##§ MORE NET PROFIT FOR YOU. 


Style 60 lf, oi” oe ‘Style 55 
“DINTY” TAN CALF TAZA) INIT KHAKI ELK SPEEDSTER 
Little Men’s CDE.................$2.75 


.. 3.10 
3.35 


Style 62 
PATENT CHROME 


Boys’ BCD 
—— “i Youths’ BCD es -- 
Mens 3 Little Men’s CDE aS 
Style 51 Style 60 
BRONCHO BROWN KIP “DINTY” TAN CALF 
; Boys’ BCD......... ... $3.35 
-... 3.10 
x Littie Men‘s CDE 
Style 53—Same in Bronc o Style 58—Same in “Dinty” black 
Black Kip 


PLACE ORDERS NOW FOR EASTER BUSINESS 
Room 1832 Morrison Hotel — 
During N. S. R. A. Convention 














TEEPLE SHOE CO 


WAUPUN ~ WISCONSIN 
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“PARAMOUNT” has 
lived up to its name 
through all the years we 
have been manufactur- 
ing it. 


“PARAMOUNT” has 

: kept pace with progress 

LCN | and is today the most 

eS oARAMDUNT > dependable patent lea- 
VB, LEATHER 67 ther you can specify. 


Ke 
ty» L> 


¢ 
THAYER-FOSS CO. 
Leathers of Merit 


BOSTON, MASS. 
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Mac CAOGOLIN-CONWAY 


resent 


The MAG-WAY girl 


a e 
AT CHICAGO fe a Y ure ug HOTEL MORRISON 
WEEK OF FEBRUARY I! THE LI L A ROOMS 1912-1914-1914a 


Mac CLAUGOLIN - CONWAY SOOE GO. 
LYNW -MASS. 
_ WOMENS HIGH GRADE NOVELTY FOOTWEAR 


cc ie 
PQESSSS9S9S9S99999SSSoa OOS LL LL LLL LLNS IIL SLE 
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0A crosse inspired by I. Miller. 


A-beautiful product—of quality. 
Accepted asthegreatest walkingshoe achievement. 


A very promising and interesting program is 
planned for 1924. Let us discuss it with you. 
It means bigger profits and better business. 


Visit our private display at the Hotel Sherman 
or Booth No. 51 at the Coliseum, February 11th 
to 14th. 


Truwauk rights for men’s shoes have been awarded 
to Field & Flint of Brockton, Mass. Their line is 
now ready for immediate selling. Samples on 
display in conjunction with women's Truwauk 
shoes at Hotel Sherman. 


I. MILLER & SONS, INC. 
ONE CARLTON AVE. 
BROOKLYN, N. Y. 
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RS 


GED 


I. Miller Beautiful Shoes have been accepted as 
the national interpretation of the highest accom- 
plishment in American shoemaking. 


This fact is doubly emphasized by the necessity 
of increasing our factory production. A new 
plant is now under construction, and will enable 
us to release the franchise for I. Miller Beautiful 
Shoes in cities where they are not already repre- 
sented. 


To acquaint the American retailer with our 
proposition and the high quality of our style 
merchandise we are displaying at the Coliseum, 
Booth No. 51, and conducting a Private Review 
at the Hotel Sherman. 


A very cordial invitation is extended for your 
attendance. 


I. MILLER & SONS, INC. 
ONE CARLTON AVE. 
BROOKLYN, N. Y. 
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The Hidden Value Counts Most 
In The Long Run 


CRAWFORD A®CH SUPPORTING SHANK 








| 
| 
| 
| 

















coon Tap BACK SOLES— 


<= RUBBER HEELS > FLEXIBLE ALL-LEATHER 


INNERSOLE 
Over special meas- t hein Made to fit the 
urement lasts which : tees Small Ankle-Wide 


fit the Full-Foot. ) nck Forepart Foot 


600—Black Kid Over-Size . ener = 604—Black Kid Comb., 
ET j — al Last, Demi-Size Oxford. 
601—Black Kid Over-Size ; & ; C-EEE............ .$4.25 
Oxford, Broad Toe. . . $4.00 ee ‘ W 634— Patent Leather Cross- 


605—Brown Kid Over-Size ~ ey Strap, Comb. Last, Demi- 
ee eee eg Size. C-EEE........$4.75 





701—Black Kid Over-Size —_ i yy” Sizes 334-10. 


Oxford, Modified Toe . $4.00 — 

KID QUARTER ag A ee Note—On all shoes, to 
706—Brown Kid Over-Size LINING & sizes 8% and 9 add 
Modified Toe...... .$4.50 ° LINING 25 cents;9% and 10 add 


Sizes 31% to 10. C-EEE 50 cents 


25 STYLES 
IN - STOCK 


The trim lines and 
perfect fit of each 
shoe in this line 
| appeal to your 
_ hard-to-fit custom- 
' ers, and sales are 

_ easy to make. 


| 


More merchants than ever 

are building a mighty profit- 

able business by offering 

these companion lines. Our Quick- 

Delivery In-Stock Service is ready to 
serve you. 


Catalog or samples gladly sent at your request. 


ANDERSON-OWENS SHOE CO. 


| LYNN, MASS. BOSTON OFFICE, 186 LINCOLN STREET 
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Remember the Address! 


19 SO. WELLS ST., CHICAGO 


The Chicago Showroom of 


Capitol Slipper 


The latch strings are out—at 19 So. Wells St.—to those wise 
shoe dealers who have come to appreciate the value of stocking 
and pushing a felt slipper line of ment. 


Many new models, in new designs and colors, typical of Capitol 
Slipper style leadership, adding new sales punch to this popular 
line of slippers, are on display at our Chicago showroom for the 
benefit of visitors to the annual convention. 


Your customers through our extensive national advertising are 
learning that they must specify—“‘Capitol Slippers”—to get that 
combination of fleecy lamb’s wool inner sole with outer sole of real 
leather. Capitol Slipper style, value and comfort mean sales and 
profits for you. 


The Geneva 


The Wiley-Bickford-Sweet Co. 


Worcester, Mass. Hartford, Conn. 


[SELLING OFFICES 


Boston, 207 Essex Street Chicago, “s So. Wells Street 
New York, 1328 Broadway St. Louis, 307 Leather Trades Building 
Philadelphia, 44 No. 4th "Doseet Portland, Ore., 461 E. 4ist Street No. 





Daly Mite boemettlen aatias in the Boot and Shoe Recorder. wil 
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A Unanimous Southern Vote 
hor White Glazed Kad 


The southern tourist season gives the southern 
merchant the best opportunity of observing what the 
exclusive and better dressers of the country will wear 


BOOT AND SHOE RECORDER 


next spring and summer. 


Therefor:, what prominent retail shoe merchants of 
the South say with regard to the popularity of white 
glazed kid for next spring and summer is most 


significant. 


We take pleasure in giving you the following brief 


statements :-— 


“Expect white kid to be better than 
ever.” 

Cuartotre, N. C. 
“White kid strap sandals will lead 


in style.” 
Miami, Fra. 


“Expect big business on white kid 
styles.” 
Fort Wortn, TExAs 


“White kid very big.” 
Datas, TExas 


“After Easter white kid will con- 
trol everything with us.” 
San Antonio, TEXAS 


“Believe will sell 75 per cent white 
kid.” 

Tampa, Fia. 
“White kid sales will be larger 


than last year.” 
Winston-Sacem, N. C. 


“White straps leading.” 
Sr. Pererssure, Fia. 


“All over white kid especially good.” 
Littte Rock, Ark. 


These are but a few of the many similar opinions we 
have already received, all of which are unanimously 
agreed that white glazed kid will rule more strong- 
ly than ever inthecomingspring andsummermonths. 


Amalgamated Leather Companies 


INCORPORATED 
22-24 North 5th St., 


Factories: Wilmington, Del. 


Philadeiphia, Pa. 





F. B. & C. WHITE GLAZED 
KID has been largely responsible 


for accentuating the staple 
position of White Glazed Kid. 


Today it is in greater demand 
than we have ever experienced at 
any corresponding period. 


Its quiet elegance is enhanced by 
its highly glazed surface. 


‘*The Glaze that Stays” 


to which dirt and dust cannot 
easily adhere—thus making it 
the most practical, as well as 
beautiful, white shoe material 
known. 
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LESS MONRY. 
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i 
TRADE MARK — 


Complete New Line on Display 


Booths 305 and 306 also at the 
at Coliseum | La Salle Hotel 





It will pay you to visit us 





EnpicoTT-JOHNSON 


Better Shoes For Less Money 
Jersey City, N. J. Endicott, N. Y. St. Louis, Mo. 
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Which of These Men 


is a Farmer? 


Every merchant knows that there is little difference to 
distinguish the farmer from any other customer. 

The alert farmer of today is a keen, up-to-date business 
man—a good customer for a wide variety of products. 

And the live merchant knows that he must carry an up- 
to-date stock of goods if he is to hold his trade. 

Are you keeping in touch with the new and different kinds 
of goods that the Country Gentleman type of farmer is buy- 
ing today? His demands are increasing all the time. 

The Country Gentleman will give you a first-rate line on 
this. It is recognized as the chief national farm weekly and 
its advertising pages reflect what a wide and varied market 
the farmer presents. 

Why not make it a point to consult Country Gentleman 
advertisements in laying in stock and in making your mer- 
chandising plans? A year's subscription costs only $1.00—52 
issues, at less than 2c an issue. It will offer a lot of valuable 
suggestions, besides giving a wealth of reading matter— 
articles, good fiction, cartoons, humor, etc., for every mem- 
ber of your family. 


e COUNTRY GENTLEMAN 


4 


THE CURTIS PUBLISHING Co. 
| 1001 Independence Square, Philadelphia, Pa. | 


| Send me THE COUNTRY GENTLEMAN for | 
| one year. I am enclosing a dollar. 
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RELIANCE 


In the creation of new designs the wise shoe manufacturer relies upon 
the skill and experience of the Dunbar organization. Our designers help 
him to perfect his own idea—to make the shoe practical as well as styleful. 


The illustration above shows Mr. L. C. Clem of our Boston office con- 
verting an idea into a preliminary pattern. Cutting out the pattern is a 
step of the most minute exactness. From this pattern a trial pair will be 
made. Then come the permanent patterns and the production of the per- 
fect shoes. 


Rely upon the creative genius of Dunbar designers for advance styles in new and 
distinctive patterns. This is the major part of our business. Rely also upon the 
Dunbar Treasure Chest as an idea depository of the strictest integrity. 


DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 


—_ 


eee eee | ab 
BOSTON ~BROCKTON ~NEW YORK I ney Vim Fide mh i’ oe if ST. LOUIS ~CHICAGO~ MONTREAL 
SiS ao ee : 














Snmer§ advanced Styles 
Yn Color and In Stock 





No. 144. Price $4.85 — Foerderer's Vici Blue Kid Patsy No. 156. Price $4.85 — Foerderer’s Vici Red Kid Kiki 


One Strap, Cut-Out Vamp and Quarter, Single Sandal, Cut-Out on Saddle and Quarter, 8/8 
Sole, Military Wood Covered Heel, Newport Wood Covered Heel, Single Sole, Belmont 
Last. AAtoC, Last. AAtoC. 








No. 158. Price $4.85—Foerderer's Vici Green Kid Kiki No. 157. Price $4.85 — Foerderer’s Vici Blue Kid Kiki 
Sandal, Cut-Out on Saddle and Quarter, Sandal, Cut-Out on Saddle and Quarter, 
Single Sole, 8/8 Wood Covered Heel, Belmont Single Sole, 8/8 Wood Covered Heel, Belmont 
Last. AA to( Last. AA toC 





No. 143. Price $4.85 — Foerderer's Vici Red Kid Patsy No. 142. Price $4.85—Foerderer’s Vici Green Kid 
One Strap, Cut-Out Vamp and Quarter, Patsy One Strap, Cut-Out Vamp and Quarter, 
Single Sole, Military Wood Covered Heel, Single Sole, Military Wood Covered Heel, 
Newport Last. AA toC, Newport Last. AA to C 


SEND FOR CATALOG 


sootus 121-22 THOMSON -CROOKER SHOE CO. _. 200ms 615-616 


COLISEUM HOTEL LA SALLE 
CHICAGO 18 STATION STREET, BOSTON, MASS. CHICAGO 





Tlew Crrivals 


in Fashionable ‘Footwear 


Price $5.00—Tan Bark Suede Dolly One No. 159. Price $4.85 —Silver Suede Kiki Sandal 
Strap, Cut-Out trim, Single Sole, Full Wood : 
Covered Spanish Louis Heel, Beacon Last 


Cut-Out on Saddle and Quarter, Single Sole 
AA to C 


8/8 Wood Covered Heel, Belmont Last. 
AA to C, 


No. 171. Price $5.00—Silver Suede Dolly One Strap, Price $4.85—Tan Bark Suede Patsy One 
Cut-Out on Saddle and Quarter, Single Sole Strap, Cut-Out Vamp and Quarter, Single 
Full Wood Covered Spanish Louis Heel, Sole, Military Wood Covered Heel, Newport 
Beacon Last. AA to C, Last. AAtoC, 


No, 585. Price $4.75—Tan Bark Nu-Buck Kiki, Cut- No. 139. Price $4.85—Silver Suede Patsy One Strap. 
Out on Saddle and Quarter, Goodyear Welt, Cut-Out Vamp and Quarter, Single Sole, 
8/8 Wingfoot Rubber Heel, Belmont Last Military Wood Covered Heel, Newport Last. 
A\AtoD AA to C, 

SEND FOR CATALOG 
BOOTHS 121-122 - ROOMS 615-616 
OTHS121- THOMSON-CROOKER SHOE CO. __, Z00ms 613-616. 
CHICAGO 18 STATION STREET, BOSTON, MASS. CHICAGO 
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A typical advertisement appearing each month in Vogue, 
Harpers Bazar and (Costume Royal 


HE purpose of this advertising is to teach the “Smart” women of 
the country that style need not besacrificed forquality and ease, 
and in each community to direct them to the Ped-e-mode dealer. 


“‘IF THE SHOE FITS’’— 


- \ K THAT in the world are youtrying to do under the table, 
Nan? Signal for a lead?” ile 

“No, suspicious one, I’m slipping off this tendish shoe. 
You girls don’t know how lucky you are, wearing those 
lovely pumps without a twinge.” 

“<Not fortunate, honey, merely wise. Every one of us went 
through that long ago—shoes that pinched in the toe and 
slipped in the heel; that tired the arch and cut the instep or 
lost their shape in a month and less.” 

“Well, what did you do, whittle off your toes like 


Cinderella’s sisters?” 

“Not quite! Marion introduced us to Ped-e-modes and 
we're all wearing them now. There'll be time before your 
train leaves tomorrow to look at them, if you like.” 

“Could I get them in evening slippers? I suffer so in 
dancing.” 

“Certainly —stunning brocades and satins and they have 
some new street pumps, too, in the smartest com- 
binations you ever saw! We’ll go downtown in the 
morning!” 


Ped-e-modes are shown exclusively 


in the shops listed below: 


A graceful pump with low cut 
sides and supporting straps caught 
at the instep with a lovely buckle. 
In all smart leathers and shades. 


A gored pump which gives the 
wpport of an Oxford with the 
grace of a dancing slipper. In 
the wanted shades and leathers, 


Near46t Street 


Shoes for Women 


Ernst Kern Co. 
Detroit, Mich. 
Pedemode, Inc. 
New York 


PF. E. Foster &¥ Co. 
Chicago, Il 
L. Bamberger & Co. 
Newark, N. J. 
Knight Shoe Co, 
Portland, Ore. 


Higbee Co. 
Cleveland, O. 
Jacobs Bros. 
New Orleans, La. 
Seymour Sycle 


Richmond, Va. San Francisco, Cal. 


Robert I. Cohen, Inc. 
Galveston, Texas 
L. Livingston 
New York 
City of Paris Dry Goods Co, 


Nicollet Booterie, Inc. 
Minneapolis, Minn, 


F, E, Foster &¢ Co. 
Kansas City, Mo. 
Kerr Dry Goods Co. 
Oklahoma City, Okla. 
Phelps Shoe Store 
Shreveport, La. 


Caspari & Virmond Co. 
Milwaukee, Wis. 
Thomas Kilpatrick Co, 
Omaha, Neb. 
Clement & Co. 
Springfield, Mass. 


Joseph Horne Co. 
Pittsburgh, Pa 
S. C. Lauber 
Toledo, Ohio 


Write for style book — no charge 


JULIUS GROSSMAN, 


. . ee 


BEBO OBO TR. <s Fa 
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Six New Trade Winners 
IN STOCK 








R-301—Gray Nubuck, Gray Kid 
Trim, 12-8 covered Box heel, Welt. 
$5.85 


R-305—Black Satin Turn, Dull 
Calf Trim, 14-8 Spanish Louis 
heel ou ae don 6 ae 


R-303— Brown Nubuck, Brown Kid 
Trim, 12-8 covered Box heel, Welt. 
$5 








Sizes and Widths 


AAA .........+--4% to 8 
| See err 
ere | 
ee 
co |: eee 


Terms: Net 30 Days 








R-302—Black Satin, Dull Calf 
Trim, 12-8 covered Box heel, Welt. 
$5.00 


R-304—Gray Nubuck, Gray Kid 
Trim, 14-8 Spanish Half Louis heel, 
XO a 


R-306— Brown Nubuck, Brown Kid 
Trim, 14-8 Spanish Half Louis 
heel, Welt................. $5.65 


At the N. S. R. A. Convention and Style Show Booth 192, 
COLISEUM and full line on display at 420-422 Palmer 
House. Mr. Ray McCarthy, Mr. J. P. Beatty, Mr. John S. 
Davies, Mr. Clinton L. Clark, Mr. Harry J. Beatty. 


C. P. FORD & COMPANY 


INCORPORATED 


ROCHESTER, N. Y. 
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A Word with a World of 

Meaning to Buyers of 

Smart Shoes for Women. 

S77) we 
_SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON 


_ — 
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Three Factories at Worcester—a distributing 
house at Boston. 


We are ready with extensive facilities and a daily 
capacity of 10,000 pairs to render complete and 
prompt service to our growing trade. 


-- 


“Quality Never Loses 
Its ( harm” 


C) 





OUTING SHOE CO. 


WORCESTER BOSTON 











a 
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Be Sure and Inspect These Katton- 
ally Known Lines at the (hicago 


(onvention 















CMannng , 
Meadow- UNIC INICO 
eadow-Brook Fh Si, 














Well made of the following well-known materials 


American Felt Company Felt Levor’s Whites 

Skinner’s Satin Polar Cloth 

Lawrence's Nubuck Standard Kid 
Sterling Colt 


BOOTH 811 | New England Section 


also 


Hotel La Salle | Palmer House 


Room 811 











The following representatives of our Staff will be pleased to see you 







G. W. Mono.tanp, W. T. Gavt.......... General Representatives 
eM De oe. Ba aks es eQn ew tles vend Middle West 
eT fey ee Missouri, Arkansas, Oklahoma, Kansas 
ee SUT ee New York, Eastern Ohio 
paanepees 1. GASES)... .... . 9)... Michigan and Western Ohio 





J. Netson Mannino 
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“HONOR TO WHOM HONOR IS DUE” 


@iPLOMA 


CRE At MERTTO MEDLIN’ DOR ae 


Shoe ify. Co. duvef 


ramen Lagden Mme mee meme 


rae 


HOH WDAv Arracawvov re AP 


Fo Be. Shes Op og 


In competition with many other American manu- 
facturers of high-grade ladies’ footwear, 


THIS “GCLORIA” 


DIPLOMA, 
CROSS OF MERIT 
AND 
GOLD MEDAL 
WAS AWARDED US’ 


by the judges of the Progressive Industrial Exposi- 
tion in Rome, Italy, October 16, 1923, for the gen- 
eral excellence and superiority of our original styles 
and the high quality of our shoemaking. 

Could any evidence of approval be more con- 
vincing? 

The “GLORIA” poneest here, is an example of 


our ability to create styles that not only fit and wear, Combination of gray 


kid with leath 
but are profitable to the merchant carrying them. hid wae oxnee, ee 


Agencies for the line are now open. Communicate ish Equally ef- 
with us today, five -| le 


INC, 
of Brooklyn, N. Y. 
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See the MATH X9 


FOR MEN 
at the CHICAGO CONVENTION 
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Do you know that 


WHITE 
WILO SUEDE KIF 


Will clean— 


— Will remain white 
after many dressings 


—also soft. 


As soon as you see this leather in shoes 
you will appreciate our statements. 


Colors 


LIGHT GRAY TANBARK SAND 
TAUPE GRAY WHITE BEAVER 


more coming. 





C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of W | L Oo Leathers 
v@a 


10 Spruce Street, New York — BRANCHES — No. 401 Metropolitan Bidg. 
308 Leather Trades Bldg., St. Louis, Mo. Milwaukee, Wis. 
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STETSON SHOES 


& 
















Style 66 
Miss Drake Calf 
Oxford 


HIS is just one of the attractive tailored 
oxfords for women that may be seen in 


SPACE No. 78 


in the New England Section of the N. S. R. A. Con- 
vention. 





Make it a point to call at this space and look over 
the interesting line of Stetson Shoes for Men and 
Tailored Footwear for Women. 


The Stetson Shoe Company 


INCORPORATED | 4 
SOUTH WEYMOUTH 90, MASS. 
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Stitchdowns — with class and style 
--- IN STOCK -- - 
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r ‘HESE patterns | 
and the wide se- 
lection of colors and i 
leathers in which | 
they are offered are ; 
sure winners. The “The Hollywood” z 
ho l h r Convertible—may be worn as 
a eat ay —- . es are leathe yn en ma ll 
“arg serie lined and carry rub- Patent Leather, Beige, Pearl 


Grant Gis cacntnveesescd $2.25 a we Elk, Gray Elk........... $2.35 


< 
z 
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In addition we carry a full line of tan sandals 
and oxfords in stitchdown and welt. 


The All Rubber IN STOCK 


Bathing Shoe \ in various colors and 


Now universally worn combination of colors. 


$9.00 per dozen 


In case you need Spats—The Trufit—in all grades 
and colors for men and women—In Stock now 


Everything in Findings and Supplies for the 
Retail Shoe Store 





LAING, HARRAR & CHAMBERLIN 


43 N. THIRD STREET : : : : PHILADELPHIA 


i) (A 
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The “ Loop-¢-lette” 


eA Distinctive Style 
Light, Dainty, Attractive 


Will be 
Shown ‘During (iucago (onvention 


cAt the 
MORRISON HOTEL 


Rooms 1903-1904 


Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, MASS. 
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Our lasts are one 
of the best reasons 
why customers 
come habitually to 
the store that sells 
French, Shriner 
& Urner Shoes. 


SUPERIORITY BUILT IN gs ee 


LLM 1, IMITATE) 
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A Permanent Customer from the 


Time You Start Him 


“T will as usual buy French, 
Shriner ©& Urner Shoes.” 


The above quotation from a customer's letter tells you why 
French, Shriner & Urner shoes are so easy to sell. 


To once buy French, Shriner & Urner shoes is to create a 
habit that a man never wants to break. 


The merchant who sells them soon finds he has a long list 
of ‘‘as usual’’ customers on whom he can always depend. 


We maintain a stock department as an aid to our dealers 


PTE IIT IEEE LLL oS : 


February 2, 1924 


The DERBY sells 
successfully in 
competition with 
even the highest 
priced custom- 
made shoes. A 
straight model 
with flat forepart 
and slightly 
receding toe. 
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FACTORY and SALES ROOMS, 63 MELCHER ST., BOSTON, MASS. 
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Price Peps less 3% 30 days. 


MOORE- AIAFER 
*AHOE “MFG *°CO°* 
BROCKPORT. N.Y. U./A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34ST. 
JACK E. JESTER, MGR. 
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On to Chicago 


and for the greatest get-together of the 
year. We hope that we may greet you 
at Booth 99 to have not only the pleas- 
ure of personally renewing acquaint- 
anceships but of gaining many others. 
If you are among those who will be 
unable to attend, please accept the 


paper handshake we extend above in 
lieu of the more intimate greeting. 


Hood Rubber Products Co., Inc. 


Watertown, Mass. 
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HE new BRENNAN models carry an air of luxury, a 
"Tenner of design and a quality men admire so much. 

Popular lasts, leathers and patterns make them a shoe 
dealers are proud to display. 


eb bh be 


If you would enjoy a line, moderate in price but characteristic of 
highest quality, we cordially invite you to visit our exhibit at the 
Chicago Convention, Booth Number | 13, also at the Palmer House, 
Room Number 448. 
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RICHARDS & BRENNAN CO. 


RANDOLPH, MASS. 


Manufacturers of 


MEN’S FINE SHOES 


**SHOES FOR YOUNG MEN AND MEN WHO KEBP YOUNG” 
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BOSTON NEW YORK CHICAGO LOS ANGELES 
RICE BUILDING MARBRIDGE BUILDING PALMER HOUSE ANGELES, HOTEL 
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Rubber Boots Hi-Tops 

Miners’Pacs Top Sawyers 

The foundation is a 

sturdy cord fabric, the 

same as used in the finest 

tires. Each cord is liter- 

ally imbedded in pure 

gum, not merely surface 


coated. The sole is made 
of specially tough pure 


gum compound, light 
green color. We present 
this new Heavy Duty 
Cord Line as the longest 
mileage rubber footwear 
ever produced. It’s ex- 
clusive with Snag-Proof. 
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New Snag- Proof 
Cord Line 


A Sensational Lambertville Development | 


; 
; 
' 


The advantages of cord construction in automo- 
bile tires are well known. Now, for the first time, 
the same construction has been perfected in 
rubber footwear—and with the same results: 
longer and better service. Made especially for 
heavy duty purposes, where the usage is severe 
and where long wearing mileage is wanted. The 
boot that garagemen, miners, lumbermen, farmers 
and workmen have long been. looking for. Our 
representatives are now on the road. Write or 
wire for appointment. 


Leaders in rubber footwear 
quality for 50 years. 


Lambertville Rubber Co. 


Lambertville, N. J. 


MoreBoot Mileage 
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POLAR KLOTH 


OTHING has been left un- 
done to make and maintain 
POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 


Distinguished for its Fine Face and 
Even Weave, which give it an 
individual character that is reflected 
in the shoe. 


Thomas, Lake & Whiton, Inc. 


179 South Street 
Boston, Mass., U.S. A. 
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35 In-Demand 
In-Stock Styles 
Ready For 
Your Call 


Illustrated No. 2012. Kid Sandal, Leather Quarter and 
a —| a Opera Toe, 12-8 Rubber diss > 





No. 206—Kid Oxford, 12-8 Rubber Heel, C, D. Price List 
and E. - $2.50 Gladly Sent No. 209—Kid Sandal, Medium Round Toe. 
No. 406—Kid Stock Ti ip Oxford. nation toe, 12-8 Rubber Heel, Leather pepeyeeh and Sock 
10-8 Rubber Heel, C. D. and E. . $2.50 Lining. B, C. D and E.. . $2.00 











At this time the thoughts of the nation’s shoe buyers are focussed on the Big Convention 
and its style offerings for the spring and summer demand. 


But no buyer can afford to become dazzled, and overlook the backbone of his profits as in- 
dicated in the patronage of the many sensible women who demand the comforts provided in 
the sort of shoes we make. 

Gardiner’s Comforts bring smiles to the faces of your customers because of their supreme 
fitting qualities—and profits to your credit. 


GARDINER’S “600 LINE” 


is making a hit! Fortunate customers who first bought this line through our salesmen, are 
enthusiastic over the combination of style and fit which is their big feature. 


AAAS A DAA os Ceecccecccccccccccccc mm 


Flexible; Hand-Turned; Made of the best materials—and selling readily at better than 
the usual mark-up. 
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XXX 
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Made on Order 
only, in 12 pair 
Lots or More. 
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Delivery in 
About Three 
Weeks 











No. 641—Black or Tan Gun-Metal Calf or ; 
Patent Leather. One-Strap Cut-Out — abe - Feemeeel ig Coe. tee ewe 1 


H. K. GARDINER COMPANY] #@= = 


PITTSFIELD, NEW HAMPSHIRE come gD? 
Boston Sample Room 134 Lincoln Street aad 
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An Important Announcement 
to the Retail Trade: 


LOUNSBURY-SOULE COMPANY 


Makers of The Famous 


DR. KAHLER SHOES 


‘‘A Comfortable Shoe Made Stylish. ’’ 


Get together on Production Program that 
Profit---Greater Busi 


January 1 we reached an agreement with Whitman & Keith Company of 
Brockton, Mass., wherein it will manufacture Dr. Kahler Shoes for men. 


Our own factory will confine itself strictly to the production of Dr. Kahler 
Shoes for women. 


This arrangement was made solely in the interests of Dr. Kahler Shoe 
Merchants. From now on we will be able to make more expedient and accurate 
deliveries. We will put the Dr. Kahler Shoe Dealer in a position to capitalize in 
full measure on the tremendous demand developed by himself and our inten- 
sive advertising program in his behalf. His business volume will increase; his 
margin of profit widen. 


For months our factory has been taxed beyond capacity. The finest and 
most modern shoemaking equipment and full working schedules, overtime, etc., 
have proven inadequate to keep pace with the unceasing flow of orders. Hence 
our new working arrangement. 


This move also enables us to do one other important thing; consider ap- 
plications from shoe merchants for exclusive Dr. Kahler Shoe franchises. It is 
self-evident from the facts shown that this is a wonderfully successful line. And 
an exceedingly profitable one. If you want to tie up with a conspicuous shoe 
success, swell your business volume, get a trade you are now losing—com- 
municate with us at once. 


LOUNSBURY-SOULE CO. 


15 WEST 44th ST., NEW YORK CITY FACTORY: STAMFORD, CONN. 


If you would like to push a shoe success so sensational the facilities 
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WHITMAN & KEITH CoMPANY 


Manufacturers of 


EXCLUSIVE WELTS FOR MEN 


insures Shoe Merchants More Sales---More 
ness Volume in 1924 


Producing shoes of such fine reputation and singular merit as Dr. Kahler 
footwear it is quite apparent that Lounsbury-Soule Company looked long and 
steadily into manufacturing and service facilities of others before delegating to 
another the production of its men’s line. 

We accept this agreement as confirmation of the righteousness of our 
manufacturing ideals. To experience, quality of workmanship, capacity, service 
and shipping facilities we link those things which are best and soundest in 
modern shoe practice. Dr. Kahler Shoe Dealers may rest assured that the fine 
workmanship and quality characteristic of the Dr. Kahler line will be pre- 
served, and further that packings will be accurate and shipments prompt and 
dependable. 

To our own trade we desire to emphasize most forcefully that our new 
commission will not in any sense conflict with or jeopardize our regular output 
as our manufacturing and operating facilities are ample to take care of this new 
increase in business. 

A Full Line of 1924 Styles of our men’s and women’s high-grade welts, 
including the “Dr. Kahler” men’s welts, will be on display at our Chicago 
office, room 402, Lees Building, 19 South Wells Street, also our rooms at the 
Hotel_Morrison during the Chicago National Convention. 

Messrs. A. E. Emans, George W. Howard, M. R. Layton, and R. P. 


Whitman in attendance. Be sure and see our line. 


WHITMAN & KEITH COMPANY 
BROCKTON, MASS. 
Designers and makers of Fine Welt shoes since 1880 


Boston Office New York Office Chicago Office San Francisco Office 
166 Essex Street Rm. 755 Marbridge Bldg. 19 South Wells Street 420 Market Street 


of another factory must be secured to meet demand---WRITE US. 
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..EPGO DYE 


b f russe. ten 
si rng lack, all kinds o aa 


her shoes. 
DIRECTIONS 


oy before using. Clean the surface of rm 


Apply the dye freely and evenly, ™ 


Samy or machine brush. Do not ™® ie EB 
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For Sale by Shoe Findings Jobbers 





UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 
J. K. KRIEG, 39 Warren Street, New York 


UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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This Super -Sport Shoe 


Eaton-Brewster merchants asked for a sport shoe “‘with 
a kick in it.” 









We’ve given it to them—our new ‘Feature Sport Shoe.” 
In leathers, lines and pattern this shoe is far above the 
) average sport shoe. It’s as distinguished as it is service- 
fi able—and yet most favorably priced. 








An ideal brogue last for semi-dress wear in an athletic 
atmosphere. Made of smoked elk and trimmed with 
tan Jersey Calf. 







assure Eaton-Brewster customers they will not be dis- 
appointed if they wire or write us for the sample pair 
ready and waiting for critical inspection. 








Weather Forecast: Country Clubs will probably open 
unusually early this spring. 





| We are just a bit proud of this shoe—enough so to 


















: Our‘‘Feature Sport Shoe”—A modified 
a ane cn’ brogue last. Made of Smoked Elk and 
a — a trimmed with tan Jersey Calf. Short 
=. — — = sett wing tip and nickel eyelets. ex Ribbed 
Ss D Sole and Heel. 







EATON-BREWSTER COMPANY 


BROCKTON, MASSACHUSETTS 
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Daily Capacity - - - - 7000 Pairs 





Built in Our No. 2 Factory. Two-tone 
Shoe. Made of Rueping’s No. 33 Calf, | 
with Overlay of Tony Red Calf, to 
Retail at $4-$5. 














In our No. 2 Factory we are making shoes exclusively for the 
Chain Store and jobbing trade. 

We are bending every effort to build the snappiest line of shoes 
possible for the large operators and wholesale dealers at prices that 
will be Money-Makers. 

Our slogan has always been “Quality at a Price.” 


THE SAME FOR LESS 


Be Sure and See Our Line at Chicago 
During the Chicago Show 


BROCKTON SHOE 


BROCKTON (Campello Station,) MASS. 
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Made of P. & V. No. 108 Lotus Calf, 
Calf Quarter Lining, Heavy Back Sole 














This is one of our many New Models made in our No. 1 Factory, 
to retail at $5, $6, $7, that will give you a lead over competition. 

While we use high-grade material in the manufacture of our 
shoes, we are able to name lower prices to the trade because our out- 
put is large and our overhead low. We do not burden our business 
with unproductive management. 

Merit in low-priced shoes is a rare thing today, but mer- 
chants recognize it in our line. 

To be able to offer your trade shoes that have The Ten Dollar 
Look at $5, $6, $7, means much toward business betterment. 

No matter where you are located you will be on “Main 
Street’? with DECIDEDLY BROCKTON SHOES in your store. 


ANUFACTURING CO. 


BOSTON OFFICE and SALES DEPT., 117 LINCOLN ST. 











Stock Department Atlanta, Ga. 
5 No. Fourth Street 238 Peachtree 
Philadelphia, Pa. ; Arcade 
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MUDDY WEATHER 
WILL SOON BE HERE 


Stock your Overshoes 
and Rubber Boots at 
Chicago, February 19 


Soon the oozy mud will be sending outdoor laborers 
hurrying into stores for rubber boots and overshoes. 

The fishing streams will soon be open and lawyer, doctor, 
business men, chief, will be rummaging through shoe store 
stocks for hip boots. 


. This Chicago sale is coming along at just the right time for 
the shoe trade to stock for this market. 


The first thing to do is send for the sales catalog, noting the 
lot sizes and points of storage. Then, if it is possible, make an 
inspection. The merchandise will be sold by sample at 
Chicago, February 19. The rubber boots and overshoes, 
however, are stored in St. Louis. 


The total quantities are: 59.023 prs. rubber boots, hip and 
knee; 30,770 prs. overshoes, arctic and various; 921 prs. field 
shoes; 4308 cans shoe polish, russet. Buyers for shoe depart- 
ments in the larger general stores will want to pass the catalog 
along to other department buyers, as there is a large quantity 
of good general merchandise to be offered at the same sale. 

Write today for the catalog. Copy may be obtained upon 
request to the Q. M. Supply Officer, 1819 West Pershing 
Road, Chicago, Ill. 


The Government reserves right to reject any or all bids. 
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Silent Salesmen on Footwear! 


Lacing hooks are silent salesmen on your footwear. 
To men they speak with a silent eloquence of the 
convenience and comfort which they add to good 
shoes. And after a man has worn shoes with lacing 
hooks and daily experienced the time and temper 
they save and the all ’round comfort which they 
bring to his boots, he demands them on all his foot- 
wear from thatt ime on. So one pair sells another— 
lacing hooks bring immediate profits and future 
sales! 
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Week of February 10th to 16th 


HARRY A. GOLLER—Ww. F. GREEN 





Will Display Their Samples At 


HOTEL MORRISON 


Rooms 1812-1814 
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Allen. Goller Shoe Co. 


1] Boston Office. 207 Essex St~Factory 60 KStreet South Boston 
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‘WHITE CALF — 


Gs more conspicuous 
than ever at Palm 
_ Bea ch this season. 


tes 
LORRAINE 


PRODUCT 


LORRAINE GALF 














We began with an idea -- to make the 
brand mean something -- and it does mean a 


whole Lot. 


To you, this brand stands for quality and 
fair dealing -- standard selection and stan- 
dard measurement - good shoes and repeat 
orders. 


To us, the men behind Lorraine Calf -- 
foremen and skilled workmen tanning the 
leather - this brand means a steady job and 


good pay. 
We thank you for the splendid support 


given Lorraine Calf during three of the most 
trying years in tanning history. 


Visit our booth in Chicago--Look for Miss 
Lorraine on the runway-- See the finest leather 
exhibit in tanning history 


“ITS A LORRAINE PRODUCI” 


Rousmaniere Williams C7 Co., Boston 
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LORRAINE CALF] 
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TRADB MARK REGISTERED 


THE FINEST WELT MADE 
PARAMOUNT IN STYLE. SUPERIOR IN SERVICE 


“RITA” 


ANOTHER DECIDED WATSON SUCCESS 
MADE OW ORDER 
ALL PATENT ALL SVEDE OR SVEDE 
WITH CALF KID ALLIGATOR OR 
LIZARD TRIMMINGS. TO MATCH 


TO RETAIL AT TEN DOLLARS. 


BOOTH 115 NEW ENGLAND SECTION 
HOTEL LaSALLE ROOMS 608-609 


WELT CONSTRUCTION ~~TURN APPEARANCH 
MADE POSSIBLE ONLY BY 
EFFORTS CONCENTRATED ON ONE PERFECTED IDEAL 


MADE ONLY BY WATSON—ONLY WATSON COULD 


‘Watson Shoe 


LYNN—-MASSACHUSETTS$ 


BOSTON OFFICE 183 ESSEX ST 
NEW YORK OFFICE 
BLD-B'WAY AT DUANE ST 
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0.H 607—Ladder Lattice Strap 
White Canvas—Leather Trim 








Our Fabric Footwear combines 
good taste, quality and service-- 
all at a price that is of interest 
to, and will enable you to serve, 





the ma fority. 


We Sell to Wholesalers Only 


DINGLEY FOSS 
SHOE COMPANY 


fabricShoe Manulacturers 
AUBURN ME 


BOSTON OFFICES 54 LINCOLN ST. 
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NEW ENGLAND ~ 


Nearly Three Centuries 
of Shoemaking 


Permanency and Progtess 
A Pledge 


We, the Manufacturers of Shoes in New England, offer 
this Pledge to the Shoe Merchants of America: 


Representing an invested capital of Two Hundred and 
Fifty Million Dollars, supporting a hundred shoe cities and 
towns by 600 factories, shipping to you annually half of the 
Three Hundred and Fifty Million pairs of shoes you sell, we 
pledge you a continuation of that High Quality Service which 
only Permanency can offer. 


Reflecting in our pedigree the in-bred skill and economy 
of three generations of the most famous shoemakers the world 
has ever known; having in us the identical blood and brains 
which have made ‘‘the clever Yankee shoemaker’’ a by-word 
the world over for efficiency of production, we pledge you a con- 
tinuation of that same skill and efficiency, that you may continue 
to obtain in New England her highest grade of footwear at 
prices permitting you adequate profits. 


And we further pledge you that New England will in no 
wise be content to be guided by the plan and success of Yester- 
day, but will fix its course by the star of Tomorrow so that 
the nation’s progressive retail merchants and the manufacturers 
of New England, may sail wing-and-wing into the safe harbor 
of future Prosperity and Progress. 


EN Eee RT Ee 


AT CHICAGO 





NEW ENGLAND 


cAmong the New England Manufacturers 


NAME 


Alden, Walker & Wilde, Inc., 
M. N. Arnold Shoe Co., 
Ault-Williamson Shoe Co., 
Avon Sole Company, 

A. J. Bates Company, 
Annual Boston Show, 
Bancroft-Walker Co., 

G. H. Bass & Company, 
Cambridge Rubber Co., 
Edwin Clapp & Son, Inc. 
Commonwealth Shoe & Leather Co., 
Conrad Shoe Company, 

H. W. Crooker Co., Inc., 
Diamond Shoe Company, 
Dunbar Pattern Co., 
Farnsworth-Hoyt Co., 

J. J. Grover's Sons, 

Hazen B. Goodrich & Co., 
Hannahsons Shoe Co., 
Hood Rubber Products Co., 
F. M. Hoyt Company, 
Lunn & Sweet Shoe Co., 
Herman E. Lewis, 

Milford Shoe Co., 

Outing Shoe Co., 

Thomas G. Plant Co., 
Dorothy Dodd Shoe Co., 
Rousmaniere, Williams & Co., 
Richards & Brennan Co., 
Rice & Hutchins, Inc., 
Rickard Shoe Co., 

C. B. Slater Co., 

Stetson Shoe Co., 

Tolman Print, 

Tessier & Bowdoin Co., 
Thomson-Crooker Shoe Co., 
Watson Shoe Company, 

E. T. Wright & Co., Inc., 


ADDRESS 


East Weymouth, Mass. 
No. Abington, Mass. 
Auburn, Maine 
Avon, Mass. 
Webster, Mass. 
Boston, Mass. 
Boston, Mass. 
Wilton, Me. 
Cambridge, Mass. 
East Weymouth, Mass. 
Whitman, Mass. 
Brockton, Mass. 
Bridgewater, Mass. 
Brockton, Mass., and New York 
Brockton, Mass. 
Boston, Mass. 

Lynn, Mass. 
Haverhill, Mass. 
Haverhill, Mass. 
Boston, Mass. 
Manchester, N. H. 
Auburn, Maine 
Haverhill, Mass. 
Milford, Mass. 
Boston, Mass. 
Boston, Mass. 
Boston, Mass. 
Boston, Mass. 
Randolph, Mass. 
Boston, Mass. 
Haverhill, Mass. 

So. Braintree, Mass. 
So. Weymouth, Mass. 
Brockton, Mass. 
Haverhill, Mass. 
Boston, Mass. 

Lynn, Mass. 
Rockland, Mass. 


Ask any New England Exhibitor for a copy of the booklet— 
“*Three Centuries of New England Shoemaking” 
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GROUP AT CHICAGO 
Exhibiting at Chicago are the “Following- 


Booth No. at 
Convention 


No. 
No. 


Nos. 


No. 
No. 


No. 
No. 
No. 
No. 
No. 
No. 


Nos. 


No. 


Nos. 


No. 
Ne, 
No. 
No. 
No. 


Nos. 
Nos. 


No. 
No. 
No. 


Nos. 


140 
82 
119-120 
103 


9o-91 
IIO-III 
gz 

102 

81 
108-109 


+» 2ZOI-202 


. 113 


. 88-89 


- 79 
. Ba 
. 78 
- 94 
- 3 


- 121-122 


. IIs 
- 97 


Trade-Marked 
Name of Product 


“Glove Grip Shoe"’ 
“Constant Comfort”’ 
“Duplex Sole’’ 
“The Bates Shoe’ 


‘*Walk-Croft Shoe"’ 
“Rangeley Moccasin”’ 
“Camco” 

“Edwin Clapp Shoe”’ 
**Bostonian Shoe”’ 


‘**Treasure Chest”’ 
**Eve Cloth’”’ 
**Soft Shoes for Tender Feet’’ 


**Hood Shoes”’ 
**Beacon Shoes’’ 


**Ye Olde Tyme Comfort Shoe"’ 


**Unico”’ 

“Queen Quality” 
“Dorothy Dodd Shoe”’ 
**Lorraine Calf"’ 

**The Brennan Shoe”’ 
**Educator Shoe’”’ 
**Rickard Shoe”’ 

*““C. B. Slater Shoe”’ 
**The Stetson Shoe’’ 


**‘Watson Shoe”’ 
‘*Arch Preserver Shoe’’ 


Hotel Room Nos. 
at Chicago 


No. 806, LaSalle 

Nos. 715 and 716, LaSalle 
No. 812, LaSalle 

Palmer House 

Nos. 502 and 503, LaSalle 


Nos. 
No. 
No. 
Nos. 
No. 
Nos. 


g08 and gog, LaSalle 

807 LaSalle 

906, LaSalle 

706, 707, 708, 709, 710 and 711, LaSalle 
507, Security Bldg., 189 W. Madison St. 
702 and 703, LaSalle 

Nos. 815 and 816, LaSalle 


Nos. 606 and 607, LaSalle 
Hotel Morrison 


No. 721, LaSalle 

Nos. 604 and 605, LaSalle 
Nos. 712, 713 and 714, LaSalle 
Nos. 515 and 516, LaSalle 
Hotel New Washington 
Nos. 915 and 916, LaSalle 
Nos. 1608 to 1616, LaSalle 
Nos. 611 and 612, LaSalle 
Palmer House 

No. 811, LaSalle 

Nos. 508 and 509, LaSalle 


No. 506, LaSalle 

Nos. 1401 to 1405, Morrison 

Hotel Sherman 

Nos. 519, 520 and 527, Palmer House 
No. go2, LaSalle 

No. 560, LaSalle 

No. 545, LaSalle 

Nos. 615 and 616, LaSalle 

Nos. 608 and 609, LaSalle 

Nos. 600 and 601, LaSalle 


Ask any New England Exhibitor for a copy of the booklet— 
“‘Three Centuries of New England Shoemaking”’ 
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No. 302—Airedale Ooze Calf, Russia 
Calf Trimmed. “Corrette.” Flexible 
Sewed, 14-8 Covered Spanish heel, 
Widths A-C. Price $5.25 


No. 303—Black Satin, Ooze Trimmed. 
“Corrette.” Flexible Sewed, 14-8 
Covered Spanish heel, Widths A-C. 


Price $4.50" 


No. 308—White Royal Kid. “‘Leona.” 
Flexible Sewed, 8-8 Covered Heel, 
Widths A-C. Price $4.75 


No. 309—Bamboo Buck. “Juanita.” 
ible Sewed, 8-8 Wingfoot heel, 


Flexi 
Widths A-D, Price $4.50 
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~to the Merchant 
Who follows it 


ERCHANTS who follow the/Creigh- 

ton Line are now equipping them- 
selves to enjoy the most profitable kind 
of Spring business in this promising year 
of 1924. 


For the Creighton Line is a line of real 
profit to the retail merchants who follow 
it. Creighton shoes are shoes of style. 
And their value is just as apparent as 
their style. They are shoes of the charac- 
ter most in demand by the great average 
of well-dressed women who are discrimi- 
nating in what they wear and what they 


pay. 


Following our usual custom we} have 
selected from our line of Spring models 
a few of those numbers in most active 
demand. These are carried in stock for 
immediate delivery. 


A. M. CREIGHTON 


Lynn, Mass. 
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At CHICAGO 
Hotel Morrison, Rooms 1714 and 1714 A 
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Mr. John C. McKeon 


LAIRD, SCHOBER & COMPANY 
PHILADELPHIA, PA. 


‘‘JUDGE IT BY ITS USERS’’ 
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Open Letter 


To JOHN C. McKEON 


Mr. John C. McKeon, 
Laird, Schober & Co., 
Philadelphia, Pa. 


Dear Mr. McKeon:— 


Your recent election to the Presidency of the National Boot and Shoe 
Manufacturers’ Association was a real pleasure to me, as I know it was 
also to the shoe trade in general. 


Your election is particularly fitting, because you represent a firm of shoe 
craftsmen that has always stood for the highest ideals of American shoe- 
making. 

We can hardly remember the time when the name of Laird, Schober & 
Co. has not been recorded in very substantial terms upon our books, and 
we feel that we cannot be blamed for taking pride in the fact that New 
Castle HAVANA BROWN Kid is so favorably regarded by so strictly 
principled a house as yours. 


You may be very sure that our consciousness of your approval acts as a 
constant spur to us in making New Castle Kid worthy of your standards. 


Sincerely yours, 
NEW CASTLE LEATHER CO., Inc. 


cr 


President 
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“NAOMI” 


One of our newest Spring patterns that 
is particularly notable for its fine, fitting 
qualities as well as style value. 


This shoe, together with a large selection 
of other patterns of our own exclusive 
design, will be on display during the 
Chicago Convention, February 11 to 14. 


A cordial invitation. is extended you to 
visit our display in Rooms 1203-4 


HOTEL MORRISON 


Representatives in attendance 


MR. G. B. ROSENFIELD MR. E. OLSEN 
MR. G. E. VAN METER MR. L. M. LIVINGSTON 


Cornell Shoe Company 


Designers and Manufacturers 


61-67 Navy Street, Brooklyn, ACT. 


‘‘The Shoe You Admire is made by Cornell’’ 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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OVAVERHILL 


THE NEW WORKING AGREEMENT 
+ BETWEEN THE 


HAVERHILL SHOE 
MANUFACTURERS ASSOCIATION 


AND THE 


’ . SHOE WORKERS PROTECTIVE 


_ UNION 


GUARANTEES 


PROMPT DELIVERIES 
AND BETTER SHOES 























BOOT AND SHOE RECORDER 


February 2, 192% 
































OVAVERGULL 


THE HAVERHILL SHOE 
MANUFACTURERS 
AND THE 
UNION 
AGREED TO GET TOGETHER 


BY GETTING TOGETHER 
THEY HAVE DEMONSTRATED THE 
WISDOM OF 
CO-OPERATION 


CO-OPERATION INSURES 
CONTINUOUS 
PRODUCTION 


CONTINUOUS PRODUCTION UNDER] 
THE NEW 
WORKING CONDITIONS OF OUR 
FIVE-YEAR AGREEMENT 
INSURES MAXIMUM SHOE VALUE 
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THE HAVERHILL SHOEMAKERS 





ARE PLEDGED TO CONTRIBUTE 





THEIR BEST EFFORTS 





TO BUILD UP THE REPUTATION 
OF THE 


HAVERHILL SHOE 





THE CUSTOMER GETS THE 
BENEFIT 
OF THE HAVERHILL IDEAY 
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Members of the Haverhill Shoe 


Manufacturers Association 
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H. E. Adams 

Arlington Shoe Co. 
Atwood & Gardiner, Inc. 
Bradley Shoe Co. 

Geo. F. Carleton & Co., Inc. 
W. S. Chase & Sons, Inc. 
Chesley & Rugg 
Claremont Shoe Co. 

B. E. Cole Co., Inc. 
Collins & Staples 

H. S. Collins, Inc. 
Commodore Shoe Co. 
Duane Shoe Co. 

Emery & Marshall Co. 
Farber Shoe Co. 
Felstiner Shoe Co. 


M. Garbelnick Shoe Co., Inc. 


H. B. Goodrich & Co. 
Harding Shoe Co., Inc. 
Harris Shoe Co., Inc. 
Hartman Shoe Co. 


Hilliard-McCormick Shoe Co. 


Geo. C. How Co. 


J. A. Jonas Shoe Co. 
Karelis Shoe Co. 
Kimball & Sherman Co. 
Knights-Allen Co., Inc. 
Knipe Bros., Inc. 

John Lancy, Jr. 

Geo. B. Leavitt Co., Inc. 
Herman E. Lewis, Inc. 
LeBosquet-Moore Co. 
Lexington Shoe Co. 

J. H. Murray Co. 

M. T. Ornsteen Shoe Co. 
Phillips Shoe Co. 

The Rickard Shoe Co. 
Ruddock Shoe Co. 
Slipper City Shoe Co. 
Edward E. Sullivan 
Tessier & Bowdoin 
Triangle Shoe Co. 

Ira J. Webster Co. 

J. H. Winchell & Co., Inc. 
Witherell & Dobbins Co. 
E. A. & M. C. Witherell 
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“THE PROUD PRODUCT OF BROOKLYN” 





The Sattent 81x/ 


Solita 
Fancille 
Bretonne 
(latre 
Dusette 





cAnnais 


New patterns that have clearly won their 
title as triumphs for Spring 


Six compelling reasons why you should 


SEE MORE 
TROY SHOES 


SEE THE LINE 
IN CHICAGO 


SEYMOUR TROY & Co., INC. 


75 FRONT STREET BROOKLYN, N. Y. 
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What the Brand Means to YOU 





To all live shoe merchants this circle of recognized 
brands is significant of the power of the manufacturer— 
a uniformity of skill, a united purpose to make shoes 
under the reputation of established and advertised 
brands that se//. Branded merchandise today has an un- 
limited advantage in salability over the unbranded. It 
is friendly merchandise because it is known. To the for Men & Boys 
dealer this means less selling effort because his cus- 
tomers are already familiar with the goods and will be 
quick to buy—hence a rapid turnover. Rice & Hutchins 
brands are nationally advertised and known. There is 


a brand for every occasion, and for every customer 
entering your store regardless of the contents of his WINDSOR. 


oo MAKERS purse. FLEX~WELT 
or Doys 
We are ready to welcome you at the PROCESS 
Chicago Style Show, February 11-14, : 
where you will be shown the newest for Children 
and staple models in every Rice & 
Hutchins brand. 


Ere a hin 


SHOES PLay Moc 
for Misses Children & Infants RICE S HUTCHINS 


FD TT c ATO R for Children 
At the N. S. R. A. PLay SHOE G}) will Rape ye 


CHICAGO STYLE SHOW — 
t th and 
Visit Rice & Hutchins at for Children. roomell 1401023 


Booths 88 and 89 ALL BRANDS ALWAYS IN STOCK AT Hotel Mo 


RICE & HUTCHINS, INC. 


13 HIGH STREET BOSTON, U.S.A. 


Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 
Rice & Hutchins Baltimore Co. Rice & Hutchins St. Louis Co. 
Rice & Hutchins Chicago Co. Atlas Shoe Co., Boston, Mass. 
Rice & Hutchins Cleveland Co. Jos. I. Meany & Co., Inc., Phila., Pa. 
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“The Great National Shoe Weekly’ 


ESTABLISHED APRIL | 


J have but one lamp by which my 
Jeet ave guided and that is the lamp 


of experience 


that the shoe merchant as the final distributor for 

the product of an industry was but little removed 
from the cobbler. It is within the experience of the last 
thirteen years that the retail shoe man has come along, 
step by step, to a place of pre-eminence in the trade. 

It is within the experience of the industry that shoes 
averaged in price at the factory less than $2.60 and were 
sold under $3.50. It is within the experience of the 
trade that orders were dumped into factories six to 
nine months in advance, mills were set going and shoes 
in the millions of pairs were dumped out on the same 
mould and pattern. 

lt is within the experience of the trade that a five- 
cent difference in values was so great that it meant the 
difference between throwing out a long established line 
and taking in a new. 

What a change has come over the making and dis- 
tribution of shoes. The merchant is in high standing 
for his service is of a quality not possessed by any 
other line of merchandise—the fitting of feet and the 
pleasing of the eye, the harmonies of color and the 
whims of women. He has well deserved his new status 
and his opportunity for profit. 

There is to be held in Chicago on February 11-14, 
the first shop talk convention of the National Shoe 
Retailers’ Association. Its foundation is based upon 
“experience.”’ We think it was a happy selection of ours 
to have taken the words of Patrick Henry in a speech 
before the Virginia Convention in 1765. The expression 


| is within the experience of the retail shoe trade 


Patrich Henry 


of lasting truths has a habit of returning even cen- 
turies later to indicate or express a keynote for some 
similar event. 

This time it is a convention of merchants in Chicago 
nationally brought together to discuss in open forum 
theories and practices that come up from unusual 
experiences. 

Experiences of many expressed in meeting help to 
straighten the path of business for those who are for- 
tunate enough to participate. It is a healthy thing for 
men to get together, and no, time is better than the 
present. When one merchant tells another what success 
he has had with certain styles and shoes it may help 
both to make a profit thereby. 

Style is subject to the law of averages. A good buyer 
may tell you he uses “hunch” and “guess” on any new 
number, but he actually uses a surprisingly diversified 
sum of experiences. He gets the best judgment of the 
factory, cross references from many salesmen and 
actual calls from customers to help him in his buying. 
His own past experience on similar lines is also of great 
value. In the majority of styles he hits the center of 
demand hard and leaves erratic styles to the hit-or-miss 
operator who is soon eliminated by his own carelessness. 

Merchants are discovering that the people of most 
cities and towns do not all buy on the same economic 
level. Therefore, the alert merchant buys on three 
levels of price. He aims to principally hit the public 
purse and the greatest group of customers at a certain 
price. Then to catch the exclusives, he puts his goods on 
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the upper fence, while to get the money of those who 
feel that they must buy at lower figures, he carries 
goods to build up a lower fence. He expects to make his 
volume of profits on the main line or center path, but at 
the same time to safeguard holding every possible 
customer by having something to appeal to the people 
with more money to spend and those with less. As one 
great merchant puts it, ““My B. B. shoes are the best in 
volume. My M. P. shoes, the most profitable because of 
greater styles value and my M. M. shoes most for the 
money in the lower grades.” On all three of these 
strategic lines of business he makes a profit. 

Experience is a great teacher—it will teach to thou- 
sands the opportunities of 1924 in service to a particular 
public and at a profit. 





Congress Should Endorse This 
Service 


ONTINUITY of service is something that should 

be made a tenet of governmental business as well 

as private enterprise. For the Foreign Commerce 

Service of the Department of Commerce to be made a 

foot ball of Congress (and subject to the whims of an 

appropriation committee as to whether the work is to 

continue for the next year) is a very uneconomic pro- 
cedure. 

The gathering of trade information the world over is 
too valuable a service to have it interrupted or subject 
to the economic losses that come through deferred ap- 
propriations. 

An admirable bill, H. R. 4517, has been put into the 
68th Congress. The Foreign Commerce Service sends 
representatives and tradecommissioners to the principal 
market places of the world and they serve as outposts 
of trade. Largely through theinstrumentality of a foreign 
commerce service, the exports of leather footwear in 
1923 increased 36.8 per cent in quantity and 41.8 per 
cent in value over 1922, 

The value of the work of commercial counselors, 
commercial attaches and trade commissioners is greatly 
in excess of their salaries. It is now proposed that this 
division of the Bureau of Commerce shall be made a 
permanent feature of business contact, and eligibility in 
the future will be by examination of the Civil Service 
Commission. 

These men will serve as officers of the Foreign Com- 
merce Service and will be accredited through the De- 
partment of State to the government of the trade to 
which such officer is assigned. 

With all the commercial bodies of the country 
endorsing this permanent service, we express the hope 
that the 68th Congress will find its way clear to pass the 
bill in this session. The more so because in the up- 
swing of foreign trade, vital news from the trade out- 
posts helps not only export business, but domestic pro- 
duction, a more continuous labor schedule and greater 
prosperity to every man, woman and child in America, 


A Sign of Confidence 


HIS book, in its representative presentation of 
shoes from all parts of thecountry and in all grades, 
is a good barometer of the times. It indicates that there 
is great confidence in the business outlook this year. 
Men aregoing after business and put intotheir advertise- } 
ments powerful appeals in styles, materials and values. 
The Recorder organization serves a most useful | 
function in bringing merchandise opportunities to the | 
merchant so that wherever his store may be, he has as 
great a .market-opportunity as the merchant who 
spends months of his time in traveling to the great } 
manufacturing centers. 

This book is a worthy yearbook of the industry. It 
usually is kept for months and gets a most careful 
reading. 

Editorially, it endeavors to inspire and encourage, 
and point higher the banner of getting more shoes sold 
right for that is the basic function of the convention, 
and the week by week function of the great national 
shoe weekly—the Boot and Shoe Recorder. 





Opportunity Never Was 
Greater 


E have constantly and consistantly emphasized 

that there is opportunity for workers in the shoe 
industry. Merchandising is a field opening up oppor- 
tunities to every aggressive young man who is willing 
to work, plan and progress with the times. Here in 
America any young man can make his mark, and make 
it early. That the young man of today has an oppor- 
tunity is demonstrated by this story: 

Two young men discharged from the army, after 
the World War, with previous experience in the retail 
shoe business as their principle asset, now have their 
names on the plate glass front of a good shoe store in 
the capital city of Virginia. 

Future historians may refer to the summer of 1920 
as, “The Summer of the Big Bust,” but to J. C. Payne 
and P. P. Powell, it meant that old man Opportunity 
just pounded on their door, and they answered. 
Through the co-operation of a manufacturer of men’s 
shoes they ran a sale in the hole in the wall. No chairs, 
no fixtures, just cases of shoes. You know the kind— 
nearly every city had one. 

Their success in this gave them sufficient capital and 
confidence to open a regular and duly constituted 
store. A room 24 x 90 soon became the “Modern Shoe 
Palace’’—nice fixtures, complete lines of shoes and 
everything. This enterprise proved successful from the 
start. Each season showed a substantial increase in 
business so that 1924 isfaced with the utmost confidence 
for being a banner year. 

The rise and fall of business is measured in the 
ambition and efforts of men, not in money or in mer- 
chandise. It is brains and application that wins. 
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Eleven pages of opinions from style merchants all over the United States 
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Confidence of the various branches of the industry one in another; 
confidence in the future of business; and confidence in your ability 
to swing the job of selling footwear at a profit. 
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**Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





75 Per Cent Straps 
Lynn, Mass., Feb. 1—A 
leading firm here figures that 
75 per cent of its spring busi- 
ness will be on strap styles, 
including sandals. 


Plain High Shoes 
Philadelphia, Jan. 31—The 
John Wanamaker store is fea- 
turing very plain high shoes for 
men. They are cut after the 
fashion of straight last shoes 
with square shaped toes and 
heavy white oak soles. 
Chinese Colors 
Peabody, Mass., Feb 1— 
Ching, Yu Chi, Ta King, 
Coolie, lacquer and other 
Chinese colors, including, reds, 
reens and blues, of Chinese 
Gene, are being made here for 
spring shoes. 


50 Per Cent Blacks 
New York, Feb. 1—A shoe 
salesman recently counted 
women’s shoes along Fifth 
avenue, and found that 50 per 
cent were blacks; but were 
about all worn with blonde, or 


“glos,”” the same synthetic 
terminology may be applied in 
the shoe trade. At least a 
beginning has been made by 
calling the side gored pumps 
“step-ins.”’ This term has been 
applied by several New York 
retail shoe merchants and 
women are taking it up. Inci- 
dentally it seems to have stimu- 
lated the demand for this par- 
ticular type of shoe. 


Suedes for Hats 
Chicago, Jan. 31—Suedes 
are good for hats, belts and 
dress trimmings, too, as well 
as for shoes, according to a 





price of Regal footwear. The 
weather was so cold that the 
ice showed no sign of melting 
and the large pan in which it 
was set looked almost super 
fluous. The same display was 
shown in a Boston Regal store 
recently. 


December Shoe Sales 

New York, Jan. 31—Sales of 
shoes in department stores in 
the Second Federal Reserve 
District, reporting to the 
Federal Reserve Bank of New 
York, were 1.9 per cent less 
in December, 1923, than in 
1922, according to the bank's 





applied for space. 


Boston Show to Open July 14 


The date of the big annual “Boston Show” for 1924 has 
been fixed for July 14, 15, 16 and 17, according to an official 
announcement issued by the National Shoe and Leather 
Exposition and Style Show, Inc. 

his year’s exposition will be held in Mechanics’ Build- 
ing as usual, and already a number of exhibitors have 


he date is a week later than last year’s because of the 
fact that the National Convention of Elks is to be held in 


—— 


have purchased a plot, 200 by 
200 feet running through from 
Moore street, to enn 
avenue, Long Island City, 200 
feet north of Queens Boule- 
vard. A three-story concrete 
building will be erected on 
half the plot fronting on Moore 
street, leaving the remaini 
half for expansion. Harris §. 
Karp is putting up the build- 
ing, which will involve more 
than $200,000. 


Perfection of Plainness 
Boston, Jan. 31—A perfectly 
lain opera pump is shown 
ere as good style for the grand 
opera season. It is of patent 
leather. 


Eight to the Inch 
Lynn, Mass., Jan. 31—New 
light and dainty McKays are 
stitched eight stitches to the 
inch, the finest sole stitching 
yet known for this class of 

shoes as made in Lynn. 


Leather from Holland 


Boston, Jan. 31—Leather, 
for shoes, has arrived here from 


Boston during the preceding week, and every available 
hotel room has been reserved for those attending it. In- 
tending visitors to the Boston Show are urged to keep this 
fact in mind and make their plans accordingly. 

The Exposition will again - under the direct charge of 
General Manager Chester I. Campbell, Park Square 
Building, Boston, Mass. The management confidently ex- 
pects it to exceed in magnitude and attendance any of its 
predecessors, and believes that there will be more visitors 


light colored stockings to get a Holland. 
two-colored effect in footwear. 


A Two-Pair Sale 
Washington, D. C., Jan. 30— 
The Sterling Shoe Store re- 
cently held a two-pair sale, 
which was successful, The 
regular price of the shoes was 


Light Soles Sell 
Boston, Feb. 1—Very light, 
firm soles have been bought in 
quantities by makers of 
women’s shoes, according to a 


sole cutter here. He thinks that 
soles of women’s shoes will be 
lighter and daintier than ever. 
This does not mean cheaper, 
for it takes a firm sole for a 
light shoe. 

Winter Weather Coming 

Philadelphia, Jan. 31—The 
Geuting stores in advertising 
high shoes and heavy oxfords 
stated: “Don't kid yourself 
that we're not going io have 
some real wet, sloppy weather 
this season. It’s coming.” 

New Two-Straps 

Los Angeles, Feb. 1—The 
Ville de Paris recently received 
some new two-strap slippers of 
yatent leather for spring wear. 
They have center buckles and 
are trimmed with white and 
colors. 


Concerning “*Step-Ins” 

New York, Jan. 31—Now 
that artificial silk manufac- 
turers and merchants who 
handle fabrics made of this 
fibre have tabooed the term 
artificial silk and have substi- 
tuted in its stead the word 











from foreign countries than ever before. 











cable from Paris. Suede coats, 
and suede hats are worn for 
motoring. Black suede belts 
are painted by hand, to match 
trimmings on dresses and shoes. 


Men’s Trade Is Brisk 

Detroit, Jan. 31—TInven- 
tories show clearance sales have 
played a part in getting stocks 
in good condition. The demand 
for men’s shoes is brisk. 

The Regal Ice Display 

New York, Jan. 30—Coin- 
cident with the coldest weather 
New York has experienced this 
winter the Regal Shoe store at 
Broadway and 37th street 
staged an interesting display 
of rough weather shoes for men 
in which real ice was used to 
create the proper atmosphere. 
On a platform surrounded by 
heavy shoes was a large block 
of artificial ice in which had 
been frozen one of the shoes 
topped by the now familiar 
sign of “six-sixty,’’ the standard 


February bulletin. With the 
exception of woolen goods 
which showed a drop in sales 
of 10.4 per cent, shoes were the 
only item to show a decline. 
Total sales in all departments 
were larger than in the previ- 
ous year. 

Much the same trend was 
shown by the shoe chain stores 
reporting to the bank. Total 
chain store shoe sales in De- 
cember, 1923 were 6 per cent 
ahead of 1922. However, 326 
shoe chain stores reported to 
the bank in December, 1923, 
compared with 286 in Decem- 
ber of the previous year. Indi- 
vidual store comparison showed 
a drop of 7.4 per cent in sales. 


Rubin Bros. Building 

The shoe manufacturing 
colony in Long Island City, 
N. Y. will be augmented by 
the addition of Rubin Brothers, 
who have outgrown their fac- 
tory in Wooster street, Man- 
hattan, N. Y. Rubin Brothers 


- $6.50, but the sale price was 
$3.85 a pair and two pairs for 
$6.50. 

Special Order Boots 

Boston, January 31—A shoe 
merchant here has hit upon the 
idea of featuring special order 
boots, for men. They are a 
heavy type t, for winter 
wear.“ MadeonSpecial Order, 
says the sign. That is a sales 
catcher. Even men like some- 
thing special. 

New Walk-Over Store 

Lynn, Mass., January 30— 
Ash & Nichols, shoe merchants 
on Monroe Street, for 16 years 
have sold their store to the 
Walk-Over Shoe Company, of 
Brockton, Mass., who will 
operate it. 
Sales Exceed Expectations 

Lynn, Mass., January 29— 
Mid-January brought more 
buyers of shoes to Lynn than 
manufacturers expected, and 
sales of Easter novelties are 
running ahead of predictions. 
Some firms have sold their 
production ahead to March 15. 
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A NATIONAL picture of what is expected to 
sell in April (after Easter), May and June is 
one of the most valuable charts that can be put 
before merchants who go to the convention exposition 
in a buying mood. We are very fortunate in this 
issue to be able to give a national picture of what 
merchants think will sell in that period. The 
questionaires sent out by the National Shoe Retailers’ 
Association and used as the basis for the recent style 
report constitute the background for these style 
opinions. 

In the national style platform you get the general 
movement and trend of style made up as a 
consensus of opinion of merchants, manufacturers, 
tanners and salesmen, while in these personal and 
individual reports gleaned through the N. S. R. A,, 


you get the regional opinion so that between the 
two, you can build up your own buying platform 
for the months of April (after Easter), May and 


June. 
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Various Shades of Suedes 


Thayer McNeil Company, Boston, Mass. 

Straps and pumps, with and without tongue, 
will be the style in women’s turns. There will be 
gore effects also. Heels will be 12/8 to 16/8 and the 
materials in most cases will run to various shades 
of suede and combinations. 

Oxfords and straps made of black kid will be 
the big note in women’s conservative turn shoes. 

Sport oxfords in tans, whites and colored buck, 
will carry rubber soles and 8/8 to 12/8 heel. 

Conservative welts will carry medium toes and 
some will be made over corrective lasts. They will 
be oxfords, and will be made of black kid, and 
black and tan Russia calf. 


‘ss = + 


Some Lizard and Alligator 
E. B. Ward, Morse Haynes Co., Springfield, Mass. 


It seems to me that straps and gores with cut- 
outs, lattice effects, and aprons will sell most freely 
in women’s fashionable turns. The materials in 
order of popularity will be suede, patent, satin 
and lizard and alligator. 

I look for wider toes in women’s conservative 
turn lasts. Buck, calf and alligator will be used 
generously in sport welts. English lasts with 
broader toes will be used and the patterns will 
run to straps and oxfords. 


a ee ee 
Oxfords for Children’s Dress 
O. F. Felt, Manchester, Vt. 

In this section of Vermont, children will wear 
for school styles, 75 per cent oxfords, and the re- 
mainder high shoes; black and brown calf being 
the materials. 

For dress occasions patterns will be oxfords and 
straps in patent and black and brown calf. Toes 


will be medium and heels about 8/8. 
* * * * 


Cross Straps in Turns 
B. F. Boynton, Burlington, Vt. 
Women’s conservative turn shoes will be made 
on medium lasts with cutouts. Plainness will 


characterize some patterns. Materials will be kid 
and suede. 





In fashion turns, I look for fancy cut outs and 
cross straps made of colored suedes, black satin 
and patent. 

I estimate that 80 per cent of the demand for 
evening slippers will be on satin, patents and suede 
following next. Strap patterns will be more popuv- 
lar, I think. 


* * * * 


Cut-outs to Stress Styles 
Sullivan Company, Providence, R. I. 


My recommendations follow: women’s fashion- 
able turns—one or more straps with cut-outs, 
medium toes, 12/8 to 14/8 heels, in suedes, kids 
and satins. 

Women’s conservative turns—one straps, me- 
dium toes, 10/8 to 12/8 Cuban heel, made in 
shades of brown and gray suede. 

Evening slippers—strap and cutout patterns, 
medium toes, 14/8 Louis heel, made in satin and 
patent and brocades. 

Women’s conservative welts—one and two 
straps, medium toes, 8/8 to 12/8 heels, made in, 
gun metal and Russia calf leathers. 

Fashion welts—one and two straps, medium 
toes, 10/8 to 14/8 heels, made in suedes, patents 
and kids. 

Sport welts—one strap and oxfords, medium 
and broad toe lasts, 8/8 heel, made in white and 
combinations, leather or crepe soles. 


* * * * 


Present Men’s Lasts Good 
Geo. E. Peirce, Providence, R. I. 


We predict men’s styles will include oxfords, 
saddle models, few bluchers and circular vamp 
designs made over the lasts that are now prevail- 
ing. It looks like medium brown and light tan 
colors in fine boarded grains and boarded calf 
skins. The same leathers no doubt will be used 


in sport shoes. 
* * * * 


Saddle Effects Look Good 
F. A. Veroneau, Woonsocket, R. I. 
It is my opinion that men’s shoe stylés will run 


closely to plain patterns. I don’t think fancy stitch- 
ings will be so prominent on men’s shoes as before. 
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] think brogue, French and medium English lasts, 
with square effect toes will prevail. Light shades 
will be used in the better grades, while cherry red 
will also be popular. I look for calf, vici and gun 
metal leathers. 

For sport shoes combinations and saddle effects 
promise to be strong. 


* * * * 


Black and Colored Suedes 
T. Henry Black, Portland, Maine 


My recommendations for patterns in women’s 
fashion welts relate to pumps, and one and two 
straps with cut-outs. I believe that suede in black 
and colors, with some colored kid, will comprise 
the materials. 

In conservative welts, patterns will run to ox- 
fords and one-strap pumps, featuring the medium 
and round toe, and carrying heels averaging 14/8. 


ln thes 


Smart Strap Patterns 
Wm. A. Geuting, Philadelphia, Pa. 


[ think smart, good looking straps, cut-out pat- 
terns and sandal effects will lead the selling in 
women’s fashionable turn shoes. I look for medium 
and modified French lasts, heels 9/8 to 16/8; Span- 
ish Louis, 14/8 and 16/8, and box heels 9/8 to 13/8. 
Materials—patent, black satin, black ooze, white 
in fabric, kid, calf or buck skins. Airedale and 
brown colors will be popular. 

Plain one and two straps made of patent, satin, 
black suede and white cloth kid or calf will char- 
acterize the selling in women’s conservative turns. 
Toes will be medium full; heels 10/8 to 14/8, box 
and Spanish, Louis. 

Those styles and patterns, lasts and heels that 
are good today will be acceptable in evening slip- 
pers. The same caution expressed for welts with 
reference to white is even more applicable here. 
The period following Easter, up to July first, is 
essentially a white season and it is the experience 
of many retail shoe merchants that they do not 
have a sufficient supply of white shoes with an ex- 
cess of others. 


BOOT AND SHOE RECORDER 


91 


These patterns will come mostly in black and 
brown kid. 

I think sport shoes will include sandals, moc- 
casin oxfords and one-strap pumps in suede, buck 
and calf. Indications point to straps and cut-outs, 
with medium toe, junior and full Louis heels in 
patent, suede and satin. 

* * * * 
Heels Averaging 14/8 
M. Myers & Son, New Haven, Connecticut 

Fancy strap patterns, pumps, and tongue models 
carrying all heights in heels and made of all 
materials, will feature the fashion turn shoes. 
Silver and gold brocades and satin are materials 
for evening slippers. 

In fashion welts we look for tongues, and gore 
models with: the goring concealed beneath’ the 
tongue. Fancy straps, with medium toes and heels 
averaging 14/8 will be prominent in satin, patent 
and suedes. 


Fashion welts—sandal patterns, one and two 
straps and neat cut-outs in patent leather, black 
calf, black suede, shades of approximating aire- 
dale, jack rabbit and brown will be good. All these 
may be attractively made with leather with lizard 
or alligator trimming. The trimming may be real 
or imitation. At this period whites, of course, will be 
very strong. 

Any sport welts that are good sellers previous to 
Easter will be good afterwards, except that 
white buck must be added. I would suggest that 
caution be exercised in having sufficient quantity 
of white immediately following Easter. Other 
materials mentioned should be conservatively 
bought as it will be a white season that we are in. 


* * * * 


Crepe Soles on Sport Shoes 
Fesse Adler, Adler Shoe Co., New York City. 


Men’s patterns will be mostly oxfords in New 
York city. They will be built on brogues, semi- 
brogues, and custom and square effects. Ninety 
per cent of the shoes will carry rubber heels and 
the height will be 8/8. 
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Black will be a strong color and light tans, hazel 
and some cherry will beworn. Smooth and boarded 
leathers in light weight and brightly finished calf 
skins will be the material used. 

I look for mostly crepe soles on brogue and sport 
lasts. Plain and wing tips will be a part of the style 
characteristics on golf shoes. 


* * * * 
Sky Limit in Sport Shoes 
C. F. Mensch, Pittsburgh, Pa. 


Blucher and quarter oxfords made over full toe 
and some new narrow lasts promise to prevail in 
men’s styles. Colors are going to be tan, brown 
and black in Russia, gun metal and kid leathers. 
Heels—7/8 and 8/8. 

The sky is the limit in sport shoes. 

Count on straps, oxfords and step-ins and 
colonials with 12/8 heels to sell in women’s fash- 
ionable turns. I think lasts will be rather narrow 
looking and heels 14/8and 16/8o0f covered box and 
French. Colored kids, satins, black kid and patent 
will be materials. 

Women’s conservative turns will be featured 
by strap and oxford patterns made over medium 
lasts with 12/8 and 13/8 box or Cuban heels in 
black kid, brown kid and patent leathers. 

Semi-Frenchy lasts in oxford and strap patterns, 
carrying 14/8 heels in colored suedes and brown 
and black kid will sell in fashion welts. 

In conservative welts indications point to the 
same patterns in black and brown kid and white 
cloth with medium toe lasts and 12/8 heels. 

Sport welts—sandal and oxford patterns, full 
toe lasts, 9/8 heels, colored deer skins etc, suede 
and fancy leather trimmings. The sky is the limit 


in trimmings. 
* a * * 


Sport Shoes in Combination 
Geo. W. Geuting, Philadelphia, Pa. 


All patterns are going to sell in men’s styles. | 
think we will see many light weight oxfords. All 
lasts, with more life or custom English lasts, will be 
good. Heels—7/8 and 8/8 and eighty-five per cent 
will be rubber. It looks like sixty-five per cent tan 
and thirty-five per cent black and colors, with the 
lighter weight of calf, and small boarded effects 
and some grains in leathers. 

Sport shoes in all combinations promise to be 
very good. 

- * * * 
Large Variety of Cut-Outs 
M. F. Yoskin, Philadelphia, Pa. 

Indications point to oxfords and strap effects, 

either one or two straps with buckles in tan calf, 


smoother boarded elks and a few patents as 
juvenile styles for school wear. 


February ?, | 9% 


In play shoes I expect oxfords and plain toe 
effects, with. crepe soles being a feature for spo:t 
wear. Leathers will be elk in various colors, de- 
pending upon locality. Elk will be a big sport shoe 
leather, also some boarded calf. 

Smart strap patterns in one and two-strap effects 
with smart cut-outs that are just a little bit 
different will be worn for dress occasions. There is 
a large variety of cut-outs from which to select. 
Sandals in the newer effects look very good this 
year. I look for patent leather, white buck or can- 
vas and colored suedes with either lizard or alli- 
gator or plain calf trimmings. 

Growing girls’ shoes will follow the women’s 
styles very closely this year, especially sandals in 
the newer effects. 

Boys’ and youths’ shoes of course, will follow 
the trend of men’s to such a degree that the minute 
a new feature appears in men’s models it will be 
worked out in boys’ footwear. This has been a 
great help to the boys’ business this year. Crepe 
soles look very big in plain toe effects, with saddles 
made from grain leathers, such as elk and boarded 


effects. 
* * * * 


Multiple Strap Models 
C. Luedebuehl, P. Ludebuehl & Son, Pittsburgh, Pa. 


In this section of Pennsylvania I expect one, 
two, three and four strap models in fashionable 
welts. Lasts will be medium narrow and heels 
10/8 to 14/8. Materials look like black kid, suede 
in black, brown and lighter shades, especially 
gray. 

Black and brown kid and black and brown calf 
will be used in women’s conservative welts. Ox- 
fords will be the patterns, with toes being medium 
round and medium full. Heels—7/8 and 8/8 in tan 
and black calf and 10/8 to 14/8 in black and 
brown calf. 

In the following order straps, gore patterns and 
a limited number of colonials will sell as fashion- 
able turns. I look for patent, black and light shades 
of suede, satin and a very limited number trimmed 
in alligator and lizard skin. Heels will be 12/8, 
14/8, 16/8, black and Spanish and medium nar- 
row toe, and medium round toe and semi-French 
lasts. 

Sandals will be fifty per cent of our women’s 
business in June. Patent in combination with suede, 
lizard and alligator will be good. 

To me it looks like square toe lasts with corners 
rounded, medium and medium full toes, also the 
conservative round toe and the so-called comfort 
toe lasts in men’s oxfords. Light and medium tan, 
brown and cherry red colors in calf and black and 
brown kid will be used; also black calf. 

Sport shoe models in design depend upon your 
kind of store. 
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Fewer Cut-Out Designs 
Clarence. W Kelsey, Binghamton, N.Y. 


It seems to me that fancy straps, with not so 
many cut-outs, will lead the parade in women’s 
fashion turns. Heels will be 14/8 to 16/8 Spanish 
and 15/8 Cuban. 


The same principle will hold true, that is the 
slender strap patterns will not be featured by so 
many cut-outs as formerly in women’s evening 
slippers. 

Evening slippers will carry 15/8 and 16/8 Span- 
ish heels and in most cases will be made of silver 
and gold brocades. 


* * * * 


Medium Shades of Tan 


Chas. R. Strange, Binghamton, N. Y. 


Brogue lasts for men’s styles will carry saddles 
and plainer toes. Seventy-five per cent of the colors 
will be medium shades of tan and the leathers will 
run to plain calf. 


Sport shoes will be distinctive by grain saddles 
and rubber soles. 


* * * * 


Not Too Much “Dog” 


Weschler Co., Erie, Pa. 


Men are going to wear seamless bluchers, bals, 
plain toes with not too much “dog,” on brogue 
lasts and semi-French lasts. The semi-French lasts 
will not be too narrow. In this section I look for the 


Big Season in Straps 


Harry E. Fontius, Denver, Colorado 


To me it looks like a big season in strap patterns 
for women’s fashionable turns. I think materials 
will be satin, white kid and colored kids, with 
medium lasts and 16/8 Spanish heels. 

Plain straps made in satins and black and 
white kid on medium lasts, with heels ranging 
from 10/8 to 13/8 will feature the women’s con- 
servative turns. 
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following colors: medium shades of tan, light tan, 
cherry red. Blacks and light tans will be equally 
favored by young men. I think Russia calf, Scotch 
Moore calf and soft, pliable leathers will be used. 
Eighty-five per cent of heels will carry rubber top 
lifts. Height will be 7/8 and 8/8. 


Sport shoes will come mostly in combinations of 
tan and wine-colored grain leathers, all with im- 
proved light weight sole; and some wedge heels. 
Better grades will be in plain all-over tan, box and 
black calf with crepe soles. 


* * * * 


Dainty Straps a Feature 
Arthur Burt Co., Washington, D. C. 


Most of the leading patterns in women’s fashion 
turns worn in Washington and vicinity will be ~ 
dainty strap numbers and a scattering of tongue 
pumps. Lasts will be medium, carrying semi- 
French and French toes and Spanish heels, run- 
ning from 12/8 to 16/8. Colored suedes promise 
to be good. 


Oxfords and one straps promise to be the leading 
patterns in women’s conservative turns, with 
black kid and gun metal as materials. Toes will be 
medium or full and heels 10/8 to 12/8 mili- 
tary. 


In evening slippers slender straps and a few 
plain pumps with buckles will excel in materials of 
gold and silver brocade and black satin and 
suede. 


I look for brocades and paisleys in strap pat- 
terns to sell for evening wear. Heels will measure 
16/8 Spanish and 13/8 box, and lasts will be me- 
dium. 

Colored elks, colored kids and patent leather in 
sandals and strap designs are going to be the big 
thing in juvenile styles for school wear. 

Combinations of elk and calf in oxfords will be 
worn as play shoes. 

For dress occasions fancy straps in white kid 
and patent will be most prominent. 
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Men Will Buy Soft Toes 
Jacobs Bros., New Orleans, La. 


In anticipation of leading men’s styles, we ex- 
pect quarter oxfords with wider throats to lead. 
Blucher oxfords in soft toes will be very good. 
Bright calfskins in cherry red and black are safe. 
Brown kids will sell well, particularly after the 
weather gets warm. 

White oxfords for sportwear promise well and 
light weight crepe rubber soles are going to be 


good. 
a. * * * 


School Shoes of Elk 


Foe F. Hart, Hart Shoe Store, Helena, Ark. 


In this part of Arkansas patterns for school 
wear are going to run to oxfords, straps and 
sandals in tan calf and elk. The same patterns in 
tan and elk combinations and also white buck 
will feature the sport effects for play shoes. 

Novelty straps and cutouts in patent, satin, 
suede, white kid and canvas will feature style for 


dress occasions. 
. * * 


* 
The Medium Round Toe 
JF. C. Fedler, Fr., Louisville, Ky. 


In the Louisville district, we look for one- and 
two-strap patterns with medium round toe, heels 
10 to 14/8 and of black kid to be very popular 
in women’s conservative turns. In fashion turns, 
straps and slashed cut-outs with the same type of 
toe and heels 13/8 to 16/8 will lead. In materials 
are airedale, gray suede, satin, patent and black 
kid. 

One- and two-strap models, sandal effects and 
numbers with fancy cut-outs on the sides promise 
to be best. In materials are satin, silver and gold 
brocades and patent. 


* * * * 


White Sandals in June 
A. R. Cohen, The Geo. Blass Co., Little Rock, Ark. 


It looks to me as if sandals are going to be the 
big hit in school styles for juveniles. All colors 


in kid and calf will be good, as well as black pa- 
tent. I expect white sandals will be good for May 
and June for dress occasions. 


* * * * 


Places Gorings First 
Hines’, Winston-Salem, N.C. 


I think that goring and strap models will be 
the real thing in women’s fashion turns. The 
materials in my mind will be satin, colored suede, 
patent and black and brown calf. 

Women will wear dainty strap patterns of 
silver brocade, and black satins. 

Comfortable fitting patterns carrying one and 
two straps will be worn in conservative turn 
models. The most used material will be black kid. 
Heels will run 8/8 to 12/8. 


* * * * 


Sandals for School Wear 


Hines’, Winston-Salem, N. C. 


Sandal effects and plain strap numbers in pa- 
tent and brown and black calf promise to be worn 
for school wear by children. The same patterns 
will be worn as play shoes. For dress occasions, 
I look for conservative welts made of calf and 


patent. 
* * * * 


Sport Shoes for All Year 


Robert S. Love, Memphis, Tenn. 


We look for plainer patterns in men’s styles 
and expect small stitching designs will be used to 
stress styleful features. Toes will be broad. Lea- 
thers will run to calf, kid, buck and canvas. 

Sport shoes will be good; they will be good the 
year round, if we make them so light in the sum- 
mer that they will appear like a linen suit for 


winter wear. 
* * ‘~ 


Straps and Cut-out Effects 
Caradine Shoe Co., Memphis, Tenn. 


School children will wear one and two straps 
and also fancy cut-out effects in patent, suede 
and black and brown kid. 
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Combinations of elk and calf in oxfords will 
be good sport numbers for play shoes. Straps of 
every kind in patent, satin and white kid and 


light colored suede will be worn for dress occasions. 
* * * * 


Broader Toes in Men’s 
David Elliott, Greenwood, Miss. 


Broad toes in calf and buck leathers will lead 
in men’s styles. Oxfords, of course, will sell best. 
Medium and light tans and black and white will 
be the leading prevailing colors. 

Sport shoes will be distinctive by plain toes and 


by being made of elk leathers. 
* * * * 


Suedes, Satins and Kids 
The Standard Shoe Co., Miami, Fla. 


To my mind one straps and cross straps promise 
to be the leading patterns in women’s conserva- 
tive turns, while fancy straps will lead in the call 
for fashionable turns. Suedes and satins, gray 
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preferably, and kid are materials for fashion 
turns. 

Fancy strap models in satins and silver or gold 
brocades promise to be the leaders in evening 


footwear. 
7 * a. +. 


Big Run on Sandals 


Jacobs Bros., New Orleans, La. 


We anticipate a big call for sandal effects in 
white kid and white cloth, gray kid, ivory type 
of kid, gray suede and satin. Few red, blue and 
green colors are expected in fashionable turns. 
Lasts will be medium, a few French toes being 
in demand. 

One and two straps in light shades of suede and 
kid, black kid, satin and patent will be good in 
conservative turns. Heeis will run between 12/8 
Cuban and 15/8 Spanish. 

There is practically no evening slipper business 
here after March. 











Dainty Straps in Turns 
H. H. Watson, Texarkana, Texas 


Indications point to straps as the leading thing 
in women’s conservative turns, with oxfords rank- 
ing next. Brown and black kid, white kid and fabric 
will be materials. 

Fancy straps will be best in fashionable turn 
shoes with gored effects selling only fairly well. 
Lasts will run from medium to short, and heels 
will lean toward Spanish, box, and Louis in the 
order named. Materials—colored kid, white kid; 


later on fabric, black satin. 
* * * * 


Men’s Shoes in Light Shades 


Imperial Shoe Store, Beaumont, Texas 


Men’s patterns will be rather conservative. I 
look for 50 per cent of lasts to be medium, 25 per 
cent featuring the wide toe and the remaining 
per cent made up of medium round toe. lasts. 
There is a strong indication pointing to an in- 
creasing demand for light shades. Leathers will 
be smooth finished. 

Sport shoes will be the same as last year. 


Narrow Straps in Turns 
Buckley Shoe Co., Houston, Texas 


Here’s my opinion of the women’s fashion turn 
subject: narrow, plain strap models first, also a 
pretty pump pattern that will provide for a 
buckle or an ornament if wanted. 

I favor the following materials: gray shades in 
suede, soft shades in brown, colored kid, white 
kids, and fabrics. 

Evening slippers will be of slender strap models 
and I expect a striking pump pattern that will 
allow rhinestones and ornaments. Evening foot- 
wear materials will include gold and silver metal 
cloth with silver kid trimmings, satins and velvets 


with gold and silver kid trims, etc. 
* * * * 


Men’s Blucher Styles 


Davis-Smith Booterie, Waco, Texas 


Some fancy patterns made over blucher lasts 
will be prominent in men’s shoe styles in this part 
of Texas. Plain bals promise to be a free seller. 
Heels are going to be flat and flanged and signs 
point to square toe lasts and some soft toe effects. 





BOOT AND SHOE RECORDER 


Shoes for All Occasions 
F. E. Foster & Co., Chicago, Til. 


We have grouped what we think women will 
wear at different periods of the day. This report 
applies to the Chicago district. For morning and 
general utility wear, straps, small tongue colonials 
and oxfords, carrying military, and 10/8 to 14/8 
heels will be most prominent. Toes will be medium 
round and materials will be black and tan and 
brown leathers, also white leathers and fabrics. 

White leathers and fabrics, patent, black suede, 
black and brown satins, colored suedes and com- 
binations will be materials worn in straps, sandal 
effects and small tongue colonials, goring effects 
and dressy oxfords for informal afternoon wear. 

At the country club and for all sport wear, strap 
patterns and oxfords trimmed and heavily per- 
forated will be the vogue. Sport shoe materials 
follow: white leathers and fabrics, colored suedes 
or bucks, plain or combinations, tan calf, smoked, 
beige and brown elks, black calf. 

Under the classification of shoes for formal 
afternoon and social affairs we expect the same 
materials with the addition of black satin or patent 
to prevail. Slender strap patterns, sandal effects, 
gore models, small tongue colonials and open work 
oxfords will be patterns. Heels, 10/8 to 14/8; also 
full Louis and Spanish 13/8 to 16/8. 

Straps and open work effects, opera pumps 
made to carry ornaments and small tongues will 
be most favored for evening wear and formal 
occasions. Toes will be medium narrow, while 
the materials include silver and gold brocades 
with silver and gold kid trimmings, and satin and 
colors. 

We anticipate a good response for straps and 
oxfords made of tan calf and grain leather, colored 
suedes with trimmings in school styles for growing 
girls, misses and children. Sandals, straps and 
oxfords will be patterns for play shoes and the 
leathers point to tan calf, elks in beige and brown, 
or plain, or in combination. 

Children will wear white leather and tan calf in 
combinations, as well as patent for dress occasions. 
The patterns will be straps, pumps and oxfords. 
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Colors in Women’s Sports 


George A. Pierce, Minneapolis, Minnesota 


In Minneapolis and vicinity we look for a broad 
variety of straps, small tongue and buckle oxfords 
in women’s conservative welts. Toes will be round 
and also broad; heels 12/8, 14/8 and many 8/8. 
Black and brown kid and suede in all safe colors 
will be the materials. 

Women’s fashion welts will differ from the 
above inasmuch as there will be fancy strap num- 
bers, with many cut outs and tongue effects. They 
will be made on medium narrow lasts, heels being 
from 13/8 to 16/8. Materials—suede, colored 
leathers, black and brown kid and patent. 

Sandals and sport oxfords, with many strap 
patterns, will be most prominent and the materials 
going into the models are colored elk, colored 
suedes and calf. Heels will be 7/8 to 10/8 and lasts 
will carry round toes. 


* * * * 


Kid Is Popular 


Ira L. Welch, Briswold, Iowa 


Seventy-five per cent of women’s fashionable 
turn shoes will be fancy strap models with cut outs 
and the remaining 25 per cent plainer patterns. | 
expect lasts will be of medium length with 75 per 
cent carrying round toes. Fifty per cent of the 
materials will be kid, 35 per cent patent and 15 
per cent satin. I look for Spanish and Louis heels at 
the ratio of three to one in favor of Spanish. 

All of the women’s conservative turns will be 
made of kid leathers in 75 per cent straps and the 
remainder oxfords. Heels will be 12/8 to 14/8 
Cuban. 

Slender strap patterns in satin, suede and kid 
will be the big note in evening footwear. 


* oe @ 


Soft Leathers for Sports 
V. E. Vaille, Kokomo, Ind. 


Here is my recommendation on women’s styles: 
Fashionable turns—strap patterns with medium 
round toes, 14/8 to 17/8 Spanish and 13/8 to 15/8 
box heels, made in satins and kid. 
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Conservative turns—straps and oxfords with 
round toes and 10/8 to 14/8 heel, made in kid. 

Evening slippers—straps in medium round 
toes and 14/8 to 17/8 Spanish heels made in satins, 
colored kids and silver and gold. 

Sport welts—strap, sandal effects and fancy 
oxfords with full and square toes, 8/8 to 12/8 heels 
made in soft leathers in colors, white and patent. 

Conservative welts—straps and sandal effects 
in medium and broad toes in heels ranging from 
8/8 to 14/8 made in satin, kid and soft sport 
leathers. 

* * + * 
Plainer Patterns in Men’s 
Metz Men's Shoes, Chicago, Ill. 


To me it looks as if men’s patterns are going to 
be plainer. Fewer perforations with several rows 
of stitching will stress style in medium French and 
narrower brogue models. Men’s colors are going to 
be tans in various shades. There will be plenty of 
kangaroo and kid. Ninety per cent of heels will be 
rubber. 

In sport shoes, white buck and canvas, with 
very little leather trimming will lead. 

* * + * 
Straps, Cut-Outs and Gores 
Elwell-Field Shoe Co., Des Moines, Iowa 

Indications point to straps, cut outs and gore 
patterns in fashionable turns. Lasts will feature 
round toes, and heels will be 13/8 box and 15/8 or 
16/8 Spanish or Louis. Materials will come in 
patent, satin and colored suedes. 

I look for one-, two- and three-strap patterns in 
women’s conservative turns in patent, satin and 
black suede and kid. 

Cut outs, straps and gores will lead in evening 
slipper models. Gold and silver brocades and 
satins will be materials. 

I think oxfords, a few straps and sandal effects 
will be the most popular in sport welts. There will 
be broad toes and many without tips. Brown, 
Russia calf and colored suedes and white look like 


the materials. 
* * * *« 


Tendency Toward Narrower Lasts 
C. E. Petot, Cleveland, Ohio 


It is my opinion that unique strap patterns, 
sandals, and front gores with ornaments will pre- 
dominate the women’s demand for fashionable 
turn shoes. All colors of kid, including white kid, 
will be favorable. Satins will also sell well. Heels 
will vary from 8/8 to 17/8, both box and Spanish, 
with fewer Louis. 

Indications point to medium and semi-French 
lasts. A tendency points to slightly narrower lasts. 

Sandals and fancy straps made of all colors of 
kid will be most popular in women’s fashion welts. 
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In sport welts I look for blucher and saddle 
oxfords with plain toes. These shoes will be made 
on short and full lasts and will radiate mannish 
characteristics. Heels—6/8 to 8/8 and materials 


will be brown shades of grain calf and smoked elks. 
* * * - 


Patent for Boys’ Dress Wear 
H. A. Alexander, Des Moines, Iowa 


For school wear children will wear oxfords in 
tan calf and two-tone calfskin combinations. 

It looks like cutouts, straps and pumps in patent 
leathers for dress occasions. Sandal patterns and 
cut-out effects will be good in growing girl’s styles, 
while brown calf oxfords will be worn by boys and 


youths. 
* * * % 


Sandal Effects for Children 


The Potter Shoe Co., Cincinnati, Ohio 


School children will wear strap sandal effects 
and sport oxfords in colored elks, patent and 
bucks. For dress occasions girls’ styles will re- 
semble women’s, the difference being that women’s 
heels will be higher. 

Colored bucks, patent, white calf and colored 
kids promise well for growing girls. 

We are buying the ballet sandal in all colors and 
expect them to be used for dress and sport wear. 


Had very good results from crepe soles last year. 
* * * * 


Patent for Children’s Dress 
JF. Langley, Saint Paul, Minnesota 
For the young folks I look for a good call for 
straps and lace oxfords with trimmings for school 
wear. Elk leather with trimmings to match or 
contrast, and colored suedes will be materials. 
Children will wear strap pumps in patent and 
patent combinations for dress occasions. I am sure 
growing girls’ styles will follow closely to women’s, 


both in regard to patterns and materials. 
* * * * 


Men’s Lasts Trifle Wider 


R. E. Sager, Green Bay, Wisconsin 
Men’s lasts are going to be a trifle wider and 
featuring low and wide heels. I look for brown and 
shades of tan to be strong, with black next. At 
present there is a tendency to favor patents by 
men. Calf and kangaroo leathers promise to be 
favorable. In men’s sport shoes combinations of 


tan and smoked elk will lead. 
* * * * 


Ties for Men a New Note 
Porath and Schlaefer, Wausau, Wisconsin 
Oxfords and two and three eyelet ties promise 
to be a big item in men’s styles. Lasts will besquare, 


semi-square with square toes for young men and 
medium round toe for middle-aged men. 
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Colors will be black and light tan in better grade 
shoes with mahogany being used generously in 
cheaper grades. Calf, kid and patent in the order 
named will be the favored leathers. 

For sport shoes you may look for tan and 
smoked and some lizard trimmed oxfords. I ex- 
pect very few whites in this section. 

* * * * 


Elk Favored in Children’s 
L. F. Bergman, Pitts Shoe Co., Columbus, Ohio 
It is my prediction that school children will wear 


oxfords, sandals and straps in brown and gray elks 
and patents. I expect sport shoes will be the same. 





Sandals Promise to Be Good 
Harry A. Gibson, The White House, San Francisco, Cal. 
=. 

In San Francisco we anticipate strap patterns, 
open work oxfords, front gore effects, and sandals 
will be worn freely for informal afternoon wear. 
Here are the materials: patent, satin, colored 
suedes and combinations, and colored and white 
kid. Heels will be 10/8 to 16/8 and toes, medium. 

During formal afternoon occasions strap models, 
light airy front gore effects, open work oxfords, 
some opera or small tongue effects will be worn. 
The materials include satin, patent, colored suede, 
lizard or alligator, bright colored kid and white 
kid. 

Slender strap effects will also be a big number 
for evening wear. Also, operas and small tongues, 
or cut-out effects on gore patterns, providing for 
the placement of ornaments will be popular. 


* * * * 


Men’s Styles Slightly Plainer 
Chester Herold, San Fose, Cal. 


I think the men’s styles are going to be slightly 
plainer. The lasts will run to medium square toes 
and brogue effects. Heels will average 8/8. Light, 
smooth calfskins and some brown kid in light tan 
shades will be used. I don’t look for any cherry 
reds for this section. 

_ Strap patterns promise to be the leading style 
feature in all types of women’s shoes excepting 
sport models. I look for fancy straps in colored 
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For dress occasions we look toward a free sail on 
patent, white calf, gray, fawns and reds. 
* *~ Bo 7 


Doesn’t Look for Colonials 
H. T. Pepple, Pitts Shoe Co., Columbus, Ohio 


Women’s fashion turn shoes in straps, tongue 
effects, but not colonials, will get a good call in this 
section of Ohio, in my opinion. I look for medium 
and full lasts, but not French lasts. Heels will be 
10/8 and 11/8 box, junior Louis and Spanish. 
Colored suedes, kids and patents will be materials. 

Evening slippers will be the same as at 
present. 


suedes, satins, black kid and white kid to be the 
leading thing in fashion turns. Plain straps only 
in women’s conservative turns made of black kid, 
satin and some made of patent, will sell. 

For sport wear, fancy oxfords and straps promise 
well. Sport shoes will be made of tan calf shades, 


colored suedes and elk. 
* * * « 


Two-Tone Effects for School 
Ralph N. Baker, Wetherby Kayser Shoe Co., Los Angeles, Cal. 
Two-tone effects in tan leathers made on oxford 
and strap effects will be worn for school wear by 
growing girls, misses and children in this section 
of California. For dress occasions I name strap 
models with cutout designs as the best pattern. 
Patent, whites and suedes will be materials used. 
* * * * 


Medium Round Toes 
Frank H. Bush, Los Angeles, California 

It is my opinion that in this section of Cali- 
fornia straps, fancy oxfords, and pumps and goring 
effect in the order named will be the leaders in 
women’s fashion turns. I look for medium round 
toes. Materials will be black satin, either plain or 
trimmed with leather, black and colored suede and 
kid, patent, and white kid. 

In women’s conservative turns, I expect oxfords 
and straps will be the leading styles. Medium 
round toes and heels measuring 8/8 to 14/8 will 
be prominent. I think black kid will be the most 
popular material. 
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Brown and Tan Oxfords 


Robinson Shoe Co., Huron, S. D. 


Men’s styles will be made on about three to 
one basis, oxfords over high shoes. Toes will 
be medium round and heels about 8/8, 50 per 
cent being rubber. My estimation of color follows: 
Browns, 50 per cent; light tan, 25 per cent; black, 
25 per cent. Leathers—calf, 60 per cent; kid, 
40 per cent. 

Women’s fashionable turn shoes will include 
one, two and three-strap models made on con- 
servative lasts. Black kid and patent promise to 
be the leading materials and heels will vary from 
12/8 to 16/8. 

Evening slipper patterns will be semi-fancy 
and will be stressed by cut outs, patent and satin 
being the materials. 

I expect that 60 per cent of women’s conserva- 
tive turns will be made on one-strap patterns, 
40 per cent being lace oxfords. Brown and black 


kid will be materials. 
* * ~ * 


Same Models in Welts and Turns 


R. P. Allen, Rhodes Brothers, Inc., Tacoma, Washington 


It seems to me that the same patterns will be 
just as good in both women’s welts and turns, 
the distinction being in the height of the heel. 
In fashion welts strap and cut-out effects made of 
gray shades of suede and kid will be popular. 
Lace oxfords and some straps made of tan calf 


and smoked leathers will be worn in sport models. 
* * * * 


Elk in Women’s Sports 


Will A. Knight, Knight Shoe Co., Portland, Oregon 


I anticipate a great demand for fancy straps of 
all kinds in medium and Frenchy lasts. Indications 
point to black satin, colored and black suede as 
materials. In evening slippers, Regent operas and 
straps will sell in bronze and black satin; also 
silver and gold brocades. 

Women’s sport welts will include fringed tongue 
oxfords featuring wide toes. Heels on these sport 
numbers will average an inch. Smoked and brown 
elk, no doubt, will be the leading materials. 
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Brogue Lines in Men’s Styles 
George D. Williams, Portland, Oregon 


I think men are going to wear oxfords built on 
medium square toes and medium brogue lasts. 
Light tans, blacks and medium tans are going to 
be the best colors, while the leathers will be calf, 
kids and kangaroos. The sale of sport shoes in 
this section will be limited. 

* * * * 


Lace and Blucher Patterns 
WS. Stryker, Omaha, Nebraska 


Young men’s shoe styles will run mostly to lace 
patterns. Older men will favor blucher patterns 
made of kid. Indications point to light tans. 
Materials will include light calf skins and medium 
light calf. 

Sport shoes are going to be good. 





Travelers “Good Fellowship 
Dinner,” February 10 


Chicago, IIl.—‘‘Nothing short of an earthquake, 
fire or murder should keep you away from the 
Shoe Travelers’ Association of Chicago Good Fel- 
lowship Dinner and Entertainment, on “Sunday, 
February 10, 1924, at 7 P.M.” This is the way the 
little yellow and red circular, announcing the big 
event, reads. 

The banquet and entertainment take place at 
the Red Room of the Hotel LaSalle. The affair 
is strictly informal and all are requested to bring 
wife or sweetheart, or both. The “eats listen good,” 
as does also the “Good Time,” which schedules 
among other events—The Winter Garden Four; 
Fred Lewis, novelty comedian; The Harmony 
Girls; Dorothy Lang in her Argentine Jazz and 
novelty Egyptian dance; Gertrude Darling, etc. 

There will be short talks by Toastmaster Everit 
B. Terhune, Publisher of the Boot and Shoe 
Recorder, Boston; Hon. Francis X. Bush, Cor- 
poration Counsel of the City of Chicago; James H. 
Stone, Editor of The Shoe Retailer, Boston, and 
John Slater, President of the National Shoe 
Retailers’ Association. 
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Annual Meeting of New England Shoe 
and Leather Association 


Boston.—The fifty-fifth annual meeting of the New 
England Shoe and Leather Association was held on 
January 30, last. President Herbert T. Drake’s mes- 
sage was optimistic. He stated that with the coming 
of the new year, our industry in all of its varied depart- 
ments appears to have turned an economic corner and 
taken a fresh hold of its courage, and there is a better 
and more cheerful feeling. 


Resolutions Passed 


Resolutions were passed, favoring Mellon plan of tax 
reduction and that New England Senators and Congress- 
men be urged to support this measure. 

That bill now before the Massachusetts Legislature 
seeking to increase tax on corporate excess from $5.00 
to $10.00 be opposed. 

The Association favors House Bill 1052, now before 
Massachusetts Legislature proposing Permanent Coun- 
cil for Commercial Arbitration. 

Secretary of Commerce Herbert Hoover and Chief 
of Shoe and Leather Manufacturers Division, Arthur B. 
Butman, were thanked for their helpful co-operation; 
as were also the various trade journals. 

Membership urged to give 100 per cent co-operation 
to United States Bureau of Census in connection with 
pending Census of Manufactures. 

Immediate reduction of fire insurance rates in Boston 
urged. 

Ask Support of Boston Show 


Appealed to every branch of our allied industries in 
New England to give support to annual New England 
Shoe and Leather Exposition and Style Show, to be 
held in this city, July 14-17, next, and which has been 
established by our Association for the benefit of the 
entire industry without any thought of financial profit 
therefrom. 

Slogans, “Walk and Be Healthy,” and “The Right 
Shoe for the Occasion,”’ endorsed. 

Shoe manufacturers and their employees in the 

. several New England cities heretofore adversely 
affected by lack of co-operation between employer and 
employee felicitated on the spirit of closer co-operation 
that has lately manifested itself in these communities, 
Association offering its services to cement these rela- 
tions, if such should be desired. 

Establishment in Bureau of Foreign and Domestic 
Commerce of Department of Commerce a Foreign Com- 
merce Service of the United States approved. Members 
requested to write to their Representatives in Congress 
urging them to support this Bill, H. R. 4517, now 
before the Committee on Interstate and Foreign Com- 
merce. 

Officers Elected 

President: Herbert T. Drake, Emerson Shoe Co., 

Rockland, Mass. 
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Vice Presidents: Charles H. Jones, Commonwealth 
Shoe & Leather Co., Boston, Mass.; Burt W. Rankin, 
Hunt-Rankin Leather Co., Boston, Mass.; Fred B. 
Rice, Rice & Hutchins, Inc., Boston, Mass.; Arthur W. 
Wellington, United States Leather Co., Boston, Mass. 

Secretary-Treasurer: Thomas F. Anderson, Boston, 
Mass. 

List of Directors 

Directors: Frank C. Allen, Creese & Cook Co.. 
Boston, Mass.; Albert N. Blake, Watson Shoe Co.., 
Lynn, Mass.; Harry W. Crooker, Harry W. Crooker. 
Inc., Bridgewater, Mass.; John E. Driscoll, American 
Hide & Leather Co., Boston, Mass.; William J. Fallon, 
W. J. Fallon Leather Co., Boston, Mass.; Philip H. 
Fraher, United Shoe Machinery Corp., Boston, Mass. ; 
Louis M. Hannum, Whittemore Bros. Corp., Cam- 
bridge, Mass.; Charles C. Hoyt, Farnsworth, Hoyt Co., 
Boston, Mass.; Herman E. Lewis, Herman E. Lewis, 
Inc., Haverhill, Mass. ; William J. McGaffee, Thomas G. 
Plant Co., Boston, Mass.; P. J. Nangle, P. J. Nangle & 
Co., Boston, Mass.; Al. A. Rosenbush, Al. A. Rosen- 
bush & Co., Boston, Mass.; Harry I. Thayer, Thayer- 
Foss Co., Boston, Mass.; Horace R. Thomas, Thomas, 
Lake & Whiton, Inc., Boston, Mass.; Geo. P. Crafts, 
Geo. P. Crafts Co., Manchester, N. H.; Merton E. 
Hayward, Preston B. Keith Co., Brockton, Mass.; 
Charles Ault, Ault-Williamson Co., Auburn, Me.; 
George A. Learned, Newburyport, Mass.; Buford H. 
Jones, Thomson-Crooker Shoe Co., Boston, Mass.; 
Joachim D. Rickard, Rickard Shoe Co., Haverhill, 
Mass.: Edward T. Cady, Griess, Pfleger Co., Boston, 
Mass.; Elliott L.- Macdonald, L. B. Southwick Co., 
Peabody, Mass.: L. H. Gilson, Brockton Rand Co., 
Brockton, Mass.; W. H. Nash, Wilder & Co., Boston, 
Mass.; Herbert T. Drake, ex-officio, Rockland, Mass. ; 
Thomas F. Anderson, ez-officio, Boston, Mass. 


New England to Exhibit in a Group 
Section 


Boston, Jan. 29.—As usual, New England will have 
a large group exhibit at the N.S. R. A. Convention- 
Exposition in Chicago, Feb. 11-14. There will be 45 
exhibitors in the special section allotted to the New 
England territory, occupying 56 regular spaces, mak- 
ing a new record. Twenty-five different shoe manu- 
facturing communities will be represented. 

The general headquarters of the New England dele- 
gation will be at Hotel La Salle, several floors of which 
have been reserved for it. An elaborate booklet descrip- 
tive of the shoe and leather industry of the section will 
be issued in connection with the event. Maj. Charles T. 
Cahill of Boston is chairman of the New England 
Group Committee, and B. L. Wales of North Abing- 
ton, Mass., heads the hotel committee. Harold P. Smith 
is chairman of the publicity committee, and Secretary 
Thomas F. Anderson of the New England Shoe and 
Leather Association exercises general supervision. 























s rp > 


q 4 . 
aE 
come 











CATERING 


SreV6 


‘ PS 2 Ui, nv Ais Up 
i Ps X 0 4 44 y 
== r 























An historical episode 
embiematical of the Convention-Exposition 
at Chicago, Feb. 11-14 
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Seale has many branches—a live 
A / Z01N 4 I Vee organization like the Na- 
tional Shoe Retailers’ As- 
sociation spreads its influence far and wide—what better 
fruit of the convention exposition can come forth than 
Confidence? 
—_ => 


O impulse dominates the merchant craft of shoe 
WC men in February—to journey to Chicago, there 

to mix and mingle, to profit by experience and 
observation, to buy merchandise, to exchange ideas and to 
keep alert on new methods, to the end that the public may 
be the better served in footwear in 1924. 

 — 
way for shoe manufacturers to open up new 


On C opportunities for distribution of their products 
is to be in the national market place when their 
customers are nationally gathered together. Therefore, you 
will find in Chicago on February 11-14, the greatest 
sample spread of the year. 
=== 
O way for tanners of leathers, makers of supplies 
WWE and merchants of articles used in shoes and in 
shoe stores, to create a customer’s acceptance of 
their wares is to put before the eyes of merchants the new 
materials and methods at the convention-exposition. 
G==z====> : 
O fundamental fact—showing of goods in a na- 
1 C ‘tional market place is not without its historical 
background, for when the ancient guilds met it 
was to show perfection in the arts and the crafts. 


=== 
artist has (on the preceding page) pictured a 


Ou r meeting of the crafts, a style show of that period, 

and a shoe of the reign of Edward III, the design 
of which was taken from the rose window of old St. Paul's, 
of which it was written “Paul's window carven on his 
shoe.” Thus we find precedent for conventions, style shows 
and expositions in ages past—and in all probability they 
will continue to be held as a stimulus to progress and an 
inspiration to better public service. 

_=> 


to go to Chicago, February 11-14, 1924, for a 
Plan . 


liberal education in merchandise, modern 
methods and how to make a profit. 


hen the Grafts 


alher in Gonvention. 
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PRESIDENT JOHN SLATER 
His genius for friendship has made the N. 8. R. A. pre-eminent 
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JOHN O'CONNOR A. H. GEUTING 
Chicago Philadelphia 





NI Nae mh oS 





JAMES P. ORR C. K. CHISHOLM 
Cincinnali Cleveland 
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H. A. ROSENBACH ALFRED KATSCHINSKI 


First Vice-President Second Vice-President 
(Recently resigned) 





FRANK P. MEYER ROY E. STEVENS 
Third Vice-President Fourth Vice-President 
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JOHN J. BAIRD GEORGE M. SPANGLER 


Secretary-Treasurer Vanager 





ELMER D. GILDERSLEEVE A. C. McGOWIN 


Chaplain-Emeritus President Emeritus 
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Directors of the N.S. R. A. 





H. E. FONTIUS 


Denver, Colo. 


PERCY E. HART 
New York 





L. E. LANGSTON V. E. VAILE 
Fort Worth, Texas Kokomo, Ind. 
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K. W. WATTERS 
Buffalo, N. Y. 





C. LUDEBUEHL 
Pittsburgh, Pa. 
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SEATON ALEXANDER 
Wheeling, W. Va. 





J. J. SENSENBRENNER 
St. Louis 
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J. E. WILSON W. W. WILLSON 
Detroit Boston 





W. S. BYCK Cc. J. MENSCH 
Atlanta, Ga. Pittsburgh, Pa. 
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>». E. WILLIAMS 4. B. CASPARI 
St. Louis Milwaukee 





F. E. FOSTER REUBEN STIEFEL 
Chicago Memphis 
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HENRY E. HAGAN 
Boston 


Men Active in Putting Over the 











Bm. ©, 


1924 Convention 


Executive Committee 

QO. H. Hassel, Chairman 
John Spalo, Vice Chairman 

F. E. Foster 

Frank Hough 

A. F. Martin 

John O’Connor 

H. A. Rosenbach 


G. M. Spangler, Secretary 


j Finance Committee 


John O'Connor, Chairman 
I. B. Rosenbach 
A. E. Taylor 


Booths and Displays Committee 


A. E. Taylor, Chairman 
F. T. McLoney 


. Harry Silver 








f February 2, 1924 


Footwear Style Revue Committee 


F. E. Foster, Chairman 


O. G. Adams 
E. Beck 


Frank Hough 


Publicity Committee 


H. A. Rosenbach, Chairman 
C. H. Fliessbach 


Harry Levinson 


A. J. Metzel 
A. J. Ruby 


Entertainment Commitlee 
H. A. Meyer, Chairman 


A. Ackerberg 


Chas. Feltman 


R. B. Martin 
H. A. Rogers 
A. J. Ruby 

C. J. Stevens 


McLAUGHLIN 


Cincinnati 
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0. H. HASSEL HARRY A. MEYER 
Chairman of Executive Committee Chairman of Entertainment Committee 








A. E. TAYLOR EDWARD BECK 
Chairman of the Booth and Displays Committee Who puts on the Style Show f 











February 2, 1924 


Febry 


BOOT AND SHOE RECORDER 112 

















10:00 P.M. 


On Monday, February 11, 1924 
1:00 P.M. Convention opens. 
BRUNI soo vcccdeesacs Rev. E. D. Gildersleeve 
Official Welcome to Chicago 
Hon. Wm E. Dever, Mayor 
I acs csbasdekeondennens Pres. John Slater 
Business: 
Organization of Convention 
Appointment Committees 
Resolutions (5 members) 
Nominating (7 members) 
Elections (5; members) 
President's Message... ...00.-+000e00+ John Slater 
Retail Business in 1924 AN \ 
Harry A. Wheeler, Pres. Union Trust Co., f {r L : 
Chicago, Twice Pres. U. S. Chamber Commerce § J L \ 
Harvard Bureau—its Service....Richard Lennihan 1 pores ; 
: 4:30 P.M. Premiere Footwear Style Revue } tere mae 
Salers : “SHOP. | 
6:00 P.M. State Presidents’ Dinner and Meeting, Congress  AALK. : 
Hotel | Goavention: 
{ 8:00 P.M. Footwear Style Revue b. S 
10:00 P.M. Wrestling, Boxing and Vaudeville, 2nd floor Coliseum 7 


Annex 
Dancing—Congress, La Salle, Sherman Hotels 
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A firsts \ 
4 esa 
: National : 
“SHOP ,: 
| “TAM : 
b.. onvention2 
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On Tuesday, February 12, 1924 


Morning reserved for Inspection of Exhibits. 





12 M. Convention Hall, Sam Davis Day, Cal Mensch presiding 
Vice Chairmen 


Jesse Adler J. C. Fedler 
M. A. Weiss O. S. Poe 
Julius Goldberg A. H. Howe 
H. C. McLaughlin Wm. Pidgeon 


W. E. Buckley 
Open Forum ;' 
Location and Rentals 
Store Front and Window Trim 
Store Trim 
Organization and Sales Plan 
Mark-up 
Net Profits 


Stock-keeping 

Styles 
Ps teccterdcvynonneed A. E. Taylor ; 
2 eee M. Yoskins 
ME, cicecceesoneces M. A. Weiss 
“Sell it with Color”...... Margaret Hayden Rorke . 


4:30 P.M. Footwear Style Revue 


6:00 P.M. State Presidents’ Dinner and Meeting, Congress 
Hotel , 


8:30 P.M. Footwear Style Revue 
10:00 P.M. Dancing—LaSalle, Congress, Sherman Hotels 
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February 2, 1923 














On Wednesday, February 13, 1924 
Morning reserved for Inspection of Exhibits 
12 M. Convention Hall 





























WAMNDAND ANNIE 











Chester Herold presiding 


Vice Chairmen 


J. Kempner * Joe Mullen ¢ 
Reuben Metz Jules Winkleman [ 
Frank Jacques Harry Weschler a 
Frank Nebe Frank Ballou TALS 
R. D. Chastian T. Walter Fred : 
Open Forum 
Merchandising 
Advertising 


Special Sales 
Return Goods 
Service—Its Power for Good-will 


ELECTION ANNOUNCEMENT 





4:30 P.M. Footwear Style Reoue 

6:00 P.M. State Presidents’ Dinner and Meeting, Congress 
Hotel 

8:30 P.M. Footwear Style Revue 

10:00 P.M. Wrestling, Boxing and Vaudeville, 2nd Floor Col- 
iseum Annex 

10:00 P.M. Dancing—Sherman, LaSalle, Congress Hotels 
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Valentine Day, Feb. 14, 
gives opportunity for con- 
gratulations all around. 





On Thursday, February 14, 1924 
12 M. Installation of Directors for 1924 
4:30 P.M. Footwear Style Revue 


8:30 P.M. SPECIAL—Footwear Style Revue at RAINBO 
GARDENS 


MEN WHO MAKE THE CONVENTION 


Executive Committee 
O. H. Hassel, Chairman Frank Hough H. A. Rosenbach 
John Spalo, Vice-Chairman A. F. Martin 


G. M. Spangler, Sec’y 
F. E. Foster John O'Connor 


Committtees 
FINANCE FOOTWEAR STYLE A. J. Metzel 
John O'Connor, Chairman REVUE A. J. Ruby 
I. B. Rosenbach F. E. Foster, Chairman ENTERTAINMENT 
A. E. Taylor O. G. Adams : 
E. Beck H. A. Meyer, Chairman 
BOOTHS Frank Hough A. Ackerberg 
Chas. Feltman 
AND DISPLAYS PUBLICITY R. B. Martin 
A. E. Taylor, Chairman H. A.Rosenbach, Chairman H. A. Rogers 


F. T. McLoney C. H. Fliessbach A. J. Ruby 
Harry Silver Harry Levinson C. J. Stevens 
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Models on the runway at the style show held in connection with the P.S. R. A. convention 


Prices and Styles Discussed at the 
Pennsylvania Convention 


HE tenth annual convention of Pennsylvania 

Shoe Retailers’ Association has passed into his- 

tory as the biggest and best of the many educa- 
tional and inspirational get-togethers of Keystone 
state merchants. 

The Wednesday morning session (January 23) 
opened with a talk by Dr. E. S. Cattell, Bureau of Sta- 
tistics, Philadelphia Chamber of Commerce, who gave 
a strong message of faith in America and the American 
shoe business. He said the desire for luxuries, for change 
and high wages are permanent factors and these con- 
ditions mean “‘we are going to have bigger and better 
business in the next five years than in the past.” 


Present Day Conditions and Their Cure 


\. S. Kreider spoke on the shoe and leather outlook 
for the present year. People erroneously compare price 
of raw hides with what shoes cost, he commented, and 
finds that this same thought exists even at the present 
time. He asked his hearers to remember that high prices 
occasioned by false economic situation of war days did 
not result in a single extra hide being produced because 
hides are not manufactured and the same number of 
hides would have been in market if price had been 


one-third of what it was. ‘Neither do low prices dimi- 
nish supply of hides and skins because hides are not 
manufactured,” he said. 

Referring to Mr. Hoover’s statement that we are 
over-factoried, that if factories were running at 100 per 
cent production we would probably make all the shoes 
we need for a year in about seven months. Mr. Kreider 
said that was true, but that this is not anything strange, 
that these conditions have existed right along. “We 
have more shoe stores than are actually needed tosupply 
people in some localities. The number could be reduced 
one-half, and no one would go bare-footed, but that 
does not solve the problem.” 

This condition is true not only in the shoe business 
but in practically every other line. The situation nar- 
rows down to the survival of the fittest. The man who 
conducts his business on an economical basis and sees 
that he gets cost of his shoes back, plus expense of 
doing business and small profit, will stay in business. 


No Material Price Changes in Sight 


Mr. Kreider cannot see any material change in prices 
this year nor reduction of wages during next six months, 
or possibly, a year, for if shoe workers cannot find em- 
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ployment in the shoe factory, they will go some- 
where else where they can make the same or better 
wages, so that the manufacturer who hopes to reduce 
costs through lowering of wages will find himself with- 
out workmen in the raw material market. 

, There is much agitation as to the style situation, 
he said. The fact is if shoes were manufactured only 
as coverings for feet and on as economical a basis as 
possible and to give the greatest possible amount of 
service, shoe bills could possibly be cut in half, or may- 
be in third, but such is not the case. Shoes must give 
a certain amount of wear, but that is not the strong sell- 
ing feature and it is good for the industry that it is not. 
He believes that the style element is a distinct benefit 
to industry. He said: 


Who Makes the Style? 


“The reason that retail shoe mer- 
chants are always asking for some- 
thing new is because a woman, no 
matter how comfortable or how 
pretty is the shoe she bought last 
season, is looking for something dif- 
ferent next time. Through style, you 
are doing a larger volume of business 
than you would otherwise. I think 
that another factor, that of under- 
production, is because we are selling 
more good shoes today than ever.” 


Too Few Styles, says Rosenbach 


H. A. Rosenbach, vice-president 
of the National, ran on from Chicago 
and took occasion to give a three- 
minute talk on the style situation. 
He said, that at the risk of seeming 
radical, he wished to declare emphati- 
cally that we have not enough styles. 

“Take women’s shoes from the 
first of January to December 31, 
customers will buy for spring, new 
shoes, perhaps fancy straps in patent, or suede, then 
after six weeks, when the bright colors of green, or blue, 
or red, appear, she wants another pair, then we come 
into whites. That takes up to August, in which we clean 
up and the first of September, we are showing fancy 
straps again, but the woman does not see anything par- 
ticularly new, so she wears that pair of fancy straps 
she bought last spring, and does not buy new ones, 
because the style has not changed. 

“If Colonials had reached us in September this year, 
instead of November, it would have helped. The idea 
of four-buckle arctics ruining our business is an alibi, 
for we have not had the weather. 

*‘What we need is a sharp line of de- 
marcation between types of shoes for 
fall and for spring wear. We should im- 
press this upon manufacturers and 
pattern makers. When the National 
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LEON REINEBERG 
Newly Elecied President of the P. S. R. A. 


February 2. 19% 
meets in Chicago next month, I hope 
that enough signatures may be had on 
a request to every manufacturer in this 
country, to give usa marked style con- 
trast between spring and fall shoes.’ 
Resolutions adopted were in substance as follows: 
Sincere appreciation extended to President Lee 


Reineberg, board of directors and active committers, - 


for untiring efforts in promoting the welfare of Penn- 
sylvania Association during the past year. 

Appreciation extended to Philadelphia committee 
whose efforts insured convention’s success. 

Co-operation of manufacturers and wholesalers 
through their very attractive exhibits, deserve and 
should receive earnest support of buyers. 

Resolved that the slogan adopted by National 
Shoe Retailers’ Association ““Walk and be healthy” 
be used on all stationery used by re- 
tail merchants of Pennsylvania, and 
that we recommend that national 
have made for distribution at cost 
a suitable plate or tablet bearing this 
slogan. 

Retail shoe merchants reminded 
to promote sale of lighter and dressier 
types of men’s shoes and to adopt 
and use in advertising and sales pro- 
motion the slogan “Shoes for oc- 
casions.”” 

The members of Pennsylvania 
Association, having on several oc- 
casions furthered the campaign for 
truth in advertising, again pledge 
efforts to stamp out in their various 
communities all misrepresenting of 
quality, quantity and values in ad- 
vertising. 

Members of Pennsylvania Asso- 
ciation advised to encourage the pub- 
lic to donate disused and partly worn 
, shoes to Near East Relief and to 
include in such donation unsalable shoes from their 
own stocks. 

Recognizing that increased prosperity and well being 
of the members and consuming public would be greatly 
stimulated through decrease in national, state and local 
taxes “‘we indorse the Mellon tax plan and recommend 
that a copy of this Resolution be sent to our Senators 
and Representatives at Washington.” 


Reineberg Made President 


Lee Reineberg, of York, president; Re-elected, 
Albert J. Schmidt, Pittsburg, vice-president; Roy 
Walters, Wilkesbarre, 2nd vice-president; C. J. Mensch, 
Pittsburg, re-elected treasurer; George M. Garman, 
Philadelphia, re-elected secretary. 

Directors:—M. H. Neuwahl, of Altoona; Lee Reine- 


(Continued on page 132) 
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Canadian Shoemen Want Higher Tariff on 
Sloe Imports 


Resolution Passed at Joint Meeting of Trade Branches 
at Montreal Convention 


the Slater Shoe Company, was elected president 

of the Shoe Manufacturers’ Association of Can- 
ada at the second annual convention at the Windsor 
Hotel, Montreal. J. A. Walker, Toronto, and J. E. 
Samson of Quebec were elected vice-presidents. 

The new president for many years has been in the 
shoe business, being familiar with the trade on both 
sides of the Atlantic. In 1909 he was elected to the 
Board of Directors of the Slater Company and is now 
vice-president. Other officers elected were: Roy Weaver, 
manager and treasurer; and Lionel Theoret, secretary; 
Executive Committee— F. J. Leckie and J. D. Palmer; 
Western and Maritime Representatives—From On- 
tario, F. H. Ahrens, W. H. Duffield, G. H. Ansley, F. S. 
Scott, L. C. VanGeel, George A. Blachford, S. G. Un- 
derhill; from Quebec—J. M. Stobo, J. Perkins, G. Car- 
pentier, J. B. Goulet; from Montreal—O. Dufresne, R. 
Montague Davy, A. Tetreault, N. Macfarlane, R. 
Lanthier and A. A. Bradley. J. E. Warrington, who 
presided and Joseph Daoust, both past presidents, sit 
on this committee. 

J. A. McLaren, Toronto, is president of the Shoe 
Wholesalers’ Association and Howard C. Blachford was 
elected head of the National Shoe Retailers’ Associa- 
tion. 

It was decided by the convention to change the time 
of the annual meeting from January to November and 
to hold it separate from gatherings of the other shoe 
trades. This will eliminate the difficulty of several meet- 
ings going on at the same time. 

Among resolutions passed was one to the effect that 
all shoe manufacturers, other than those who do a regu- 
lar wholesale, as well as manufacturing business, con- 
tinue the practice of charging the sales tax on the in- 
voices. 

J. A. McLaren of Toronto was the principal speaker 
of the second day. Reviewing the shoe business from 
§ 1922, he said this year saw production in Canada at its 
peak for the pre-war period. More shoes were made in 
1912 than in 1922 or 1923. War then set in and factories 
were made more efficient as the demand increased and 
w Production reached its highest point in 1916 when the 
@ output of Canadian factories exceeded 20,000,000 pairs. 
This was followed by a decline until 1922, when pro- 
duction showed a little increase, he said. 

At the present time the factories are engaged in the 
Keenest kind of competition in order to keep their 
plants busy. 


L P. DESLONGCHAMPS, prominent officer of 


Officers for the year for the Montreal Shoe Retailers’ 
Association were elected. C. R. LaSalle of Montreal was 
made president. The other officers are: First vice-presi- 
dent, C. F. Rannard, Winnipeg; second vice-president, 
L. C. Lockett, Kingston, Ont.; third vice-president, 
N. W. Rising, St. John, N. B.; secretary, J. L. Chisholm, 
Toronto; treasurer, Jas. W. Jupp, Toronto; provincial 
chairmen, Chas. F. Stanford, Vancouver, B. C.; Fred 
Irvine, Calgary; Wm. Marshall, Moose Jaw, Sask.; 
John Affleck, Winnipeg, Man.; Ge. St. Leger, Toronto, 
Ont.; Aime De Montigney, Montreal, Que.; John 
Vaughan, Jr., St. John, N. B.; Geo. W. Maloney, North 
Sydney, N. S.; J. A. Robertson, Charlottetown, P. E. I. 

Several resolutions dealing with important topics of 
interest to the trade were passed. 


Merchants Attack Credit System 


The credit situation was blamed by the national re- 
tail shoe merchants for the major portion of the prob- 
lems facing the shoe trade today. Too liberal an exten- 
sion of credit has rendered it extremely easy to enter the 
retail business and places burdens on the legitimate 
shoe merchant. Certain standards, financial, moral and 
commercial were asked for from persons contemplating 
entering the business. 

Retail merchants also objected to manufacturers or 
wholesalers operating or controlling retail shoe stores in 
competition with retail merchants. The latter also went 
on record asking form method regarding the sales tax, 
that is that the tax be shown on all invoices or absorbed 
by manufacturers or wholesalers. 


Favor Restricting Style Changes 


Of considerable interest was the resolution passed 
regarding the multiplicity of styles. The retail trade, it 
was pointed out, has suffered through this arrangement 
and it was resolved that the association put itself on 
record as being in favor of the restriction of style 
changes, and recommended that the showing of new 
styles be limited to not more than four definite seasons. 

The manufacturers believe that immigration is the 
only solution for Canadian industry. “Therefore, be it 
resolved that this Association place itself on record as 
favoring an immediate effort by the Dominion and 
Provincial Governments to induce immigration on a 
large scale.” 

The appeal of the manufacturers’ association for 
higher protection against imports of boots and shoes 

(Continued on page 132) 
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ASSOCIATIONS ON THE FIRING LINE 
UNDER THE N.S. R. A. FLAG—AND 
REPRESENTED AT THE CONVENTION 


ALLIED SHoE TRADES OF MARYLAND: 
David Goldstein, 587 N.Gay St., Baltimore, Md. 


CauirorniA SHOE Retalcers’ Assn.: 
Melville Kaufmann, Sommer & Kaufmann, 
836 Market St., San Francisco, Calif. 


Capito. District SHor DeAcers’ Assn.: 
Louis Hoffman, 52 Rose St., Buffalo, N. Y. 


Connecticut SHoe Reraicers’ Assn.: 
W. F. Myers, care of M. Myers & Son, 135 
Orange St., New Haven, Conn. 


(D. C.) WasuincTon SHoek Retailers’ Assn.: 
Arthur Burt, 1343 F St., N. W., Washing- 
ton, D.C. 


Itumnots SHoe Retaiters’ Assn.: 
W. H. Ackerman, 104 § Sixth St., 
field, Ill. 


Spring- 


Inprana Retait SuHoe Assn.: 
Clyde E. Young, care of L. Strauss & Co., 
Indianapolis, Ind. 


Iowa Retait SHoe Deacers’ Assvn.: 
Ira L. Welch, Griswold, Iowa. 


Kansas SHoe Retalicers’ Assn.: 
Schuyler Fones, Fr., Fones Shoe Co., 220 kL. 
Douglas Ave., Wichita, Kans. 


LancasTeR SHOE Retalcers’ Assn.: 
W.H. Pfoutz,26 N. Queen St., Lancaster, Pa. 


Los AncELES, Retain SHor Deaters’ Assn.: 
A. E. Adams, Room 903, Sun Drug Bidg., 
706 S. Hill St., Los Angeles, Calif. 


LouIsviILLeE SHoe ReEtTAILerRs’ Assn.: 
JF. C. Fedler, care of Boston Shoe Co., 417 8. 
pth Ave., Louisville, Ky. 


Marne Rerait SHoe DeAcers’ Assn.: 
Merton A. Lane, 381 Congress St., Portland, 
Me. 


Massacuusetts Retait SHot MERCHANTS’ 
Assn.: 
Geo. O. Fones, care of Willson’s Shoe Shop, 
388 Washington St., Boston, Mass. 


Mempuis Retait SHoe Deacers’ Assn.: 
J. E. Perkins, care of Perkins Shoe Co., 
Memphis Tenn. 


MIicuIGAN SHoe Retaliers’ Assn.: 
George E. Owens, 322 Genessee Ave., Saginaw, 
Mich. 


Mitwaukee Retait SHoe DeAcers’ Assn.: 
W. F. Wuerl, 2726 Lisbon Ave., Milwaukee, 
Wis. 


Missourt Retait SHoe Deaters’ Assn.: 
Emil Kappel, St. Louis, Mo. 


MowntTAIn States SHOE RETAILERS’ ASSN.: 
T. P. Hunter, Salt Lake City, Utah, 


NEBRASKA SHOE DEALERS’ ASSN.: 
Ferdinand Anderson, care of Smith, Hultin & 
Anderson, Wahoo, Nebr. 


New Beprorp SHoE Retalvers’ Assn.: 
C. T. LeBlanc, 1325 Acushnet Ave., New 
Bedford, Mass. 
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IF YOU HAVE 


New Hampsuire Retail, SHOE MERCHANTS’ 


Assn.: 
M. W. McWeeny, Manchester, N. H. 


New Orveans SHOE RetAILeErRS’ AssNn.: 
N. E. Facobs, 807 Canal St., New Orleans, 
La. 


New Yorx—Retait SHoe DeEaters’ Assn. 
oF (STATE) 
H. Irving Pratt, Oswego, N. Y. 


New York Citry—Rerait SHoE DEALERS’ 
ASSN. OF 
Jesse Adler, Adler Shoe Co., 186 E. 125th St., 
New York, N. Y. 


NorTHWESTERN SHOE RETAILERS’ ASSN.: 
H. S. McIntyre, 3332 Third Ave., So., 
Minneapolis, Minn. 


Onto Va.iey Retait SHoe DeAters’ Assn.: 
Henry F. Hagemann, 1006 Hartman Bidg., 
Columbus, Ohio 


OKLAHOMA SHOE RETAILERS’ AssN.: 
Sol. Facobs, Tulsa, Okla. 


Orecon Retait SHOE DEALERS’ Assn.: 
John Zingleman, care of Greenfield Shoe Co., 
Portland, Ore. 


PENNSYLVANIA SHOE RETAILERS’ ASSN.: 
George M. Garman, 258 N. 52d St., Phila- 
delphia, Pa. 


PuHILADELPHIA SHOE RETAILERS’ ASSN.: 
Jules Winkelman, 1130 Chestnut St., Phila- 
delphia, Pa. 


———_—___ 
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Poll of Honor, 


NOT ALREADY EN- 
LISTED, PLEDGE YOUR ALLEGIANCE 
NOW TO YOUR LOCAL LEADER 
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Ruope Istanp SHoE Retalicers’ Assn.: : 
Frank Kenyon, care of C. A. Stone & Co., ae 
127 Weybosset St., Providence, R. I. 


yt 


RocuesTeR SHOE RetalLers’ Assn.: 
F.L. Meyers, Fr.,25 Front St., Rochester, N.Y. 


Mb 


San Francisco SHOE REtAIcers’ Assn.: 
H. A. Ballentine, care of Hanan Shoe Store, 
San Francisco, Calif. 


SeaTTLe Retait SHoe DEALERs’ Assn.: = 
Edward N. Phelan, goo Arctic Bidg., Seattle, 
Wash. 


SoutH Benp SHoe Retali_ers’ Assn.: : 
Paul O. Kuehn, 125 8. Michigan St., South =) 
Bend, Ind. 


SOUTHEASTERN SHOE RETAILERS’ AssN.: 
C. V. Hohenstein, g12 New Gould Bidg., == 
Atlanta, Ga. : 


SPoKANE SHOE RETAILERS’ AssN.: 
H. C. Featherstone, Walk-Over Boot Shop,. 
Seattle, Wash. 


Texas SHoeE RETAILERS’ Assn.: 
Ernest C. Fordan, Fort Worth, Texas 


Tri-STaTe SHOE RETAILERS’ Assn.: z 
Abe Kemper, Little Rock, Ark. 


VERMONT SHOE RETAILERS’ ASSN.: 
B. F. Boynton, Burlington, Vt. 


Vircinta-CAROLINA SHOE RETAILERS’ AssN.: E 
W. S. Irish, Walk-Over Boot Shop, Rich- —- 
mond, Va. 





Wisconsin SHOE RETAILERS’ Assn.: 
Harry Lucas, 731 Third St., Milwaukee, Wis. 
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HE 13th annual convention of the Na- 

tional Shoe Retailers’ Association will 

open on Monday, Feb. 11, at the Coliseum, 
Chicago, with invocation by Rev. E. Gildersleeve. 
Hon. William E. Dever, mayor of Chicago, will 
extend the official welcome and President John 
Slater of the N. S. R. A. will respond. The con- 
vention will continue through to Thursday, 
Feb. 14. Business of the association will follow 
Mr. Slater’s address. The minutes of the 1923 
meeting will be read and approved. Committees 
on resolutions, nominations and elections will be 
appointed. President John Slater will read his 
annual message to the Association, followed by an 
address on “Retail Business” by Harry A. 


Wheeler, president of the Union Trust Co. and 
twice president of the U. S. Chamber of Com- 


merce. Mr. Wheeler is the only speaker on the 
program outside the trade, all others being con- 
nected with the shoe industry or with branches 
of the shoe trade. 

Richard Lennihan, of the Harvard School of 
Business Research, will follow 


RECORDER February 
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women and children. Margaret Hayden Rorke 
will speak on “Sell it with Color.” 

The afternoon and evening will feature style 
revues, the state presidents’ dinner and dancing 
at the hotels after ten o’clock. 

The morning of Feb. 13 will be free for in- 
spections of the exhibits. At noon, the second 
open forum meeting will be held with Chester 
Herold presiding. Merchandising, advertising, 
special sales, return goods, service—its power for 
good will will be the topics at the second meeting. 
Announcement will be made of the elections at 
this meeting. An afternoon and evening footwear 
style revue, wrestling, boxing and vaudeville at 
Io P.M. or dancing at the hotels will fill up the 
third convention day. 


Style Revue at Rainbo Gardens 


Thursday will mark the installation of directors 
for 1924, an afternoon style revue and at 8.30 
p.M. the last and gala event of the convention, 
the footwear style revue at the famous Rainbo 


Gardens. 





with an address on the Har- 
vard Bureau. At 4.30 the first 
footwear style revue will be 
held, followed by the state 
presidents’ dinner at the Con- 
gress Hotel and by wrestling, 
boxing and vaudeville in the 
Coliseum Annex and by danc- 
ing under the auspices of the 
N. S. R. A. at the Congress, 
Sherman and La Salle Hotels. 





Sam Davis Day on Tuesday 


The second day, Sam Davis 
Day, will be the outstanding 
meeting of the convention. 
The day will begin with an 
open forum meeting presided 
over by Cal. Mensch. Topics 


to be discussed are location 


“This will be an educa- 
tional meeting on a _ scale 
never before attempted,” said 
G. M. Spangler, manager of 
the N.S. R. A. 

“The advice of the Har- 
vard Bureau is the last word 
in modern efficiency and the 
result of years of study and 
analysis of the profits and 
losses of successful shoe stores. 
The Harvard experts will be 
at the service of every re- 
tail shoe merchant and _ will 
give equal and undivided at- 
tention to any man who cares 
to apply.” 

“The convention has be- 
come an institution in the 
trade. The money for the trip 
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is not money spent, but in- 
vested, bringing in dividends 
that can not be adequately 
calculated.” 

Four of the leading or- 


and rentals, store front and 
window trim, store trim, or- 
ganization and sales plan, 
mark-up, net profits, stock- 
keeping, and styles for men, 


WM. E. DEVER 


Mayor of Chicago, who will extend an 
official welcome to the delegates. 
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Wipe Off That Synthetic Grin! 


When you hit the Coliseum, step out of your store clothes and store pose. 


Lorke 
Forget them! 
style You're with “The Gang.” They're just as real as you'd like to be. So why not act real, 
1Ccing think real and exude a lot of that real old bottled-in-bond-cross-my-heart-pre-1919 good 
nature and good fellowship? You've had it tucked away in the cellar of your soul for a 
. devil of a long time—for just such a party. Unpack it! 
a Don’t lug bootleg hospitality to this Contention. The real stuff is none too good for 
cond the royal gocd guys who are going to hike hundreds of miles to meet up with you. Shake 
ester hands when and with whom you will. Spill your business bothers free. The more you 
sing spill the more the other fellow may check up for you out of his own bitter experience. 
~ And you, ditto. You are all Brother Merchants, gathered together from the four corners 


r for 
ting. 
S at 
vear 
e at 


of Uncle Sam's farm to learn a little more about selling more shoes right. 

If you don’t know another guy's name—ask him. He’ ll be flattered by your curiosity. 
And if it’s slipped your mind—admit it. He'll think more of you. And for the luv o 
old Mrs. Murphy’s cow with the fatal hoof—when you introduce one chap to another, 
don’t mumble it as if you were introducing a Scofflaw to his new Rum-Runner! Bark 
it right out loud and snappy-like! 


the ma \\\ a, / : 7 gas ica dete a! 
j \\j Vie What we want is Conviviality—with the “con” canned ! 
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D3 chestras of the city will play during the conven-_ casion in their home stores. The revue will classify 
rs tion. Two will play in the Coliseum proper, one thousands of shoe models according to the occa- 
ndo in the annex and one in the Greer Building. Van’s sions at which they should be worn. It will class- 


that will fix the lesson in the 
minds of every shoe merchant 
present, say members of the 
revue committee. 

A carefully selected band of 
mannikins will parade around 
a brilliantly lighted runway, 
against a Renaissance-Rocco- 


orchestra of fifty pieces will furnish the music for ify them in a way 


the footwear style revue. The 

director of this orchestra is PEEEEESESS es Ege: ESS PSE. PEED OPES EEO EEE 
working out a musical pro- 

gram that will be in keeping | 

with the models who will 

parade. Strident airs will be 

played for the men and waltzes 


ica- 
cale 
said 





and fox-trot melodies for the 
girls. 

There will be considerable 
rivalry among the models, 
report the members of the 
revue committee. With the 
increasing interest that is be- 
ing taken in shoe circles in 
men’s shoes, it is predicted 
th it the young men and their 
footwear will be unusually 
popular. The footwear style 
revue will go a long way, the 

nmittee hopes, in revolu- 
ionizing the wardrobe of the 

crage man and woman. It 
| put over to retail shoe 
ierchants the importance of 
emphasizing shoes for the oc- 


HARRY 


A. WHEELER 


He will address convention on “Retail 


Business” on the 


opening day. Mr. 


Wheeler is president of the Union Trust Co 
of Chicago 
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co background, designed by 
C. J. Tietzel, a scenic artist of 
world-renown, to-set off this 
shoe fashion show. The great 
meeting hall will resemble a 
Louis XIV fete in its magni- 
ficence. Hunderds of booths, 
uniformly maroon, green and 
yellow, will cover the vast 
floor space of the Coliseum. 
An orchestra will play during 
the style revues. The models 
will be carefully gowned by 
leading dressmakers. The men 
will be outfitted by Hirsh, 
Wickwire Co. of Chicago, and 
they will be outfitted to show 
the real meaning of “Shoes for 
Occasions” as applied to men. 
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Who’s Who in the N.S.R. A. 


They Expect You to- Meet and Mix with 
Them and tocMeddle Into Their Duties 


| Jonn Sater Joun J. Barro Georce M, Spanc_Ler 
President Secretary-Treasurer Manager 
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A. C, McGown E. D, GirpersLeeve 
President Emeritus Chaplain Emeritus 


VICE-PRESIDENTS 
H. A. Rosensacn, First Vice-President Frank P. Mever, Second Vice-President 
Roy E. Stevens, Third Vice-President 


BOARD OF DIRECTORS By-Laws 
Past PresiDENTS H. A. Rosensacu, Chairman Chicago, Lil. 
A. H. Gevtine Philadelphia, Pa. K. W. Watters Buffalo, N.Y. 
James P. Orr Cincinnati, O. C. E. Wittrams St. Louis, Mo. 
C. K. CutsHotm Cleveland, O. Conference 
Percy Hart, Chairman New York 
Harry W. Haun Washington, D. C. O. H. Hasse Chicago, Til. 
N. E. Jacoss New Orleans, La. J. P. Orr Cincinnati, O. 
Cuester Heroip San Fose, Cal. L. F. Turriy Houston, Texas 
L. E. Laneston Fort Worth, Tex. K. W. Warrers Buffalo, N. Y. 
C, LupesBuexL Pittsburgh, Pa. W. W. Wittson ; Boston, Mass. 
H. A. Rosensacu Chicago, Til. Executive 
Roy E. Stevens Ottumwa, Ia. C. K. Cutsnoim, Chairman Cleveland, O. 
RevuBen STieFeL Memphis, Tenn. A. H. Geutine Philadelphia, Pa. 
L. F. Turrty Houston, Tex. H. E, Hacan Boston, Mass. 
Percy E. Harr New York, N.Y. 
Joun J. Bairp Columbus, O. C. E. Witttams St. Louis, Mo. 


A. B. Caspar Milwaukee, Wis. Finance 
F. E. Foster Chicago, Til. Roy E. Stevens, Chairman Ottumwa, Towa 


H. C. McLaveutin Cincinnati, O. Joun J. Barro Columbus, Ohio 
Cat Menscn Pittsburgh, Pa. C. E. Wiii1ams St. Louis, Mo. 
Frank P. Mever Danville, Ill. Freight and Transportation 
J. J. SeNSENBRENNER St. Louis, Mo. C. Lupesuext, Chairman Pittsburgh, Pa. 
Joun SLaTer New York City SEATON ALEXANDER Wheeling, W. Va. 
K. W. Warrers Buffalo, N. Y. Cat Menscu Pittsburgh, Pa. 
1 Year ‘ Insurance 
Seaton ALEXANDER Wheeling, W. Va. J. P. Orr, Chairman Cincinnati, Ohio 
W. S. Bycx Atlanta, Ga. SEATON ALEXANDER Wheeling, W. Va. 
H. E. Fontivs Denver, Colo. Joun J. Bairp Columbus, Ohio 
Henry E. Hacen Boston, Mass. Joun O’Connor Chicago, Til. 
Percy E. Harr New York City J. E. Witson Detroit, Mich. 
V. E. Vaire Kokomo, Ind. Legislative 
C, E. Wiiirams St. Louis, Mo. Henry E. Hacan, Chairman Boston, Mass. 
J. E. Wirson Detroit, Mich. V. E. Vatre Kokomo, Ind. 
W. W. Wittson Boston, Mass. J. E. Wiison Detroit, Mich. 
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Stewards of the Craft 


Their Obligation in Filling Offices of Trust 
in the NS. R. A. is to Give You (ounsel 


Membership 


Men's Style 


SEATON ALEXANDER, Chairman Wheeling, W.Va, 


Harry W. Hawn 
N. E. Jacoss 
L. E. Langston 
RevusBen STIEFEL 
L. F. Turrry 


: Publicity 
F. E. Foster, Chairman 


O. G. Apams 
Jutius GotpBERG 


Rubber 
D. F. Sutiivan, Chairman 


S. J. Brouwer 
L. Bycx 

I. B. Howe 

R. Merz 

Geo. E. Peirce 
C, L. THomas 


Washington, D. C. 
New Orleans, La. 
Fort Worth, Texas 
Memphis, Tenn. 
Houston, Texas 


Chicago, Til. 
Chicago, Il. 
Chicago, Til. 


Fall River, Mass. 
Milwaukee, Wis. 
Louisville, Ky. 
Boston, Mass. 
Chicago, Til. 
Providence, R. I. 
Marion, Ind. 


Style Conference Committee 
H.C. McLaucuuin,Gen. Chairman Cincinnati,Ohio 


Women’s Style 


Maurice A. Weiss, Chairman 


O. G. Apams 
Eimer A. CLarkK 
W. A. GeutTinc 


New York City 
Chicago, Til. 
Cleveland, Ohio 
Philadelphia, Pa. 


Women’s Advisory 


Maurice A. Wess, Chairman 


E, AMAR 

T. Henry Brack 
Joun G. Buck.ey 
F. H. Bus 
Harry Canrrovitz 


Cuartes Fepier 
Harry A. Gipson 
W. A. Knicut 

A. LaRose 
Harotp McNett 
C. B. Mitter 
Cuas. E. Peror 
Geo. A. Pierce 
Mito SLADE 
Frep S. Stewart 
Harry C. Voiiratu 
H. H. Watson 
Carot S. Witts 


New York City 
Cleveland, Ohio 
Portland, Maine 
Houston, Texas 
Los Angeles, Calif. 
San Francisco, Calif. 
Louisville, Ky. 

San Francisco, Calif. 
Portland, Oregon 
Cleveland, Ohio 
Boston, Mass. 
Columbus, Mo. 
Cleveland, Ohio 
Minneapolis, Minn, 
Des Moines, Iowa 
Atlanta, Ga. 
Cincinnati, Ohio 
Texarkana, Ark. 
San Francisco, Calif. 


A. E. Taytor, Chairman 


Geo. N. GeutTiInc 
B. H. Orr 
Cuas. VoLLER 


Men's Advisory 
A. E. Taytor, Chairman 


JoserH BERBERICH 
Morais E : is 
Irvinc B. Howe 
I. R. Jacoss 
Dave KEMPNER 


WILLIAM KAUFMANN 


Bos Love 
GeorceE E. Peirce 
I. S. RosEnBERG 
Tuomas SHERRON 
W. S. Strycker 


Chi.dren’s Style 
Maukxice Yosxin, Chairman 


Ratpo BAKER 
S. J. Brouwer 


Cart BurcsTAHLER 


Chicago, Til. 


Philadelphia, Pa. 


Cincinnati, Ohio 
Cincinnati, Ohio 


Chicago, Iil. 


Washington, D. C. 


Nashville, Tenn. 
Boston, Mass. 


New Orleans, La. 
Little Rock, Ark. 
San Francisco, Calif. 


Memphis, Tenn. 


Providence, R. I. 


Joplin, Mo. 
Memphis, Tenn. 
Omaha, Nebr. 


Philadelphia, Pa. 
Los Angeles, Calif. 
Milwaukee, Wis. 


Chicago, Til. 


Children’s Advisory 


Maurice Yoskin, Chairman 


L. J. BeroMAnn 
Mr. Brusinc 
Georce P. Bussey 
Apert K. ConEeNn 
H. S. Gorpon 

W. N. Grirritus 
Joserpn Hart 

A. F. Herpen 
Davip B. HucuHes 
G. A. Movat 

E. Piper 

Mr. REINEBERGER 
R. W. Strurceon 
Ciype TAYLor 

F. G. Wricxt 


Ways and Means 
Joun O’Connor, Chairman 


C. K. CuisHoitm 
A. H. Gevutine 


Philadelphia, Pa. 


Columbus, Ohio 


Youngstown, Ohio 


Macon, Ga. 
Little Rock, Ark. 
Cincinnati, Ohio 

St. Foseph, Mo. 
Helena, Ark. 
Fort Smith, Ark. 
Providence, R. I. 
Cleveland, Ohio 
Chicago, Ill. 
Pittsburgh, Pa. 


Des Moines, Iowa 


Cleveland, Ohio 
Louisville, Ky. 


Chicago, Til. 
Cleveland, Ohio 


Philadelphia, Pa. 
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State Association Members Plan to Go 
in Bunches 


EADQUARTERS for the _ Tri-State 
H ecsies Association will be at Hotel 

Sherman. Ten members from Little Rock, 
Ark., are going to attend, but the exact number of 
members of the organization who will was not 
known prior to Feb. 1. 


Fifteen from Washington, D. C. 


Fifteen retail shoe merchants of Washington, 
D. C., will arrive in Chicago on Monday morning, 
the opening day of the convention. There will be 
no headquarters in the convention city. 


Illinois Sending Two Hundred Members 


Two hundred members of the Illinois State Con- 
vention are expected to attend. Headquarters will 
be at Hotel Sherman. The date for the next state 
convention of the Illinois organization will be 
chosen by the board of directors at Chicago. There 
will be no special train. 


Kansas Delegates at Palmer House 


The Kansas Shoe Retailers’ Association will 
send 50 delegates to the convention. They will 
leave Kansas City, Mo., at 7:30 P.M. on the even- 
ing of Feb. 10 and will arrive in the big Illinois 
city on the morning of Feb. 11, the opening day of 
the convention. Headquarters will be at the 
Palmer House. 


Southeastern Association § ending Many 


Quite a delegation of members from the four 
states of the Southeastern Shoe Retailers’ Asso- 
ciation will attend. A large number will go by the 
way of Atlanta, leaving by Dixie Flyer. Leaving 
on morning of February gth to arrive in Chicago, 
February roth. M. A. Condon, president, wired 
the Recorder; “I would not miss the big show for 
anything.” 


Ohio Valley Sending Two Hundred 


About two hundred members of the Ohio Valley 
Retail Shoe Dealers’ Association will attend the 
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Chicago Convention. There will be no special 
headquarters. Members will stay at various hotels. 
“Tt is our intention to run special cars from Colum- 
bus to Chicago. The date of leaving is undeter- 
mined. Much enthusiasm for the big show exists 
in our territory and I am sure it will be well 
represented,” wires Henry F. Hagemann, secretary, 
of Columbus, Ohio. 


Twenty-five New York City Merchants 


Twenty-five shoe merchants, members of the 
Retail Shoe Dealers’ Association of New York, 
will leave New York February roth in special car 
on the Penn, and will be joined by the Philadelphia 
delegation, all arriving in Chicago on Monday 
morning. Headquarters will be Hotel Blackstone. 


Memphis to Be Represented 


About ten men will go separately from Memphis, 
Tenn,. as delegates of the Memphis Retail Shoe 
Dealers’ Association. 


One Hundred Por Cent from Indiana 


The entire organization of sixteen will attend 
Chicago convention. They will arrive Sunday in a 
body. There will be a combined meeting of Indiana 
Retail and Travelers’ Association Tuesday even- 
ing at the.Atlantic Hotel. 


Leaving Louisville on Special Train 


About twenty members of the Louisville Shoe 
Retailers’ Association will attend the National 
Convention. They will leave in a body on special 
car Saturday evening, February gth, and will 
arrive at Chicago, Sunday morning, February 
roth. Headquarters will be at Hotel Sherman. 


Maine Members Going Individually 


Individual members of the Maine Shoe Dealers’ 
Association will attend the convention. The mem- 
bership being scattered over a vast and sparsely 
populated area will be represented by individuals 
and small groups. 
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Easter Comes with New Promise 


Holiday This Year Should Be a 
Wonder ful Merchandising Event 


HEY are saying that miracles are impossi- 
ble. What nonsense! Did you ever see the 
first green grass of Spring without an odd 


tickling round your heart? A miracle! And you > 


know it. 

Soon Easter will raise the curtain of the great 
annual miracle of Growing Things: growing buds, 
growing little creatures, growing boys and girls, 
growing men and women, growing business and 
growing fashions for living, loving and working. 
\ Color Card—released by The Great Artist—will 
scatter its official hues over meadows, hills and 
nountains—and Man will steal a few of the choicest 


for leather to make beautiful the feet of his Better- 
Half. 

Miracles? Why, Man, take your nose out of 
your ledger for a minute—take a deep breath and 
you can sense the Miracle which Spring is soon 
going to stage on your very doorstep. 

This is the spirit which you should have in look- 
ing at shoes and hosiery and store merchandise to 
fit into the picture of Spring, with Easter, its great 
festival, on April 20. It is as necessary for women, 
men and children to show by their garb, the 
change of season, as it is for all Nature. Public 
recognition of this spells your opportunity. 
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toire style, that is to say, milliners are show- 
ing hats in Directoire style; a fancy dress 
ball at the Opera has been organized with cos- 
tumes in Directoire styles and American buyers, 
one and all who are now in the Paris market, are 
talking the Directoire influence. That the Pari- 
sian, however, will blossom out in striped effects, 
high waisted gowns and broad brimmed poke 
bonnets for the spring season is not for one mo- 
ment to be dreamed of. On the contrary, the long 
straight silhouette with the waistless effect strong- 
ly emphasized with belts almost entirely sup- 
pressed, and with the waist, when such a feature 
is allowed, placed either below the hips or squarely 
at the normal, stand out as the distinctive note. 
This long, straight, slinky silhouette is based on 
the Russian, Chinese and the 1880 influences. 
Skirts are short and scant and circular cuts are 
prominent and there is a very decided increase of 
favor towards the fullness at back, it being claimed, 
and rightly, that the flat back skirt is too difficult 
for the average woman to wear, and that a change 
towards a little more ease at back, if not fullness, 
would be acceptable. 


Pre for the moment is talking the Direc- 
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Parisian 

Strap Patterns 
for Spring 
More Simple 
in Design 


A pump effect in tan 
glazed kid with a novel 
waist line strap effect 


Plaids are the big note in dress fabrics, with 
flowered prints. Plain colorsfrule supreme for street 
costumes, pushed by mixed colorings in two and 
three color effects. ‘ 

In giving due consideration”to Paris shoe pat- 
terns, it is well to remember that they are designed 
for trade at custom shops and many times cannot 
be interpreted accurately in mass production. 
However, broad minded shoemen have expressed 
themselves to the effect that no matter where the 
new style idea originates, if it is good taste, it 
should be given worthy consideration and the 
public should have the opportunity to obtain the 
fruits of the style ideals. 

Black and white and black and Chinese red are 
going strong. Browns are still in big demand, and 
navy blue is said to be the favorite color for Paris 
for the spring. Emerald green is featured by many 
of the leading milliners for sport, also yellow; 
notably yellow in the deep rich shades of gold and 
orange. 


Strap Designs Express Simplicity 


The main features of shoes for the spring in 
Paris are higher cuts; strong increase in favor of 
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Oxford effects, many fancy tongue styles and 
straps. Strap effects are still good, but always and 
invariably now shown in simple designs. The in- 
tricate cross-strap is rarely used. 

Black is the note, black gun metal kid, black 
suede and patent leather. One of the most fashion- 
able combinations is black kid with black lizard. 
This is ingeniously worked out in new models by 

Perugia. 

Two color combinations in kid, or in kid and 
lizard are being shown by all the high-class boot- 
makers, such as Hellstern, Greco and Perugia, but 
these models up to date are confined chiefly for 
display purposes, and are not worn by the smart 
Parisians, the latter, for the most, sticking closely 
to black footwear. Hellstern is showing several 
models in black stitched in multi-color. 

Green kids are having some vogue in the dark 
olive shades with trim of lighter colored lizard. 

The big note to be emphasized in all 
shoes which are being brought out in Paris 
is the tendency for higher cuts and simple 
effects. The very ornate, over trimmed style 

which has been the vogue for the 
last few seasons is rarely seen if 
ever worn. 


White Buckskin for Sport Shoes 


For sport, white buckskin 
with brown lacquered leather is 
the note, and the new models in 
this style of shoes are featured 
in fancy oxford effects, also in 
the double and single strap 
slipper style. 

There is a big vogue for plain 
black satin evening slippers with 
very elaborate, very large high 
rhinestone buckle placed like a 
tongue on the slipper. 

Evening slippers in black or in 
brown satin, with a metallized 
kid trim, also are very much in 
favor. For the full dress costume, 
however, metal and tinsel cloth 
in plain and in figured effects 
still hold the lead. 

Combinations of silver and 
gold are prominent in these eve- 
ning slippers. A fancy slipper in 
silver figured brocade, for in- 
stance, is frequently seen trimmed 


with a plain gold kid. 


Sandals for Evening Wear 


Sandal styles take precedence 
over all others for evening wear, 
with rhinestone, filigree,fgold or 
silver buttons. 
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A marked and constantly increasing vogue for 
buckles is noted, always in the new shape, namely, 
the long narrow oval which is worn placed verti- 
cally on the shoe. 

Wooden buckles, carved and lacquered, black 
composition buckles, plain oxidized silver buckles, 
with some little cut steel are favored, also mono- 
gram buckles in large square silver shapes, the 
center filled in with the iaitials. 

Perugia is still stressing lacquered effects on 
patent leather, in green and in scarlet, in the Chi- 
nese effects, and is featuring monogram trims, the 
monogram or the initials stamped, lacquered or 
appliqued in a contrasting kid onto the shoe. 





Missouri at the Morrison 


There will be 125 merchants from the state of 
Missouri. Headquarters will be at the Morrison 
Hotel. Special train to leave St. Louis, Saturday, 
February gth, with 300 on board. Will also bring 
on special train delegation of over one hundred 
merchants from State of Texas. 


Gray beige lizard with brown glazed kid quarter and strap. The buckle is of 
carved enamel wood and the slide therein in lizard. 
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(alendar of Coming (onventions 


A list of State Conventions and big trade “Get-togethers,” exclusive 
of that of the National Shoe Retailers’ Association. All the shoe world 
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knows this event is to be held at the Coliseum, Chicago,—February 11-15. 


February 26—Allied Shoe and Leather 
Industries of Greater New York, Hotel 
Commodore, New York. 

S. A. McOmber, Bush Building, 
New York City. 


March 3-4-5—Texas and Oklahoma Shoe 
Retailers’ Association, also Southwest- 
ern Shoe Travelers’ Association, Fort 
Worth, Texas. 

Secretary, Ernest C. Fordan, Fort 
Worth, Texas. 


March 10-11-12—Ohio Valley Shoe Re- 
tailers’ Association, Dayton. 
Secretary, Henry F. Hagemann, 
1006 Hartman Bldg., Columbus, 
Ohio. 


March 10o-11-12—Tri-State Shoe Retail- 
ers’ Association and Arkansas Shoe 
Travelers’ Association, Marion Hotel, 
Little Rock, Ark. 

Louis Plessner, Publicity Chair- 
man, 714% West Oth Street, 
Little Rock, Ark. 


March 10-11-12—New York State Shoe 
Retailers’ Association, Syracuse, N. Y. 
Secretary, Harry A. Chase, 16 

State Street, Rochester, N. Y. 


March 10-11-12—Northwestern Shoe Re- 
tailers’ Association, Minneapolis. 
Secretary, H. C. McIntyre, 3332 
Third Ave., South Minneapolis, 
Minn. 
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March 25-26-27—Iowa Retail Shoe Deal- 
ers’ Association, Des Moines. 
Secretary, Ira L. Welch, Griswold, 
Towa. 


May 1~-2-3—Southern Shoe Wholesalers’ 
Association, Atlanta, Ga. 
E. K. Marshall, g1 Hayne St., 
Charleston, S.C. 


June—Southeastern Shoe Retailers’ As- 
sociation, Charleston, S. C. 
C. V. Hohenstein, g12 New Gould 
Bidg., Atlanta, Ga. 


June g—10—11—12—California Shoe 
Retailers’ Association, Hotel Biltmore, 
Los Angeles, Calif. 

Secretary, Melville Kaufmann, 
Sommer & Kaufmann, 836 Mar- 
ket Street, San Francisco. 


July—lIllinois Shoe Retailers’ Association, 
Peoria, Ill. 
Secretary, W. H. Ackerman, 104 
South Sixth Street, Springfield, 
Til. 


July 14-15-16-17—National Shoe and 
Leather Exposition and Style Show, Inc., 
Mechanics Bldg., Boston. 

Secretary, Thomas F. Anderson, 
166 Essex Street, Boston. 


August 12-13-14—Wisconsin Shoe Re- 
tailers’ Association, Fond du lac, Wis. 
Secretary, Harry Lucas, 731 Third 
Street, Milwaukee, Wis. 
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An 


Education 














door of business knowledge at the Chicago 

Convention. The National Shoe Retailers’ 
Association is paying $12,000 annually to the 
Harvard Bureau of Business Research that its 
retail shoe merchant members may be better mer- 
chants. It urges more extensive co-operation with 
this Bureau. And so on February 11, 12, 13, and 
14, Harvard, with its big staff of twelve experts, 
will have moved from the College City of Cam- 
bridge to the Coliseum, Chicago, for a four-day 
educational course in shoe economics. 


| ARVARD BUREAU opens wide its great 


All Conferences Confidential 


Each research man will run a private “class 
room,” equipped with desk and chairs, where the 
retail merchant will be the only pupil, and where 
he can talk over his figures or problems in a strictly 
confidential manner, far away from the earshot 
of competitors, and without fear of interruption. 

Last year, over 600 merchants brought their 
figures for analysis or presented their problems for 
solution. This year, it is hoped that many more 
will take advantage of the assistance that will be 
rendered to them by the staff of the Harvard 
Bureau of Business Research. 


Charts for Large and Small 
Merchants 
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Harvard Bureau 


_ of Business 
Research at> 











conditions and facing similar problems; another 
chart will portray the profit or loss of retail shoe 
stores according to the rate of stock turn. 

The Harvard Bureau has ascertained that the 
average retail shoe merchant is usually successful 
in selecting proper styles, but that his greatest loss 
results from buying end sizes and narrow widths 
and for this reason merchants are interested in a 
simple stock system. To cover this requirement 
the Bureau has devised a stock-keeping system 
which can be readily installed in even the smallest 
store. 

Co-operation and Progress 


Whether you are a little merchant, or a big mer- 
chant, the Harvard Bureau of Business Research 
can help you. The President and other N.S. R. A. 
officers are most anxious that every member of the 
National should co-operate with this Bureau in 
this work, which is educational, and has brought 
about a clearer understanding of business costs, 
as well as furnishing a measure for merchandising 
progress. The Harvard Bureau of Business Re- 
search is, therefore, all equipped to give freely and 
confidentially of the benefits of its study to all those 
retail shoe merchants who will co-operate. “School 
is in Session” between the hours of g and § on 

each of the four days of the 
Convention. 


In addition to the consultation 
booth, a series of, large charts, 
showing the cost of doing busi- 
ness, the net profit, and the rate 
of stock turn for shoe stores doing 
various volumes of business, will 
be spread before the merchants. 
By filling out the blank form re- 
produced in the Recorder of Janu- 
ary 1g, a merchant will be able 
to compare his figures with the 
figures for stores doing approxi- 
mately the same amount of busi- 
ness, operating under similar 


Harvard Experts at 
Chicago 
Richard Lennihan, 
Director. 
M. P. McNair, Assistant Director 
C. E. Fraser, Chief of Staff. 
. Bancroft. 
. R. Broenniman. 
. A. Buck. 
. Cameron. 
. Donovan. 
nnardson. 


Assistant 


— 


OM> Poy sm 
eter may WO 


Texans on Special Train 


Approximately 50 members of 
the Texas Shoe Retailers’ Asso- 
ciation and some members of the 
Oklahoma association will leave 
in a body from Fort Worth, 
Texas, on Friday, Feb. 8, in 
special cars on the regular San 
Francisco-Texas train by the 
way of St. Louis, consolidating 
there with the St. Louis special 
train. The delegations will arrive 
in Chicago Sunday, Feb. to. 
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Prices and Styles Discussed at the 
Pennsylvania Convention 
(Continued from page 18) 


berg, York; Roy Walters, George W. Ludbuehl, Pitts- 
burgh; Harry I. Boyd, Lancaster. 

Time and place of holding next meeting will be de- 
cided by directors after National meeting. Directors 
voted to admit merchants from Maryland, Delaware, 
New Jersey and District of Columbia to membership. 


Slater’s Speech on Tuesday 


John Slater, president of the N.S. R. A., wasgivenan 
enthusiastic reception when he mounted the platform. 
After paying tribute to the men who made the National 
a fact and to those responsible for the success of the 
Pennsylvania convention, Mr. Slater proceeded to 
give an account of his stewardship for the year. Among 
the points which he stressed were the following: 

1. Working in harmony with the Textile Color Card 
Association and seeing to it that retail salesmen are 
thoroughly well acquainted with the various colors and 
their names. 

2. The saving of hundreds of thousands of dollars 
to retail merchant buyers through the medium of ac- 
curate style forecasts. 


A Plea for the Harvard Bureau 


3. The work of the N. S. R. A.’s Council of Arbitra- 
tion and the good it had accomplished in conference 
with similar bodies from other branches of the industry, 
particularly with the manufacturers. 

4. The work of the Harvard Bureau of Business Re- 
search to which he added a plea that more merchants 
co-operate by sending in their reports 

He concluded by urging uponallpres- 
ent the advisability of forming one 
great association. “It would be a splen- 


did move,” he said, “if the whole trade, 
tanners, manufacturers, wholesalers, re- 
tail merchants and traveling salesmen, 
would join hands in one great big asso- 
ciation. In this way all ceuld hold their 
national conventions at one time in the 
same city and all would prosper through 
united action and counsel.” 


Women’s Entertainment Committee 


The Women’s Entertainment Committee, Mrs. 
Charles G. Dillman, Chairman, took good care of 
visiting ladies, of whom there weré about one hundred. 
These ladies were the wives or daughters of retail shoe 
merchants from the Keystone State. 





Canadian Shoemen Want Higher Tariff 
(Continued from page 119) 
from the United Kingdom and Germany was supported 
unanimously at a joint meeting of representatives of all 
branches of the shoe and allied trades at the convention. 
The resolution was moved by G. G. Gates of Montreal 
and seconded by James W. Jupp of Toronto. 

It read as follows: ‘Whereas, the well-being of all 
branches of the shoe trade in Canada depends largely 
upon healthy conditions in the shoe manufacturing 
industry: and Whereas, competition amongst the large 
number of shoe manufacturing plants in the Dominion 
is such as to protect the trade and the public against 
excessive prices: Therefore, be it resolved, that this 
joint meeting of the manufacturers, retailers, whole- 
salers, travelers, tanners and allied trades, place itself 
on record as favoring provision by the Federal Govern- 
ment of a reasonable measure of net tariff protection to 
the shoe manufacturing industry in Canada against 
imports under the present low rates of the preferential 
schedule and against exchange aided importations from 
Germany.” 


Photo snapped at Green Hill Farm Club House, Philadelphia, on Wednesday evening, January 30, at the close of the women’s entertain- 
ment, a most successful fealure of the Pennsylouania Shoe Retailers’ Association Convention. 
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I have but one lamp 
by which my feet are 
guided—and that is the 
lamp of experience. 





Patrick HENRY 
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Highlights of the Convention 


THIS IS THE FIRST great national shop talk convention, 
in the experience of the craft. There are but three speakers out- 
side the ranks of shoe merchants. You are expected to give and 
receive ideas; bring some with you. 

a a ; oe : 

SAM DAVIS day is dedicated to pep and inspiration. That 
live wire field secretary has in one year, covered every association 
in the land and will open up the meeting with a survey of retailing 
and helpful suggestions on how to make profits by co-operation. 

D > & Q 
os ws we ws 

THE OPEN FORUM DAY on Wednesday will be the greatest 
battle royal of wits that the trade has ever experienced. Bring your 
note book for selling ammunition to last you an entire year. 


D D D M4 
os oe s oss os 


THE STYLES COMMITTEES are going to make a complete 
study of the shoes shown in the exposition, selecting from each line 
one dominant style, that best expressed profit and salability in the 
months of April, May and Fune. An award of merit will be placed 
upon this leading style. 

D QD LP D 
os os ws oss 

THE HARVARD BUREAU of Business Research will be in 
attendance, and a dozen experts from the bureau stand ready to 
advise merchants as to methods of accounting and the more eco- 
nomic distribution of footwear, to the profit of the merchant and 
pleasure of the consumer. 

D D D D 
ws o's os os 

THE LEADERSHIP of Fohn Slater shows genius for friend- 
ship and capacity for bringing out all that is best in men and mer- 
chandising, He gives assurance that Chicago and confidence will 
be linked in fellowship. The atmosphere of this convention is going 
to be such that every merchant will have something in common 
with President Slater and in having that link, they will have some- 
thing in common between themselves. 

Civ) > D q? 
we we ws ws 

THE KEYNOTE of the convention is “Shoes for the Occa- 
sion.” A better standard of selection of footwear will be established. 
Merchants will be shown how they can sell more shoes to their 
customers through encouraging good taste and adhering to the 
national campaign, “Shoes for the Occasion.” You will here 
many variations of the slogan, “Walk and Be Healthy” which 
you can later use in publicity in your town. 


QD D D QD 
YOU WILL LEARN how to budget your business and how to 
estimate sales and stock requirements by the year, month and week. 


Bring the vital statistics of your business to compare with those 
of some other merchant doing a similar volume. A well balanced 
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shoe store is built up on a well balanced stock and a real program 
of merchandising efficiency. 
D Cs) D D 
ws ws we ones 
IN YOUR SELECTION of spring and summer footwear you 
will have an opportunity under one roof to examine the shoes of 
representative factories covering every requirement of your cus- 
tomer in your community. This is the greatest sample spread of 
the year. 
Dp QD D QD 
os os St Os 
A NATIONAL PICTURE of the trend of style will be given 
you. There is always some good fundamental reason for the 
prominence of any given type of footwear. A change in women’s 
dress may mean a distinct change of stock in your store. Study 
this very carefully because its development in the garment trades 
will effect not only this spring’s but next fall’s shoe selling. 
& 0) D QD 
ws ws we es 
KEEP YOUR EYE on the runway, because, contrary to past 
procedure, the majority of shoes will not be circus types, but prac- 
tical footwear. The style runway becomes an optical-laboratory 


showing the fitting values of new styles in relation to correct dress. 
The runway committee have spent a year in its preparation. 


a ee 
ALL WORK AND NO PLAY makes a one-sided convention, 
so features have been prepared to make men more neighborly, one 
with another. When you meet a Texan with a ten gallon hat, throw 


your derby in the air and call him Bill or Tom, for you can mix 
“big-business-and-big-boyism” to your everlasting benefit. 


D QD QD 
BABS 
COME PREPARED to hear matters of national importance; 
—what your association is doing in legislative matters and what 
it is doing to make every merchant feel that friendly competition 
encourages BETTER SERVICE TO THE PUBLIC, for the 
biggest thing sold in shoe stores is service. 
QD D D Q 
ws es ee Ones 
CHICAGO GET-TOGETHER is more than an exposition. 
It is a mixing-pot for merchants, manufacturers, leather men and 


supply people to get better acquainted and to perfect confidence in 
one another and to benefit the ultimate consumer. 
3% 3% 3% 8 

YOU CANNOT AFFORD to be on the outside of a meeting 
and market place where all the industry is united under the leader- 
ship of the National Shoe Retailers’ Association which stands for 
“getting more shoes sold right,” not only “more” but “right” 
sold for the right purpose, to the right wearer, in the right fitting, 
for the right price, at the right profit. This is the great problem of 
the retail merchants. The chief purpose of the “Boot and Shoe 
Recorder” is to help solve it: for this is the basic problem upon 
which depends the progress of the entire allied industries relating 
to shoes and leather; their production and distribution. 
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Models you will see 
on the runway at 
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1924 CONVENTION EXHIBITORS 


Spac e No. 


I. 


ww 


18. 


19. 


20. 
} 


2! 





BooT 


Sitva & Co., 
Brooklyn, N. Y. 
Se._sy SuHoe Co., 
Portsmouth, O. 
Monarcu LEATHER Co., 
Chicago, Ill. 
FresricH-Fox-HILKER SHOE 
Co., 
Racine, Wis. 
OpceEN SuHoe Co., 
Milwaukee, Wis. 
Racine SHoe Mre. Co., 
Racine, Wis. 


Griess-PFLEGER TANNING Co., 


Chicago, Ill. 
Levor, G. & Co., INc., 
Gloversville, N. Y. 
Frank, M. J. & Co., INc., 
New York, N. Y. 
Unirtep Last Co., 
Boston, Mass. 
Smit, J. P. SHoe Co., 
Chicago, Ill. 
Jounston & Murpuy, 
Newark, N. F. 
SHoe & LeaTHeR REPORTER, 
Boston, Mass. 
Brown-DurreE Lt Co., 
New York, N. Y. 
P. Suttivan Co., 
Cincinnati, O. 
Barnet Leatuer Co., Inc., 
New York, N. Y. 
Ipeat SHoe Mere. Co., 
Milwaukee, Wis. 
Mitapy Suoe Co., Inc., 
New York, N. Y. 
Goopricn, B. F. Russer Co., 
Arkon, O. 
Jounson-STEPHENS-SHINKLE 
SHoeE Co., 
St. Louis, Mo. 
Hamitton-Brown Suoe Co., 
St. Louis, Mo. 
Boyp-WeE LsH SuHoe Co., 
St. Louis, Mo. 
Moore Suoe Co., W. T., 
St. Louis, Mo. 
Capito. SHOEMAKERS INc., 
St. Louis, Mo. 
Travaso Suoe Co., 
St. Louis, Mo. 
Wizarp SHoe App.iAnce Co., 
St. Louis, Mo. 
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Space No. 


Aspe MANHEIMER & Co., 
St. Louis, Mo. 
VINSONHALER SHOE Co., 
St. Louis, Mo. 
FRIEDMAN-SHELBY SHOE Co., 
St. Louis, Mo. 
Roperts-JoHNsoN- RanpD SHOE 
Co., 
St. Louis, Mo. 
Mayer, F. Boot & Suoe Co., 
Milwaukee, Wis. 
JuveniLe SHoE Corp. 
Carthage, Mo. 
Morse & Burt Co., Inc., 
Brooklyn, N. Y. 
Geo. W. Baker, SHOE Co. 
Brooklyn, N. Y. 
Kurz & Lapipus, Inc., 
Brooklyn, N. Y. 
S. Weir & Co., Inc., 
Brooklyn, N. Y. 
Frep A. Eyre & Co., Inc., 
Brooklyn, N. Y. 
J. Abert & Son, 
Brooklyn, N. Y. 
Jutius Grossman, Inc., 
Brooklyn, N.Y. 
Ba.iy-Hoskins, Inc., 
Long Island City, N. Y. 
STRASSBURGER-STILES, INC., 
Brooklyn, N. Y. 
Decen-Lipp, INc., 
Brooklyn, N. Y. 
Lax & Asowi!Tz, 
Brooklyn, N. Y. 
Saripe_-Murray, INc., 
New York, N. Y. 
Ge_LerR, ANDREW SHOE Mrc. 
Co., Inc., 
Brooklyn, N.Y. 
AMERICAN SHOE Co., 
Brooklyn, N. Y. 
GriFrin-WuiTeE SuHoe Co., 
Brooklyn, N. Y. 
Pincus & Tosias, INc., 
Brooklyn, N. Y. 
A. GarsipE & Sons, Inc., 
Long Island City, N. Y. 
I. MitLer & Sons, Inc., 
Brooklyn, N. Y. 
J. J. Larremann Suoe Mrc.Co., 
Brooklyn, N. Y. 
Kozak & McLavuauutn, INc., 


Brooklyn, N. Y. 
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Space No. 


Reception Booth for Shoe Man- 
ufacturers Board of Trade, 
Brooklyn, N. Y. 
Ricu SHoe Co., THE. 
Milwaukee, Wis. 
Nunn, Buso & WELDON SHOE 
Co., 
Milwaukee, Wis. 
Lunp-Wi.iams Co., 
St. Louis, Mo. 
Tweepbie Footwear Corp., 
St. Louis, Mo. 
McE.roy- SLoan Suoe Co., 
St. Louis, Mo. 
Pepico-WEBER SHOE Co., 
St. Louis, Mo. 
Jouansen Bros. SHoe Co., 
St. Louis, Mo. 
Brown Suoe Co., 
St. Louis, Mo. 
Suoe Speciatty Mere. Co., 
St. Louis, Mo. 
CENTRAL SHoE Co., 
St. Louis, Mo. 
H. W. Lampe Suoe Co., 
St. Louis, Mo. 
SAMUELS SHOE Co., 
St. Louis, Mo. 
Braver Bros. SHoe Co., 
St. Louis, Mo. 
F. C. Cuurcu Suoe Co., 
(Huetre-Bourquin SHOE Co.) 
- St. Louis, Mo. 
Peters Suoe Co., 
St. Louis, Mo. 
Buss & Perry Co., 
Newburyport, Mass. 
DunBar Patrern Co., 
Brockton, Mass. 


CuurcuiLt & ALDEN Co., 
Brockton, Mass. 
Bates, A. J. Co., 
Webster, Mass. 
Anperson, A. J., INc., 
Amesbury, Mass. 
Hannausons SHOE Co., 
Haverhill, Mass. 
Stetson SHOE Co., Inc., 
So. Weymouth, Mass. 
RickarD SHOE Co., 
Haverhill, Mass. 
Goopricn, Hazen B. & Co., 
Haverhill, Mass. 
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86. 
87./ 
88. 
89. 
go. 
gi. 
g2. 


93. 


94. 


98. 


99. 


106. | 
107.) 
108. 
10g. 
110.) 
IIl, 


11}. 


Feby 











OuTinG SHOE Co., 
, M. N. SuHoe Co., 
Capp, Epwin & Son, INc., 
East Weymouth, Mass. 
Bancrort-WaLKER Co., 
Farnsworth, Hoyt Co., 
Crooxker, Harry W. Co., 
Bridgewater, Mass. 
Rice & Hutcuins, 
Hoyt, F. M. Suoe Co., 
Manchester, N. H. 
Lewis, Herman E., In 
Tessier & Bowporn Co., 
TOLMAN Print 
Brockton, Mass. 

A. E. Littte Co., 
Dramonp SHOE Co., 
New York, N. Y. 
Wricnt E. T. & Co., 


Rockland, Mass. 
ConrapD SHoe Co., 


Hoop Russer Propucts Co., 


Great NorTHERN SHOE Co., 

Bass, Geo. H. & Co, 

Mitrorp SHoe Co., 

Avon So te Co., 

StoneE-Tar.ow, Inc., 
Brockton, Mass. 

CoMMONWEALTH SHOE & 


Whitman, Mass. 


Pant, Tuos. G. Co., 


Lunn & Sweet Co. 
Auburn, Maine. 


Ricuarps & Brennan Co., 
Randolph, Mass. 


Space No. 
114. Grovers, J. J. Sons, Co., 
Lynn, Mass. 
115. Watson Suoe Co., 
Lynn, Mass. 
116. CamBripGe Russer Co., 
Cambridge, Mass. 
117. Sater, C. B. Co., 
S. Brainiree, Mass. 
118. Oxp Cotony Suoe Co., 
Brockton, Mass. 
11g.|  Autt-WititaMson SHoe Co., 
120. Auburn, Me. 
121.| THomson-Crooker SHOE Co., 
122./ Boston, Mass. 
123.| Epwarps, J. & Co., Inc., 
124 Philadelphia, Pa. 
126 SHipLey & Vaux SuHoe Mrc.Co., 
Philadelphia, Pa. 
126. Gries SHoe Mere. Co., 
Philadelphia, Pa. 
127.| Ferris SHoe Co., 
128./ Philadelphia, Pa. 
129. Rest Room—PHILADELPHIA 
Group 
130. EnGitanp Watton Co., 
Philadelphia, Pa. 
131 AMALGAMATED LEATHER Co., 
Philadelphia, Pa. 
132. Croxton Woop & Co., 
Philadelphia, Pa. 
133. ANaTomik Footwear Co., 
Philadelphia, Pa. 
134.| SMALTz-~-Goopwin Co., 
135.| Philadelphia, Pa. 
136. UniTep SHOE MaAcuinery Corp., 
137. 
ye Boston, Mass. 
138.) 
139. Cortns & Srapces, INc., 
Haverhill, Mass. 
140. ALpeN, WALKER & WILDE 
East Weymouth, Mass. 
141. Sportocasin Co., 
Auburn, Me. 
142. 
143. Roru SHoe Mre. Co., 
Cincinnati, Ohio. 
144. 
145-1 YJ Srates SHor C 
a NITED States SHOE Co., 
147. Cincinnati, Ohio. 


Jutian & Koxkence Co., 
(Lape & ALDER Co.) 
Cincinnati, Ohio. 
KripPENDORF-DITTMAN Co., 
Cincinnati, Ohio. 
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Space No. 
154. Votrman-Lawrence Co., THE 
Cincinnati, Ohio. 
155. Homan-Hvucues Co., 
Cincinnati, Ohio. 
156. 
1$7 CanILt SHOE Co., 
Cincinnati, Ohio. 
158.| Mers, CHarzes Soe Co., 
159.{ Cincinnati, Ohio. 
160. Feper-Grecc SHoe Co., 
Cincinnati, Ohio. 
161. Netrt.eton, A. E. Co., 
Syracuse, N.Y. 
162.) Larrp, ScHosper & Co., 
163. Philadelphia, Pa. 
164. Foeperer, Rost. H. Inc., 
Philadelphia, Pa. 
16s. Compe, A.& Firs & Cie 
Philadelphia, Pa. 
166. Hycrape Tanninc Co., 
Philadelphia, Pa. 
167. Sranparp Kip Co., 
Wilmington, Del. 
168 Rest Room—Puiia. Group 
Philadelphia, Pa. 
169. Brown, Wm. Co., 
Philadelphia, Pa. 
170.  Barke Gipson Co., INc., 
Philadelphia, Pa. 
171 Brown, Tuos. E. & Sons, 
Philadelphia, Pa. 
172. Newron, J. R. & Co.,— 
Philadelphia, Pa. 
173.| Kine, Mrs. A. R. Inc. 
174. Philadelphia, Pa. 
175. Drew Irvine Co., 
Portsmouth, Ohio. 
176. How.ete & Wuite Lrp., (Nor- 
vic SHOE Co.) 
London, England. 
177. Panco Russer Co., 
Chelsea, Mass. 
178. Lowe.t, Wm. P. 
Newburyport, Mass. 
179. Tessutt, G. M.& Son, Lrp., 
Northampton, Eng. 
180. Braprorp SHOE Co., 
Columbus, Ohio. 
181. Burrows SHoE Co., 
Rochester, N. Y. 
182. Roprnson-Bynon SHOE Co., 
Auburn, N. Y. 
183. Weber Bros. SHoe Co., 
No. Adams, Mass. 
184. Drypen Russer Co., 


Chicago, Ill. 
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185. CaRLis_e SHoe Co., 
Carlisle, Pa. 

186. MaraTuon Suoe Co., 
Wausau, Wis. 


187. Hoxrtanp SHoe Co., 
|} Holland, Mich. 
188. MentHan Co., 
Rochester, N. Y. 
189. Ketty, Joun Inc., 
Rochester, NY. 
190. SHERWOOD SHOE Co., 
Rochester, N. Y. 
191. Reep, E. P. & Co., 
Rochester, N. Y. 
192.  Forp, C. P. & Co., 
Rochester, N.Y. 
193. Moore-SHarer Suoe Co., 


Brockport, N.Y. 
194. Urz& Dunn Co., 
Roe hester, N.Y. 


195. Joy, Crark & Nier, Inc., 
Rochester, N. Y. 

196. Munor, P. W. & Son, Inc. 
Batavia, N. Y. 

197. Brum SHoe Mre. Co., 
Dansville, N. Y. 

198. CARPENTER SHOE Co., 
Rochester, N.Y. 

199. Grounp Gripper SHOE Co., 
Boston, Mass. 


200. Ducan & Hupson 
Rochester, N. Y. 


201.| Rousmanitere,WiLuiaMs & Co., 


202. Peabody, Mass. 


203. Green, Danie Fett Suoe Co., 


Dolgeville, N. Y. 
204. Onto Leatuer Co., 
Girard, Ohio 
205.| Goro Siipper Co., 


206. New York, N. Y. 

207.| Prister-Voce. Leatuer Co., 

208. Milwaukee, Wisc. 

209. 

210. Firestone, Apstey Ruspser Co. 
Hudson, Mass. 

211.| Boor & SHoe REecorvDER 

212.{ Boston, Mass. 

213.| Mirwaukee Cuair Co., 

214./ Chicago, Ill. 


21s. Curnton SHok Mre. Co., 
Clinton, Iowa 

216. Toomay Co., THE 
Boston, Mass. 

217. Excexsior Suoe Co., 
Portsmouth, Ohio 

218. SrTemnprecHer Mre. Co., 

Chicago, Ill. 
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Space No. 


219. Decorative Fixture Co., 
Chicago, Ill. 

220. Rusin Bros. Footwear, 
New York, N. Y. 

221. Watt, Streeter & Doy_e Co., 
No. Adams, Mass. 


222.| Carson, Pirie Scott & Co., 
223./ Chicago, Til, 
224. Goopyear Tire & Russer Co., 
Akron, Ohio 
225. Kann, Epw. E. Co., 
Brooklyn. N.Y. 
226. Voce. Bros. SHor Mre. Co., 


Louisville, Ky. 
7.| SHoe Retaiter, THE 
8./ Boston, Mass. 
229. Lapipus, Morris 
New York, N. Y. 
230. Wicuert, Inc. 
Brooklyn, N. Y. 
231. Scumipt, Cart E. & Co., INc., 
Detroit, Mich. 
32. THompson Bros, SHok Co., 
Brockton, Mass. 
33-| Unrrep States Russer Co., 
34.) New York, N. Y. 
35. Marion Suoe Co., 
Marion, Ind. 
236. Davenport Hosiery Mitts 
Chattanooga, Tenn. 
37. WrecuMan Partrern Co., 
Cincinnati, Ohio 
238. Brown, C. D. & Co., 
Rochester, N. Y. 
239. Davies SHoe Mre. Co., 
Racine, Wise. 
240.| Trostet, AtBert & Sons Co., 
Milwaukee, Wisc. 
242. Carter, J. W. & Co., 
Nashville, Tenn. 
243- Banister, Jas. A 
Newark, N. F. 
244. Ravn, S. & Co., 
New York, N. Y. 
245. SINSHEIMER Bros. & Co., 
Chicago, Ill. 
246. Gopinc Suoe Co., 
Chicago, Ill. 
247. ScHo.i Mre. Co., 
Chicago, Ill. 
248. Sexz, Scowas & Co., 
Chicago, Ill. 
249. Grossman, I. Inc., 


Chicago, Ill. 


THE 
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Space No 

250. FLorsHeim Suoe Co., 
Chicago, Ill. 

251. BresnaHAn Suoe Co., 
Boston, Mass. 

252. Woxr, Sam B. Suoe Co., 
Cincinnati, O. 

253. American Seatinc Co., 
Chicago, Ill. 

254. Barnet, J. S. & Sons, Inc., 


Boston, Mass. 
255.  Harper& KirscuTen Suoe Co., 
Chicago, Ill. 


256. Simptex SHoe Mere. Co., 
Milwaukee, Wis. 

257. Savar SHoe Mre. Co., 
Chicago, Ill. 


In The Annex 
jo1. Situ, THe G. Epwin Suoe Co., 
Columbus, Ohio 
302. Crawrorp, McGrecor & Can- 
BY Co., 
Dayton, Ohio 
303. Essex Russer Co., 
Trenton, N. F. 
304. Peervess Hosiery Dyeinc Co., 
Pleasantville, N. F. 
305.| Enpicotr-Jounson Corp. 
306. Endicott, N. Y. 
307. 
308.) Cepar Curr Sitk Co., 
309. New York, N.Y. 
310. 
311. Menzies Suoe Co., 
Fond du Lac, Wis. 
312.  Puxitiipson-Duncan, INc., 
New York, N.Y. 
313. Gutmann & Co., 
Chicago, Ill. 
314. Lyons, Hucu Co., 
Chicago, Ill. 
315. Crystar Fixture Co., 
Chicago, Ill. 
316. StanparD SHoe Carp SERVICE 
INc., 
Chicago, Ill. 
Prexensrock, E. B. & Sons 
Dubugue, Ta. 
318. Marpe-Rire Corp., 
Brooklyn, N.Y. 
319. Mackey Suoe Co., Inc., 
Brooklyn, N. Y. 
320. Hazzarp, R. P. Co., 
Gardiner, Me. 
321. Dunn & McCartny, 
Auburn, N.Y. 
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Auburn N.Y. 


AtBerT, J. & Son 
Brooklyn, N.Y. 

AmERICAN SHOE Co. 
Brooklyn, N. Y. 

ArnoLp, M. N. SHoeE Co. 
No. Abington, Mass. 





Au.t-WILLIAMSON SHoE Co. 


Auburn, Maine. 

Baker, Geo. W. SHoeE Co. 
Brooklyn, N. Y. 

Batty-Hoskins. Inc. 
Long Island City, N. Y. 

Bancrorr WALKER Co. 
Boston, Mass. 

Barnet LEATHER Co., Inc. 
New York, N. Y. 

Buss & Perry Co. 
Newburyport, Mass. 

BRESNAHAN SHOE Co. 
Boston, Mass. 

Brown, C. D. & Co. 
Rochester, N. Y. 

Brown-DurreE_t Co. 
New York, N. Y. 

Brown Suoe Co. 

; St. Louis, Mo. 

Brown, Tuos. E. & Sons 

‘ Philadelphia, Penn. 

Burrows SuHoe Co. 
Rochester, N. Y. 

Capiro. SHOEMAKERS, INc. 
St. Louis, Mo. 

Centra Suoe Co. 
St. Louis, Mo. 

Croxton Woop & Co. 
Philadelphia, Penn. 

Decen-Lipp, Inc. 
Brooklyn, N. Y. 

= Drew, Irvine, Co. 
Chicago, Ill. 

Dunsar Patrern Co. 
Brockton, Mass. 

Excesior SHOE Co. 
Portsmouth, Ohio 

Eyre, Frep A. & Co., Inc. 
Brooklyn, N. Y. 

Feper-Grecc SHoE Co. 
Cincinnati, Ohio 


“ 
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Space No. 

325. Nap-A-Tan Suoe Co., 
San Francisco, Cal. 

326. <A. E. Wesset & Sons Co., 
Camden, N. 7. 


Ferris SHOE Co. 
Philadelphia, Penn. 

GarsipE, A. & Sons, Inc. 
Long Island City, N. Y. 


GELLER, ANDREW SHOE Mre, Co., Inc. 


Brooklyn, N. Y. 
Gopinc SHoE Co., THE 
Chicago, Ill. 
Goopricx, B. F. Russer Co., 
Akron, Ohio 
GriFFin-WHITE SHOE Co. 
Brooklyn, N. Y. 
Grossman, I. Inc. 
Chicago, Ill. 
Grossman, Jutivs, Inc. 
Brooklyn, N. Y. 
Grovers, J. J. Sons Co. 
Lynn, Mass. 
Hamitton-Brown SHoE Co. 
St. Louis, Mo. 
Hoyt, F. M. Suoe Co. 
Manchester, N. H. 
Jouansen Bros. SuHoe Co. 
St. Louis, Mo. 


JoHNsON-STEPHENS-SHINKEL SHOE Co. 


St. Louis, Mo. 

Kozak & McLoveu.tn, Inc. 
Brooklyn, N. Y. 

Kurz & Lapipus, Inc 
Brooklyn, N. Y. 

Lapipus, Morris 
New York, N. Y. 

LaTtreMAnN, J. J., SHoe Mre. Co. 
Brooklyn, N. Y. 

Lax & AsowilTz 
Brooklyn, N.Y. 

Levor, G. & Co. Inc. 
Gloversville, N. Y. 

MaraTHON SHOE Co. 
Wausau, Wis. 

Marion SHoE Co. 
Marion, Ind. 

Mayer, F. Boor & Suoe Co. 
Milwaukee, Wis. 

McE.roy-S.ioan SHoE Co. 
St. Louis, Mo. 

Mitter, I. & Sons, Inc. 
Brooklyn, N. Y. 
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Space No. 

346. Decorators Suppty Co., 
Chicago, Il. 

347. Lima Corp Sore & Hee Co., 
Lima, Ohio 


Exhibitors on the Runway 


Morse & Burt Co., Ine. 
Brooklyn, N. Y. 

Nunn, Buso & WELDON SHoE Co. 
Milwaukee, Wis. 

Papico-WEBER SHOE Co. 
St. Louis, Mo. 

PrisTeER-VoGAL LEATHER Co. 
Milwaukee, Wis. 

Pant, Tuos. G. Co. 
Boston, Mass. 

Pincus & Tosias, Inc. 
Brooklyn, N. Y. 

Ricu SHoe Co., THE 
Milwaukee, Wis. 

RousMAnIERE, WiLuiAMs & Co. 
Peabody, Mass. 

SarpEt-Murray, Inc. 
New York, N. Y. 

Sava SHoE Mee. Co. 
Chicago, Ill. 

SELBY SHOE Co. 
Portsmouth, Ohio 

SHoe SpeciaLty Mere. Co. 
St. Louis, Mo. 

Sitva & Co. 
Brooklyn, N. Y. 

Stmp_Lex SHOE Mere. Co. 
Milwaukee, Wis. 

SINSHEIMER Bro. & Co. 
Chicago, Ill. 

Sater, C. B. Co. 
So. Braintree, Mass. 

STRASSBURGER-STILES, INC 
Brooklyn, N. Y. 

Suttivan, P. Co. 
Cincinnati, Ohio 

Tuomson-CROOKER SHOE Co 
Boston, Mass. 

TOLMAN PRINT 
Brockton, Mass. 

TraAvaso SHOE Co. 
St. Louis, Mo. 

Welt, S. & Co., Inc. 
Brooklyn, N. Y. 

Wicuert, Inc. 
Brooklyn, N. Y 
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HE theory of “Shoes for Occa- 

sions” is here presented pic- 
torially to drive home what is now 
generally conceded to be one of the most 
logical means of overcoming a present 
difficulty—the under-consumption of 
footwear in this country. It will be 
noted that on this page, as well as on 
those which follow, the picture at the 
lop of the page shows the correct garb 
for the occasion with the exception of 
shoes; and that the picture at the bot- 
tom of the page shows the same gown 
and a shoe style much more appro- 
priate. A formal evening gown on this 


page. 
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ERE, for instance, is a more or 

less formal afternoon costume, 
the picture at the top of the page show- 
ing a good style shoe but too heavy for 
the costume above it—an obvious dis- 
cord. If the customer could have been 
induced by some tactful means to have 
bought the shoes shown at the top of 
page for informal afternoon wear and 
the satin pumps pictured at the bottom 
of the page for wear with her formal 
afternoon gown, it would have meant a 
two-pair sale instead of just one pair. 
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FTER all is said and done, 

nothing so thoroughly weds a 
woman to a particular shoe store, or to 
any store for that matter,thana feeling 
of confidence in the organization. This 
confidence can be built up by showing 
an intelligent interest in her shoe and 
hosiery needs—by asking, as every 
good department store saleswoman 
does, for what purpose the shoes are to 
be worn and with what kind, color and 
material of gown. Here, for instance, 
is a Street costume with which the 
model wears black satin pumps, not 
at all the correct thing though fre- 
quently seen. How much better would 
have been the welt one-strap pictured 
at the bottom of the page. 
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SPORT costume without sport 

shoes simply isn’t a sport cos- 
tume. Notice the big difference in these 
two pictures, a difference brought 
about merely by changing the shoes 
from the incorrect patent leather foot- 
wear at the top of the page to the black 
and white combination at the bottom 
of the page. Men and women patronize 
for all time the shoe stores in which 
they find that they can get advice which 
experience shows them is for their own 
best interests. And think of the extra 
pair sales it means. Why not be the 
Jirst store in your town to adopt it and 
put it across? 
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eeping You In Slep WithFashicn 


An Inlerprelation of What “WemenAre Wearing 
and Hew Shoes Fit into the Scheme of Dress” 
By Marquerile Carcé 


PRING decrees the revival of the man- 

nish suit. Like wild-fire, this fashion 

sweeps the Avenue. A spark becomes a 
blaze. The psychological moment is struck 
for women are ready to adopt the vogue of two- 
piece suits after seasons of dresses and coats. 
The advent of the suit is all-important in 
more ways than one. It affects every accessory 
of dress from tip to toe. 

O’Rossen, leading Parisian tailor, stands re- 
sponsible for this mode to which America at 
first gave small response. To all onlookers the 
suit rage developed over night. This, however, 
is a mistake. Fashion gradu- 
ally feels its way and then 
suddenly bursts forth. Paris 
wore the O’Rossen suit last 
August. Flashes of it appeared 
here and there in New York 
on smart American women re- 
turning from abroad. At the 
“Papyrus-Zev” race in the 
fall they were a distinct fash- 
ion note and all winter the 
ultra-smart wore it at the Ritz 
under a fur coat. Now it is 
doomed as far as the smart set 
is concerned for it has become 
commercialized and every de- 
partment store gives it promi- 
nence. 

The suit vogue will none 
the less continue but the 
exclusive houses show devia- 
tions of the O’Rossen model, 
still remaining, however, on 


tailleur. The more severe, the smarter.— 
Sometimes it is a chic, double or single breasted 
creation buttoning with one, two or three but- 
tons; other times it is a one-button linked af- 
fair bound with tailor’s silk braid. Whatever 
the model,fit must be correct from the width 
of its notch lapel to the diameter of the Chin- 
ese black buttons. The short tailored skirt, 
whether wrap or otherwise, is entirely dif- 
ferent as it hangs from the new hip waist line 
and boasts a flat French back. Its materials— 
rep, twill cord, oxford, covert and silk alpaca, 
yes, even silks adopt its flavor. One of the sea- 
son’s favorites is black hair- 
line stripe which either makes 
an entire suit or merely the 
skirt, the coat being of plain 
material. Such a suit is smartly 
displayed by Bonwit Teller in 
a one-button linked crea- 
tion. 

As important as the suit are 
its accessories. A plain tailored 
skirt (as illustrated in the 
small sketch beside the suit) 
boasting a tucked bosom 
adorned by a tab at the bot- 
tom where the monogram is 
often embroidered, vies with 
the shirt that wears a round 
collar from which hangs a 
narrow, bright colored tie, one 
end of which may be mono- 
gramed. The suit inaugurates 
the return of the tuck-in blouse 
which had almost disappeared 





purely tailored ground. This 
spring every well dressed wo- 





before the last few seasons’ 
sweeping success of the over- 


man will wear a suit whether 
an O’Rossen model or other- 
wise. 

Now what is the O’Rossen 
suit? —A mannishly severe 
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The O’ Rossen “‘tailleur” of navy blue rep 
as interpreted by Franklin Simon. Note 
Rodier scarf, gardenia and fob hanging 
from brimless cloche. Small sketch at side 
shows plain tailored shirt with tucked 
bosom and monogramed tab, worn with suits. 
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blouse. Stores have already 
found their sales doubling in 
this field. 

The vest of white piqué, 
linen, moire, bangaline, or 
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Tan kid motor hat with veil edged in self 
leather. From Knox. 


even printed silk, with or 
without a short cap sleeve, in 
smart instances, replaces the 
blouse. A gardenia demurely 
nestling in a button hole, a 
sterling silver, rhinestone or 
jade fob or printed crépe hand- 
kerchief hanging from a pock- 
etare the only frivolous touches 
permitted. A brimless or “‘re- 
troussé”” brimmed cloche, or 
again Reboux’s tricorne tops 
the silhouette and the under 
arm envelope purse and color- 
ful Rodier scarfs complete it. 

So much for the suit and its 
accessories. Now we come to 
a vital question—shoes. That 
the tailored vogue has already 
influenced shoes is unques- 
tionable. All storesstress plain- 
er shoes. Winged tips, perfor- 
ations, brogue tongues, wheth- 
er in a pump or one-strap 
design, lead. J. & J. Slater 
even dares to launch the old 
time winged tipped tan calf 
oxford, in Bonwit Teller’s 
windows, as the correct ac- 
companiment of the suit. In 
another model a brogue tongue 
is stitched to simulate the 
strips and hangs from a strap 
that buckles at the side. Of 
taupe suede the wing-tip and 
borders are perforated tan 
kid. Cut-outs are gradually 
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Black suede sandal with overlapping center 
strap and patent leather applique. Black 
suede buttoned shoe with scroll patent 
leather applique. 
Both shoes from I. Miller. 
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Tan suede coat slashed round the edges and 
trimmed rococo fashion with tiny pastel 
colored ribbons. From Mann.—Tan suede 


cloche with sectional crown and feather 
brush at side. From Maison Maurice. 














Fanciful rhinestone trimmings on gold or 
silver kid evening slippers. All shoes from 
Frank Brothers. 
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At the right—Buckles are a leading note in 
Spring millinery, whether on cloche or tur- 
ban. Hat of brown satin with brass buckle 
from Hickson. Shoe of brown suede and 
brass buckle from Hennings. 


disappearing before an over- 
whelming use of appliques in 
all kinds of designs, the scroll 
taking first honors. Black 
suede uses patent kid as trim- 
ming; taupe suede, light brown 
kid. Pipings in contrasting 
shades are excellent. Patent 
leather shoes at Cammeyers, 
feature gold kid in self-lea- 
ther applique together with 
gold pipings. Rossiter shows 
a black suede tie with scroll 
applique of patent leather. 

A new tailored mode at 
Slater’s is the Cuban heeled 
opera pump with a wide gros 
grain ribbon trim in front, 
which recalls the flat pump 
bow formerly used. It ap- 
peared in patent leather and 
black kid. Plain buckles re- 
main good. 

A few notes gathered from 
Shoecraft are of timely inter- 
est. Beside all brown shades 
a new color note is manifest 
in Jack Rabbit gray material- 
ized in suede or kid. Kid, still 
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* 
First—Taupe suede and gray alligator shoe 
displaying brogue tongue. Second—Black 
suede slipper with patent leather applique. 
Third—Black suede shoe with large brass 


buckle surrounded with brown velvet. All 


shoes from Hennings. 


in the experimental stage, 
promises popularity as the 
season progresses. Buckles 
and straps keep their place 
for street wear. In summer 
footwear, plain white holds 
full sway with an occasional 
binding of bright colors or 
black—the latter harmoniz- 
ing with costumes touched 
with these shades. 

One thing is certain accord- 
ing to Shoecraft,—American 
women are convinced that 
nothing will divorce them 
from low box heels.—Com- 
plete comfort has resulted in 
their being fashionable for all 
occasions and surprisingly so, 
for evening wear. 


Buckles Adorn Extremities 


While shoes controlled 
buckles in the past the latter 
now achieve high aspirations, 
having acquired the central 
point of vantage on hats. The 
cloche wears it boldly in the 
center front either in gilt or 
silver or embroiders if in gold 
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on a black ribbon band that 
encircles the crown to at least 
simulate the effect. Turbans 
in various ways also adopt the 
buckle, one manner being here 
successfully achieved by Hick- 
son. Gloves and dresses also 
wear buckles which all goes to 
prove that fashion carries it- 
self out from tip to toe, this 
season being governed by the 
tailored trend. 


Buttons Acclaimed Once Again 


After seasons of slip-over 
dresses which manifested no 
sign of fastening, the mode 
hails the button as a domin- 
ating detail on afternoon, as 
well as tailored and street 
dresses. They appear in all 
sizes ranging from large to 
those not bigger than a shoe 
button. 


Black patent leather slipper with self 
leather and gold kid applique and gold kid 
piping. From Cammeyer.—Gold kid slip- 
per with colored brocade applique and 
jewel studded buckle. From Rossiter Shoes, 
Inc—White buckskin sports shoe with 
alligator trimming. From the Delman Shoe 
Store. 
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JOHANSEN BROS. SHOE co. 
ST. LOUIS 




















- JOHANSEN SHOES 


Splendid Sellers for 50 Years 


R nearly half a century Johansen 

shoes have contributed to the pros- 
perity of several thousand shoe mer- 
chants—from coast to coast 


For nearly half a century the merchants 
have learned to depend on Johansen 
for style, for quality and for a warm, 


and now we introduce 


personal, human kind of service that 
made and held good friends. These 
merchants know that Johansen Bros 
Shoe Company is sound and substantial 
rather than hasty and radical, and that 
any job Johansen’s take upon them- 
selves has been well planned and will 
be carried out to successful conclusion 


JOHANSEN FEETURE ARCH SHOES 


WITH THE FEETURE-FIT HEEL 


FLEXIBLE 


The Feeture Arch, a clever interlocking 
device of lithe, tempered steel, hidden 
adroitly in the light, graceful sole, 
flexes with each foot motion. When a 
customer comes in for a flexible shank 
shoe, the Feeture Arch is just what she 
wants for flexibility. 


And they have style . . . grace... 
charm! 





WY 


Flexible and rigid both!—one 
line of shoes meets two demands 


RIGID 


When a customer comes in and asks for a 
rigid arch-supporting shoe, the Feeture 
Arch is just aan she wants for rigidity. It 
holds firm and unbending even with the 
entire weight of the y centered upon 
the arch. 

Now with one line of shoes you can satisfy 
every demand for flexible shoes, for rigid 
shoes, and for style as well. 


THE FEETURE-FIT HEEL 


One of the greatest achievements in 
modern shoemaking, and one which 
will be heralded as such throughout 
the shoe world, is the development of 
the Feeture-Fit Heel, a counter last and 
pattern construction which definitely 
advances Johansen Feeture Arch Shoes 
beyond successful competition. No 
more slipping! No more gaping! The 
heel rests without pressure in the nested 
heel seat. 





NATIONAL ADVERTISING 


WILL MAKE JOHANSEN FEETURE ARCH 
SHOES WELL KNOWN TO THE WOMEN 
OF EVERY TOWN IN THE COUNTRY 





Feeture Arch Shoes Have a Right to be Advertised! 


— nearly three years Feeture Arch 
Shoes have been selling—and selling 
well— without advertising, as a fine 
product will do. 


Now—with advertising—to four mil- 
lion families day in, day out — the 
volume of the past, nice as it seemed, 
will be insignificant compared with the 
volume of sales in the future. 


Then, too, they have a right to be ad- 
vertised, because they have a story all to 
themselves . . . the story of rigidity, 
flexibility and style all in one shoe. 


That isa new story. andthe women 
of America will read it. They have 
heard of flexible shoes. They have 
heard of rigid shoes. Now they hear 
of a patented device, the Feeture Arch, 
which brings both. And since woman's 
first consideration is style, Feeture Arch 
advertising is written and pictured in a 
smart manner, with the comfort appeal 
interwoven subtly and the idea brought 


forth that style need not be lost for 
comfort, nor comfort lost for style. 


Tie Right Into It 


The leading women’s magazines will be 
used, reaching four million families — 
in every town in the country. Right in 
the shadow of your own store these 
magazines circulate, telling the advan- 
tages of wearing Johansen Feeture Arch 
Shoes with the Feeture-Fit Heel. Identify 
your store as the place where they are 
sold, and cash in on the thousands upon 
thousands of dollars we are spending to 
advertise the shoes and the merchants 
selling them. 


Run through these pages. See the first 
full page advertisement. Look over 
the magazines we are using. Look over 
all of the local helps enabling the 
Feeture Arch merchant to tie into the 
advertising. Get a thorough view of the 
entire Feeture Arch plan, because one 
merchant in every town in Amertica.. . 
and only one. . . will be mighty glad 
about it! 


Feeture Arch Men’s Shoes manufactured ¥& 
by the Florsheim Shoe Company, Chicago 
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boc ond bork actions are required with every step you take 


Thalades HOME JOURNAL 





| New and Wonderful Comfort 
Given to Stylish Shoes 


Johansen, after 50 years of creating stylish shoes 
adds a wonderful comfort to the style for which he is famous 
TYLE isn ¢ all the clever woman asks for. Rigid to support your arch. Flexible to flex with 


She is weary of merely stylish shoes that _ every movement of your foot. With every step 
endanger her feet or even hold a hint of foot both actions are called into play. The illustra- 


discomfort. Yet she will not give up style. 
And she is right. 


Johansen ‘shoes, for 50 years among the 


tions show how Feerure Arch shoes do these 
two essential things. 


Feeture Arch shoes are so stylish, so dain 


most stylish in America, have been given a and graceful chat will never suspect 
comfort feature chat every foot is grateful for — wentetd ante: De che very first step tells 
the Feeture Arch. the story. And they need no “breaking in.” 
The Feerure Arch, hidden adroitly in the Write for nearest dealer's name and free 
light and graceful sole, is both rigid end ible. descriptive booklet, “(Comfort “Plus Style.” 


JOHANSEN BROS. SHOE CO., ST. LOUIS, MO. 


OHANSEN 


FEETURE ARCH SHOES 





WITH THE FEETURE-FIT HEEL 
“They Have Made Fashion Comfortable 


HIS is the first full page advertisement introducing 
Johansen Feeture Arch Shoes to almost 4,008,008 
families at once in the Ladies’ HomeJournal, Goox 


Housekeeping, Vogue and Harper's Bazar. 


Beautiful reprints, for display in — — are 
available to every Johansen Feeture Arch dealer 
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FIGURES THAT STAGGER THE IMAGINATION! 


THE LADIES’ HOME JOURNAL reaches two and one-half 
million women in every city, town, and community in the 
country. 

Right in every town where retail shoe merchants are doing 
business an impressive number of their customers, and those 
women who ought to be their customers, are reading and believing 
the Ladies’ Home Journal. 

Every month these two and one-half million women, and that 
means more than that number of readers since there is a national 
average of five persons to a family, will be confronted with the 
advertising of Johansen Feeture Arch Shoes. 


GOOD HOUSEKEEPING magazine goes to more than a 
million women of prosperous families, the type of women who 
furnish a steady, dependable source of income to retail merchants. 
It maintains a National Shopping Service used by thousands 
upon thousands of women. They write to Good Housekeeping 
asking where the various products advertised therein may be 
purchased. And Good Housekeeping tells them—sends them 
on to your store. 

In addition Good Housekeeping backs up Johansen Feeture 
Arch shoes, and every other product whose advertising it accepts, 
by an iron clad money-back guarantee! 


VOGUE holds a wonderful place as a style magazine. The 
shoe trade refers constantly to its footwear presentations. 
Women from coast to coast regard it as a guide to the right 
things to buy. 

Vogue reaches the class of women who are copied in their clothes, 
manners, and mode of life. Sell this class Feeture Arch 
Shoes and you have started a snowball downbill, auto- 
matically new customers are created for you. 

The style and comfort of Johansen Feeture Arch Shoes will 
be told constantly to Vogue's following, and one merchant in 
every town will be getting a quality and quantity of trade 
that competitors may envy. 


HARPER’S BAZAR was chosen by the National Shoe Retailer 
Association at a Style Conference in New York to peo to 
them what they considered a perfect conception of the current 
mode in shoes. And Eeeture Arch Shoes will be advertised 
in Harper's Bazar. 

Johansen Egeture Arch Shoes receive the stamp of fashion 
and the seal of correctness in the minds of women by the ad- 
vertising scheduled for Harper's Bazar. 


‘ie Feeture Arch campaign runs in the 
] 


eading women’s magazines . . . covering 
women of every class, age, and interest. 


The combined circulation of these publications 
is just a trifle under four million (4,000,000) 
guaranteed. 


More readers than that number, though, 
because one magazine is read by the entire 
family —and often by more than one family 


The national family average is five persons . . 
the Feeture Arch story has twenty million 
chances for attention. 


In the whole country there are 231 million 
families. The Feeture Arch story goes into one 
out of every séx families. But consider this: 
out of the total number there are several 
million who cannot read or write. 


Our magazines, naturally, do not go to them. 
So instead of one out of six we reach a far 
higher percentage of people who can read 
and write and understand the story that will 
sell the shoes. 





To Every Woman with | 
a Pretty Foot 
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HE silent salesmen . . . window displays, mats of newspaper 
advertisements for your local] use, store displays, reprints 
of magazine advertisements, 24-page two-color booklets 
with your name imprinted on the cover . . . everything to 
increase your sales is FREE for the asking. We have made these 
helps beautiful . . . the finest stores may be proud to use them. 


Identify your store, unmistakably, as the one place where 
Johansen Feeture Arch Shoes are sold and you will cash in 100% 
on all the money we are spending to advertise the shoes and 
the merchants who sell them! 


FREE TO EVERY FEETURE ARCH DEALER 
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-] WHAT ALL THIS MEANS TO YOU 


—IF YOU ARE THE ONE MERCHANT 
IN YOUR TOWN WHO HAS THE 
FEETURE ARCH FRANCHISE 
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NE merchant in each town is going to 
have the Feeture Arch franchise. Only 

one. We believe in giving one good man 
the opportunity of achieving a splendid vol- 
ume rather than splitting it among several. 


Will you be the one merchant who can 
meet the demand? Will you be the one 
merchant who offers flexibility, rigidity, and 
style in a single line of shoes? 

The advertising in publications in which 
women have a remarkable confidence will 
tell about the shoes you are selling. 


When you stop to think that Feeture Arch 
shoes sold well without advertising, think 
how well they'll sell with this powerful 
campaign behind them! 


Study the Styles 


Look over the styles pictured here. 


Just three out of the line, but they do repre- 
sent the stylishness the whole line offers. 


Can you wonder that women wonder how 
such stylish shoes can have such comfort? 


The newest styles, leathers, and materials 
will always be found in Feeture Arch shoes. 


This can be done because the Feeture Arch, 
itself, in no way adds bulk to the shoe, nor 
detracts a whit from its grace. 


To Win Out You Must Tie In! 


It is a plain case of good business judgment 
to take full advantage of the money Johansen 
is spending. Good judgment to tie in with 
the impressive advertising now under way, 
to identify your store as the one place in 
your town where Feeture Arch shoes can be 
bought. 





Turn over the page and see what certain 
successful merchants have to say about the 
profit in Feeture Arch shoes. 
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DO YOU KNOW THESE MERCHANTS? 


E give you the proof of all that we say of Johansen Feeture Arch Shoes. 

These merchants, enviable successes all of them, have signed their name to their 
own experiences with Feeture Arch Shoes. 
They are men of keen merchandising sense, hard-headed, and they aren't prone to lavish 


testimonials, unless they are honestly earned. 
Get an Option on the Franchise! They have sold Feeture Arch shoes when they 
Perha ‘our town is open li and maii this U) in now . Or wire . ; 
us. ” al by ee eeu wich you sconce, Since ooo a weren t advertised. 
in a town may handle Johansen Feeture Arch Shoes, we suggest immedi- * ° 
maim” ——— Now that Feeture Arch shoes will be advertised 
ite ebiguton, of comms, in disemnpen . . . . t0 4,000,000 readers day inand dayout.... 
_— they know how their sales will increase. 
ADDRESS 


CITY, STATE Read what they have to say. 
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THE Fastest GROWING 
SHok MARKET 
In THe WoRLD 
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Our Aristocratic 


LARRIMORE 
Sample No. 6421 
FANCY TWO STRAP 


nemo Made over our"71 Last in Black Satin with dull’kid 
trimming. Medium round toe, 16/8 Spanish Heel. 
Also made in all lasts"and combinations. 


TO ORDER 


Meet us in Chicago—National Shoe Joh n son ; S tep hen S a nd 

Retailers Convention in Coliseum— . ‘ 

Sahoo ee Shinkle Shoe Company 
Manufacturers 


SAINT LOUIS US.A. 
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=e} HERE is an irresistible style appeal in this smart Demi-Sandal. 
Kal The trimming and combining of colors in the soft velvety 
eKeM leathers used in its manufacture make it the most stunning 
offering of the early 1924 season. We will have it in stock January 
20th. Get your orders in quickly and be the first to show this new style. 












Our New T=O Pattern 


Delta Theta Pi 


F602—College Girl's “Buster Brown” Delta Theta Airedale suede Demi- 
Sandal, tan lizard trimmed, covered wood 8-8 heel, Imitation Turn. 


ey @ +i 4 | Wo Silman Price $5.25 





F603—College Girl’s “Buster Brown” Delta Theta Jack Rabbit Grey 
suede Demi-Sandal, grey lizard trimmed, covered wood 8-8 heel, Imita- 
tion Turn. Sizes A, 314-7; B, 3-7; C, 214-7................ Price $5.25 












See our complete line of samples at the N. S. R. A. Convention. 
Our wonderful display of novelties will be a revelation. 






Brownti Shoes 


are made exclusively, by, 


‘Tema Vavas Go. DiLaws 


Wwowd Vaos Gowran, “NS: 


Manufacturers St. Louis 



















Standard Since 1878 


Buster Brown SHOES 
for BOYS-for GIRLS 
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LADIES FINE TURNS EXCLUSIVELY 








SUZAINNE 


THE CONSTANTLY INCREASING DEMAND FOR TRA... 
VASO TURNS AMONG THOSE BUYERS WHO UNDER- 
STAND THE FUNDAMENTALS OF FINE SHOE MAKING 
INDICATES THE UNIFORMLY HIGH QUALITY OF 
THE TRAVASO LINE. 


IF YOU ARE IN A POSITION TO HANDLE SHOES TO 
SELL AT RETAIL AT PRICES AROUND $10.00 A PAIR, 
IT WILL PAY YOU TO INSPECT OUR SAMPLES 
WHICH WILL BE ON DISPLAY DURING THE N. S. R- 
A. CONVENTION AT THE COLISEUM IN CHICAGO, 
BOOTH No. 26; AND ALSO AT THE MORRISON 
HOTEL, ROOM No. 707. 


TRAVASO SAOE ComPANY 


MANUFACTURES 


SAINT LOUIS 


ALONG PERILOUS PATHS WE GO HAND IN HAND WITH FASHION. 
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Capitol McKay Fashions 


We are fulfilling our aims by keeping a constant stream 
of new, stylish patterns always ready for our large and 
steadily growing list of retail shoe merchants. 








Style changes are so frequent in women’s footwear that 


this policy has been greatly appreciated by our regular 
customers. 


We invite you to take advantage 
of our service. You can always 
have the right thing to offer at 
the right time. 





Lia 


Capilol Shoemakers, Inc. 


Wash Street at Eighteenth -- -- -- ST.LOUIS 
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Our “Margie” Cutout Sandal, 
fashioned in theleathers and fabrics 
now in vogue. Shoe illustrated 
made over our 12-8 Heel Runway 
Last. 
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St. Louis 


The World’s Shoe Market 


to such an extent that its reputation as the 

“World’s Shoe Market”’ has been accentuated. 
The broadening of the market in shipments has ex- 
tended even beyond the colossal figures of 1922 when 
they reached approximately $168,000,000. 

The general line houses in particular have played a 
major part in increasing the shipments from this point. 
Two of the largest houses in this field shipped close to 
$140,000,000. The largest general line house sent into 
its various trade channels $110,000,000 worth of shoes. 
These tremendous shipments were made in spite of the 
unfavorable business conditions that developed during 
the last six months of 1923. 


Si LOUIS again during the past year has expanded 


Gain Reported in Most Every Plant 


Increased shipments for 1923 were reported in prac- 
tically every factory over the same period of the previ- 
ous year. Not alone was this upward trend realized in 
the general line houses, but equally as successful were 
the specialty manufacturers who are becoming nation- 
ally known for their distinctive style development. 

The most remarkable indication of the fast-growing 
favor of St. Louis style shoes was the 80 per cént gain in 
shipments made by one of the infants in the industry. 
This institution has forged to the front with the rapidity 
of a meteor leaving a trail across the heavens of style- 
dom that has attracted the attention of the keenest 
buyers of fashionable footwear. St. Louis now ranks 
with the style centers of the country and each season 
finds merchants in increased numbers making their en- 
tire footwear purchases in this shoe center of the world. 


Five New Factories in 1923 


The expansion during the year 1923 made it neces- 
sary to build more factories and there were approxi- 
mately five new factories erected and the taking over of 
an industrial unit covering 395,721 square feet. This 
unit alone cost over a half million dollars in adapting it 
to the manufacturers’ needs. 

Greater production has been derived from factories, 
due to more efficient methods of manufacturing. The 
trained help of the shoe industry in St. Louis has added 
much to the growth of the market. Ideal labor condi- 
tions have been a large factor in upholding the quality 
of the St. Louis product as well as developing its ever- 
growing accomplishment of fine workmanship. 

From the humble beginnings of the infant industry in 
1878 with a capital investment of $12,000, St. Louis 
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shoe manufacturers and wholesalers today represent a 
combined investment of approximately $100,000,000 
with an annual business of $200,000,000. 


A Tribute to the Pioneers 


Much can be said about those pioneers in the indus- 
try who blazed the trail in the early frontier days of the 
shoe business up to its present magnitude. In that short 
span of time of 45 years names like A. D. Brown, Jack- 
son Johnson, George Warren Brown, Frank Rand and 
many others, by their leadership and inspiration, have 
guided the industry into its present logical position of 
the ““World’s Shoe Market.” 

One has merely to stand at 11th and Washington 
Avenue and look west into that canyonof business build- 
ings, honey-combed with the offices of the industry’s 
biggest representatives. The wholesale “‘shoe-belt” ex- 
tends to 17th Street and it has been stated that within 
these six blocks are represented shoe manufacturers who 
produce 40 per cent of the shoes in the United States. 


Enormous Wholesale District 


The largest manufacturers have their shipping de- 
partments and offices located here in the heart of the 
industry. Jobbers, wholesalers, branches of factories 
outside of St.Louis all have their offices and salesrooms 
in this locality. Many of the specialty manufacturers of 
women’s high-grade novelties have their factories mid- 
town, easily accessible from the down-town sections. 
There has been a constant growth in this particular field 
of the business. During the past year, particularly, has 
the demand for St. Louis-made style shoes reflected 
itself in the increased factory space needed to meet the 
demand. One of the oldest manufacturers in this divi- 
sion has completed additional factory space, and what 
is conceded to be one of the industry’s finest adminis- 
tration buildings with a pair of sample rooms that savor 
of the splendor of King Solomon’s time. 


Specialty Houses Growing 


This has been a gratifying note throughout the indus- 
try—the recognition of the market’s leadership in that 
all important element of the retail and wholesale shoe 
business —style. 

Another element which has added strength to the 
position of the St. Louis market has been the further 
progress of a manufacturer specializing on children’s 
and growing girls’ footwear. This unique specialty line 

(Continued on page 177) 
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Visit “Central”; Headquarters while at the N. S. R. A. Convention 


SNAPPY SPRING STYLES of QUALITY 


On the Floor 


FOR IMMEDIATE DELIVERY 


We will have a dis- 
play of our new styles 
at Booth 65, St. Louis 
Section, and at 
Morrison Hotel, 
Rooms 501, 502 and 
503. 


Style 1873 Call Style 1890 


Women's “Lady Louis” Gray Suede, Dahlia Strap., . ei ee 
Gray Kid Trim., Pl. Toe, 14-8 Spanish Cov. Wood Heel, Women’s “Lady Louis’ Black Satin Trellis Tong, 


T ray pe ha i A ‘e 99 - . _. ks J ) 
ine Remini ease Can Bes: Central’? Bt hi aM mae ti Atak 


fi S . ’ C and D, 2-8 
Same in Black Satin, Bik. Suede Trim 4.5 or ervice. $4 15 
Same in Patent.... 4.5 F 
72—Same in Black Kid, Mat. Cab. Trim 5 1891—Same in Patent : 
ee a Hy 1892—Same in White Cloth, Wht. Kid Trim. 3.35 
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CENTRAL SHOE Co. 


MANUFACTURERS 
ST. LOUIS, MO. 
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| The Worlds Shoe Market 


Boyd-Welsh Shoe Co. 23 
Brauer Bros. Mfg. Co. 68 
Brown Shoe Co. 63 
Central Shoe Co. 65 
F. C. Church Shoe Co. 

Huette-Bourquin Shoe Co. { 
Friedman -Shelby Shoe Co. 30 


Hamilton-Brown Shoe Co. 22 


69 


Johansen Bros. Shoe Co. 62 
Johnson-Stephens-Shinkle Shoe Co. 

W. H. Lampe Shoe Co. 

Lund-Williams Shoe Co. 

MeElroy-Sloan Shoe Co. 








Booth Numbers of St. Louis Group Exhibitors 
In the Coliseum 


The Moore Shoe Co. 
Pedigo-Weber Shoe Co. 
Peters Shoe Co. 

Roberts, Johnson & Rand Shoe Co. 
Samuels Shoe Co. 

Shoe Specialty Mfg. Co. 
Travaso Shoe Co. 

Tweedie Footwear Corp. 
United Shoe Mfg. Co. 
Capitol Shoemakers, Inc: 
Vinsonhaler Shoe Co. 

Abe Mannheimer Co. 
Wizard Foot Appliance Co. 














Style Surprises to Feature St. Louis Group 
Display 


HEN delegates to the N.S. R. A. Convention 

\) \ view the group display of the St. Louis 

manufacturers and wholesalers they will see 
the most complete line of shoes that this “world’s shoe 
market” has ever presented. 

O. A. James of Peters Shoe Company, chairman of 
the Booth Display Committee has performed an in- 
estimable service in completing what will undoubtedly 
be the paramount group display of any convention. 


You'll See Some Style Surprises 


Styles being developed by the geniuses of various 
manufacturers are being guarded jealously, awaiting 
their introduction the opening day of the convention. 
This much, however, is assured, that shoes will be 
shown which will have the superior ideas of the best 
style brains of the industry. No delegate attending the 
convention can afford to miss the St. Louis group dis- 
play if for no other reason than to gain the knowledge 
of fashion’s latest footwear decree. 

For that retail shoe merchant who sells a general 
line of shoes, there will be a selection of the broadest 
magnitude. The St. Louis exhibit will include besides 
the supreme style element of women’s footwear, men’s 
fine grade welts and novelty dress shoes. The softest, 
tiniest baby “‘first steps,” vast lines of children’s shoes 
in stitchdowns, welts and turns, on through the growing 
girls’ lines to the women’s in extreme novelties—not for- 
getting women’s comfort turn shoes. 

Men’s semi-dress and work shoes, as well as the solid 


soled oil-worker’s boot, all will be part of this remark- 
able assemblage of the products of St. Louis shoe man- 
ufacturers. 

The display will not feature footwear alone as there 
will be an exhibit of foot appliances by one of the coun- 
try’s foremost manufacturers. Boot-tops will have a 
presentation of the newest style developments in this 
particular field. One exhibit will feature shoe ornaments 
with every known type, including the latest trend in 
buckles, which are expected to become popular with 
the vogue of pumps about to return. The principal sales 
executive of the industry will personally supervise the 
energies of their traveling men who will be at the con- 
vention in good numbers. There'll be warmth in the 
welcome extended at the St. Louis group display which 
will uphold the enviable reputation it has for real hos- 
pitality. 

Twenty-six Exhibitors in All 

There will be 26 exhibitors in the group. This repre- 
sentation is of the market’s largest manufacturers, 
those who have held steadfast to the building and 
broadening of the market on sound merchandising 
principles. 

The space occupied by the group will be the same as 
that of past conventions—immediately on the right of 
the main entrance occupying both sides of the eisle. 
With the prominence of the display and the unusual 
broadness of the footwear realm, it behooves every 
delegate to study the St. Louis group display for its 
merchandising possibilities. 
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American Lady 


No. 7370—Jack Rabbit Gray 
Buck,Gray Lizard trimmed. Sin- 
gle Sole, 15-8 Gray Buck Covered 
heel, 151 Last. Sizes 4 to $ A,3 to 
8 B, 2% to8C. Price....... $4.85 


Delivery March I 





—— 


o American Lod 
c Ymerican ontleman. 


Socutity School hoe 


Hii is a trinity on which the dealer can 











to 
Ha 
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build his reputation, trade and prestige. 

It enables him to concentrate on one 
line because the line-is complete for Men, 
Women and Children. It includes the best of 
staples and the latest in novelties. It offers the 
utmost in workmanship—is all leather through 
and through—and presents values that make 
an irresistible price appeal. 












Three of the latest Hamil- 
ton-Brown creations for 
Spring wear are pictured. 
Delivery dates as specified. 










Security School Shoes 


No. 5629—Patent leather one-strap, field 
mouse saddle , atten tip, Goodyear Welt sole 






Rubber to Ft 
3 s. C. D.-144 Last..... $3.60 
to -B. C. D.-144 Last..... 3.15 
8} to 114-6: C. D.—100 Last. .... 2.60 





No. 5627—Same except in Brown ae 
No. 8—Same except in ewe Cal 
Nos .5627-5628 not carried in sizes oi w1l% 
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Convention ~ 


ERCHANTS attending the N. S. R. A. 

Convention at Chicago—February 11 
to 14—are cordially invited to view the 
Hamilton-Brown exhibit of Spring Fash- 
ions at the Coliseum, Booth No. 22. 


A hearty welcome also awaits you at 
Hamilton-Brown Convention Headquar- 
ters and sample rooms, Nos. 704, 705, 706 
Morrison Hotel, Chicago. 






ST. LO 


ON YOUR WAY TOTHE 





CONVENTION 
Join A Live Bunce 


AMILTTON- BROWN SHOE CO 


St.v Louis ROMILTON'BR BRo, > oS O ston 
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To All N.S.R.A. Visitors 


Chicago, Feb. 11th to 14th, 1924 


A limited number of our styles will be in evidence in 
our Booth No. 61 (St. Louis Section) at Coliseum: and 
also shown on our model on Style Revue Runway. 


Many more (a full line) of our styles, however, you 
will find ‘behind the scenes, in our sample rooms at 


805-806-807-808-809-810 Hotel Morrison — 


where ample provision has been made to properly 
model and exhibit them for the benefit of interested 
buyers. 


All are cordially invited, for we want to meet and 
greet you there. 


Pe digo -Weber Shoe (o. 


Manufacturers Women's High Grade Styles at Moderate Prices. 


Saint Louis, Missouri 
“The World's Shoe Market” 
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One Grade Oniy -THE BEST 
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W herever you travel, New York, London or Paris, you will 
instinctively discover 


The Ihorobred 


She is a creature of refinement, radiating an atmosphere of 
loveliness. 

She is the quintessence of elegance in dress. Her secret lies in her 
ability to add the last, dainty and harmonizing touch to her 
costume by selecting beautifully designed shoes. These, most 


often, are made by BOYD-WELSH. 


We invite our friends and patrons to inspect our 
lines at the Chicago Convention, Booth 23 Coliseum, 
and the entire eleventh floor of the Morrison Hotel. 


BOYD-WELSH SHOE COMPANY 


Manufacturers 
WOMEN’S STREET AND THEATRICAL FOOTWEAR 
ST. LOUIS NEW YORK LONDON 





PARIS 
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N. S. R. A. 
Style Show 


Chicago Coliseum S00-X-—Aivedale Buck vamp end quarter 
Feb. 11-12-13-14 Price $3.75 
BOOTH FIFTY-NINE 


Morrison Hotel 
Rooms 507-8-9-10 
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The offer of a strong proposition to increase turn-over: 
new patterns of merit, made on correct fitting lasts, of 
the best materials, and priced in the range of most pop- 
ular demand. We cordially invite you to'visit with us in 
our booth Number Fifty-Nine at the Coliseum and the 
Showroom on the fifth floor of the Hotel Morrison. 


‘ 
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TWEEDIE FooTWEAR CORPORATION 


Shoemakers Since 1874 


Wi 


Tweepizt Boor-Torp Company 
ST. LOUIS, MO. JEFFERSON CITY, 140. 
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A. G. WHITE 


President of St. Louis Shoe Manu- 
facturers and Wholesalers 
Association 














C. A. WEST 
Vice-President of the Same Organization 


Records Show Year of Accomplishment by St. 
Louis Manufacturersand Wholesalers Association 


HREE elements during the year’s activity of the 

St. Louis Shoe Manufacturers’ and Wholesalers’ 

Association stand out as unusual accomplish- 
ments. They are namely: The footwear display at the 
Pageant of Fashion given last August, the Group Dis- 
play exhibit at the N. S. R. A. Convention and the 
factors which tend to broaden the St. Louis shoe 
market. 

The display of footwear at the Pageant of Fashion, 
held in the open air municipal theatre in Forest Park 
last August, was undoubtedly the most distinctive ex- 
hibit of the market’s style ability ever presented. 

Before the eyes of thousands of 
merchants, who thronged this market 
during the show, were seen most at- 
tractive footwear fashions. The show 
was acclaimed by those who had 
viewed other efforts in this field as 
the mest wonderful of the country’s 
fashion fetes. That big spirit of co- 
operation, for which the manufactur- 
ers’ association has become nationally 
known, was in particular evidence 
during the show. Each manufacturer 
was allowed an equal number of 
opportunities to display his footwear. 
It mattered not if you were part of 
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HARRY MEYER 
Secretary-Treasurer 


a hundred million dollar corporation or a wholesaler 
with a half million dollar business. All were equal 
in displaying the number of styles. 

Co-operation is also noticeable in the group display 
of the St. Louis market at the N.S. R. A. Convention 
in Chicago. The potent force of the entire market 
grouped together for one purpose—that of developing 
the St. Louis market is an ideal that bespeaks the close 
co-operation of the industry. Practically every manu- 
facturer enjoys the privileges of the association. Its 
membership is jealously guarded and within its rolls 
are found the institutions of the highest business 

practices. 


Intimate with Retail Merchants’ Ideals 


The organization meets the last 
Friday of each month. The problems 
of the industry that have to do with 
the expansion and growth of the 
market are discussed. The results 
attained have been fruitful. The 
contact maintained with the St. Louis 
Shoe Retailers’ Association has always 
been intimate. At least once each 
year the manufacturers are host to the 
retail shoe merchants’ association. 

(Continued on page 173) 
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ONE OF MANY NEW STYLES 
To Be Shown in Our Chicago Display 





St. Louis Section—Booth 64—Coliseum 





New and beautiful creations, following 
the fashion trend of the season. Made of 
the most wanted materials. Distinguished 
by their individuality. 


Sample rooms—Hotel Morrison—Rooms 1003 
1004-1005—Palmer House— Room 634. 


See Our Shoes in the Style Revue 


SHOE SPECIALTY MANUFACTURING CO. 
SAINT LOUIS 


“The World's Shoe Market” 
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F. H. MAXTED 


Vice-President 


M. M. McCAIN 


President of St. Louis Shoe Retailers 
Association 


EMIL KAPPEL 


Vice-President 


Successful Year Enjoyed by St. Louis 
Shoe Retailers’ Association 





been the one 
which every 
retail shoe 
merchant is seeking the latest “style” 
information. 

Much stress has been placed upon 
this subject and the meetings devoted 
exclusively to this topic were always 
addressed by one of the style geniuses 
of the shoe industry in St. Louis. The 
talks were all practical. Always given 
at least 60 days in advance of the 
actual development of the style under 
discussion. The skins themselves 
were displayed with the shade of 
trimming to be used. Patterns, heels 
and lasts were thoroughly delved into. 
These meetings, which are held regu- 
larly by the association on the third 
Wednesday of every month, have 
been of great benefit to many of the 
small retail shoe merchants who 


J. A. HUTCHESON 


Treasurer 


EVER before has the St. 
Louis 


Association been as beni- 
ficial to its membership as it 
has during the year of 1923. 
U nder the leadership of Presi- 
dent McCain the meetings have 


Shoe Retailers’ 


timely topic on 





M. WEISS 
Sergeant-al-Arms 





cannot have that intimate contact with the style 
market of the country. 

When the speaker at these meetings completed his 
talk an open forum discussion followed with added in- 
formation being volunteered by those operators who 
visit all markets at least once a month. Members of the 
organization have been free in lauding the good derived 
from these meetings. 


The St. Louis Shoe Retailers’ As- 
sociation comprises practically all of 
the proprietors and buyers of the big 
downtown stores. There is no spirit 
of competition, as it is known in the 
great majority of cities, allowed to 
creep into the association. The bigger 
executives give generously of their 
advice and no merchant of the smaller 
type store need struggle with any 
problem that can be unravelled by a 
member of the association. 

It has been said by those from 
other climes that it is uncanny the 
manner in which retail shoe mer- 
chants here fraternize. 

It is nothing unusual for compe- 
titors within a block of each other 
to discuss within the stores the trend 
of business. 

(Continued on page 177) 











At the Big Convention of the 
NATIONAL SHOE RETAILERS 


in Chicago, February 11th to 14th 


There will be a display of the season’s newest styles in Peters “‘Dia- 
e pia} ) 
mond Brand” shoes. 


a ; ; a? Se 
see Us at BDootn f¢ 


l outs Group Display 


and for the full line in our Chicago Sample Rooms—Hotel 
Morrison, Rooms 504-5-6, and at Room 201 Security Building. 


A close and critical examination of our styles, prices, and values 
will bring out strongly the advantages of concentrating on ““Diamond 
Brands,” and using our big floor stocks for quick shipment. 


Let us help make your trip a pleasure, and your year of 1924 a 
profitable one through style and service on quality shoes at quantity 
prices. 


‘‘We Make More Fine Shoes and Ship Them 
Quicker Than Any Other House in the West.”’ 


Forty-One , Eleven 
Specialties Large 


Factories DRANG? oF Tanneries 


ST. LOUIS 
< 68S 20 Os 7 Ar 2a Sa SISOS DES ER ENS MERI LS: 
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The 


ilhiken 


Shoe 


REG. U. S. PAT. OFF. 

























See our line at Chicago: 
Sample rooms Morrison 


Many have attempted to 
imitate -- but none have 





been able to duplicate Hotel 
Billiken Shoes. 701-702-703 
See that Billiken is BOOTH No. 60 





stamped on every sole. Coliseum, St. Louis Sect. 


There are lots of shoes for Kiddies, 


but only one BILLIKEN -- 
‘‘The shoe the child outgrows.”’ 





WIN 
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Shoe Company 
Saint Louis U.S.A. 
THE WORLD’S SHOE MARKET 











ST. LOUIS, 
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St. Louis—The World’s Shoe Market 


(Continued from page 163) 


is one of the broadest presented anywhere, and a great 
convenience to market visitors. During the past year 
there has been an influx of outside manufacturers whose 
foresight and vision have impelled them to locate 
branches in St. Louis. Recognizing the rapid develop- 
ment of the market, they have joined the industry in its 
march of progress. One house in particular has moved 
almost its entire personnel, and anticipates shipping a 
tremendous volume from this point. Again, the location 
of this house has given the market visitor and retail 
shoe merchant in this territory, a selection of one of the 
largest lines of women’s turn comfort shoes. 


Eastern Firms Represented 


One of the largest Eastern manufacturers is erecting 
in St. Louis a $1,000,000 warehouse. They expect to 
ship, during the first year of its occupancy, between 
$12,000,000 and $15,000,000 worth of shoes. In making 
its selection it was stated by an official of the company, 
that St. Louis was the logical center from which to serve 
their many customers in this territory. 

The addition of a large jobbing house formerly lo- 
cated in the East, and the organization of a factory by 
eastern individuals all have focussed attention on the 
market. 

The progress of the industry has been along the broad- 
est lines. No attempt has been made to specialize on a 
particular type or grade of footwear. Shoes of every 
description and range of price for any store are manu- 
factured within the industry. This has been a big ad- 
vantage for retail shoe merchants, in that they can 
make their complete purchases in St. Louis in a con- 
venient manner. 


New Records Predicted 


Even bigger things for 1924 have been predicted when 
the market will surpass all records in manufacturing 
and sales, and this influence is best described by a state- 
ment made by Jackson Johnson, chairman of the board 
of the International Shoe Company, in a letter ad- 
dressed to the stockholders, which follows in part: 

“From our standpoint, the conditions of the country 
as a whole are not unfavorable, and we anticipate a 
conservative, healthy flow of business, based on sound 
values and free from the harmful influence either of 
speculation or depression.” 


Successful Year Enjoyed by St. Louis 
Shoe Retailers’ Association 


(Continued from page 173) 
This is the spirit that prevails in the association and 
to the credit of the members of the organization it must 
be said that much of the better business principles of 


merchandising footwear that are in force have been, to 
a large extent, the result of the St. Louis Shoe Retailers’ 
Association. 

Another undertaking by the organization was the 
entertaining of the Missouri Retail Shoe Dealers’ As- 
sociation Convention held in St. Louis last August. As 
host to the out-state retail shoe merchants a program of 
entertainment was provided which has emblazoned a 
trail of achievement that will be difficult to surpass at 
conventions of the future. So satisfactory were the 
plans of the St. Louis Retail Shoe Dealers’ Association 
in handling the convention, that it was voted unani- 
mously to hold the 1924 convention in St. Louis. M. M. 
McCain was elected president of the state Association 
and Emil Kappel, well-known retail shoe merchant of 
North St. Louis, was elected secretary. 


Aim to Improve Merchandising Practices 


Throughout the year of activity the principal func- 
tion of the organization was not lost sight of. To con- 
tinually better the practices of the retail shoe business 
has been the aim selected by the present, as well as past 
administrations. 

The achieving of this outstanding accomplishment 
grows closer and closer each year and when the present 
officers and directors retire in March of this year they 
can leave their duties feeling that another milestone 
along the way of success has been completed. 





Records Show Year of Accomplishment 
by St. Louis Manufacturers and 
Wholesalers’ Association 


(Continued from page 171) 


C. S. Strayer was elected president for the present 
term, but having changed his connection the unex- 
pired term is being filled by A. G. White. C. A. 
West is vice-president and Harry Meyer, secretary 
and treasurer. The directors are as follows: H. C. 
Stribling, C. P. Luckett, H. V. Stephens and B. W. 
Williams. 

The manufacturers’ association will hold open house 
at the Jefferson Hotel, St. Louis, Saturday, February 
9. A special train will leave at midnight of the same 
day. Seven floors of the. Morrison Hotel, in Chicago, 
have been reserved for the St. Louis Manufacturers, 
where they will have sample rooms as well as a large 
staff of salesmen to welcome the trade. 





Big 1923 Business 


The shoe business of St. Louis during 1923 leads all 
other industries in volume. $210,000,000 worth of shoes 
were sold according to the official figures given out by 
the St. Louis Chamber of Commerce. The greatest 
gain in volume was also shown in this industry with 
an increase of $20,000,000 over the 1922 period. 
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EMAND for shoes comes from only one 
source--the consumer. 















ND the ever growing demand for “Star Brand” 
solid leather shoes is proof that those who wear 
them demand them again and again. 


. HERE’S a reason--You’ll see it during the 
show in Booth 31 at the Chicago Coliseum, Feb. 
11th to 14th. 


R better still the complete line will [be on dis- 
play in rooms 601-2-3 Morrison Hotel. 


UR representatives will be glad to meet you. 








ROBERTS. JOHNSON 6 RAND 


MANUFACTURERS Branch of International Shoe Co. ST LO “Ss 










“STAR BRAND SHOES ARE BETTER” 





The great combined 
specialty line—41 fac- 
tories, 11 tanneries 
owned and operat- 
ed by our Company. 
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and Friends at ~ 


the 


Morrison 


Hotel 


Typical Floor plan of the 


Morrison Hotel 


The following concerns will have their sample lines on display 


in rooms at the Morrison Hotel: 


Wolff Shoe Mfg. Co. 
Milius Shoe Co. 

Peters Shoe Co. 
Tweedie Footwear Corp. 
Lund Williams Shoe Co. 
F. C. Church Shoe Co. 


A. Manheimer & Co. 

Creel Mauldin Chambers 
Shoe Co. 

Hamilton-Brown Shoe Co. 

Travaso Shoe Co. 

Chester Moore Shoe Co. 


Samuels Shoe Co. Moore Shoe Co. 

Roberts Johnson RandShoe McElroy-Sloan Shoe Co. 
Co. Capital Shoemakers 

Brown Shoe Co. Friedman-Shelby Shoe Co. 

Vinsonhaler Shoe Co. Pedigo Weber Shoe Co. 


W. H. Lampe Shoe Co. 
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Wizard Foot Appliance Co. 


John Meier Shoe Co. 
Brauer Bros. Mfg. Co. 
United Shoe Mfrs. 
Shoe Specialty Mfg. Co. 
Johansen Bros. Shoe Co. 
Boyd Welsh Shoe Co. 
Kannally Wick Shoe Co. 
Chouteau Shoe Mfg. Co. 
Tober-Saifer Shoe Co. 
Johnson Stephens Shinkle 
Shoe Co. 
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& BIG HITS 


THAT ARE SURE TO INCREASE YOUR SALES 


SHOWN BY 


In Stock TOBER.- SAIFER In Stock 


ORDER AND HAVE THEM SOLD BEFORE 
YOUR COMPETITORS WAKE UP 


























No. 2854—Patent Chrome Dixie Sandal, Wolff No. 2835—Jack Rabbit Gray Nubuck, “‘Cherry 

Process Flexible sole, 7-8 leather heel, cut-out Pump,” gray calf collar and trimmings, also gray 

vamp and quarter exactly as illustrated. A calf strip tip. St. Louis Process Flexible sole, 13-8 

Beauty. A, B and C widths, 2% to 7.....$4.15 military covered heel. Style exactly as illus- 

3 F trated. A Wonderful Pattern. A, B and C widths 

No. 2855—Exact style as above in Airedale SS eae iii e 
Nubuck, 8-8 covered heel. A, B and C widths, 

24 to7.... .. $4.60. No. 2836—Exact style as above in Airedale 

Nubuck, Airedale calf trimmed, A, B and C 

SSS OS ee a 


Our line will be displayed at the Morrison Hotel, 
Chicago, during the N. S. R. A. Convention, February 
11, 12, 13, 14. We will gladly submit samples out of 
stock on any numbers that you are interested in. 


TOBER -SAIFER SHOE CO. 


Manufacturers and Distributors 


NOVELTY FOOTWEAR IN STOCK 
1312 WASHINGTON AVE. ST. LOUIS, MO. 









































, Ihe Worlds Shoe Narket 








ST. LOUIS, 























Remember Booth 28 
St. Louis Section 
—————} COLISEUM, CHICAGO, February 11 -- 14 == 
THE LE “AMCO’”’ KLASIC ORNAMENTS 
in all the new styles, will be shown. 


PURITAN AND PRISCILLA BUCKLES FOR COLONIALS; BEADED AND 


METAL ORNAMENTS FOR GORINGS, as well as all other new NOVELTIES 
which will be in demand for the SPRING SEASON. 


BOTH FOR THE RETAILER AND THE MANUFACTURER 


If you are not coming to Chicago, our Catalogue and samples are ready for you. 


SAMPLE ROOMS NUMBERS 612 & 630 MORRISON HOTEL 
ABE MANHEIMER & COMPANY 






ST. LOUIS, MO. 






14th and Locust Sts. f 
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RETAIL SALESMEN WANTED 


A Splendid Opportunity for the Right Men 





The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 475 retail stores in 33 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 


We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 59 stores in 1922 and 
104 stores in 1923. 


By industry, study, and determination your progress will 
be rapid in our organization. Under our experienced managers 
you are trained to become a manager. When you have qualified 


You Are Promoted to be Manager of a Store 


in which you own a one-third interest, to be paid for out of the profits of the business 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we need 
are young, healthy, and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition— tested and proven over a 
period of 21 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


Address your letter to: 


When you make a success of the management, 

ou are sold a one-third interest in a new store and 

mle its manager. You may afterward acquire a 

partnership in other stores which are the outgrowth 

of the one in which you first received a financial in- 

terest. If you do not possess the capitul to purchase a 

one-third interest in a new store, the money is loaned 

ou by the J. C. Penney Company, and you repay it 

rom subsequent profits of the store. 

Write today for our booklet, “Your Opportunity,” which 
fully explains our plan. Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


J.C. PENNY COMPANY, Inc. 


Wm. M. Bushnell, Manager of Employment, Star Building, St. Louis, Mo. 
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SEE THE 


LAMPE LINE 


At the Chicago Convention 


It is Full of Snappy Styles for the Coming Season 


ADELINE MAH JONGG 


LAMPE STYLES WILL BE ON DISPLAY AT 
1. Booth 66, Coliseum | 
2. Morrison Hotel, Rooms 609, 610, 611 


[i will pay you to not only see our 
line at the Coliseum, but also to 
visit our rooms at the Morrison and see 
newest and uncovered creations. 


W. H. LAMPE SHOE CO. 


ST. LOUIS, U. S. A. 
‘*The World’s Shoe Market’’ 
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A Wonderful Shoe for Boys 


It would astonish you to hear some of the 
fine things said about “‘BOBS.’’ They are 
such unusual values that frequently mer- 





No. K 703 ““BOBS”’ 
In mahogany and gun metal, full grain Fred 
Rueping’s calf leather. Rock Oak outsole 
Heavy Oak Shoulder channel wedge insole. and 
rubber heel 


Sizes 9-13 4..... evescecs ... $3.00 
Sizes 1-5 %... eenewne : J . 3.50 
Te ee eee 


, , 4.25 
In Case Lots. Terms 5% 10 Days. Net 30 Days. 


*THE SHOULDER CHANNEL PROCESS 


Every pair of “BOBS” is made with the Shoulder Channel 
Process. This construction requires a full 7-iron insole of the best 
tannage. It eliminates a bottom filler which often creeps and 
lumps, thus making the insole uneven. Notice the gutter filler; 
gutter made at lip of insole. This process thus brings insole and 
outsole together on a flat surface, insuring even wear on bottoms. 
You can resole "BOBS" with this construction more often than 


other welts, a matter of great importance in boys’ shoes. 


- 


chants tell us they don’t know why they 
haven’t bought them sooner. ‘‘BOBS”’ are 
special shoes, made in a specialty factory. 
And they are made with a Special eral 


See our line on display in Chicago, 
February 11, 12, 13, 14 at Room 
1239, Morrison Hotel, also at Room 
301, Lee Bidg., 19 So. Wells Street. 
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KANNALLY-WICK CORPORATION 


HIGHLAND 


Manufacturers 


ILLINOIS 
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At Booth 245, N.S.R.A. Convention, you'll find the best line 
we have offered in many seasons. Sport Sandals, all varieties 
of strap slippers, snappy reds, blues, greens, grays, trims and 
stitchings of same—these are some of the novelties shown in 
all sizes from Infants to Young Ladies. A new line of McKays 
to sell at popular prices is a big feature. 


FLEXIBLE FIRST STEP 
PATENT CHROME 7 P . 
Goody. Welt one et Mand Temned Pieuiiiien, close 2 to 5, tncindiing 
An excellent pattern, all solid and dependable in 


every respect. 
ing Hl., 8% to 11,C, D....... $2.75 
Low fil., 113¢ to 2, B,C, D.. 3.15 
685— Young Ladies, 2% to 7, B, C, D 3.75 129—Blue Cab, Patent Trim 
Medium Round Toe) H129—With Safety Heel, 2 to 
Cab., Patient Trim 1.05 


686—Young Ladies, 3 to 7, B,C, D........... 3.75 1 be 
(Custom Toe) H130—With Safety Heel, 2 to5............... 1.15 
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Whether for the baby’s first walk, for the young- 
ster’s first school days, or for the young lady’s first 
“Grown Up” party there is a Sinbac* Helthy- 
Fut Shoe that gives all the style, service and 
comfort possible for the price you pay. 




















SMOKED ELK 
Goodyear Welt 
Smoked Elk with Green Trim. 


4648—Misses, 11% to 2, C, D......-.- eee eee . 
4649— Young ies, 3% 007, A. B, C, D....-- . 
Grey Calf, with Blue m. = 
4645 —Mi 


ieee, 114 to 2, C, D......- 2-220 0e ee 
Cig — Misses, Mie 23% to 7, A, B,C, D “eee 


BLACK CALF 
Goodyear Welt 


High Grade Black Calf with snapry ppemme Trim. 





4527—Young Ladies, 2% to 7, $4.00 


aB7-8 
RRARS 
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HINGS other than leather—=style and wear, 
SELL SHOES. 
For instance, the atmosphere of your 
store has much to do with the steady 
flow of business that continues day after 
day and year after year. 


Well balanced, comfortable and attractive surround- 
ings will attract a class of trade that makes shop 
retailing worth while. 


MILWAUKEE CHAIRS are terpi f 
factured by master chairmakers. Sturdy, beautiful in 
design and thoroughly harmonious in any surrounding. 





They will appeal to your customers. Your trade will 
quickly respond to your efforts to make their shoe 
buying something done in pleasant atmosphere. 


See our display at the National Shoe Retailers Con- 
vention in Chicago or write for our booklet “Chairs 
That Increase Shoe Sales.” 





LARGEST pach sengy —arbewene OF OFFICE CHAIRS IN THE WORLD 
Chi New York ~ Portland ~ Minneapolis 
















































































S-2715-W Child’s Chair 
at 13%” widex 13,” deep 
eight wot floor to top of back 
28, 

eight of seat to top of back 
14%,” 

loor space 164” x 14” 

ak, Birch in Mahogany or 
Walnut Finish 


Height of back from seat 16” 
Width outside measurements 2312 
Made in quartered Oak 
Birch—Mahogany or Walnut Finish 
Solid Mahogany cr Walnut 


$-3171-F Twentieth Century Fitting Stool 
Length over all 25”—Height 151” 
Corrugated Rubber Foot Rest 
Made in _~ Mahogany or Walnut Finish 
otss S ak 

Mahogany or Walnut 


240-W 1560-F 


Height overall from floor to 
top of back 374,” 

Height—back from top of seat 
to top of back 21” 

Floor space occupied 23” over 
all wide 

Floor space occupied 23” deep 
overall 

Space between arms 19” 

Oak, Birch, Mahogany or Wal- 

Finish 


nut 
Solid Mahogany or Walnut % 
- a 




















Chicago Visitors Will Find 
Hearty Welcome and 
Many Friends at 
Morrison Hotel 
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HE following shoe concerns will have their samples on display at the Morrison Hotel. 
An index at the clerk’s office will supply callers with the room numbers so that they can 
easily find their friends and see the lines displayed. 


Mr. Thomas McWilliams, manager of the Morrison Hotel, is a genial host and a good 
friend to shoe men. Be sure and make his acquaintance: 


Gardner Smith Shoe Co. 
Werner Shoe Co. 

Dunbar Pattern Co. 

F. S. Elam Shoe Co. 
Piekenbrock Shoe Mfg. Co. 
Biltwell Shoe Co. 

Cornell Shoe Co. 

Cahill Shoe Co. 

Morris Lapidus 

Sorosis Shoe Co. 

Juvenile Shoe Corp. 
Taylor Last Co. 
Stonefield Evans Shoe Co. 
P. W. Minor & Son 
William Greilich & Sons 
Rice & Hutchins 

H. K. Richardson 
Chesapeake Shoe Co. 
Pontiac Shoe Co. 


Doerman & Herbst Shoe Co. 


A. S. Kreider Co. 

Gilbert Last Co. 
Weiehman Pattern Co. 
O’Donnell Shoe Co. 

Geo. Bertman Shoe Co. 
Mrs. A. R. King Shoe Co. 


Murphy Levy, Crossman 
Prouty, Daniels Co. 

Nunn, Bush & Weldon Shoe Co. 
E. P. Reed & Co. 

J. E. Tilt Shoe Co. - «+ 
Weyenberg Shoe Mfg. Co. 
Novelty Shoe Co. 

L. D. Dudley Co. 

J. P. Smith Shoe Co. 
MacLaughlin Conway Shoe Co. 
A. J. Bates Shoe Co. 

A. M. Melanson Shoe Co. 
Menihan Co. 

Brophy Bros. 

Geo. E. Belcher Last Co. 
A. M. Creighton Co. 

H. P. Leighton Co. 

Allen Goller Co. 

Teeple Shoe Co. 

Gregory & Read Co. 
Haskell, Brown & Bradbury 
Williams Clark Co. 


**T he entire St. Louis Group of shoe manufacturers 


and wholesalers is quartered in the Morrison Holel, 
occupying several floors. 
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The FLORSHEIM SHOE. 


UR Stock Department promptly supplies “shoes for the occasion’”’ — assisting Fiorsheim 

dealers in selling a larger number of pairs per season. The Florsheim proposition opens a real 
opportunity for one live merchant in each community. With a range of two hundred styles from 
which to select his regular stock, and the additional advantage of getting immediate delivery on 
timely styles, the Florsheim dealer has the merchandise and the co-operation that build a volume 
of business on men’s fine shoes. 


These four styles, and many others, are ready for immediate shipment 






































In Stock : In Stock 
Style S-70 Style S-47 
The Rialto . The Parkway 
Cheral 


Willow Calf 
(Golden Brown) (Patent Colt} 
Oxford Oxford 


seal 









































In Stock ~ it In Stock 
Style S-48 Style S-59 
The Parkway . The Brighton 


Willow Calf . Black 
{Tony Red) Bal. Velvet Calf Bal. 
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THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
Manufacturers + CHICAGO 


Most styles retail at $10 EN (5) E>, Book of stock styles on request 
— aaa © 


Vic Aout 


irs) STYLES 
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From A Banker’s Viewpoint 


**Money is not tight and not likely to be so at any time in the 
near future; and I do not recall a time when depression, 
in this country, at least, was not preceded by tight money”’ 


By GEORGE M. REYNOLDS 


HE season when one year ends and another be- 
- gins is the time most men devote more thought 
than usual to a study of past performance and 
future prospects; there is a tendency to let down on 
present effort to increase volume or to push previously 
conceived plans. Very naturally this disposition ac- 
counts for some diminution 
in actual trade of a primary 
or wholesale nature. Large 
orders are held in abeyance 
pending the making up of 
the business mind as to 
whether thenext movement 
is to be forward, sidewise or 
backward. Then, too, buy- 
ers at retail are presumed to 
have about used up their 
surplus spending money in 
preparation _for the holi- 
days. 

The foregoing is about 
what has been happening 
the past few weeks and it 
does not seem to me that 
we should view with too 
much seriousness any lack 
oi snap which may be-ap- 
parent in commerce and industry at the moment. It 
would be more logical to examine some of the funda- 
mentals upon which we must depend for guidance as 
to the next few months. 

First among these fundamentals is agriculture. There 
have been loud complaints about the plight of the 
wheat grower and a few of the other one-crop produc- 
ers. They have had a most miserable and disappoint- 
ing experience, but by far the greater number of the 
farmers diversify and among the variety of crops of 
1923 some have shown good yields and very fair re- 
turns. The inevitable conclusion is that the farmers, 
taking the country as a whole, have greatly improved 
their condition over what it was twelve months ago. 

At this particular stage of the business cycle, I should 
list construction operations as next to agriculture in 
importance. Full employment.depends more upon 
building operations than most people realize. Road con- 
struction and the erection of homes, office buildings and 
factories make very heavy direct demands upon the 
labor market. Indirectly these activities help to main- 


tain capacity operation at the lumber camps, saw mills, 
iron and coal mines, and cement plants and numerous 
other industrial establishments which furnish employ- 
ment. 

In the past two years construction figures have 
reached enormous totals. It is true there was some 

slackening of the pace last © 
spring and summer, but 
another favorableturn came . 
in the fall and permits for 
November and December 
established new records for 
those months. 

There has been consider- 
able guessing as to how 
long construction work can 
be kept up to a high level. 
I do not profess to know, 
but it is certain that there 
is keen agitation for the 
continuance of the good 
road work and authorities 
claim that the need for 
homes has by no means 
been satisfied. 

Many other indices are 
cited from time to time to 

show that we are headed for improvement or. the re- 
verse, but a multiplication of reasons breeds confusion. 
Leaders in the steel industry report a revival of buying, 
railroad tonnage is good when allowance is made, for 
seasonal variations, and the latest statistics published 
by the mail order houses and chain stores show a well 
sustained_volume of distribution of goods. These, how- 
ever, are to be considered more in the nature of mani- 
festations of what is happening than as fundamental 
causes. 

The remaining vital underlying condition, from the 
domestic viewpoint, can be expressed in the one word 
“money.” The Federal Reserve Banks have especially 
large reserves. The commercial banks are not over- 
loaned and the latter are not borrowing anything like 
the limit of the former. There is then, a huge fund of 
unused credit, or money, available for any reasonable, 
sane expansion of business, and it is available to good 
borrowers at moderate rates. There is absolutely no 
necessity for curbing business because of a lack of funds 

(Continued on page 197) 
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No. R 655 


| Rueping’s Seminole Tan Calf, Mae 
a Rex Last, Plump outsole, Pie inne 
t 3 


No. R 653 


Rueping’s Black Norwegian Ox- §& 
ford: Pinked om 


tip, 


au Apron; Kangaroo 
: mame outsole 








Men’s Shoes for the Cream 


of the Middle Class Trade 


Men’s shoes with a real style punch—men’s shoes with 
marked quality distinction at popular prices—men’s 
shoes that fit the foot so that it has support where needed 
and freedom where wanted—await your inspection at 


Booth 246. 


The GODING Shoe 


is lasted to fit and fitted to last. We want to demonstrate 
to you what the Goding organization has accomplished in 
developing fitting qualities which we believe are equaled 
by but few top-price lines and surpassed by none. The 
Goding line insures for your customers solid comfort and 
sturdy wear, plus the simplicity of design that business 
men want or the lively style that college men demand. 


The GODING 


833-855 W. CHICAGO AVE., 


No. R 457 a 
Wea Gallun’s No. 3 Tan Norwegian Bee 
with Seotch Grain Apron Oxford. Bigs 
Plain toe. Imported rib crepe sole ER 
and heel. New York last. Sane 








E _ 
Aire: Or. = 
xc 


AISLE 8FT. WIDE 


exit Exit 


LOCATION OF,GODING BOOTH 


No. 246 is along the north wall of the Coliseum. Arrow 
shows its location with respect to the main entrance. 


A Featured GODING Entry— 
The Normalcy Arch Shoe 


This is a shoe in which common-sense principles are 
applied to the arch-protecting shank. The normalcy arch 
is a shoe for the average man whose arches are not bad 
enough to drive him to a doctor, but who realizes that a 
gentle support for them would be a mighty good thing. 
Don’t fail to see the Normalcy Arch Shoe. 


SHOE Co. 


CHICAGO 





ae Rex last. Price 








. No. R 670 

gaa Seminole Russia Calf Blucher 

oa Oxford. Imitation Cord tip 

Sag Bleached Calf quarter lining. 

gay Plump outsole. Rex last, Price 
$5.20 


No. R 657 


2 Gallun’s Norwegian Tan Blucher ff 
& Oxford; Six close rows of stitching § 
ima on tip and quarter; semi-soft ; i 
m 6Bleached calf vee Ul 
ingfoot 


Plump outsole; $ 


ce 


No. R 622 sv 
Vv. Mecca Calf Oxford, B&H 


Quarter lining. Plump outsole fm 
Duke last. Price..-.........$5.20 
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O please the eye and make folks 
TT comfortable is the responsibil- 
ity you place on your store 
seating. 




















AMERICAN INTERLOCKING SHOE 
STORE CHAIRS are equal to this re- 
sponsibility. All designs are archi- 
tectually correct and may be had in 
finishes that harmonize perfectly 
with the surroundings. 


AMERICAN SEATING [OMPANY 


General Offices: 1016 Lytton Bidg., CHICAGO 


Room 707—250 So. Broad St. Room 601—119 W. 40th St. 
PHILADELPHIA NEW YORK 


Booth No. 253 
at N.S.R.A. Convention 
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THIS BRASCO FRONT SELLS SHOES 


BRASCO copper store front will give you display space more than twice 
A the amount of actual front width in which your merchandise displays will be 

doubly effective. “The more you show, the more you sell!” You can best 
take advantage of this sound principle of merchandising with a Brasco front. 


In addition to enlarged window display space made possible by a Brasco front, the 
copper mouldings and corner bars frame your merchandise in a beautiful setting, 
increasing its attractiveness and making the entire front of your store more im- 
pressive in appearance. 


The first step toward increasing your business with a Brasco front is to look over the suggestions 
and ideas in the new Brasco portfolio of store front designs. See what other shoe stores are doing. 
Pin the coupon to your letterhead and a copy will be sent promptly, gratis. 
a 


BRASCO MANUFACTURING COMPANY Ps 


5031-37 S. Wabash Avenue, ft 
Chicago, Il. 


Z 2-24 
7 Brasco Mfg. Co., 
ag 5031-37 S. Wabash Ave., 
ra Chicago, Hi. 


i Without obligation, please mail us 
a copy of the new Brasco portf olio 
store front designs. We may 





COPPER STORE FRONTS) 
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* Shubuck © 
Patent Sides 
Russia Sides 


Lizard and Alligato 
Cowhides Z | 
; 4 


Leather and Style 
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Gutmann leather combines 
style with that quality of 
durability that means a 
well satisfied buyer. 


: 





_—- 
oI 




















Style leathers that meet every 
demand of fashion and in which no 
quality of wear and satisfaction 
have been slighted. 


_——_———— ee 


Specify Gutmann leather in your 
next order—or write for our color 
card. 


_——8e8e = eee ee 


See entire line on display 


Booth 313 N.S. R. A. Convention 
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GUTMANN AND COMPANY 


INC. 
CHICAGO 


OFFICE AND TANNERY 
1503-1521 WEBSTER AVE. 


———-— = 


Gutmann Leather Co 
7-11 Spruce St 
ew York 


Day-Gormely Leather Co 
195 South St. 
Boston, Mass 


G. F. Shuster & Co G. W. Newman Lea 
109 North Fourth St. 803 S 
Philadelphia, Pa a 


H. R. Howard & Sons, Inc. 
11 Central Ave., 
Rochester, N. Y. 
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Gaylord Lee 
268 Market St 
San Francisco, Cal 





























February 2, 1924 


AVA 


' 
TO 





WN 
a 











TRIMMING 
Demonstration 


Suggestions 
on to 
sell more 


Shoes thru 


your 
windows 


J 


members of the 
AdvisoryBoard 
L__of the __ 








Show Card Service 


Standard Bldg , Rogers Park. 


CHICAGO on ILLINOIS 
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Chicago—the Industrial City 


Natural Advantages Have Placed Chicago in the First 
Rank As an Industrial City 


HE first essential to a big business is transpor- 
tation and Chicago with 39 railroads radiating to 
every part of the continent and its water facili- 

ties is by the foresight of its pioneers and by nature 
endowed with this requisite. No one appreciates more 
than the shoe manufacturer, wholesaler and retailer 
what transportation means in this day of style mer- 
chandise. 


The second item in importance is the accessibility 
of raw materials. It is a well known fact that Chicago 
is the greatest hide and leather market in the world, 
thus making it the greatest source of supply for the 
shoe and leather industry. Shoe manufacturers in the 
middle west find this market a big advantage because 
of the accessibility of tanned leather, there being 34 
tanneries operating in Chicago. 


A Wonderful Market for Distribution 


The third requisite is the market for distribution. 
In this regard Chicago has no equal. 2,500 through pack- 
age cars leave the city daily for every part of the con- 
tinent. Within an overnight ride live one-half the popula- 
tion of the nation: What other industrial center can 
say as much? Its own retail stores cater to 4,000,000 
people. Truly a wonderful market. 


Labor Fourth in Importance 


Labor must be considered the fourth item in im- 
portance. The Chicago labor market is high, that is 
admitted, but not out of proportion to the skill de- 
manded of the labor employed. Chicago does not make 
cheap merchandise nor does it use cheap merchandise. 
The ‘Made in Chicago” imprint is a mark of quality. 
The following table showing how the population is 
divided gives its own evidence of the steadfastness of 
the Chicago Labor Market: 


Hungarian 
ES i cvdaivaess Lithuanian 


Bohemian ........... 
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Motive Power in Abundance 


Motive power must also receive consideration when 
looking at the advantages a market affords. Chicago 
can supply either direct electric power or can furnish 
coal in abundance from coal fields 200 to 300 miles 
away. It seems Nature predestined this city by the 
lake by placing at her doors the requisites that make it 
possible for her to rise to greater heights year after 
year. 

In 1682, LaSalle prophesied that “This will be the 
gate of Empire, this the seat of Commerce. The 
typical man who will grow up here must be an enter- 
prising man. Each day as he arises he will exclaim, 
‘I act, I move, I push,’ and there will be spread before 
him a boundless horizon, an illimitable field of activity. 
A limitless expanse of plain is here—to the east water 
and all other points land. If I were to give this place a 
name I would derive it from the nature of the man who 
will occupy this place—ago, I act; circum, all around; 
Circago.” 

How fully his prophecy has come true! 





From a Banker’s Viewpoint 
(Contunied from page 191) 


as was the case in 1907 and again in 1920-1921. Money 
is not tight and not likely to be so at any time in the 
near future; and I do not recall a time when depression, 
in this country at least, was not preceded by tight 
money. 

There remains the foreign situation. We have had it, 
in aggravated form, for several years now, and for a long 
time it has been almost as bad as it is today. Despite 
Europe, we have gone through a period of drastic liqui- 
dation and one of very substantial recovery. In the end 
we must suffer for the economic errors pérpetrated 
across the water, but that we are not suffering, in a 
business way, as badly as has been claimed, is proven 
by the figures of exports. We are sympathetic and there 
is no disposition to assume a complacent attitude of 
indifference because we are prosperous while so much 
of Europe wallows in the trough of economic and politi- 
cal chaos, but the point is that nothing is to be gained 
by becoming alarmed about Europe to the extent of 
neglecting our opportunities at home where there has 
been enough to do to keep us busy and where there are 
no indications of a present change to worse conditions. 
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COLORS 
There’s ashade for every suede 


White 

Black 

Jack Rabbit 
Light Grey 
Oriental Pearl 
Medium Grey 
Dark Grey 
R-Grey 

No. 18 Grey 
Beige 

Fawn 

Light Fawn 
Dark Fawn 
Congo 

Castor 
Bamboo 
Cinnamon or 
Light Brown 
Medium Brown 
Bombay 
Dark Brown 


Racquet A highly popular EAG LE BRAND 


Mandalay P roduct— 
Airedale . ig 


Piccadilly qs 


== agle,: Brand 


Beaver 

Autumn Brown ae ” 
— 
eS 


Is an important accessory to be sold 
with each pair of suede shoes. It keeps the 
customers satisfied with. the shoes by 
preserving their original finish. 








There’s a shade for every suede. Put up 
in the most convenient of all packages— 
the cleaner touches nothing but the shoe. 
The extra sale brings you extra prestige 
as well as extra profits. 





Send for this Attractive 
Color Card 


showing 30 new shades that are in big de- 
mand now. It’s yours for the asking. 





From your Findings Jobber or Direct from 


AMERICAN SHOE POLISH CO. 


Manufacturers of a Dressing 
for Every Shoe 


1950 S. TROY ST. : CHICAGO, U.S. A. 
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ON THE FLOOR FOR . 
IMMEDIATE DELIVERY 


2 NOVELTY SHOE CO. 


“TRUE TO ITS NAME” 


32 8.WELLS ST. CHICAGO | 
SS 


al 


ile \ 


(} 





. 365-—Skinners Black Satin, lizardjtrim, 16-8 Sp. heel. B to D....................-.. 
- 1108—Grey Nubuck oxford, grey calf trim, welt, A to D...................0.000005- 
- 1110—Black calf colonial, welt, 8-8 Mil. Heel. B to D....................2. 0.00000 
. 3300—Black Satin, Patent trim, 8-8 Rubber heel. A to C................0.........-.. 
. 3303—Black Satin, Dull Calf trim, 13-8 Cov. Mil. heel, A toC....................... 
. 3305—Airedale Nubuck, lizard trim, 8-8 Rub. heel, A to C. . 

. 3526—Black Calf Oxford, grey calf trim, Welt, B to C.. 

. 3951—Grey Nubuck pump, cut outs, 16-8 Spanish heel, A ‘tofD.. 

. 3954—Grey Nubuck pump, lizard trim, 16-8 Spanish heel, A toD.. yay areas, ae 
- 4307—Grey Nubuck, Kid trim, Spanish heel, AA toC ...........0......0...0.-245- 
































ARY ADAMS Hi-Archa Shoes 

M are built for a definite purpose. 

Comfort and design are essential 

but greater than these attributes is the 

physiological construction guiding and con- 

trolling every muscle of the foot in ‘he 

accomplishment of its duty. Years of scien- 

tific study have produced the finished pro- 

duct. Medical science acknowledges Mary Adams Shoes correct in every 

detail. The toe moderated to allow perfect freedom of action, the ball broad 

enough to distribute the weight of the body evenly. The built-in arch of proper 

height to grip the foot comfortably and sufficiently strong to carry the body 

erect, the heel of live rubber to absorb the shock in walking and of exact 
height to direct the foot movement to the vroper angle. 


The satisfaction of knowing that your customer will return for the next pair 
is the acme of retail shoe Merchandising. When every pair sold is a silent sales- 
man, your problems are solved, Your customers will feel indebted to you if you 
recommend Mary Adams Hi-Archa Shoes. 


MARY ADAMS HI-ARCHA OXFORDS 


3279 Black Surpass Kid Oxford, Meduim Toe, Tip, 12-8 Cuban Leather 
Heel, Rubber Lift, AA-E 3-8 

a, EE, OD o's hos cnn cosseescndiacciaessees 4.50 

3281 Same in Tan Calf, B-D, 3-8 

Se Os HE, By, Ba So ccciccewcscncecccvcccceccvcsocess 4.30 


OUR LINE OF ATTRACTIVE WOMEN’S NOVELTIES IS ON 
THE FLOOR FOR IMMEDIATE SHIPMENT 


1681 Black Satin Black Suede Enid Front Covered, 15-8 Spanish heel, 
rr en ee ee ED ee $4.75 
1673 Same as 1681 in Black Suede, Dull Kid Trim, A-C, 3-8.......... 4.85 
ee I ST cc cccccscccnsecccaccceceenseces 4.50 
1674 All Patent, Cuban Covered Heel, A-D, 3-8.................... 4.25 
1692 Same as 1681 in Grey Suede, Grey Calf Trim, 15-8 Spanish Covered 
ne, SO, OG as cescscescns cikintnbeatinbbaeemnatlah 4.75 
All Patent Cut-out Front, Covered Cuban Heel, Turn, A-D, 3-8.. 5.00 
Same in Black Suede, Dull Kid Trim, A-D, 3-8 
Same in Black Satin, Black Suede Trim, A-D, 3-8 
Same in Black Satin, Black Suede Trim with Covered Spanish 
Re ee ee ee eae 


DON’T FAIL TO INSPECT OUR EXHIBIT 
BOOTH 255, N.S. R.A. CONVENTION 








HARPER & KIRSCHTEN SHOE CO. 


231 W. MONROE STREET CHICAGO 
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Shoes 
pose, 


“| Lhe Scholl Booth will be 


1 the 
scien- 


‘S| of unusual interest to you 











When you are in Chicago attending the N. S. R. A. Con- 
t pair vention, February 11, 12, 13 and 14, you will want to take 
sales- | home with you every bit of constructive information that 
f you | will assist you in doing a bigger and more profitable business 
| during 1924. 


With this one thought in mind we want to extend to you 
a most welcome invitation to call at our Booth No. 247 
and renew old acquaintanceship, and learn, at first hand, of 
our extension plans for the coming year. 


To those who have specialized in the past on Dr. Scholl's 
Foot Comfort Service will be presented an advertising and 
sales promotion program of such magnitude and scope that 
an unprecedented demand for Dr. Scholl's Foot Comfort 
Appliances and Remedies will be the result. Such dealers 
who are prepared to handle this business are the ones who 
are going to reap the benefits from this far-reaching selling 
campaign. 

To those dealers who have not seen the wisdom of in- 
stalling Dr. Scholl's Foot Comfort Service, now is the op- 
portune time to do so. Nineteen Twenty Four is going to 
be a Scholl year, so why not call at Booth No. 247 and ar- 
range to make this important Foot Comfort Service a 
profitable adjunct to your business. 


By all means drop around and see us. Let us explain our 
1924 plans to you and show you how easy it is going to be 
for you to cash in on them. 





THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Comfort Appliances in the World 


213 W. Schiller St. 62 West 14th St. 112 Adelaide St., East 
CHICAGO NEW YORK TORONTO 
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blind eyelets, 


Chicago 


SNAPPIEST STYLES FOR MEN 


Men’s No. 2 Saddle Golf Oxford. 
Drake (80) last, pattern No. 512, 
Imported 4%” Crepe rubber sole. 


Plain toe, no box, 














and at 


Our Factory 
. Huron Street 


Morrison Hotel 


isplay at Room 1509 and 1524 
512 W 
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s of the well known line of TILT SHOES. 


e 
o 
— 
ro) 
o 
| 
= 
o 
—- 
= 
a 
=| 
=) 
oC 
ce) 
=| 
5 
& 
° 
= 
— 
o 
= 
ND 
=| 
os 
eo 
— 
—s 
S 


P 


530, 


ilt Shoe Co. 


AarTr COAL POCO RALrR 





sport sample 


These 





z 


last, 


Men’s Lace Sport Oxford. Plain 
toe, no box, blind eyelets, Drake 
pattern No 
Duflex rubber sole, wedge heel. 
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Our Great Need—Stable Conditions 
In Business 


By WILLIAM H. FINLEY 
President of the Chicago and Northwestern Railway Company 


GOSS: edOSS 


I have abiding faith in the abounding spirit of progress which pervades 
the business life of the United States. Looking forward, I am impressed with 
the necessity for clear thinking and fair dealing on the part of American busi- 
ness and its expression in our political life. Our great need is stable conditions 
in business. Uneertainty is a disturbing element and an obstacle to prosperity. 

The railroads being the underlying factor of all business, should be pre- 
tected from destructive influences. The tendency of politicians to tinker with 
our laws and regulations regarding transportation is to be deplored. Instead, 
rather, a spirit of justice and wisdom should prevail on the part of those we 
have chosen to frame the laws which shall guide our destiny. Any change in 
the transportation conditions or the laws governing transportation, affects 
business materially and while our laws today are not as perfect as they even- 
tually may be, I believe it is far better to go along with them as they are, at 
least until the return of normal conditions, both in agriculture and industry. 

The administration of our railroad laws must be such as to afford the railroads sufficient revenue to meet 
normal costs of operation, taxes and such a return upon the value of the property as shall assure investors that 
they may have confidence in railway investments. 





Moderate To Good Business This Coming Season 


By JOHN W. SCOTT 
of Carson, Pirie, Scott § Co. 


The year opens with firm or advancing prices in most all lines of cotton goods. The Government has published 
its last statement on the cotton crop for the year, and it is apparent that the yield for 1923 will approximate ten 
million bales. This is the third consecutive small crop of cotton, and it is considered by the ablest men in the trade 
that it is so small, compared to the world’s needs, that the price of cotton itself will continue high until a decidedly 
larger crop comes on the market. 

We believe that the course of general business over the next six monthsis likely to proveone without spectacular 
features. In other words, it will be a “moderate to good business”’ for those who press their sales. The high cost of 
doing business is a matter of concern to all merchants and should have constant attention. A constant turnover 
of goods is always desirable, but when the margin of profit is necessarily small, due to high overhead cost and keen 
competition, a more rapid turnover is the only way most merchants can improve their net results. 
















Presidential Year—No Effect On Business 


\By D. F. KELLY 
President of the State Street Retail Merchants’ Association 




















There is no reason why because this is a Presidential year it should have 
the least effect upon the economic welfare of a nation as peculiarly stable and 
substantial as the United States. We know no such thing as fluctuation in 
the value of money, and the present sound basis upon which our economic 
fortunes are founded is a sufficient guaranty against disruption of the humblest 
man’s affairs. It is quite true that the effect upon the country’s stability by 
the application of the Federal Reserve Banking System has proved up; there 
is no need to fear a slump in the next Presidential year. There was none in 
1920, for the first time in the history of our country. We don’t even want a 
boom with an inflated and spurious flush season. We want what we have 
now—a substantial and-certain well-being. We are looking for our usual in- 
crease in retail sales in 1924, and have made our plans for the spring season 
accordingly. 













=: 






BPs 


& 
SASS 






~ 


ee 






“ 
= 


~~ 






~~ 
~ 


> 





ra 
x 








February 2, 1924 203 BOOT AND SHOE RECORDER 






BOOT AND SHOE RECORDER 


February 2, 1924 





Lf 





lf 


No. 2013 Double Shoe Stand 


Made with a 6-inch base and 12, 18 or 

24 inches high, or 30-inch standard on 

7-inch base. The shoe holders may be 

adjusted so as to display the shoes at 
any angle 


No. 2035 Closed Arm 
Hosiery Displayer 
With slotted top for 
price ticket. 7 - inch 
base, 24-inch standard, 
6-inch side arms. 


1 


No. 2068 Colonial Design Artifical 
Flower Stands 
Made in heights as follows: 
12 inches high 
18 inches high 
24 inches high 
30 inches high 





Durability in 
Display Fixtures 


is a characteristic of good work- 
manship and is the best guar- 
antee we can offer of true value, 
for articles whose use is con- 
stant. 


Display Fixtures are in and out 
of the window, and therefore 
must be built for months of 
service and still show no uneven 
signs of wear. They must always 
be smart and attractive in ap- 
pearance, so your shoes will be 
well represented when placed in 
the distinctive position—‘‘on dis- 
play’ in the window of yourstore. 


An outstanding feature of good Dis- 
play Fixtures is carefulness in con- 
struction and you may be certain of 
this quality in Fixtures that are 
“Hugh Lyons Built.” 


A Book on Shoe Store 
windows, explaining all 
about Fixtures and their 
correct usage, will be glad- 
ly sent at your request. 


Hugh Lyons & Company 


LANSING, MICHIGAN 


Sales Offices: 


NEW YORK—35 W. 32 St. 
CHICAGO—217 W. Jackson Blvd. 
BALTIMORE—1 N. Eutaw St. 
BOSTON-— 52 Chauncy St. 


See Our Exhibit 
Booth 314 
National Shoe 


Retailers’ Association 


Feb. 11th to 14th 





The Colonial 
Period Design 


In following the development of furni- 
ture in the home, the reflection of the 
struggle and influences broughi to 
bear on people who lived during such 
limes is apparent. 


Events in the history of men have 
marked influences on the Art and 
Design of any period of their lifetime. 


Religious persecutions driving skilled 
craftsmen from one country to an- 
other where their work and art 
reflected design, added beauty to the 
art already present in that country, 


-all aimed to bring and develop a dis- 


tinctive art. 


The influence of the stern Puritan 
repression of color, brought aboul a 
bare rigidity in the design of fur- 
niture that was especially apparent 
in Cromwell chairs and tables. 


With so many varied influences, dec- 
orative styles and motifs, hardly any 
national art is developed. This was 
true of our country in Colonial times. 


The people of Colonial times sought 
lo secure furniture from the con- 
linent at great risks and whenever 
opportunity presented itself. 


However, the sturdy, Colonial type, 
graceful but severe, is a true reflection 
of the struggle and lives of a people 
passing through a distinctively epoch- 
making period. 


Although there cannot be a distinctive 
period classification, of what is known 
as Colonial design nor could it be 
accepted as a definite national art, 
yet the type of furniture present dur- 
ing this time of our history is well 
sponsored by the marked struggles of 
our forefathers, a direct reflection of 
the life of people, and a logical result 
of their history. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Buyers and Managers of Loop Stores 


During Convention Week Chicago Stores and Departments will hold open house 
and welcome visits from convention delegates 


HANAN & SON. J. J. JOHNSON, BUYER. 
33 N. State St. 
Men’s Dept.—J. M. Wellin. 
Women’s—R. C. Podesta. 
Hosiery—Miss Panzer, manager and buyer. 
334 S. Michigan Ave. 
Manager, H. K. Duff. 


METZ SHOE CO. 
78 W. Washington Ave. 
Reuben Metz. 


CUTLER SHOE Co. 
125 S. State. 
Manager, J. E. Wicks. 


HASSEL’S. 
50 W. Van Buren. 
O. H. Hassel, buyer. 
A. E. Taylor, manager. 


O’CONNOR & GOLDBERG. BUYERS: MR. GOLDBERG, 
WOMEN’S, MR. SILVER, MEN’S. 
Headquarters at 205 S. State. 
159-61 W. Madison (men’s and women’s). 
W. J. Welsh. 
23 E. Madison (women’s). 
Mr. Aldrich. 
205 S. State. 
B. Isaacson (women’s). 
John Lathan (men’s). 
118 W. Van Buren. 
Mr. Salovesh (men’s and women’s). 
ALFRED J. RUBY, INC. 
60 E. Washington Ave. 
Alfred J. Ruby, Buyer and Gen. Mgr. 
Mr. Kato, Store Manager. 


FELTMAN & CURME. 


Main Office, 205 State St. Buyers: Mr. Chas. Feltman, Mr. 


Mc Nut, Mr. McAndrews. 
118 S. State—Mr. Gray. 
308 S. State—Mr. Schlaefer. 
134 N. State—Mr. Lorenzen. 


THE EDWIN CLAPP STORE. 
106 S. Dearborn. 
Mr. E. I. Van Nice, manager. 


CHICAGO NETTLETON COMPANY. 
26 N. Clark St. 
222 S. Michigan Ave. 
Mr. W. T. Gable, manager both stores. 


GROUND GRIPPER STORES, INC. 
40 N. Clark St. 
J.T. Kemp, manager. 
FRENCH, SHRINER & URNER. 
106 S. Michigan Ave. 
John E. McNamara, manager. 
N. B. HOLDEN, INC. 
231 S. State St. 
Mr. Fishleigh, buyer men’s and boy’s. 


February 2, 1924 


PALMER HOUSE BOOT SHOP. 
117 S. State St. 
Ray R. Mann, buyer. 
J. Johnson, manager. 
H. A. MEYER SHOE COMPANY. 
55 E. Monroe. 
Harry Meyer, manager and buyer. 
I. MILLER & SONS., INC. 
39 S. State. 
Manager, L. Sholiz. 
C. H. WOLFELT COMPANY. 
60 E. Madison St. 
C. J. Stevens, manager. 
THE HUB (Dep't Store). 
John Spalo, manager and buyer. 
BOSTON STORE (Dep't Store). 
Phil Selz, manager and buyer. 
HILLMAN’S (Dep’t Store). 
Mr. Brady, manager and buyer. 
THE FAIR (Dep't Store). 
Mr. Morris, manager and buyer. 
MANDEL’S (Dep’t Store). 
Mr. Buehler, manager and buyer. 
‘Carl Winneguth, manager and buyer of basement dept. 
MARSHALL FIELD. 
W. J. Gibbs, general manager and head buyer of shoe de- 
partments. 
B.C. Kirschner, women’s. 
E. Shaw, children’s. 
J. J. Kolar, men’s (athletic and sport), Men’s Annex. 
Hugo King, men’s. 
J. H. Brandenburg, basement, men’s. 
E. Wroshins, basement, women’s. 
CARSON, PIRIE & SCOTT. 
O. G. Adams, buyer. 
T. P. Travers, men’s. 
Chas. Rodacker, women’s. 
G. M. Kelly, basement. 
DAVIS DRY GOODS COMPANY. 
L. D. Lefly, buyer and manager. 
LEITERS. 
J. Blumenfield, buyer and manager. 
CHAS. A. STEVENS. 
Mr. Parrott. 
MARTIN AND MARTIN. R. B. MARTIN, BUYER. 
326 S. Mich. Ave. 
R. S. Martin, manager. 
64 E. Madison Ave. 
W. C. Bartlett, manager. 
GROSSMAN SHOE Co. 
159 N. State. 
L. M. Grossman, buyer and manager. 
DOUGLAS SHOE Co. 
135 W. Madison. 
P. D. Monaugh, manager. 
SELZ ROYAL BLUE STORE. 
114 W. Madison. 
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No. 2491 “‘Kreider Sandal’ 















































Misses’ Patent Leather Sandal, Cut-out Vamp, Japanese Quarter, 
Combination Ankle and Arch Strap. 
14-11, school or spring heel. . . 












































c, D, 8% a, 
C, D, 11%-2, school heel, rubber lift. . . . aril ot 7" 
Also Red, Green, Grey, Blue. 

































































See Our Entire Line While in Chicago 


CHICAGO SHOW ROOMS, 312-318 WEST MONROE ST. 
Room 1312 MORRISON HOTEL 


WAS Weer Co. 


Manufacturers 



























































































































































DISTRIBUTING HOUSES 
51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y. y, 





























312-318 W. Monrce St., Chicago, Ill. 
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No. 5308 ‘‘Santa Monica Sandal’’ 


Misses’ Patent Leather Sandal, Cut-out Vamp, Leather Quarter Lined, 
Rubber Lift Heel. 
D, 814-11, school or spring heel 
D, 1114-2, school heel, rubber lift 
Also Red, Green, Grey, Blue. 


See Our Entire Line While in Chicago 


CHICAGO SHOW ROOMS 312-318 WEST MONROE ST. 
Room 1312 MORRISON HOTEL 


DIS Yrader Co. 


Manufacturers 


DISTRIBUTING HOUSES]}}j 
51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y- 
312-318 W. Monroe St., Chicago, IIl. 
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w. J. GIBBS 
Marshall Field 


W. T. MORRIS 
The Fair 


Undoubtedly a Good Year 


By N. A. KIRSCHTEN 
Harper Kirschten Co. 

1924 will undoubtedly be a good year 
for the wholesale shoe business. Con- 
ditions are  constantl improving 
throughout the country; shoe merchants 
are conducting their business along 
more conservative lines, showing great- 
er discretion in patterns, specializing 
to a greater extent and thus working 
for more frequent turnover and with 
more thought to the future. 


Outlook Is Optimistic 
By J. Harry Selz 
Selz-Schwab Company 

Undoubtedly the outlook for 1924 
is optimistic. There is, however, one 
thing I would like to remark on, and 
that is the tendency on the part of the 
retailer to choke his business to death 
with innumerable lines of advertised 
footwear. And I believe that we, the 
manufacturers and wholesalers, are to 
blame. It has been our wont in the 
past, upon seeing one or more com- 
petitive lines of shoes upon a merchants 
shelves to go in and try to sell the mer- 
chant on sticking our line in along with 
the others. 


Experience shows us, however, that 
that will not work. It will kill the 
retailers’ business and if carried on to 
excess in the future as the tendency 
seems to be now will prove a large and 
serious curtailment to our merchan- 


( Continued in 3d column) 


"BOOT AND SHOE RECORDER 


A. H. BUEHLER 


Mandel Bros. 




















S. KATZ L. 8. B 
The Fair W. A. Wiel 


More Business Next Year 
By HAROLD WILDER 
Wilder and Co., Tanners 

The year, 1924, offers much encou- 
ragement and hope for the shoe and 
leather trades generally, tempered 
somewhat by the failure of the pre- 
vious year to fulfill its earlypromise of 
improvement. There is now, however, 
very pleasing evidence of greater con- 
servatism in operation, and a tendency 
to regulate production with sale. 

Current sales volume is a little above 
last year, but it is still extremely 
difficult to effect profitable sales on a 
replacement basis. The industry gen- 
erally is at last profiting from its recent 
experience and may confidently expect 
to secure this year a little larger share 
of the nation-wide commercial pros- 
perity. 
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Cc. D. WINNEGUTH 
Mandel Bros. 


ROWN 


boldt § Co. 


Opinions of The Trades 


PHIL SELZER 
Boston Store 


V. H. PARROT 
Chas. A. Stevens ¢ Bro. 


The Best Year Yet 


By W. M. GUNLOCK 
Dryden Rubber Co. 

We expect 1924 to be by far larger 
than any business year we have yet 
had. All indications point in that di- 
rection. More rubber heels are being 
used now than ever before. They are 
being used on more different kinds of 
footwear, even on work shoes. We were 
forced to spend $150,000 in 1923 in en- 
larging our plant to take care of our 
growing business. We are very optimis- 
tic regarding the future. 





Outlook Is Optimistic 
(Continued from 1st column ) 
dising outlets. The retailers’ salvation 


lies in specializing. He should take on 
one good line of shoes and stick to it. 


February 2, 1924 
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A Decided Change for 
the Better 





BY HERMAN S. CUSHMAN 
Of the A. S. Kreider Co. 


I was recently asked what conditions would influence the shoe 
business during 1924, both for good and for bad. That is easy: 
there is absolutely nothing in the outlook for 1924 that is not for 
the better. Generally speaking, business conditions are excellent 
everywhere. In the“shoe business there is a decided ch for 
the better; I believe styles are becoming simpler. A great lesson 
has been learned in the past year, and every one in the shoe busi- 
ness is going ahead more discreetly. 


1924 and Prosperity 





BY BEN SINSHEIMER 
Sinbac Shoe Co. 


1924 and prosperity should be synonymous to the shoe mer- 
chant. There is no doubt in my mind but that this next year 
holds forth good business prospects for those merchants who will 
go after it properly. My observation is that the retail shoe. mer- 
chant should spend more time and inclination analyzing his mar- 
ket,and learning the needs and demands of his particular clientele. 
In short, I believe that the merchant who “has what they want 
when they want it” will find 1924 a prosperous year. 
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Shoe Travelers Are 
Optimistic 





BY MILTON RUBEL 
President Chicago Shoe Travelers Association 


The shoe travelers are very optimistic regarding the outlook 
of 1924. Our Association is growing steadily and is doing some 
very good work. In 1923 positions were obtained for members by 
our employment committee the total salaries of which amount to 
over $30,000. This good work is being kept up and we are looking 
forward to the time when we will be able to do more. The spirit 
of good fellowship prevails at all of our meetings and it is upon 
that basis that we conduct our association affairs. 


A Very Good Year 





BY ARCHIE WEISBERG 
The Novelty Shoe Co. 


All indications now are that 1924 will be a very good year with 
us. Our salesmen left with their spring samples several weeks ago 
and have been sending in some very good orders. It becomes ap- 
parent that we will have two spring seasons this year, that is buy- 
ing seasons. Merchants are buying now from force of necessity. 
They are holding off as much as they can, however, until after 
the NSRA. Convention, when the second buying season will 
begin. We are very optimistic over the outlook. 
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and we want to demonstrate this to you during the N.S. R.A. 
Convention at Chicago, February 11-14 at our Booth, No. 184 


VUIL 


The Sport 
Sole De Luxe 








Shoes Made by 


Nunn, Bush & Weldon Shoe Co. 
Milwaukee, Wis. 
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While we make and sell unvulcanized crepe soles that 
are not surpassed by any-of their type, we recommend 
the Dryden VULCREPE (vulcanized crepe) Sole, know- 
ing it to be far better because: 


Vulcrepe is a firm substance, yet flexible. 


’ It is comfortable. 


No ragged edges. a WEAT 


No “squashing’’ or spreading down. 





No trimming needed after wearing. 


No breaking off at the toe. 








Does not hold excessive mud and dust. 
Easier handled in factory and repair dept. 


The knurled tread can’t slip. 


See it at the Dryden booth. Sizeit up from every angle. 
Use your own judgment as to its greater adaptability 
to various types of shoes. Ascertain what you’ve to gain 
by specifying Dryden VULCREPE---the Sport Sole 
De Luxe. 


Remember—BOOTH 184 
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“Specialize then Concentrate 


Did you ever see a Fire Warden at work? Under 
his control are vast acres of valuable forest, over 
which he keeps a watchful eye from the various 
towers established at high vantage points throughout 
the timberland. He specializes on “spotting” fires; 
when he discovers one, there’s a fine example of 
concentration. From his field telephone he calls 
neighboring stations and nearby 
towns, and all available aid ‘concen- 
trates on putting out the fire. Special- 
ization —then concentration. 























if ry 

| MADE every| LY 
i Snil |} ista. i on FATHE 
No. 40—Gun Metal Calf. B-C-D. LCA | 90 D LEAT 


Price $3.85 


























No. 50—Lotus Calf, Color No. 105, 
D Price $3 











No. 59—Black Kip. B-C-D. 











Above Prices Less 4% 20 Days 
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The shoe merchant who specializes has the 


high 


vantage point in retailing. As a specialist to a cer- 
tain grade and class of the trade, he has to watch 
out for just one thing: the best interests of his special 
section of the trade. Seeing that, he has but to con- 
centrate his purchases wisely and his store is “made.” 


Retailers who are specializing in the $4, $5, $6 class will 
find that, by concentrating their Men’s and Boys’ Good- 
year Welt Dress business on the CARTER LINE, they 
are giving their trade fullest money’s worth and most 
complete style-value. Make us prove it to your complete 
satisfaction; see the “‘specialize—then concentrate” line 
while you are in Chicago, at Booth 242, Main Floor, 


Coliseum. 


J. W. CARTER & CO. 


SPECIALTY MANUFACTURERS OF 








Men’s and Boys’ 
Goodyear Welt Dress Shoes Popularly Priced 
NASHVILLE, TENNESSEE 


























No. 60—Gun Metal 
Price $3. 





Calf. B-C-D. 
50 








No. 207—Black Side. B-C-D. 
Price $3.00 

















No. 44—Gun Metal Calf. B-C-D. 
Price $3.85 











Above Prices Less 4% 20 Days 


IW. 
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COMPANY 
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OTHING which the most particular and 
exclusive trade might demand in 
smoothness, clean cut appearance, flexibil- 
ity and long wear is lacking in Pied Piper 
Shoes. 


In the Pied Piper line for Spring, there is 
an individuality that stretches far beyond 
imitation — merchandising distinctiveness 
that lifts Pied Pipers high above the level 
of competition. 


Pied Piper oxfords, sandals, straps, cut- 
outs, inlays and combinations. Full as- 
sortment of sizes and widths for little in- 
fants, infants, children, misses and young 
ladies—all made]by the Pentler and Short 
Patented Improved Welt Process— THE 
i [GREATEST TRIUMPH IN PRESENT- 

DAY SHOEMAKING. 


| ¢ \: MARATHON SHOE CO. WAUSAU, W 


ee = 


' At the CONVENTION Maiathon Shoe Co; At the HOTEL MORRISON 


Booth 186 WAUSAU, WIS. Rooms 1408-1409-1410 
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The Marne 


4996—$5.35 1996—$5.35 


Cinnamon Brown Calf. Black Kaffor Kid. 
Rolled Tip. Rolled Tip. 

Square Grooved Edge. Square Grooved Edge. 
A to D. A to D. 


Ankle 


Nunn-Bush Shoes will be exhibited at the N. S. R. A. Convention, Chicago. 
Also at the Morrison Hotel Rooms 1501, 1502, 1503, 1504, 1525, 1526, 1527, 1528. 
New Stock Catalog now on the press. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“Faithful to the Last™ 


The Boulevard 
1982—$5.25 4982—$5.25 


Black Kaffor Kid. Cinnamon Brown Calf. 
Rolled Tip. Rolled Tip. 

Beveled Edge. Beveled Edge. 

A to D. A to D. 


fashioned 





Nunn-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Outgrown Before Outworn! 





No. 2410—Beige Elk Blu Oxford b+" earene 
Leather Trim. No Tip, Wingfoot Rubber EF 
Sizes 5-8. .$1.90 8-11..$2.10 ll%- 2 2.35 


No. 2411—Smoxed Elk with Mahogany her im. 
Sizes 5-8. .$1.85 8'5-11..$2.05 1144-2..$2.30 


No. 2412—Smoked Elk with Patent Trim. 
Sizes 5-8. .$1.90 8'4-11..$2.10 114-2. .$2.35 


No. 2413—Patent Leather with Patent Trim and 
Red Inlay 
Sizes 5-8. .$2.05 834-11..$2.20 1144-2. .$2.50 


No. 2414—Brown Suede with Tan Kid Trim. 
Sizes 5-8. .$2.00 8'4-11..$2.20 1154-2. .$2.50 









No. 2222—Patent Leather Bal Oxford with Smoked 
Elk Lace Stay and trom Wreeteet ie Heel. 
Sizes 5-8. .$1.85 8- . $2. 4-2. . $2.45 


No. 2221—Same with Gray Elk Tri 
Sizes 5-8. .$1.85 8-11 ‘ais. 1134 —2. .$2.45 


No. 2220—Mahogany Calf with Smoked Elk Lace 


Stay and Collar. 
Sizes 5-8. .$1.65 8'4-11..$1.90 1154-2. .$2.15 








No. 2500—Smoked Elk Two Strap Sandie with 
Mah, C ra | Apron and Red Stitching. 
Sizes 1.80 8'-11..$2.05 1134-2. .$2.30 





No. 2501—Same in Patent Leather with Beige 
Elk Apron. 
Sizes 5-8..$2.00 8'4-11..$2.25 1144-2. .$2.50 


No. 2502—Same in Beige Elk with Patent Leather 
Apron. 
Sizes 5-8..$1.85 8'4-11..$2.10 11% . $2.35 


No. sete- Same in Brown Suede with Brown Kid 
Apre 
Sizes "5-8..$1.95 814-11..$2.20 1134-2. .$2.50 


No. 2504—Same in Grey Suede with Patent 
Leather Apron. 
Sizes 5-8..$1.95 8'4-11..$2.20 11'4-2..$2.50 





OMEWHERE there is a shoe merchant 
looking for a SUPERIOR line of children’s 
shoes—a line better than he has ever seen for the 


price. Are you that Merchant? 


Because Wobst Merry Walker Stitch-downs are 
the line you seek. 


They are made 100% solid leather thruout— 
with the finest quality flexible Chrome Oak out- 
soles, one piece leather insoles, counter, eyelet 
stays and facings. In fact, our special way of 
building these shoes makes them without equal 
in smoothness, flexibility, comfort and long wear. 


WOBST SHOE COMPANY 


MILWAUKEE, WIS. 


411-421 VLIET STREET 































ns 





No. 2600—Grey -. Two Button, One Strap with 
D 


Patent Apron and 


Sizes 8%-11........ rer $2.25 1114-2. .$2.50 


No. 2601—-Black Suede with Black Calf Apron. 


Sizes 8'4-11.. -$2.25 1134-2. .$2.50 


No. 2602— Brown Suede with pews Kid Apron. 
Sizes 8 34 Po teeneradteenst $2. 1144-2. . $2.50 





— rey Suede with waees he Leather A yore 


No 
Sizes Pen dscececéceones $2. 


11 


-2. 


No. 2604— Beige Elk with et x Leather A ~. 
Sizes 844-1l.......... .$2.25 1144-2. .$2.50 


Se 2605—Smoked Elk with Mahogany Calf 
pron. 
Sizes 8'4-11......... ..--$2.10 1154-2. .$2.30 


No. 2606—Patent Leather with Be Elk Apron. 
ree $2. 114-2. .$2.40 

































Dealer influence is secured thru advertising in the Boot and Shoe Recorder. 
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“Make Milwaukee Mighty” Is Not 
An Empty Phrase 


' AKE Milwaukee Mighty” is the slogan of 
Mi Milwaukee Association of Commerce, 
and particularly in recent years the boot and 
shoe industry of Milwaukee has served to make this 
slogan not an empty phrase but a meaningful truth. In 
addition, the reputation for quality that Milwaukee- 
made boots and shoes always have enjoyed is an im- 
portant factor in actually making Milwaukee a mighty 
producing center. 


“The farmer, now that he has his automobile and his 
tractor, is no longer wearing bulky boots, but can do 
with a semi-work shoe. It is of course a well-known fact 
that the automobile and the taxicab work toward a 
conservation of leather not only by making shoes last 
longer, but making a lighter shoe meet requirements. 

“People as a whole are not wearing out shoes as 
rapidly as they used to in the former day when they 
were on their feet more and shoes received harder pun- 





So speaks Vincent J.Schoe- 
necker, Jr., of the V. Schoe- 
necker Boot & Shoe Co., 
one of the oldest and most 
representative concerns a- 
mong the many factories in 
Milwaukee. 

Surveying the industry’s 
progress in the past year, he 
pointed out that 1923 opened 
with a feeling that the shoe 
manufacturer was one of the 
first of all commodity pro- 
ducers to get the price down 
to a satisfactory level. How- 
ever, the retail trade bought 
only merchandise as needed 
for the greater part of the 
period, and in small quanti- 
ties at a time, making it nec- 
essary for the manufac- 
turer and jobber to hold the 
stock. Since the opening 
of the new year, however, it 


Healthy Gains Recorded in 
Milwaukee Market 


In the face of a reduction in export sales and 
deliveries, a smaller number of factors operat- 
ing, due to the elimination of two or three 
small concerns of no particular consequence, 
and higher wages, the Milwaukee boot and shoe 
industry shows a material gain in the value of 
its production in 1923, when compared with 
1922. Following are comparative figures com- 
piled by the commercial service department of 
Milwaukee’s largest bank from direct reports: 

1923 1922 
Number of factories. . 32 35 
Number of employees. 7,400 7,663 
Total wages paid $ 8,230,377 $ 7,779,451 
Amount of capital 
$15,724,234 
$35,473,068 


employed 
Value of output 
Export business 25,000 $ 137,650 
The Shoe Sales Association of Milwaukee, 
the aggressive group of sales managers and 
assistant sales managers of Milwaukee fac- 
tories, has continued its systematic and well 
organized efforts to build up the Milwaukee 
market so that it will constantly improve its 
ranking as one of the world’s greatest produc- 
tion centers. Other organizations also are 
striving for the same objective. These include 
the Milwaukee Shoe Credit Men’s Association, 
the Milwaukee Shoe and Leather Club, and the 


ishment at work and in rec- 
reational endeavors. 

“T feel safe in saying that 
the production of shoes in 
1923 was not to exceed 20 per 
cent above that in 1912 or 
1913.This expansion is surely 
nothing unusual in com- 
parison with the increased 
production of nearly every 
other industry. It seems that 
the increase in our indus- 
try has been just a natural 
reflection of the normal 
increase in the population 
and the broader buying 
power of our people.” 


Looks Good for 1924 


Continued favorable em- 
ployment conditions in Mil- 
waukee, city of diversified 





is found that orders have 
been a bit more numerous, 
and the trade here is of the 
opinion that the real lull is passing rapidly. Merchants 
everywhere are buying more freely of the advance 
spring styles. 

“Reviewing conditions that existed in our industry 
during the past decade,” said Mr. Schoenecker, ‘‘we 
find that a great change has taken place in footwear. 
The large percentage of the male population is wearing 
oxfords the year around, while the great majority of 
women wear a mere skeleton shoe of leather with a 
great deal of open work, framed, latticed and strapped 
with suggestions of leather. The fabric in women’s foot- 
wear has become as important an item as the leather, 
and in some cases more important. 


Milwaukee Shoe Travelers’ Association. 





industry, and the tendency 
of prices to become more 
stabilized are considered 
factors that will mean improvement in business for the 
retail boot and shoe trade in 1924, according to Charles 
A. Helmbacher, manager of the Walk-Over Shoe Store 
in Milwaukee. 

“As I see it, there is every reason to assume that 
there is much underlying strength in the business situa- 
tion that augurs well for the future,”’ said Mr. Helm- 
bacher. “It would be rash to assume, however, that 
because underlying conditions are favorable, the road 
will be all open and easy traveling this year. Comment 
of business men in all lines is that they had to work for 
the business they got. Generally speaking, the earnings 
of 1923 were moderate and came from the volume of 
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‘‘Acrobats’’ Keep Children’s Feet as Nature Made Them 





3. | The Growing | 
im, Success of aay 


gC 80 Ba ? 


DOUBLE WELT 


SHOES 


merits your immediate 
consideration. 


ACROBATS attract 
and hold the best cus- 


tomers for your store. 








These numbers are rep- 
resentative of Acrobat 
style and quality. 


Shaft-Pierce 
Shoe Company 
226 3rd St. Faribault, Minn. 











Specialists in Children’s Good Shoes Since 1892 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





























Mr. C. H. Davies of the Davies 
Shoe Company says that the best 
way to stay in the business is to 


sell your customer just as much 
satisfaction as you can—with your 
merchandise. 


The Davies Shoe Company was 
organized late in 1916 and the first 
shipment left the factory in Febru- 
ary of 1917. At that time and for 
several months later the output did 
not exceed a hundred pairs daily. 

Today the Davies plant in Racine 
employs 360 people and has a full 
time running schedule of 1,800 pairs 
daily—a model factory, with athle- 
tic field—gymnasium and a con- 
tented group of employees. 

The Davies company manufac- 
tures Boys’ shoes selling from $2.25 
to $2.75 and Men’s from $2.95 to 
$3.85. 

In the last year the demand for 
their footwear has crowded the 
Racine factory to capacity and still 
orders went unfilled and as a result 
of the efforts of the Horicon, Wis- 


business and the curtailing of unnecessary expenditures 
rather than from the width of the margin between costs 


and selling prices. 


“The level of costs is now about the same as last 
year’s average and in view of this fact business success 


in 1924 doubtless will be governed 
by the same conditions and circum- 
stances as last year. The rewards 
will be to those who are industrious 
and foresighted and who can see 
ways of saving on costs. 

“The caution of buyers has come 
in for considerable complaint, but 
with the exception of where this 
has been carried to extremes, it 
seems to be the healthy thing to do 
and a wholesome thing for the in- 
dustry as well as trade. To keep the 
situation sound in a period of busi- 
ness expansion, it is essential to 
hold down speculation. The accu- 
mulation of supplies against a fu- 
ture demand necessarily involves a 
certain amount of risk. The prob- 
lem of the buyer is to cover needs 
and at the same time avoid an 
undue speculative risk. The first 
essential is a reasonable estimate 














C. H. DAVIES 


the market. 


consin citizens committee — the 
Davies company have just opened a 
new plant with a capacity of nine 
hundred pairs in that city. 
The Horicon Citizens 
presented the Davies 
ation with a modern two story 
factory buildi 52x160 on a plot 
of ground 260x480 feet — con- 
ditional upon the Davies organiza- 
tion paying in working salaries a 
half million dollars to the workers 
of Horicon in the next five years. 
Friday, the 25th of January, the 
new factory was formally opened— 
the machinery turning in f i ase 
tion for the first time. 
The presentation was made dur- 
ing the evening’s entertainment by 
r. W. H. Markham for the city of 
Horicon—and the deed of gift 
accepted by Mr. C. H. Davies. A 
banquet, entertainment and general 
open house followed in the new fac- 
tory which —- into full opera- 
tion at once. The Davies boys’ 
line—and the men’s side leather 
shoes will be made in the new plant. 


mmittee 


of needs; the second, a close study of the course of 


“Ideas about the size of stocks that should be 


GEORGE A. VIRMOND 
“The coming months,” he says, “should 
the average shoe merchant with a 


find 
carefully weeded out stock of shoes, pre- 


pared for the big spring business which is 
to come.” 


carried have changed during the past year. During and 
since the war, merchants have been compelled, because 


of inflation, commodity scarcity and 
delay in transportation, to carry 
larger stocks than they normally 
did before the war. The necessity 
for such large stocks has passed, 
with the passing of the causes for 
them. Hysteria as a factor in buying 
has been eliminated. The merchant 
may now proceed according to nor- 
mal rules of buying without having 
to reckon with abnormal considera- 
tions. 

“The results are already seen in 
more rapid turnover and the saving 
of interest charges involved in carry- 
ing unnecessary stocks.” 


Tanners Are Optimistic 
August H. Vogel, vice-president, 
Pfister & Vogel Leather Co., Mil- 
waukee, discussing the leather in- 
dustry, expresses the belief that the 
salvation of this industry lies in the 
(Continued on page 227) 
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EDMONDS 





SHOE 


—<QUR salesmen are now in their territories 
Z | i : ’ 
with our new line of young men’s fine 
Nie 24///] dress shoes. These new Edmonds’ 
S>>— | shoes represent the best in style and 
patterns, the latest in lasts, are fitted 
with natural calf trimmings, and are built with the 
latest shades of finest leathers. 
They will be displayed at Booth No. 184 at the 
N.S. R. A. 1924 Convention, Chicago, IIlinois. 





COMPANY, MILWAUKEE 
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enzCase 


Pd FULL Meet Menz “Ease” at 
Booth No. 311, National 
Shoe Retailers’ Convention, 


— February IIth to 























Announcement 


We are glad to announce to our many friends and 
customers that in the future all unlined shoes under 
the trade names of Menz “Ease” and “American 
Boy” will be made solid leather and full vamps. 


With this change in construction you can’t beat 
Menz “Ease” work shoes for value. At a fair price 
you can now offer your customers more for their 
dollars than they’ve ever bought before. That’s the 
Menz ““Ease’”’ idea of true value. betg 


THE MENZIES SHOE CoO. 
Fond Du Lac, Wis. 


Style 220—Men's Choc- 
olate Elk Cap Blucher, 
Soft Box, Stock Gusset, 
Heavy Single Oak Sole, 
Wingfoot Rub. Heel. 
Price $3.25 


Style 205—Same as 220 
except Tan Retan. 
Price $3.25 
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| Religious ceremonies on the Sacred River of the Ganges, India 


MADE IN MILWAU KEE 











Aurora Lotus Calf. A pleasing shade of reddish brown in a glazed 
and boarded chrome tanned leather. The steadily increasing 
demand for this leather is an assurance of its popularity. 


Footwear made from leathers stamped with the_P w@ V emblem, 
wili bear an added distinctiveness. This trademark spells 
superiority in leathers. 
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Shoe manufacturers all over the world have 
selected leathers bearing the P & V trade-mark 
to lend a tone to their fine shoe craftsmanship. 


See the complete line of P & V leathers at Booths 
No. 207 and 208 at the 1924 N.S. R. A. Con- 
vention and exposition, Chicago, and you will 
readily understand why our leathers play such 
an important part in the manufacturing of shoes 
all over the world. 


PFISTER & VOGEL LEATHER CO. 


| a Ss 
Boston 

: ~ MILWAUKEE -——WISCONSIN® 
Chicago M! 
New York © : Zstablished 1/847 P e Cin . 


Philadelphia "be, , 3 “New Ofleans © 
San Francisco oS ge ae 
Northampton, Bony F TE age 
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THE HIGH STANDARD 
OF LIVING 








—Never in the history of our Country has such a high 
standard of living been enjoyed by the American people 
as today. 


—A high standard of living is never to be associated 
with inferior merchandise. 


—The American people want good, honest shoes made 
of good, honest materials—nothing else will satisfy them. 





Norwegian Veals and Calf 


have, for over a quarter of a Century, been made up into 

good, honest shoes that always appeal to an exacting 

public. 

—This famous Gallun Quality Leather was originated 
_ and named by us long years ago. 


“ —It has always been consistent in quality, consistent in 
service and consistent in demand. 


—Norwegian Veals and Calf will be one of the best 
selling brands of leather during 1924. 


et i ses 








A smooth finished leather that is pliable, 


Aztec Calf strong and pleasing to the eye. Offered in the 
Fashionable shades. 


Viking Calf Available in black and five colors. A smooth 


finished leather of superior merit. 








ees eres 


A. F.GALLUN & SONS CO. 


MILWAUKEE, WIS. 


' 
" 
i A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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Tanners Are Optimistic Concerning 
Outlook 
(Continued from page 221) 
s\abilization of the raw material market on a basis that 
will permit maximum consumption of leather goods. 

“It would appear from past experience that present 
prices of hides and skins are about as low as they are 
ever likely to be, considering increased labor and trans- 
portation costs and general overhead expenses,” said 
Mr. Vogel. “This should enable boot and shoe manu- 
facturers to operate with confidence as to present 
values of leather, and bring about a more satisfactory 
condition of affairs in 1924 than for some years past. 

“Tt was shown very plainly by the experience of the 
past year that the leather industry has not yet suc- 
ceeded in readjusting itself to the changed world condi- 
tions. It is also true that the econ- 
omic breakdown of the European 
continent has affected the leather 
indus try much more seriously than 
was at first anticipated. 

“Leather has always been an im- 
portant commodity for export, and 
with Central Europe and Russia not 
consuming normally the hide and 
leather markets of the entire world 
have lacked stability, and sufficient 
demand for the world’s prouction of 
hides and leather has been lacking. 

“It is gratifying to be able to say, 
however, that with the exception of 
sole leather, the stocks of finished 
leather have been gradually reduced, 
and afair balance between supply 
and demand re-established. To bring 
this about, considerable curtailment 
has been necessary in the production 
of leather, especially of the staples. 
There has been a very excellent 
demand for all sorts of novelty 
leathers, and tanners making this 
class of material have been kept busy. 

“The industry has been confronted, in addition to the 
under-consumption in Europe, with such obstacles as 
the increased use of the automobile, which has lessened 
the consumption of shoes, and the use of rubber heels 
and composition soles, as well as several other factors 
that have worked to make the demand for leather nar- 
rower when it should be increasing with the normal 
growth of the population and the steadily improving 
taste of the public for more and better things for their 
comfort. 

‘The slogan, Nothing Takes the Place of Leather, as 
ils application grows broader and strikes the conscious- 


Klawitter, 


JOSEPH KLAWITTER 
~ “There ey at this time,” 


business for "1924 ‘aa not be better 
than for 1923.” 

















ness of the public at large, undoubtedly will sooner or 
later exert a favorable influence upon the industry.” 

Industrial statistics compiled by competent author- 
ity show that at the close‘of 1923, Milwaukee possessed 
seventeen tanneries, an increase of one over 1922. The 
number of employee was 4,557, compared with 4,690 
in the previous year. Aggregate wages paid were 
$6,097,199, against $5,619,404. The amount of capital 
employed was $33,169,269, compared with $34,460,913 
in the previous year. The value of the 1923 product is 
given as $27,994,406, against $26,714,994 in 1922. 
There was a decline of about 35 per cent in export busi- 
ness of Milwaukee tanneries in 1923, compared with the 
previous year. For last year it is given as $2,890,000, 
and for 1922 it was $4,600,500. 





A Banner Year for Some 


“For the merchant who is ambi- 
tious enough to go out after the 
business and careful enough to sell 
his goods on information furnished 
by an accurate cost- finding system, . 
1924 should be a banner year,” said 
George A. Virmond, secretary-treas- 

.urer of Caspari & Virmond, 63 
Wisconsin Street, Milwaukee. 

“The coming months should find 
the average shoe merchant with a 
carefully-weeded out stock of foot- 
wear, prepared for the big spring 
business that is bound to come. 
Men, for instance, have not been 
buying as heavily as they should 
during the entire winter and spring 
will find hundreds of men in the 
market where dozens were before. 
Shoes are wearing out just as fast 
and must be replaced, and sooner or 
later men will buy. The same, to a 
lesser extent is true of women. Style 


says Mr. 
no good reason why 


buying this spring should be the heaviest in years, for 
women are waiting for the new patterns that early 
spring will bring out. The past fall has been one in 


which nothing distinctive was sold—buying being 


rather on a broad general basis. Almost everything 


that the merchant carried sold during the past months, 


and no definite trend or demand for a particular shade 
or a particular pattern set in last fall. Spring will un- 
doubtedly mark a change. 


““Mellon’s tax reduction plan, which will probably 
go through in either its original or a modified form will 
to some extent counteract what unfavorable influence 
a presidential election year may have.” 


LL 
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‘ttractively made — attractively 
priced footwear for oe 
girls. That’s what the STICKL 
line offers the merchant who places 
the satisfaction of the customer be- 
fore all other considerations. 


STICKLES footwear is made over 
combination lasts that allow the 
maximum of freedom to growing 
feet—a close fitting heel and arch 
with ample toe room, and at the 
same time make the utmost of style 


” an intiness possib No. 9352 The “‘Mayme”’ 
A new smart model for Big Cirle in Airedale d daint le. cu 
x toe 


p in 
Cede in, Orowa call trim. ’ ruebuck with elk rim. 
Goodyear Welt. 8-8 . Sizes 2% . : Welt nstruction, Box toe, 
to'8, width AA to De STICKLES workmen take pride in jgner 10-8 heel. Sines 334 to 8, wid 


$4.85 ° ee AA toD. Price 
(Made also tn’ Grey’ buck, grey elk trim, their work—they have the spirit Avtade also in Patent, duil calf trim: 
Patent colt, P redale, Bobolink buck trim) 
Poovey i four neko” of craftsmanship—that’s why , ea 
STICKLES shoes are different in 


both design and workmanship. 


No. 9327 The ‘Alvi 


Only the best of material and work- 
manship are good enough for these 
fine shoes. And retailers who seek 
high quality footwear quickly ap- 
preciate this feature. 


Best of all—the price allows the 
merchant to sell at a reasonable 
figure and still show a fair profit. 
Which is after all a good reason 
for STICKLES popularity, 


No, 9429 The “Irma” 


AD a te two-strap model 
in peda! uck with brown 











t toe. 
8-8 Rubber heel. Sizes 2 " idths 
AA to D. (Made also in Old Ivory, Grey. 
Red, Green, and Blue). eS 
Prices... . . «++. $3.85 and -00 
. Delivery in four weeks, 


THEL. D. STICKLES SHOE CO. 


MANUFACTURERS 
RED WING, MINN. 




















aj 
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ALL THE GIRLS” 


No, 487 


“*Fleetfoot”’ 


A Child’s folded moccasin vamp 


oak soles, soft toe. 


Brown Elk Blucher, with Rosey Red H 
grain trim. Filexib 


er ‘ 
Goodyear Welt, Ko-Rec-T 


No. 482 


oe. 


“Ping Pong” 


Misses’ Beige Elk 


Soft Good Wate Rubber 
outs. toe. ear . Rubber 
Toe. Sizes 12 to2, widths 

0id Tvory,Color 
) 


heel. Ko-Rec- 


AtoD 


Made also in Grey, 


, and Patent at same 


Delivery in four weeks. 





TICKLES KO-REC-TOE footwear for chil- 
dren and misses embody the finest shoemaki 
with foot forming lasts. Contr. to the usu 

last of this type the STICKLES KO-REC-TOE 

that includes combination last, close fitting heel 
and arch lift that assists development, is dainty and 
lends itself to attractive Patterns and fine shoe- 


The quality of the materials is of the STICKLES 
standard. wor ip is not inferior to any 
in the country. 


Long experience in manufacturing footwear that 
shapes and rightly forms the growing foot is re- 
sponsible for the KO-REC-TOE last—and an 
appreciation of the desires of the younger miss for 
attractive patterns is responsible for their up-to-the- 
minute styles. 


KO-REC-TOE footwear, like all the STICKLES 
1¢—is priced so that the merchant can sell at a 
fair figure and make a good profit. 


Having made the first sale of KO-REC-TOE foot- 
wear—your sales cost is practically eliminated— 
for KO-REC-TOE shoes re-sell themselves. 


On Display at the Palmer House, Chicago. 


No. 488 “Grecian” 

Misses’ Patent Colt One-strap Sandal with 
Grey Ruebuck trim. Triangular cut-o' 
sole. year Welt. Rubber heel. 
Ko-Rec-Toe. Sizes 12 to 2, widths A ra 


Delivery in four weeks. 


STICKLES 


KO-REC-TOE 


TRADE MARK 


REG. US. PAT. OFF. 


trim. Soft cap 
year Welt. Rubber heel 


No. 593 “Trouser Crease”’ 
A permanent cord creased Brown Calf 
Blucher Oxford, with Mahogany calf trim. 

t toe, flexible oak soles, Goodyear 
Welt, Ko-Rec-Toe. 





No. 594 **Sport”’ 

A Misses’ Combination in Golden Brown 
Elk blucher oxford with Rosey Red Heather 
toe, oak sole Good- 
. Ko-Rec-Toe. Sizes 
12 to 2, widths A to D. 
Price 
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AUAIS 51 NL 


AKRON OHIO 11 


T K KELLY SALES SYSTEM 


MINNEAPOLIS MINN 

HEARD OFTEN OF YOUR SUCCESSFUL SALES WHICH WE DOUBTED YOUR CANTON 
SALE WAS TALK AMONG ALL TRAVELING MEN AFTER VISITING CANTON TALKING 
WITH REPRESENTATIVE DECIDED TO TRY IT NOW CONVINCED YOUR METHOD IS 
BEST ADVERTISING ARRANGEMENT WONDERFUL STORE PACKED CONTINUALLY 
BIGGEST SHOE SALE AKRON EVER HAD SIX THOUSAND TWO DAYS 


1924 JAN 12 AM 5 45 


M F CUTTER SHOE CO 





AKRON OHIO 





T K KELLY SALES SYSTEM 
MINNEAPOLIS MINN 


OPENED TODAY WITH OVER TWELVE HUNDRED CASH WITH POLICE CONTROLLING 


THRONGS SEVENTY FIVE PERCENT OF BUSINESS WAS FROM SALES ON FOOTWEAR 


THAT WAS ACCUMULATED FOR YEARS WE HAVE FOUND KELLY SERVICE TO BE A 


SOUND BUSINESS PRODUCING PROPOSITION 
RUCKER EVANS SHOE CO 


LYNCHBURG VA 





















































postNess 


isn SHos cO 
RB PARRISH OWNER 


HASH ILLE Tam 
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SULLIVAN IND 25 _ ie 


T K KELLY SALES SYSTEM 


atin [WESTERN UNION 


CLOSED OUR SECOND MOST SATISFACTORY SALE CONDUCTED BY YOU WITH 
THE BIGGEST DAY BUSINESS OF OUR CAREER SIXTEEN HUNDRED AND z EL AM 





MIWCOM® CARL TOM. paemoent GEORGE W & ATKING, mneT vece-cnterDenT 





FORTY DOLLARS RAINED HARD ENTIRE DAY IN FACT WE HAD SEVEN DAYS — 
RAIN OUT OF NINE 'L 1924 JAN 10 AM 1 37 








MAXWELL BROWN SHOE COMPANY DELTO COLO 9 


SULLIVAN IND ALES SYSTEM 


[Te ee 
ee ee] Se TEL MINNEAPOLIS MINN 
4 » CARLTON, mee SALE OPENED WITH EIGHT INCH SNOW TODAY BIG CROWD AND CONSIDERING 
= 


tenis « 




















WEATHER CONDITIONS RESULTS MOST SATISFACTORY SALBS NINETEEN 
HUNDRED DOLLARS 
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Getting The Profit From The 


Heavy-Duty Shoe Business 


The roblem that every merchant faces with work shoe business is to find a shoe 
that will “stand up and deliver.” 

There's profit in that business only when the customer gets all (and a little more) 
than he expected to get for his money. 

The Or inal Chippewas are profitable shoes to sell. 


They're made RIGHT to start with. They are made RIGHT to wear 
and give the best sort of service 

The Original Chippewas are priced RIGHT so that the merchant can 
sell at a good margin and still meet competition from many grades of 
inferior footwear. 

WE'LL send salesman or catalog to tell you the story of profit in the 


ORIGINAL CHIPPEWA line. Write us. 

B 159—Men's 6 inch Tan Soo Calf. 
Goodyear Welt. Unlined. Soft Toe Cap. 
Sin Sole, Army Pattern. Last 36 
Widths A to E. D and E In Stock 
$3.50 


CHIPPEWA SHOE MFG. CO 
CHIPPEWA FALLS WISCONSIN 


—Men’s 6 inch Army Grain Gar- B 780——Men’ s 6 inch Chocolate and estrous . 6 inch Cheese. 
teeny Shoe. Goodyear Welt. Full double Tan Soo Calf, a Welt, Unlined, Prat se Wik Single 4 
Sole. Last 36, Widths!A tojE. Not in Machine amp, Pac Style nee, Widths A ~. 4 
Stock. Sold to Order Only. Price. .$3.65 Single Sole. 4) 36, Widths A toE. In Re speech E Daly Prics 

Stock..Tan Only. Widths D “s 
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The Symbol of Leadership in Popular Priced Dress Shoes 


FREEMAN SHOE MFG. CO. 


BELOIT, WISC. 
The FREEMAN policy of embodying all that is latest and best 


in shoe styles and lasts, together with superior quality at popular 
prices have gained for them the high regard of the best shoe mer- 
chants throughout the entire country. 


Here you will find each season’s ““Ten Best Sellers” and 


IN STOCK 


Less 2 per cent 10 days 


Style No. 750 Black Ivory 
Style No. 75 Cinnamon Brown 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 



































THE NEW FRENCH TOE— : 
BLACK PATENT ~ See this line of immensely popular— 
profit making men’s shoes at the 
Chicago National Shoe Retailers’ 
Convention. 


You'll know then why Davies Shoes 
have made good profits for enter- 
prising merchants who have double 
appreciation for customer satisfac- 
tion and certain quality. 

Davies shoes are clean made—by 
contented workmen and show the 


pride of workmanship that is only 
the quality of interested workmen. 


B 05060— Men's Patent Leather ‘. “ 

Dress Bal Oxford. 9 Iron Oak , — 

Out Sole, Grain Leather Inner : — y 

Sole. Half Rubber Heel. C and ~— 

D Widths In Stock. ae * 


IN BOOTH 239 
DAVIES SHOE 


Factories, HORICON 


RACINE 
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FULL GRAIN CALF—FULL 
QUALITY 


Davies Shoes for men are of superior 
construction—and cut from patterns 
that save factory costs—enabling us 
to pass on to you—the savings in 
higher quality footwear at lowest 
prices. 


We have these shoes on hand at all 
times for quick shipment. You can 
keep your stock complete and with 
sizes full at all times on our “Ship 
Quick” plan. 

Don’t fail to see this line. If you 
don’t attend the Chicago Show— 
write us for samples or salesman. 


We'll send either. 


y B 5288—Men’s Full Grain Black 
- S ford. H oak 
= PS Half R . Wi 
e er and D In Stock. 


B 5260 — Sameas above inFull 
Grain Claret Calf. 


N.S.R.A. ConvENTION 
MFG. CO. 


LN (RACINE, WHS WiIS;CONSIN 
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RUEPINGS 


SPECIALTY 
BACT H Eas: 











- >] HERE is a shoe for every occasion, and a Jeather for every shoe. In this day of specializa- 
. tion, with specialty shoes fast growing in proportion to the total volume produced, it 
behooves the progressive merchant to avail himself of all available data which will 


enable’him intelligently to specify those specialty leathers which are most suitable for the 
specialty shoes which he orders. 


Fred Rueping Leather’ Company, pioneers in the development of specialty tannages, will 
gladly supply you’with'literature which will materially aid you in buying specialty shoes 
and your salespeople in’selling them. 


RUEPINGS 
RUE-SUEDE 


[re points on which a dealer most needs 
assurance with regard to suede shoes are: 

Will they wear well? 

Will they hold their original finish? 

Will the nap become rough and hard? 
The booklet, “The Story of Rue-Suede” 
explains the “how and why” of these things 
and suggests a basis on which you may judge 
the true worth of a piece of suede leather, 
be it RUE-SUEDE or any other tannage. 








QrPphm Ow @S & 


RUEPINGS 
RUE~-BUCK 


VERY community affords a good mar- 
” ket for buck shoes, of the right sort. 
However, it is important that they be of the 
right sort if “grief” is to be avoided. 
The quality of buck leather is determined by the 
method of tannage. RUE-BUCK is produced by 
a process having many salient features not du- 
Sue, | plicated elsewhere. The skins used are carefully 
(ME Omelet \ selected for this purpose; not rejected for other 
. purposes. 


RUE-BUCK is a product, not a byproduct. The 
difference will show on the right side of your 
ledger. 


ade 
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RUEPINGS KIN KIN 
SPORT SHOE LEATHER 


IHIEN sport shoes first came into vogue the leather used in them was 
of an elk tannage such as used in work shoes and boots. 


Recognizing the sport shoe as a specialty shoe and realizing the need of a 
specialty leather for the purpose, Fred Rueping Leather Company at once 
proceeded to evolve the tannage which is now known the world over as KIN KIN 
SPORT SHOE LEATHER. 

Bringing this tannage to its present stage of efficiency required years of research 
and experiment. The result is an outstandingly fine grained, soft elk tanned 
leather that excels not only in refinement of finish and tensile strength, but has 
the added unique feature of elasticity, affording full freedom of motion to the 
foot and preserving the original shape of the shoes. 


Write for ‘‘The story of KIN KIN”’ a copy for 
yourself and for each of your salespeople 

































































Notice this construction: 

Support under the ba// of the 

foot as well as from heel to 

ball. Cushion cemented be- 

tween insole and outsole 
2. where it can’t hump up. 


PAT. APPLIED FOR 


In the Certified Shoe 


Supports the Arch Across 
the Ball of the foot as well 
as from heel to ball. 


Practically all men need built into their shoes, a 
moderate support to rest the arches and keep them in 
shape. Most men have some weakness in the metatarsal 
arch (across the ball of the foot), causing callouses and 
pains from pressure in walking. Arch support shoes in 
general provide no support here. The PROVEN 
ARCH SHOE does! 

In addition to supporting all foot arches, the PROVEN 
ARCH Shoe has a cushioned sole—and the cushion is 
cemented between the insole and the outsole, so that it 
can’t hump up! 

These features, plus CERTIFIED styling and CERTI- 


FIED shoemaking, cannot help but draw a big volume of 
men’s trade for someone in your vicinity. Will it be you? 





- STONEFIELD~EVANS 


Chicago Sales Office 410 Security Bidg., J. Wurmser 



































' | lo Build a Shoe 








The Proven Shank 
that is built into the 
PROVEN ARCH Shoe 


is scientifically correct in design for keeping the foot 
arches in shape. It protects normal feet besides easing 
and supporting weak feet where they need support. 





It is properly placed in the shoe and cannot work out 
of place. It does not overcrowd the foot space as 
would a separate support set in an ordinary shoe. 


See it at 
ROOM 1703 
HOTEL MORRISON 







Chicago, during the 








~— 





“N.S.R.A. Convention — 






Foot Arches in Shape / 


3 





HOE Co, Roc 


Kansas City, Mo., Sales Office 444 Sheidley Bldg., R. W. Martin 





KEORD, ILL. | 
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THE NU.SHINE COMPANY 
Reidsville, N.C 
Contents 14 ounces 


PROTECT YOUR GOOD-WILL WITH 
QUALITY MERCHANDISE 


A Good Merchant increases turn-over by selling his customers merchandise 
they lik: and find satisfaction in using. 

Selling them Nu-Shine means placing for their use a real article of merit and 
service. 

Nu-Shine is a superior shoe dressing. It is alone in the good job it does for shoes. 
Restores color to faded and scuffed places. Preserves leather and keeps it soft and 
flexible. Renders shoes resistant to water and dampness. Gives a beautiful shine 
that will last at least a week with ordinary wear. 

You know there are innumerable dressings on the market that actually injure 
shoes. Nu-Shine contains no harmful ingredient, every product going into its 
manufacture is good for leather. You can unhesitatingly stake your good-will 
behind every sale. 

You will sell Nu-Shine to nine customers out of ten by suggesting its use—and 
Nu-Shine makes its own repeat sales. 

NU-SHINE COLORS: Black, Cordovan, Nut Brown, Light Tan, White Kid 
and White Canvas. Nu-Clean for satin, silk and suede. 

Place a trial order today, and see for yourself how this product moves and 
vuilds Good-will. Attractive displays and dealer helps with every order. 

Price $2.00 per dozen. If your jobber cannot supply you, order direct, giving 
name and address of jobber. 


THE NU-SHINE COMPANY 


E. Market Place - Reidsville, North Carolina 
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CLEVELAND 


@ ASHLAND 


@ MANSFIELD 





@ MINISTER 
@ DELAWARE 


@ SPRINGFIELD 


ower 
XENIA @ @ LANCASTER 


sammaiintomen 9" The STATE 
for MEDIUM 


and FINE 
FOOTWEAR 

and SHOE. 
MATERIALS 
























































by Kaffor Kid Patent Leather 
Y Luxor (olors ¥, 
Dull Ohio (Calf 
Kozy Ooze 
and 
(Calf Elk. 


“Oe BS 


Jhe Style Leather 
of ? meric 


On Display at 


Booth 204 Coliseum 


During N.S. R. A. Convention 








Feb. 11th to 14th 


“If CH] LEATHER Co. 
Q Girard, Ohio 
LUXOR for QUALITY 
| Have you received a copy of the intevesting booklet "The Story of Leather?” 
SEED) AEP? 55> 5D 14 Ss 2) ww) So) aw) eK 
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CINCINNATI 


The Market of Style 
and Quality Footwear 


was established years ago. Its factories have 

always been known for the skill of their work- 
men. Cincinnati-made shoes can always be depended 
upon to possess those features which make them good 
sellers and which bring customers of the retail shoe 
merchant back to his store to buy again. 

There was a time in the past when Cincinnati fac- 
tories concentrated their production almost exclusively 
on welt shoes. Whenever a retail shoe merchant wanted 
the best welt footwear, he looked to the Cincinnati 
market to satisfy his needs. 


Following Milady’s Lead 


With the change in the past few years to more style 
in women’s shoes and with the intricate designs and 
dainty creations replacing large numbers of staple 
shoes, Cincinnati manufacturers kept well abreast of 
the times. They gauged accurately the whim of the 
feminine public. Realizing that style had become the 
main problem to be solved by the retail merchant in 
order to build up a bigger business and realize larger 
profits, they created a line of footwear that, judged 
from a quality and style standpoint, was second to none 
in America. It is this style footwear of the first rank 
that the Cincinnati manufac- 
urers pride themselves on 
today. 


In Front Ranks as Style 
Producer 


Thus, as Cincinnati forged 
to the front in the style race, 
it was but natural that the 
Cincinnati market should be 
associated with “‘Art in Shoes” 
in the minds of the retail shoe 
merchants throughout the 
country. The exquisite designs 
which have been produced in 
Cincinnati’s shoe factories 
have put this market upon a 


C INCINNATI’S prestige as a quality shoe market 


Roth Shoe Mfg. Co 


United States Shoe Co. .144, 145, 146, 147, 148 
The Julian & Kokenge Shoe Co 
Lape & Adler Co (Columbus)................ 151 
Krippendorf-Dittmann Co 
The Vollman, Lawrence Co.................. 154 


Homan-Hughes Co 
Cahill Shoe Co 
Charles Meis Shoe Co 


P. Sullivan & Co 


Cincinnati Firms Exhibiting at 
the Coliseum 


Sam B. Wolf Shoe Mfg. Co 
The Wiechman Pattern Co 
The Feder Gregg Shoe Co 


solid, enduring foundation as far as style is concerned. 

It would be incorrect, however, to say that Cin- 
cinnati’s progress in the style movement has caused its 
factories to turn their attention entirely from the mak- 
ing of welt shoes. There is still, and always will be, a big 
demand for welt shoes and the Cincinnati manufactur- 
ers are producing welts in sufficient quantities to meet 
every demand that is made upon them. Cincinnati is 
still vigorously asserting its supremacy in the field of 
welt shoemaking. Her leadership in this field is un- 
disputed. 


Shoe Prices Are Favorably Received 


It can be readily seen, from the facts as they have 
been presented, that the production of the Cincinnati 
market is diversified to a great degree. In style its fac- 
tories do not have to bow to the superiority of any 
other market. The retail shoe merchant will find that 
Cincinnati-made footwear not only is up to the minute 
in style, but is also priced so that he can make the most 
profit. And after all that is what the retail shoe mer- 
chant is looking for. If he can find shoes that have the 
element of style appeal that makes them quick sellers, 
enabling him to get a rapid turnover on his investment, 
his chief problem is solved. Stepping over into the welt 
field, the shoe merchant will 
discover that he has the same 
advantages in the Cincinnati 
market as he has in the style 
field. The Cincinnati welt shoes 
are priced right and are of un- 
excelled workmanship. And 
there is another prime point 
that deserves — even com- 
mands—emphasis. 

The Cincinnati factories 
pride themselves upon their 
flawless workmanship. The 
major portion of the shoe- 
workers are native born Am- 
ericans. They are intelligent 


(Continued on page 247) 
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Suggestions from 





rippen orfs 
evest (reafions 


Style development based upon logical and 
The, Talmage. well-defined tendencies is portrayed in our 
= Ealt fe new line for spring. 
with kid. Concealed 
Theo In all of our years of manufacturing fine 
shoes, we never have felt more genuine 
satisfaction over the outcome of our effort 
in preparing our samples for spring business, 
than this season. 


We feel sure that you not only will be pleased 
with their intrinsic style value, but also 
= the beautiful workmanship and quality 
in them. 


Our complete line will be on display in 
Chicago, February 11, 12, 13, 14, at the 
Coliseum, Booths 152, 153; at-our Chicago 
office, 1114 Great Northern Bldg.; and at 
sample rooms in the Great Northern Hotel. 


mege of Gray DT he Krippendorf-Dittmann Co. 


ede, trimmed 
with match kid; 


14/8 Spanish heel.” Cincinnati :: Ohio 


At present we have in stock a full line of 

sizes and widths in both our Arch-O- The Lorraine Strap. 
Pedic and Nature-Arch lines. Your order made of white kid. 
will receive our prompt attention. p a 14 
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CAHILL STYLE \ 


ANY CINCINNATI at CHICAGO 
, 





THE HIT OF THE CONVENTION 


“THE CHOW”’ 


In colored suedes’with trimmings 
of kid. 
The Chow is a style that is character- 
istic of the Cahill line for spring. 





v 
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See this line before buying spring shoes. 
If you do not attend the convention 
write or wire for salesman. 


S CEC the Cahill Styles at— 


1. Booth 157, Coliseum. 
2. Our Chicago Office, 201 Security Bldg. at 
Madison & Wells Streets. 


3. The Morrison Hotel. 


Our Mr. George Gregory, Mr. Harry Cahill, Mr. John A. 
Hach, Mr. V. C. Olson and Mr. George Schuette will be in 
attendance at each of these displays. 


THE CAHILL SHOE CO. 


CINCINNATI, OHIO 
‘‘THE HOUSE THAT DELIVERS ON TIME.”’ 
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if Stanley A. Duttenhofer "y 
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THE) 
STANLEY DUTTENHOFER 
SHOE, Co: 


In starting his own business, Stanley, Dutten- 
hofer brings into play the valuable experience 
gained while connected for many years with 
his father, John Duttenhofer. 


The Stanley Duttenhofer plant is devoted to 
the manufacture of women’s welts and turns; 
genuine Cincinnati shoes; replete with style, at 


Mr. Duttenhofer will popular prices. 


attend the N.S. R. A. 
Convention, with head- Every merchant who comes to Cincinnati is 


quarters at the Hotel cordially invited to visit our plant and sample 


per he po cape es rooms which are located at 14th and Plum 
many friends. Streets. 
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Orders Reaching Cincinnati in Volumes 


ITH the close of the week ending January 26 

there was a noticeable increase in the number 

of orders reported by the manufacturing con- 
cerns of Cincinnati. There seemed to be a steadiness to 
the orders which has been lacking for some time. Many 
reports confirmed the statement that the orders were 
coming in from salesmen in good volume. 

Apparently many of the retail merchants are eager 
to get their merchandise in sufficient time to be pre- 
pared with the latest creations when the spring season 
gets under way. 

Many of the local plants report sufficient business to 
keep them running until the middle of March or the 
first of April. The orders received the last two weeks 
have been larger than during any previous period in 
months. 

Preparations have been completed by the manufac- 
turers for their exhibits at the Chicago convention. 
Practically every factory in Cincinnati will be repre- 


(Continued from page 243) 
men and women who have gone through a period of 
thorough training that makes them master craftsmen 
in the art of making shoes. The reputation of these 
workers has gone far beyond the confines of the city in 
which they live. 


Cincinnati Shoeworkers Are Skilful 

There is probably not a shoe merchant familiar with 
the various markets of this country who is not conscious 
of the extreme skill of the Cincinnati shoeworkers. The 
result of this skill as applied in the factories is the 
production of footwear that will rival those of any 
market in the world. 

What is the significance of all this to the retail shoe 
merchant? The answer is that, when he orders shoes in 
the Cincinnati market, he is assured of footwear that 
will be perfect in workmanship in addition to being 
right in price. Add to this the style leadership of Cin- 
cinnati-made shoes and it makes a combination that is 
hard to beat. 





The 


# 


TRADE MARK REGISTERED 


WILL MEET HER MANY FRIENDS 
at BOOTH 242, Coliseum 
HOTEL SHERMAN, rooms 931, 932, 933, 934, 956, 957. 


In Attendance 


Dave Wolf 
Julius Snattinger 
C. F. Mellage 


Charles Auer 
Myron D. Wolf 


E. Peck 
Wm. K. Harrison 
George Aftel 


CINCINNATI, OHIO 


eigen The SAM B. WOLF SHOE Co. 
Es Git 


A SHOE AS GOODAS ITS NAME™ 


_ 
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The United States Shoe Company will 
occupy Booths 144, 145, 146, 147 and 148. 
The red line shows you how to reach them 
from the main entrance of the Coliseurn. 


LOE LAY TI “a 
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HE United States Shoe Company will 

exhibit at the N.S. R. A. Convention 

in Chicago. You'll find the different 
United States Shoe units—The Holters 
Company, The Krohn-Fechheimer Com- 
pany, The Val Duttenhofer Sons’ Company, 
The Scheiffele Shoe Manufacturing Com- 
pany, The United States Shoe Stock Depart- 
ment—waiting to welcome you and show 
you the finest line of shoes it has been 
their privilege to offer in years. 


At the Coliseum they will occupy five con- 
necting booths. The plat shown opposite 
tells you how to find it—five big booths— 
you can’t miss it! 


At hotels, too, you'll find representatives of 
these five member companies, witha finenew 
line of shoes and with an interesting story 
to tell you. Better clip the hotel addresses 
listed here—they’ll prove a valuable direc- 
tory to better shoes. 


The United States Shoe Company 
Cincinnati, Ohio 


The different units of The United States Shoe Company will exhibit their 
various lines of shoes at the following hotels: 


The Holters Company, Palmer House and Great Northern Hotel 

The Krohn-Fechheimer Company (Red Cross Shoes), R. 320-322-324, Great 
Northern Hotel 

The Val Duttenhofer Sons’ Company, 7th Floor, Great Northern Hotel 

The Scheiffele Shoe Manufacturing Company, Fifth Floor, Palmer House 

The United States Shoe Stock Department, Fifth Floor, Palmer House 


oF ALP UI PART RELL OPE LOI, ST RET BCT ST allen LE TD EN 


EATS > FE RE SSF 
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Here are twelve of Cincinnati’s style builders 
who through their ingenious creations make the 
Cincinnati Market slogan mean exactly what it 
says: 





“CINCINNATI SHOES PREFERRED.” 


It is true that Cincinnati today possesses a 
finer reputation for the creation and production 
of high grade style footwear than at any time in 
the history of the market. 





OMIVLATLAEVUEOAELESUOANIADAUUADADLGOAUOUUGNOUEOEOEAUEUOARUADAUONLUIAAUALIALADATAN RED EAUA DNA AAA ALLAAH EATEN POTEAU AAS APE 
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The new sample lines for spring now being 
shown to the merchants by the Cincinnati houses 
are as usual extremely attractive by virtue of the 
fact that they portray the last-minute develop- 
ments in the march of style tendencies. The 
Queen City factories are furthermore offering the 


trade broader lines in the way of price range 
than ever before. 


Mention of style creators from 
Cincinnati should not be made with- 
out including Fohn Carlisle, The 
Krippendorf Dittmann Co.; and 
Myron Wolf, The Sam B. Wolf 
Shoe Mfg. Co. Photographs of 
these gentlemen were not available. 


Le MMMM TTT 


sf 
George Gregory, The Cahill Shee Co. 
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“Art in Shoes” 


‘Pretty Shoes for Women” 





Coliseum 


Booth 


15 








Feb. 11- 
12-13-14 


We cordially invite you to visit our Exhibit, Booth 15, at the Coliseum, and our Sample Rooms, 
at the Great Northern Hotel. Sullivan’s Spring Line shows what fine quality, elegant style and 
superior materials can now be had at reasonable Prices. ; 


Represented by W. T. Dickerson . James Cowen 

John P. Murphy Edward Hughes, Jr. J. P. Gorman 

Jeff E. Miller O. H. Dickerson Clay M. Herring 
Wm. P. Hennessey 








The P. Sulliban Company 


Makers of 
PRETTY SHOES FOR WOMEN 


Cincinnati 
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BROCKTON NEWARK LYNN CHICAGO NEW YORK ROCHESTER HAVERHILL AUBURN ST. LOUIS MILWAUKEE 





RSGIHEN THE CHICAGO 
AO COLISEUM opens its 
==! doors, on February 11, 

for the N. S. R. A. Convention, 
offering one of the greatest ex- 
BOOTH 010 positions and Style Reviews in 
the history of Shoedom, the 
United Last Company will be 
ready to welcome its many worthy 
patrons and all others inter- 
ested in Last-Making, at Booth 


No. 10. 
© 


UNITED LAST COMPANY ~ BOSTON, MASS. 


LEON OPO SOAS OVOP XS 

















FSP ISRO SO IZ 


Dh ing pst Gicage 2 at hen S. loo vention” 


W. S. LEFAVOUR H. J. BECK J. W. HOLMES 
Boston, Mass. Brockton, Mass. Rocuester, N. Y. 


F. S. LAMPORT J. A. MASON E. C. SNELL 


New York City AuBurn, Me. Cuicaco, ILL. 
W. H. BURGER G. C. HAYWOOD R. W. BIRD 
Brooxtyn, N. Y. Lynn, Mass. St- Louis, Mo. 
E. B. MARSHALL O. L. REDIFER A. H. LINCOLN 
Boston, Mass. PHILADELPHIA, Pa. - St. Louis, Mo. 
W. B. PACHALY J. C. WOLF 


MitwauKeEE, WIs. Cuicaco, ILL. 


$s EELS 


FACTORIES SHOW ROOMS 
BROCKTON ROCHESTER Boston 212 Essex St. 
NEWARK HAVERHILL New Yorx 1402 Bush Terminal Bldg. 
LY NN ; Al BL RN CINCINNATI 803 Syracuse St. 
ng ST. ara Sr. Lours Adv. Bldg., Rm. 303 
NEW YORK : - MILWAUKEE Cuicaco People’s Life Bldg., Rm. 301 

\ffiliated Company P ; 331 Arch St 
United Last Company, Ltd., Montreal gy are . 
with Branch Office at Toronto MILWAUKEE 10 Metropolitan Bldg 


eintginlaneatl LAST COMPANY ~ etiataecinatete MASS. 
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“They Fave to*Go Some’ 
To Beat These Follman Beauttes 
At the IV. S. R.A. Convention” 


---Miss Avondale 


Vollman creations—Mannish Welts 
and Dainty McKays—are the last 
word; the ultimate in beauty, style, 
fit and workmanship. 


You will sense this when you see 
these creations in Booth No. 154, and 
Rooms 642 and 648 on the sixth 
floor of the Palmer House, right in 
front of the elevator, during the 
Chicago Convention. 

We’re picturing here just one 
VOLLMAN design—a Sandal—and 
there are scores of others just as 
fetching awaiting your admiration. 


VOLLMAN shoes you can sell at 
popular prices at a most satisfying 
profit. 
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You need to know them. 





— 


A Sandal—and what a hit sandals 
will be—in Jack Rabbit, Airedale, 
Bombay, and other colors, fashioned over 
our 104 last, with 9/8 covered wood 
standard heel; an extremely light close 
edge Welt, rich in originality and beauty. 


THe, Vonbman, Lawrence; Co, 


STATION A 
President 


TWO! OOOO OOOO OOOO 
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} Moulding a Towns Ideas on footw 











HOW MERCHANTS CAN CO-OPERATE 


_ The advertisements and copy shown on these pages run- 
_~ over the names of cooperating merchants simpl 
make a start. It is a sort of foundation upon which me | 
can be built by the resourceful merchant in cooperative 
advertising. — 

_. The ou and get-up will attract attention. Then the 
idea may be carried from the newspaper page to the ad- 


j =o / 06 oe 





vertising merchants’ store. The ads displayed in every co 
operating merchant’s windows with a window display 
built on the subject for that day or week. 

Such advertising might take up the methods pursued in 
the children’s, men’s and women’s departments. The num- 
ber of pairs of shoes that everyone ought to be possessed of * 
in order to keep their feet healthy would make a good 
display. Every kind of leather with its particular features 
ought to be displayed. 
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| 
Over 100 Pairs of Hands \ 





(al 
& 
We 





Over 100 Pairs 
of Hands make 


Cy Your Shoes 


Make Your Shoes 


“Isn't that a beauty!—but aren’t 
shoes high nowadays?” is a fre- 
quently heard expression. 


Notwithstanding the fact that the 
butcher, the baker and candlestick 
maker get twice what they used to. 


The expert labor of over 100 men 
is nee to actually make a shoe. 





There are 174 machine operations 








and 36 hand operations, each opera- 








tion carried out by a highly paid 





skilled workman. 

















But, before a piece of leather is 








touched there is the planning and 














style research. To properly judge a 





shoe one must think of Paris where 





styles originate—or our own New 








ork. Fashion designers catch a hint 





of what is wanted; months are spent 








in fashioning a pattern that meets 





the approval of fashion leaders. Ex- 








nse is the last thing thought ‘ 





auty and grace come onl 





cost of a King’s ransom. Economy 








begins in the factory where shoes 








that smack of Paris are wrought 














ECONOMICALLY. 














Style is taken as the motif; anatomy 








is the foundation whereupon 








article produced follows style, but 








heeds Nature’s commands. The hu- 








man foot with its myriad nerve cen- 
tres, intricate bone construction, 








sensitive circulatory system is safe in 





a shoe in which lifelong study of s' 





tyle, 
material and anatomy ts incorporated. 











Each shoe represents an engineering 








problem. Each foot an anatomical 





Use 3 col. 12” Newspaper Space. 








valuation of all products. 


The reader’s reaction to what seems to be a well-planned 
scheme is generally tinged with some conservatism, but everyone 
likes to be told something of interest. In fact advertising is the 
medium through which the public forms it ideas, opinions and 





study. The care with which your shoe 
store is selected will reflect in your 
own ability and vigor and style. 


The question of price concerns us 
all. But the answer awaits you at the 
stores below. Form your own opinion 
of what style, comfort, ability and 
appearance are worth to you. Then 
get the shoe that can measure up to 
such a valuation. 
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B.W. 
aw. B. W. In Stock 
B.W. . ” 
: Ready to ship ‘‘same day 
a Net 30 days 
Ww. S400 $401 
B.W. apie Xid Orford, ROSS 38 
B.W. : 3 so & 3 oe 3-9 
B.W. : a 
B.W. LJ rd B — ford 
7 Black Kid fo rown xfor 
B.W ° ans B49 snee ko 
T AA, 5-9 Cc, 3-9 AA, 5-9 e. 3-9 
B.W. an oo oh 6 A. :. - 3-9 
B.W. , , 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
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There are no shoes better than Cincinnati-made shoes; 












3 Big Winner 


stands for Business Wom- 
B.W. an, the famous Combina- 
tion Last. And it stands for 
quickened sales and speedy turn-over with 


a sizable profit at the year’s end. 
nice and “easy” shoe which 


B. WV * 
means rest, comfort, morn- 


till-midnight satisfaction. 


is that beautifully fitting, 


Take our word for it—B. W. is a Big 
Winner. Doubt us if you will, but for the 
sake of a spur to your business and more 
money in your cash register, order a few 
pairs and see if we haven’t been conserva- 
tive in our claims. 


See our display, Cincinnati section, Coli- 
seum, Chicago—and in Rooms 408-410, 
Palmer House. 


CINCINNATI 7 








B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 
B.W. 


TH SHOE™%c/ 


there are none so good as ROTH’S 
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THE 


ARCH PAESERVER 


--at Chicago! 


ET acquainted with the Arch Preserver Shoe— 
and learn the real story of this shoe’s remarkable 
success—at the 13th Annual Convention of 

N. S. R. A.—at Chicago. This shoe will be, as usual, 
the center of interest at the show. 


Special Meeting of 
All Arch Preserver Shoe Dealers 


at the LaSalle Hotel, Red Room, Tuesday, 9 A. M. 
February 12th. Here the most successful retail dealers 
of America will gather together to discuss their methods, 
their experiences, their achievements! 


The most beautiful 


living model in the world 


will wear the latest Arch Preserver Shoe models, for 
All Occasions, presenting them for the first time. This 
Fashion Show will be the outstanding feature of the 
entire convention. 


Showing of the 
newest Arch Preserver Shoe Models 


will also take place at our regular exhibit at the LaSalle 
Hotel, and at the Coliseum. See for yourself how well 
this “healthful” shoe also provides style, then you'll 
understand why it is the most valuable sales franchise 
in the shoe industry. 


“KEEPS THE FOOT WELL” 


PORTSMOUTH, O. 


There are seven patents embodied in Arch 
Preserver Shoe construction. These are 
vested solely with the Selby Shoe Company, 
Portsmouth, Ohio, for the making of women’s 
and misses’ shoes, and with E. T. Wright & 
Company, Inc., Rockland, Massachusetts, for 


the making of men’s and boys’ shoes. Space No. 2-<- Coliseum 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Portsmouth 


The Market of Fine Shoes Backed by 
Service to the Merchant 


of footwear has been known for years as 
“The Big Three” shoe market. It consists of 
three large and successful organizations: The Selby 
Shoe Company, The Irving Drew Company and The 
Excelsior Shoe Company. Each of these has enjoyed a 
steady and substantial growth ever since its inception. 
The pioneers in the shoemaking of Portsmouth are 
Irving Drew, W. G. Williams and George Selby. Start- 
ing as far back as 1880 the three of them through hard 
and diligent work, laid the foundation for organizations 
which were destined to weather the storms of many 
business depressions. Each of the trio lived to enjoy the 
fruits of his efforts, and it was not until last summer 
that the first of the three, W. G. Williams, passed 
away. The other two still live and are active in their 
respective organizations. 


| Rey ag as a center for the manufacture 


HE Selby Shoe Company in addition to its large 

factory at Portsmouth, operates branch factories at 
Ironton, Ohio, Columbus, Ohio and Ashland, Kentucky. 
The aggregate capacity is around 11,000 pairs per day. 
The Selby Company produces a full line of women’s, 
misses’ and girls’ fine and medium McKays, welts and 
turns. They are the originators of the “Arch Preserver”’ 
shoe for women. 

The Irving Drew Company is well known to the shoe 
merchant as a producer of women’s medium turns, 
McKays and welts. They are the makers of the “Drew” 
shoe, and the “Arch Rest” shoe. Their capacity is 
around 5,000 pairs daily. 

The Excelsior Shoe Company has built its business 
up on men’s and boys’ shoes. Theirs is one of the most 
modern shoe manufacturing plants in the industry. It 
has a capacity for 4,000 pairs daily output. The boys’ 
end of their business has always been large, and as an 
added service to the merchant, they have maintained a 
big in-stock department during the past few years. 


‘HEIR boys’ shoes are sold under the brand of 
“Excelsior Metal” shoes. During the past few years 
they have expanded their men’s business materially. 


Februcry 2, 1924 


One of the features of this branch of their business is the 
“Grant Flexated Shoe.” 

Other concerns that contribute to the shoe industry 
of Portsmouth are The Williams Mfg. Company, pro- 
ducers of Cordovan Puttees. The Vulcan Last Com- 
pany manufacturers of lasts and wood heels. This con- 
cern enjoys a very large last business in foreign coun- 
tries as well as in this country. Their heel business is 
one of the largest of its kind in the United States. The 
Mitchell Mfg. Company supplies the shoe industry 
with a considerable portion of its shoe laces, which are 
so necessary. 





More Work and Fewer Fights Are in 
Prospect 


Washington, Jan. 29—Secretary of Labor Davis be- 
lieves that better relations have been established be- 
tween workers and the management in industry. He 
has predicted a successful year with labor disputes at a 
minimum. It was pointed out that there is a growing 
tendency among workers and employers to resort to 
conciliation and mediation in industrial controversies 
before such disputes reach the stage of open strike or 
lockout. The Secretary declares that more and more of 
the disputes laid before the federal commissioners of 
conciliation are brought to their attention before pro- 
duction has been suspended. Mr. Davis argues it is 
necessary that employer and worker should be mutual- 
ly satisfied in order that their exertions may be mutual- 
ly prosperous and that their prosperity may redound 
to the best interests of the country as a whole. 

“Everywhere, except in this country, political and 
economic disturbances have hampered industry and 
commerce and in America we are moving steadily for- 
ward in industrial peace and prosperity,” the Secretary 
said. “In Europe, still struggling with the baneful 
economic heritage of the war, millions are out of em- 
ployment, factories are closed, and industry lies dor- 
mant due almost entirely to seasonal fluctuations in 
industry. 
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This trade-mark, 
stamped on the sole of 
every pair, is your 
assurance of 'the very 
best materials and 


workmanship. 


@," | 


In addition to the factors of style and fit, your cus- 
tomers demand footwear that has a reputation for 
long service, else they will not come back. A repeat- 
customer trade is the back-bone of your business. 


See our entire line at 
Chicago: 
1. Coliseum, Booth 175. 
2. Sherman Hotel. 


3. Our Chicago Office, 211 Security Bldg., 
189 West Madison, Phone Franklin 1332 IN STOCK 


No. §148—Black Kid, welt oxford. /n 

stock. Combination last 212, 14-8 Wing- 
foot Heel. All sizes............ $5.00 
No. 5146—Same in Havana Brown 
Sra 











Our stock of Arch Rest Shoes is 
complete We can ship your orders 
as soon as received. 
. 
-j- 


PORTSMOUTH 


AS Py PHN 27S CHON XT 
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i PORTSMOUTH at CHICAGO 


Customers 


‘lIOF YOUR BUSINESS 
a mas 


ARCH'REST Shoes have an unusual reputation for 
long wear. They are made particularly for your store, 
so you can build up a repeat-customer business. 








No. 5393—Florence. /n stock.Black Kid 
Dora Two-Strap Slipper. welt sole, last 
206, with 13-8 Wingfoot Heel. AAA to 
CR Cp OD. OD cocccccecocesececee 










Our stock of Arch Rest Shoes is 
complete. We can ship your orders 
as soon as received. 
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If They’re McGovern’s They’re Flexible 








No. 4048 


Patent Mitzi Sandal Patent Trilby Sandal 


Complete Line on Display during 
National Shoe Retailers’ Convention 


Room 625, Palmer House 
Also at our Chicago Office, 209 Security Bldg. 





Our Mitzi and Trilby Sandals in Patent Colored Elk, and Lizard 


for Spring and much in demand. 


These shoes are made in widths over combination lasts and will be 
carried in stock at $3.00 and $3.25 in growing girls’, $2.60 misses’ 
and $2.35 children’s. 


One of the popular numbers in our Natural Tread Stitchdown line: 
A Patent Blucher Lace Boot with White Welting, Eyelets and 
Laces, and Chrome Retan Soles. 


In Stock Ready to Ship Catalog on Request 


stitch 
prom 
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T: 
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When more flexible 
shoes are made 
McGovern 
will make them 


No. 4166 No. 409 
Patent Blucher Lace Boot 


Jazz Colonial 





THE McGOVERN SHOE CO. 


COLUMBUS, OHIO 


=. 
5 
: 
: Leathers, and our Patent Jazz Colonials will be popular numbers 
. 
: 
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Columbus 


Center of Popular Priced 
Style Shoes 


steady and consistent growth during the past 
few years. Its reputation as a center for medium 
grade welts and McKayshas long been established in the 
minds of retail shoe merchants throughout the country. 
And until the past two years it was regarded as a mar- 
ket in which to buy good, all-leather, staple shoes. 
Such shoes are still coming from Columbus, but in 
addition to this a great volume of style shoes in medium 
grades is now being produced by the factories there. 
The annual output of footwear from Columbus is 
estimated to be around $12,000,000. The greater por- 
tion of this is in women’s footwear. Growing girl’s, 
misses’ and children’s shoes run second in volume. 


(| scot os as a_shoe market has enjoyed a 


HE Riley Shoe Mfg. Company is one of the best 

known concerns in the market. It produces a line of 
women’s welts and McKays. They are the makers of 
the “Riley’s’’ and ‘“‘Arch Relief’ brands. During the 
past year this concern has made a steady gain not only 
in the sales of their “Arch Relief” line but also in the 
“Riley” line which features particularly stylish pat- 
terns. 

The McGovern Shoe Company with offices in Colum- 
bus and factories at Logan and Nelsonville is prominent 
in the manufacture of growing girls’, misses’ and chil- 
dren’s flexible footwear in medium grades. This concern 
has more recently extended its line to include children’s 
stitchdowns. The element of style has always played a 
prominent part with the McGovern lines. 

The Lape & Adler Company, one of Columbus’ 
youngest organizations, has gone forward during the 
past two years at an almost unequalled gait. Their line 
is known as the L & A line and the merchandising idea 
back of the product is “Hi-Style and Lo-Price.”’ They 
produce women’s stylish welts and McKays. 


HE Bradford Shoe Company is another of the 
Columbus concerns that is now figuring largely in 
the production of medium-grade stylish footwear. They 
manufacture the “‘Korrect-Opedic”’ shoe. 
Other Columbus concerns which make up a part of 


Februar 


the industry there, and which produce a general line of 
women’s, misses’ and children’s welts and McKays are: 
The Godman Shoe Company; The Kropp Shoe Com- 
pany; The G. Edwin Smith Shoe Company and Bope- 
ley and Son Shoe Company (misses’ and children’s 
medium McKays). 

During the past year the C. & E. Shoe Company 
passed out of existence, the factory having been ac- 
quired by the Godman Shoe Company interests. The 
new concern is known as the Miller-Lerch Company. 
It is reported that they will manufacture men’s shoes. 
Another change in the market was. the acquisition of 
the John Fenton Shoe Company by the Selby Shoe 
Company of Portsmouth, Ohio. 





Black Expected to Be Strong 


Reports from several good sources bear out the 
statements of retail shoe merchants regarding the 
anticipated popularity of black shoes for this year. A 
manufacturer reports it is due in large measure to the 
fact that women are wearing colored hosiery which 
affords a pleasing contrast to black footwear. Blacks 
in sandal effects and in cut-out effects are exceedingly 


popular. 





Petot, Cincinnati, Showing New 
Patterns 


The “Sheba,” a strikingly designed satin strap, is 
being featured by The Petot Shoe Company, 28 East 
Fifth street. The “Tunis,” a one-strap with cut-out 
effects in Chinese lacquer reds, blues and greens, is also 
being offered to the feminine trade. The Petot store has 
had good sales on a beige suede oxford with alligator 
trimming. 





Lape New President 


Herbert N. Lape, vice-president of The Julian- 
Kokenge Company, will be elected president of the 
Cincinnati Shoe and Leather Club on Feb. 20. 
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“Comfort in Bee 
—ON DSA ¥— 


WEEK OF FEBRUARY I] to 16 


PALMER HOUSE, CHICAGO 


ROOM 627 
DURING N. S. R. A. CONVENTION 


We'll be glad to see you at the 

Palmer House during the convention. 

(G (ip) Dy You will overlook some exceptionally 

good numbers if you fail to see our 

i ii | display of sandals and new novelties. 
No. 6728—Blai oe Kad Ae ee ee ef 


ubber Heel, ae 
lo Sy 10 an aq ae 60 See 
. Same as abcve, Brown 
Kid. Price...... a 
No. 6011—In Stock Black Kid 
No. Stc a. Bla _ A x rch Relie' ‘ord. year Welt 
Arc 2 2-8 Rubber Heel. Combinat 
lo. 118, Price. .... .. .. $4 
J e e as above, wr 
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i \x ford. Goodye 
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COLUMBUS, OHIO 


i The RILEY SHOE MFG. 
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GRO 
hs Gu Ee 
SOLES 
The Ideal Bottoming for Sport Shoes 


WW 
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7 
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At the left is “GRO 
CORD” QUEEN C 
Sole for Women’s 
Sport Shoes. At the 
rightis “GRO 
CORD” KING B for 
Men’s Sport Shoes. 


Ask the salesman to 
show you these two 
popular “GRO 
CORD” soles on the 
Sport Shoes in his 
line. 


“GRO CORD” soles, 
because of unusual 
wearing qualities 
flexibility and com- 
fort, are specially 
desirable for Men’s 
and Women’s Sport 
Shoes. They are 
made like a CORD 
tire and extremely’ 
durable. The “grip 
tight’ construction 
of “KING B” and 
“QUEEN C” GRO 
CORD soles _pre- 
vents slipping or 


skidding. 





GRO-CORD “QUEEN C”’ GRO-CORD “KING B” 
For Women’s Sport Shoes For Men’s Sport Shoes 








Complete line of GRO-CORD Soles will be on display at BOOTH 347, 
N.S. R. A. Convention, Coliseum, Chicago, February 11, 12, 13 and 14 


THE LIMA CORD SOLE & HEEL CO. 


LIMA, OHIO 
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SPORTOCASIN 


Golf Shoe 


Genuine Moccasin 
Construction 








In Booth 141 at 

the Chicago 

Show and Room 

907 at Hotel 
La Salle 


A: the N. S. R. A. Convention at Chicago, in Booth 141, we shall by practical 
demonstration show the thousands of visitors how Sportocasins are built in 
the real moccasin fashion—with the vamp running entirely under the bottom. 


This important distinguishing difference between Sportocasins and welted . shoes 
made with imitation moccasin vamps will be interestingly demonstrated by one of 
our expert hand-sewers, from our Yarmouth, Maine, factory, who will daily show 
the exact method of constructing the “full-bottom” vamp put into every Sport- 


ocasin. 


And our Executive and Sales Department representatives will be there to furnish 
full information about these famous Golf Shoes that have won top rank among 
the highest-class shoe merchants in the country as well as among world-known 


golf players. 


Complete 1924 Sample lines of Sportocasins shown at 
the Coliseum and in our quarters in Hotel La Salle 


THE SPORTOCASIN Co. 
YARMOUTH, MAINE 


Tne 1 WO HOt Hit Hi ° ° 
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461—First Step Tackless No. 462—First Step Tackless No.34—Infants’ Soft Sole Bo 
No.52—Infants’ Soft Sole Two- White, Washable Kid T 
Patent Vamp and Foxing, 


No. 

Stitchdown Blucher Boot. White, Stitchdown Blucher Low-Cut. 

Tan or Smoked Elk, Flexible White, Tan or Smoked Elk, Strap. White, Black or Tan Kid, 

Sole.§Per doz......... $16.50 Flexible Sole. Per doz. . .$15.00 or Patent Leather. Per doz. $8.00 Pearl Buttons. Per doz. $10, 


When there’s a baby in the family, the mother spends her_money on the little one before pleasing 


herself. 
Get the mother interested by showing her a nice display of soft soles and first steps for that little 


one, otherwise you have not a chance to show her those new spring styles you know she wants for 


herself. 
To turn a mother away from your establishment because you have nothing suitable for the baby. 


in many instances means the loss of an opportunity for se!ling shoes to the entire familv 


Cleal Dabry Sy /, oe CQmpbany 


xD ay President 


anvers, Cflassachuset S 


NEW YORK OFFICE 320 FIFTH AVE. 





—— 


 BUSSELL'S 


“IKE WALTON” 


puts four layers of leather 
between your feot and ground 


The fine workmanship = exireme light weight 
&staunchness appeal io oui-oi-door folks 
of the mosi discriminating taste. 


4 
The Scout Special 


Made to measure out of imported Has exira looks 
waterprooied veals Gives exira service 


SEND FOR CATALOG AND DEALERS DISCOUNTS 


The \W.C. RUSSELL MOCCASIN CO. 
925 Capron Si., Berlin, Wis. 





tebr 








loz. $10. 
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THE STOCKTON 
Sturdy black brogue oxford for general out- 
door wear. Improved Black Whip Calf with 
over-weight single soles and rubber heels. 


THE DAYTON 
Patent leather dress oxford for formal wear 
and dancing. Patent colt with light flexible 
soles and wooden pegged heels. 


Selling two pair where you formerly sold one 


Made easy by our “In Process” —‘‘Fit for Size’ Plan 


Every good shoe merchant would 
like to sell more shoes to each cus- 
tomer. The big difficulty has been— 
having the right shoes in the right 
sizes at the right time. 

Eaton Shoes are manufactured and 
sold on a policy which enables the 
Eaton distributor to sell two or three 
pairs to the same customer with ease 
and success. Our “In Process” manu- 
facturing plan enables you to obtain 
salable styles in salable sizes as fast 
and frequently as you require them. 
And, you can operate on a small in- 
itial run of sizes, which means a small 
investment. You can size up as often 
as you like—realizing that Eaton “In 
Process” shoes are constantly avail- 
able for shipment. 

When you fit a customer in an 
Eaton Shoe and he is satisfied, you 
know you can go immediately to your 
rack and select another style in the 
same size and it will have the same 
fitting qualities. Every Eaton Shoe 
fits for size and width regardless of 


last or pattern. This applies to boots 
as well as oxfords. 

Above are pictured two Eaton 
Shoes which every man should have 
in his wardrobe. Fit and sell him one 
and then suggest the other. He expe- 
riences the same comfort and fit in 
both shoes. 

Once you fit a man and keep a 
record of his size you can fill his orders 
by telephone or mail, knowing that 
each pair of Eaton Shoes you send 
him will be satisfactory and com- 
fortable. 

Along with this splendid merchan- 
dising opportunity you have the ad- 
ditional selling points of the Eaton 
Shoe itself—the new” construction, 
the saddle insole and the fact that 
your customers will find the Eaton 
Shoe “comfortable from the first 
step.” 

Find out how this can be applied 
to your business—either see the 
Eaton representative or write us 
direct. 


Y LE, 
The BATON Shoc 


Made under the A. F. Little patents 


CHARLES A EATON 


BROCKTON 


SHOE INDUSTRIES 


MASS., U.S.A. 
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ag KAU-CRAFT Shoes 


are distinctly in a class by themselves, be- 
cause everything which goes into their 
making is of the best. 





That is what gives them the CLEAN CUT 
lines that lend STYLE and CHARAC- 
TER and give them the appearance of a 
high priced shoe. 


There was need of a Quality Stitchdown— 
and the fine facilities of the RAUH fac- 
tories together with a concentrated purpose 
—have filled that need with a stitchdown 
that is different from the others in every- 
thing but the price. 


SANDAL” 








SEE RAU-CRAFT SHOES AND SANDALS 
AT THE CHICAGO EXPOSITION IN 
THE COLISEUM, FEBRUARY 11-12-13-14, 


Booth No. 244. 




















S. RAUH & COMPANY 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 

















BOOT AND SHOE RECORDER 


‘ ind Sandals 


SPECIAL LASTS 


for 


Growing Girls 


are an outstanding feature of 


NAU-CRAFT 
SHOES ano ens 
he A NX D A |; S rosita” | ml 


The fact that we know only quality mer- 
chandise makes our stitchdowns different 


in WORKMANSHIP—in APPEAR- 
ANCE and in DURABILITY. 


YOUR MERCHANDISE DUTY TO 
YOUR STORE DEMANDS THAT 
YOU SEE THESE STITCHDOWNS. 








“ - 








IF YOU DON’T VISIT THE CHICAGO 
EXHIBITION AND SEE T 
SHOES AND SANDALS THERE — THEN 
VISIT OUR SHOWROOMS OR SEND 
FOR SAMPLES. 




















310 Sixth Avenue, N.Y. City 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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This illustration represents a window card sent out 


with cach order of Kiddiemox , 
The “High Kiddiemox’’ 
IN-STOCK 
No. 3251 Tan Elk 
No. 3254 Smoked Elk 
No. 3253 Chocolate Elk 


Infants’ 2-6% 
$1.85 


Childs’ 7-11 In Stock 
was McKAY-GOODYEAR 


844-11 114-2 2%-8 

. 9 . M 205 Mahogany Ox., wide toe 1.75 2.00 2.30 
The;‘Sandal Kiddiemox M 1205 Mahogany Ox., English toe 2.00 2.30 
IN-STOCK ’ M 208 Nui Brown Ox., wide toe 1.75 2.00 2.30 

No. 1651 Tan Elk M 1208 Nut Brown Ox., English toe 2.00 2.30 


No. 1654 Smoked Elk 
Stitchdowns 


wr te 5-8 844-11 1134-2 234-8 

° 802 Brown Gr. San. Hy. sole -70 =.80 -90 1.20 

Childs’ 7-11 2 ; 2733 Mahogany Elk Sandal 80 8.90 1.05 1.45 
738 Patent Sandal 1.10 1.20 1.35 

873H Patent Sandal, Eng. 2.00 


KIDDIEMOX are made from the best of ma- 
terials. Are hand-sewed by skilled Indian moccasin 
makers. 


KIDDIEMOX win the Kiddies, and make your 


winnings bigger. 


Prompt Shipment 








BERKSHIRE MOCCASIN 
co. Complete Stock List Furnished on Request 


HOLLISTON MASS 


Hagerstown Shoe & Legging (0., Inc. 


We can use a GOOD salesman 
in the Middle West Hagerstown, -Maryland, U.S. A. 
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1924 
Will Demand More Shoes 
Dainty, flexible and 


TACKLESS 


To All 
Manufacturers 


Wilson Process eliminates 
the common faults and 
combines the virtues of 
turn and McKay shoes. 
It is used in numerous 
factories and is open’to’all 
under low-royalty con- 
tract. Permits use of your 
regular lasts. Requires 
only one Wilson machine. 
Details"on"request. 


~ 


WILCON rk 


TRADE 


EWED 


Stampt on the Sole 


VERY YEAR the process of 
refinement in footwear keeps 
pace with the subtle, sure, and 
irresistible progress of civilization. 


What Goodyear welt and turn 
methods began, Wilson Process has 
completed — the elimination of 
clinched lasting tacks from machine 
sewed shoes, the banishment of the 
last primitive crudity from fine and 
medium footwear. 


More Wilson Sewed> shoes were 
made, sold, and worn—here and 
abroad—in 1923 than ever before. 


Why? 


Because tackless Wilson Sewed 

shoes are up-to-date in shoemaking 

as well as ingstyle. They build 

greater sales, because they delight 

the eye, adorn the foot, retain their 

shapeliness, and give ample 
(protection. 


Tackless Wilson Sewed Shoes Have 
Made Daintiness Practical 











Address all Inquiries 
Wilson Process Incorporated 


Canadian Pacific Building 
City of New York 








Where are the well starched petti- 
coats of yesteryear? Whither have 
vanished the hoops and bustles o 
the staunch old Haircloth Era? 


+ 


Tell me the tragic story of the hay- 
stack silhouette and the whale- 
bone high-front corset. And chant 
for me the ballad of those broad- 
gauge, lace-trimmed ‘“‘dainties’’ un- 
leached, unblushing, and unfurled 
in every Monday morning breeze 
that stirred milady’s shapeless cot- 
ton hose on the clotheslines of 1894‘ 


+ 


Tell me these pe and I'll tell you 
why light and dainty shoes sell best 
today. The gradual refinement of all 
the fabrics and habiliments the 

modern woman wears, the heme she 
lives in, the things she uses has found - 
inevitable expression in her footwear. 
And fashionable styles are no longer 
the exclusive possessions of small 
urban coteries of the elite. 


+ 


In the past twenty years the mount- 
ing multi-million circulation of 
many fashion magazines has carried 

“style consciousness” and “style 
desire” further and further into the 
country markets and deeper and. 
deeper into the masses. 


+ 


Two million more children going te 
high schools—half-million more in 
colleges—better methods—better mer- 
chants—better advertising — modern 
conveniences—more motor cars—and: 
motion pictures everywhere have 
raised the standard of daily dress and 
quickened the pulse of style. The 
‘staples’’ of old are gone forever. 


+ 


Next Spring—next year the girl who 
works and walks and the girl who 
shirks and rides will want light. 
dainty, and dependable footwear. 
In such modern footwear there can. 

no permanent place for the 
primitive, old fashioned crudity of 
clinched lasting tacks. 


+ 


Wilson Process makes it possible for 
any licensed manufacturer to elimin- 
ate such tacks, still using his regular 
machinery and either welt@ or 
Mc Kay lasts. His Wilson Sewed 
shoes will have all the slim-shanked: 
gentility of turns and the om 
economy and simplicity of ba 
—tackless, straight-lasled leopalioe 
shoes with pe artim selling ap- 
peals for the modern market TEA 
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THE saTURDAY EVENING post 


Underneath that perfect fi nish 


e a knife and which your feet can actually breathe 
new shoe you The heat has been abl esca’ 
id only see through jeather's pores. 
ther to not perspire and become chilled. 
The tiny elastic fibers, that you could 
* breathe, . see if you cut & sole in two, give easily 
nothing else will, support h and readi en you walk. Leather 


of the foot. 


1F YOU could only tak 


nce of the bottom of the 
makes no difference . 
wet sidewalks they re 


When you buy new shoes. 
all-leather ones. They are not only 


not. 

If it is leather, they will have been 
comfortable all day lone Leather *§ 
really @ second ski 
protective, resilient coverim 


AMERICAN sOLeE aod G 
17 Battery Place, New York City 


place of 


This adve . 
rt , 
day Seoskes Bost, will appear in The S. 
atur- 


American Post, The Li 
a q ite : 
coal puitteatiion a gee many other nati The 
g the month of jonally 
February. 


Nothing takes the place of 
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The Inside Story 


HE inside facts—the hidden truth about foot-ease 

and shoe-comfort—will be published this month. 
This advertisement of the American Sole and Belting 
Leather Tanners is going to explain to millions of shoe 
and sole wearers what is inside—what is underneath. 


Here are leather’s fibres held up for the inspection of 
these millions of customers—many of them your cus- 
tomers. Here are the facts about why leather soles let 
your feet breathe—why it makes no difference what color 
the bottom of soles may be—the reasons why leather and 
only leather will do. 


This advertisement will appear in The Saturday 
Evening Post, The Literary Digest and twenty other pub- 
lications during this month. It is one of a series running . 
every month throughout the year, broadcasting the 
leather story, giving your customers a greater apprecia- 
tion than they ever had before of what they get when 
they buy leather! 


This advertisement is your. advertisement. Its sole 
purpose is to sell more all-leather shoes for you. But the 
good that it will do, the sales that it will make for you, 
depends largely upon the co-operation that you give it. 
Leather is getting more publicity than ever before. This 
is the time to display, to talk and to sell all-leather shoes. 
Don’t forget to bring this advertisement and those that 
will follow to the attention of your salesmen. Here is 
sales ammunition that they should have. 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 
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SOR LLL LULL HNO MMNOUMMNOOn 


No. 7673 <—N LAKE*S*WOOD 


Samples Are Now 
Ready to be Shown 


A New Complete Line of Men’s and Boys’ SPORT FOOTWEAR AT POPULAR PRICES 
Have Our Nearest Representative Get in Touch With You 


N. B. THAYER & CO., Ine. 


Makers of Good Shoes Since 1872 
EAST ROCHESTER NEW HAMPSHIRE 
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“CLIFTON” buck 


Preferred Because Most Perfect 


Mail 
F. S. Root Company’s 
Sales Letters. 


Used with our wet process it produces a 
perfect innersole, as it is easily formed 
in and hugs the lip providing strength 
where strength is most needed. 


You'll Always Specify 
“CLIFTON” Gem Duck 


when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping cloths 
= recommended for satisfactory re- 
sults. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 

TRER ER RR REBRERBREBBREEE F 


They add a punch to 
your efforts, reflected in 


increased sales. 


Address 


6-Beacon Street Boston, Mass. 
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SANDALS 
1922 
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SANDALS 
1923 


SANDALS 
1924 


For The Past Three Seasons 


The L. B. Evans’ Son Company 


No. 139. 


Patent “‘Radio” 
Turn 


No. 135. 
Patent “‘Hollywood”’ 


Turn 


has featured low heel 
sandals in their spring 
lines with most satisfac- 
tory results to all con- 
cerned. That these sand- 
dals have met with pop- 
ular approval and shown 
their ability to carry a 
good margin of profit is 
clearly demonstrated by 
the fact that on Jan. 1, 
1924, we were 


and can accept no fur- 
ther making orders. We 
still have “In Stock,” 
however, a few hundred 
cases of the “HOLLY- 
WOOD,” one of our 
most popular patterns 
and will be glad to send 
on request our In Stock 
folder listing our com- 
plete stock line of girls, 
misses, and children’s 
sandals, both Welts and 
Turns. 


No. 137. 


Patent ‘‘Southern Cross” 
Turn - 


EVANS 


SOLD UP FOR THE SEASON fa 


No. 290. 


Patent ‘‘Peek-In” 
Welt 


The L. B. Evans’ Son Company 


“‘The House of Sandals” 
WAKEFIELD, MASS. 


Chicago Representative—Frank D. Brown—535 Palmer House 
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A 12 Months’ Business 
on a Staple Line 


Sawyer moccasins, adapted in 

models for street, sport and 

house wear assure the dealer of 
Sawyer’s Triple Line a constant flow of business. 


for every age Nationally advertised, any of 
the three Sawyer lines brings 
new customers and easier sales. 


MOC SH U—Sturdy boots Are you gelling your share of this 
for out-of-doors. Oxfords and nN ~ —e a tiees® 


high shoes for street. Write for Catalog 


BAREFOOT—Play mocca- ; 
sins for children. Sawyer Boot & Shoe Co. 


HIAWATHA — House : 
slippers. Bangor Maine 
ee 


Next Wee You can take a look at 


these shoes we have been 
talking about. See them at the Chicago Convention. 
Style 894 


Medium Tan Calf Ma BOOTH 183 ROOM 548 


No. 103 Foxed Lace 


Ox tind Sa | COLISEUM PALMER HOUSE 


Terms 2%, 30; 
‘Net 60 Shoes to retail at $6 and $7, with a profit to you. 


UNION-MADE 


Weber Bros. Shoe Co. 
NORTH ADAMS, MASS. 


New York Office, H. Harris, 1328 Broadway, Marbridge Building 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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B 587-F 


Women’s Oriental Pearl Grey suede quarter and 
vamp, grey kid collar and center strap, Natalie 
one-strap sandal, turn sole, Savery last, 134 inch 
covered full Louis heel. 


Price $6.75 


B547X—Made of white kid, champagne kid trim, 
turn sole, covered full Louis heel d 


B488-C—Made of white surf suede, white calf 
trim, covered Cuban heel, McKay sole 


B488-C-1—Made of Brown Delhi buck, Russia 
calf trim, leather Cuban heel, McKay sole. . . .$5.25 


Not in stock 
Can make in 3 weeks 


BOOT AND SHOE RECORDER 


Quick Deliveries 


A quick delivery schedule that per- 
mits us to make delivery within 
three weeks from receipt of order, 
will prove of immense value to those 
dealers who delayed placing their 
Spring orders. . 


Rest assured, however, that this 
quick service will not in any way 
affect the high quality that you 
expect in all Utz & Dunn shoes. 


Oa 
See Our Samples 


AT THE COLISEUM, BOOTH 194 


National Shoe Retailers’ 
Convention 


Chicago, Illinois Feb. 11th-14th, 1924 


Dealer Influence is secured thru adver tising in the Boot and Shoe Recorder. 
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Korited Shoes 


Help You Sell Better Service 


aera SHOES are not only perfectly 
waterproof — they have no surface 
grease — and shine as usual. 


KORITE is also a wonderful flexer. Cus- 
tomers never complain of shoes pinching 
or hurting if you sell them KORITED 
shoes. 


See just what KORITE is and 
does at our exhibit in CHICAGO 


BOOTH 142 
N.S.R.A. CONVENTION 


An increasing number of manufac- 
turers are KORITING their shoes. 


KORITE PRODUCTS Inc. 


292 MAIN STREET - - CAMBRIDGE, MASS. 


CRETE CNET ETT TTT ee 
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Don’t Fail to See Our 
SURPRISE VALUES 


WE. can save you big money on popular 

priced shoes of real style and selling 

qualities that will surely bring you a surpris- 

ingly quick and profitable turnover. We 
have anticipated early and have 


READY FOR IMMEDIATE DELIVERY 


Colonials, Anklettes, Goring Buckle 
and Fancy Strap Effects 


In all Varieties of Leathers 


Samples on Display During Convention Week 











ore By our MR. JOSEPH WEINSTEIN 


t We shall 
Chicago Office and : 
ron fan appreciate 
Building, MR. TIMOTHY F. KELLEHER a visit from 
9 So. Wells 
Street you. 

















Hotel La Salle, Chicago 





“Al’’ ““Joe”’ 
COHEN & WEINSTEIN 


209 Essex Street s¢ Boston, Mass. 
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THE BURNS ORIGINAL UNIVERSAL SANDAL 
IN STOCK FOR IMMEDIATE DELIVERY 


Future orders ac- 


January, 
February 
and March 


Terms: 
Net 30 Days 


Black Kid 
$4.25 


White Nu Buck 
$4.25 





Fawn Nu Buck Brown Kid $4.25 


* Faultless In Fit, Style and Comfort | 


For Dancing 
cepted for Street Wear 


THE ORIGINAL 


Especially Attractive to Dealers Who Feature Short Vamp Shoes. 
Patent Colt $4.25 


or }) 
- Turns that will 
stand up and 
wear, they do not 
rip. 





White Kid 
$4.50 


Gray Nu Buck 
$5.00 


Red Kid 
$5.00 





Gold Kid $10.00 


$5.25 Carried In Stock in A and C Widths Green Kid 


Otter Nu Buck 


$5.00 


$5.25 BURN S Blue Kid 


Black Ooze Calf 
$5.25 B525 So. Broadway 


SHORT VAMP SHOES $5.00 


Los Angeles, Cal. 

















SUEDE-NAP BRUSHES 


Sell one with every Ico 
pair of Suede shoes macs ToD 


Every customer who buys suede shoes is a prospect for a 
SUEDE-NAP Brush. Its efficiency and convenience is 
so obvious that it sells on sight. No Findings Depart- 
ment is complete without SUEDE-NAPS. 


$2.00 Per Dozen 


E. T. GILBERT MFG. CO. 
228-36 South Avenue, Rochester, N. Y. 


If Your Jobber Cannot Supply You, Write Us 








The PECK Shoe 


MARTIN’S GENUINE IMPORTED SCOTCH 
GRAIN COLLEGE OXFORDS ~~ ~~ le 
Two Real Sales Getters 
Overweight “A” Quality Leather Soles. Bleached Calf Lining 
Peck Standard of Shoemaking 
No. 860—Tan Imported Scotch Grain College Ox. Coach Last 
No. 861—Black Imported Scotch Grain College Ox. Coach Last 

Sizes & Widths: B 6-11, C 5-11, D 5-11. 


PRICE $6.10 


Order Now to Have on Hand for School and College Trade 


FREDERICK S. PECK 


40 Thomas Street 
WORCESTER, MASS. 


IMC III Ie 


a a 9625252525 2525262562625252626262626002NIMIettc 
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STYLES THAT MAKE KE GOOD - 


Behind the Burdett Line is an organiza- 

tion actuated by high ideals. Each 

shoe must reflect the standards we 

have set. The dependence your cus- 

tomers place upon your offerings 

is safeguarded when you sell 

them BURDETT SAFE- 

TREADS. The carefully se- ee 
lected materials, the zealous Pomen Collterels 
guarding of each opera- ee ms ee 
tion of assembly provides 


1 *. 
dependable shoes upon In Stock 
which you can build 
a solid business. Style 551—Turn, Grey 

Elk California Sandal, 4-8 
Heel. A, D, 214-7. $4.00 


No. 750—In Stock C, D, 11%-2.....$3.35 


Our service includes In Stock 
mats of stock styles awk, . 
for newspaper <} 
use. Style 552—Turn, White 
Elk California Sandal, 4-8 
Heel. A, D, 24%4-7. $4.00 
Style 548—Turn ©, D, 11%2 $3.35 
Patent Leather, 8-8 In Stock 


oe 546—I 
n Stock Leather heel, AA-C, 


a a a a a a a oe a a a a ae ae a ae ake abe 


_—— -— = 4 Ic Ic 
ee ae ae ae ate ate ale ns 








545—-As above, in Black Style 750—Turn, Patent 
Satin, Black Suede Trim, California Sandal, Spring 
8-8 Covered heel, AA-C, Heel. C, D, 844-11.$2.60 
244-7 - . $4.70 
‘Ie Stock In Stock 


Style 5100—Turn Patent Colonial, Style 546—Turn, Patent 
No. 548—In Stock Heavy Nickel Buckle, 8-8 ot 9-8 Leather, 7-8 Heel, AA-C, 
heel. 214-7 
Made on Order, 3 Weeks Delivery In Stock 


vee ae ae ae ae a ae ae a ae ae ae ae ae a ae ee ah ae ce he ae ae a i aie ate ae he ate ate ube ai ah te ae ake ake ube aie mie nie ms 


a a as 


BURDETT SHOE CO. 


LYNN, MASS. 


No. 5100—Made to Order BOSTON SAMPLE ROOMS—183 ESSEX ST. 


——_s—“"( |. = = ee a a a a 
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Sc 
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ORDER YOUR NOVELTIES EARLY 


ST YLE>264 IN STOCK 


264—Patent Strap, Dull Kid, Scroll Front, 
B-D . $4.50 


Covered Cuban Heel, 
263—Same All Patent Leather, B-D..... 4.50 


1113—All Chamois Buck, Lattice, C..... 4.50 


255—Black Suede Strap, Black Suede Lattice 
Front, Cov. Spanish Heel, B-C 4.75 


STYLE 356 IN STOCK 


356—Gray Elk “Mah Jong” 1 yf and Front 
Strap, FringeTrim, Chinese cut out, Low Leather 
Heel. A-C $4.50 


Same Style in Patent Leather 
Red; Blue; Green; White Elk.... 


STYLE 334 IN STOCK 
$34—Gray Buck Strap, cut out Quarter, Cov. 
Spanish Heel, Turn, A-C $5.00 
326—Same Style, Airedale Buck, A-C.... 5.00 
325—Same Style, Black Suede, A-C. 5.00 
327—Patent Strap, Double Fan cut out, , Cov, 
Cuban Heel, Turn, B-D 4.50 
329—Gray Buck Strap (No cut outs) oe. 


Junior Heel, Turn, 





| 


274—Black Satin Strap, Black Suede Lattice 
Front, Cov. Spanish Heel, B-C. 4.25 
297 —Same in Patent, Suede Trim. 

102—Black Velvet Strap, Patent Lattice 
Front, Cut-out Quarter, Cov. Spanish Heel 3.50 


Send for Catalogue of Styles “‘In Stock” 


The Boardman Shoe Company 


564 ATLANTIC AVENUE BOSTON, MASSACHUSETTS 





Similar Style, 2 Cross piere - wie ou 
Buck, Airedale | Buck, B-D 4.50 


Black Suede; White Kid, B-D.......... 4.75 
Patent Leather, B-D 


We have territory open in South—West— 
iddle West for Salesmen with 
Established Trade 














Myer T. Ornsteen Shoe Co. 


HAVERHILL, MASS. 


BEADED BUCKLES 
Are Again in Vogue 


tie 1 ae ee a Lea er. ee eee 


Manufacturers Flexible 
McKay Shoes 


NOW MAKING THE FAMOUS 


Zev Sandal 


‘This pattern $6 per dozen pairs, ready for immediate delivery. 

Freedman beaded buckles add to the attractiveness of your shoes. 

The buckle pictured above is one of our many attractive styles 
from which you can select. 

Write for our price list and complete information regarding our 
many patterns. 

Special buckles made to order. 

A wide variety of styles ready for immediate delivery. 


M. FREEDMAN & CO. 


Importers and Manufacturers of High Grade Shoe Novelties 
and Beaded Work, Shoe Buckles, Japanned 
Metal Ornaments and Rhinestones 


All Colors for Jobbing Trade and 
Volume Buyers. Prompt Deliveries. 





alc ale alc” “ale alc a oS oe oS 


47 Washington St. Haverhill, Mass. 


/ — fC 


Victory Building, Haverhill, Mass. 


—_—— 7 © 
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A DISTINCTIVE PRODUCT 


PROPPER), ™:" 
“ BLUE EDGE” Poh 


ro RY Blue Edge” 
Nationally Famous 
Without Advertising! 


Do you realize what merit must be behind a product 
to build up a great business like “‘Propper” entirely 
on the strength of natural demand? 








Do you realize that the only advertising behind Prop- 
per Hosiery thus far has been the recommendation of 
the women who have worn it? 


That is the simple, straightforward story of the “‘Prop- 
per’ Blue Edge chiffon Hosiery—America’s foremost 
Chiffon Stocking. 


Propper Silk Hosiery Mills, Inc. 


MANUFACTURERS OF FULL FASHIONED SILK HOSIERY 
Mills at Elmhurst, L. I., and Long Island City, N. Y. 
New York Office and Salesrooms, 276 Fifth Ave., N. Y. 


E now make this announce- 
_¥Y_ ment to acquaint the pub- 
lic and the trade in general with 
the fact that our new mills have 
increased their production to such 
a point that we can now properly 
accommodate the great national 
demand for Propper—America’s 
foremost chiffon Hosiery. 


TT Te 
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jp BUTLER had wearied of his futile 
search for silver. Despair was just around 
the corner. But back of his conciousness 














was the faith that eventually he would 
«<strike it rich.’? One night when Butler 
was on the verge of exhaustion, he was 
approached by an old Indian Squaw, for , 
whom he had done some small favor. The 
old hag whispered a wild story of silver 
in a neighboring hill. So Jim Butler 
‘‘carried on’’ once more. He made § 
his million within the year—today the 
great mining town of Tonopah marks #§ 
the scene of his discovery. 








66 . > > . . 
Carrying On” To a Million 
That owe final effort has made success No matter what her age or occupation, 
out of failure, times without number. = every woman should have a pair of Ye 
Olde Tyme Comfort Shoes for wear 


Dealers who grow discouraged from around the home and neighborhood. 


frequent over-stock sales, made neces- 
sary by the follies and whims of style 


should learn now about Ye Olde T'yme Because they are staple merchandise in 
Comfort Shoes. constant demand they represent the deal- 


er’s opportunity to concentrate on one 
line that has a steady market, always to 
be counted on as a source of regular 


Made of the finest materials, yet selling 
at a reasonable price, this line is now 
the largest selling comfort shoe in the 





fit. 

world. — 
Dealers everywhere have discovered Make sure that your customers know 
how easy it is to sell every woman a Ye O/de Tyme Comfort Shoes. Sell 
pair of Ye Olde Tyme Comfort Shoes double the number of shoes and make 


IN ADDITION to any other shoes twice your present profits. Shoes #hip- 
she may buy. ped same day order is received. 
Write today for Illustrated Booklet A 


LUNN AND SWEET, INc. 
AUBURN, ME. 


Largest manufacturers of comfort shoes in the worid 








Booths 110-1 
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Sweet Sally Z 


SUSPENSION ARCH SHOE No. 793 (Welt) Havana Brown 


Kid Suspension Arch Welt Lace 
Oxtord, 160 Last, Imitation 
Tip, Sheep Lined, 12/8 Military 
Wingtoot Rubber Heel. Cor- 
rective Combination Last. 


No. 773 (Welt) Black Glazed 
‘id Suspension Arch Welt Lace 
Oxford, 160 Last, Imitation 
Tip, Sheep Lined, 12/8 Military 
Wingtoot Rubber Heel. Cor- 
vective Combination Last. 


I' you have met sales resistance from your customers 
because of the high prices of corrective shoes you 
will be surprised at the ease with which you can sell 
your customers THE SWEET SALLY LUNN SUSPENSION 
ARCH SHOE. 


Lunn anp Sweet, Inc. are the largest manufacturers of 
comfort shoes in the world. As a result The Sweet 
Sally Lunn Suspension Arch Shoe is sold at a price far 
lower than other shoes of the same quality and style. 


The Sweet Sally Lunn Suspension Arch Shoe supports 
i n i , ten 

the foot in the way that nature intended. The patented No. 673 (Welt) 83" Bleck Glazed 

in-built steel arch gives the foot exactly the right sup- Hid Sucheneten tvch Walt Lace 
ort and the flexible sole permits the entire foot to Boot, Imitation Tip, Sheep 

P - | pdr i] P . Lined, 12/8 Military Wingfoot 

move freely and easily. Rubber Heel, Corrective Com- 

bination Last. 








Show your customers The Sweet Sally Lunn Arch 
Support Shoe. Sell them genuine foot comfort at a 
lower price. 


All styles carried in stock. 


LUNN ann SWEET, Inc. 


Largest manufacturers of comfort shoes in the world 


AUBURN, MAINE 
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“Getting More 


Hosiery Sold 


Right”’ 
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One CJwenty SFive fel) : 


The Most Distinctive Stocking of its kind in 
America with the Guaranteed Silk Leg 


You will never know the full appeal that can be crowded into a dollar and a 
quarter stocking until you have watched your trade re-act to “One Twenty Five.” 
And the longer women wear it the more popular it becomes. The packing com- 
mands attention, while the stocking, well— 

















“One Twenty Five” is made of pure dye silk every inch of which is guar- 
anteed against “runs” or irregularities of any kind. By a patented process 
the knitting is exactly as even at the ankle, when the stocking is on, as it is 
at the knee or calf. Tops and feet are of reinforced mercerized cotton for 
added strenzth. This is the stocking with which to do your biggest volume 
Made in all popular shades. Sead today 
for samples. 





RAYMOND HOSIERY CoO. 


138 Fiery Ave., New York 
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| “Minnehaha” Gives Your Customers the 
Beauty They Want at a Price 
They All Can Pay 


MIXTURE of artificial and pure Japan silks so skill- 
fully combined that the lustrous beauty of pure silk is 
retained—and the price is materially lowered. 

Sales prove that ““Minnehaha”’ is one of the fastest selling 
numbers in the whole Arrowhead line. Made also in misses’ 
sizes to sell at the same reasonable price. You can build up 
big sales by featuring this wonderful value. 


National advertising is tell- 


ing your customers about / VPS ef 
Arrowhead Hosiery with its ot SY i a5 
ankle-clinging feature that en- f ; ) 

hances the beauty of trim tee Wi) 7/. 
ankles. ‘LA ; 


Complete stocks are carried 
for your convenience including 
pure silk, artificial silk, mer- 
cerized, worsted and cotton 
hosiery for men, women and 
children. Your customers know 
Arrowhead Hosiery. Send in 
your order today. It will be 
filled promptly. 

























Extra fine gauge, 240 needle 
heavy weight, artificial silk and 
pure Japan silk mixture, elastic 
mercerized top, double sole and 
high spliced heel. Black, White, 
Cordovan, Beige, Log Cabin, 
Coating, Congo, Hazel, Fog, 
Mode, Bamboo. Silver, Sand, 
Airedale, Otter, Cruiser and 
Amber. Sizes 7-4 to 10%. 
Three pairs to box. 


RicHMonpD Hosiery Mixts, INc. 
Established 1896 
CHATTANOOGA TENNESSEE 


A 


‘ 


rrowhead 


Ankle-Clinging 


HOSIERY 


For all the Family 
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Trunk ‘Highway | Dirt Road = 


All Paved — e - 


Which Road . 


do your Customers take? 


HREE Miles south of town the Albrights and dozens of other families—good 
customers of your store—know there are two roads leading into your town. 


..one is the smooth, concrete trunk highway on which travel is a pleasure, less 
gasoline being required, and time being saved. 

. .the other is a rutted dirt road cut into with detours and pitted with mud-holes. 
Which road do your customers take?. . You’ll agree there is hardly a choice. 
The same is true of merchandise in your store—take hosiery for instance, most 
merchants stock a known and reliable hosiery line like IRON CLAD which saves 
time in both buying and selling; and which requires less capital to stock because 
there are no duplicate styles. 
Then, too, you are assured of that even, regular IRON CLAD quality which 
guarantees no abruptly discontinued line after you have spent years and money 
educating your trade to ask for IRON CLAD. 
Thousands of merchants also realize buying IRON CLAD direct lowers distribu- 
tion costs just the same as the Albrights know traveling the Trunk highway to your 
store lowers their motor costs. 





250 Broad Street COOPER WE LLS & CO. st. Joseph, Mich. 














Boot 


IRON CLAD 
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What practical salespeople 
think of McCallum Hosiery 


*“We have one customer who has worn 
two pairs of No. 1915 McCallum for 
six months, by alternating and washing 
after each wearing.” 

— Florence Mellen, New York City 
“From the very first, comparison creates 
in the customer’s mind a desire for 
McCallum Hosiery, with its shapeliness 
and finer silk.” 

S. S. Hewitt, San Francisco, Calif. 
“I call attention to the beauty of the 
texture and its lustre, the evenness of 
the weaveandthecloseness of the wales, 
the perfection of the dye, the detail of 
the seam, and the fact that the manu- 
facturer will not associate his name 
with stockings not up to his standard 
of quality.” 

—Bertha C. Minor, Providence, R. I. 


HOSIERY SECTION 


If you want to sell 


more hosiery 


“Do you know just how to sell them?” is the 
title of an interesting and artistic booklet that 
contains the experiences and methods of prac- 
tical salespeople in selling McCallum Hosiery. 
These are practical, time-tried retail selling 
methods that have proved their value. They 
should help increase your hosiery sales. Mail 
the coupon at the bottom of this page for a copy 
of this helpful booklet. 


More sales on stockings 


that salespeople like to sell 





In hundreds of letters from salespeople 
all over the country, the same en- 
thusiasm is expressed for McCallum 
Silk Stockings. They sell, so these 
practical salespeople say, because of 
their high quality—the fine silk, expert 
knitting and clearness of texture; be- 
cause of their full-fashioned fit at top, 
toe, and instep as well as at the ankle, 
calf, and just below the knee; because 
of their style—for McCallum colors, 
clocks and designs have no equal. It 
is their quality, fit, and fine color that 
give McCallum Stockings their distinc- 
tive and exclusive appearance, and their 
exceptionally long wear. McCallum 
is the one line that has everything 
a hosiery department needs in full- 
fashioned silk hosiery. 


MAIL THIS COUPON 


SEND FOR THIS BOOKLET 


SILK HOSIERY 


| McCallum Hosiery Company, B 2 
| Northampton, Massachusetts | 
| Please mail me, postpaid, a copy of your booklet, “‘Do | 
| you know just how to sell them?” | 
| | 
| Name —_ — | 
| | 
| | 
" 1 





Firm Name 








Street 











City and State —__ 
£1) Check here if you want information about the 
McCallum $600 “Ideal Assortment” order. | 
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Colors that will sell this spring 


The biggest share of hosiery sales this spring 
will be made on a few popular colors. These new 
colors which Corticelli now has ready are subtly 
different from any colors that have been offered 
heretofore. Here are colors that will sell. 

Airedale, the feature color of the shoe manu- 
facturers, promises to be the season s favorite for 
daytime or evening wear. Stock it now in the 
popular Corticelli numbers 

Moresque, direct from Paris, will be a big 
seller, especially for city trade. Tanbark will be 
one of the most fashionable shades since it goes 
well with several of the leading leather colors for 
spring. Jack Rabbit, another featured leather 
color, will go big. Order it in Corticelli styles 319 
and 347. Sunrise, a beautiful color for day or 





Corticelli 


SILK HOSIERY 


evening wear. A little brighter than the popular 
peach; will appeal to the better class. 

Chow, originally introduced into the United 
States from Paris by Corticelli, will again be one 
of the leading colors. Stock itin all Corticellistyles. 
Peach, introduced into this country from Paris by 
Corticelli, will again be a favorite. Corticelli 
Nude will be extremely fashionable. Silver will be 
the leading evening shade. Paris Cinnamon, 
Beige and Nickel will also sell well. 

For your stock of these spring shades or any of the other 
staple Corticelli colors write our office nearest to you. The 
Corticelli Silk Company; Sales Offices—New York, 136 
Madison Ave., Chicago, 373 West Adams St., St. Louis, 
1314 Washington Ave., Cincinnati, Sixth & Sycamore Sts., 
Boston, 68 Essex St., Baltimore, 109 West Redwocd St., 
Philadelphia, 1211 Arch St., San Francisco, 278 Post St 





Boot and Shoe Recorder 





y aN 
3) 

& rlice y/ li) 
Posed by Jeannette Megr 
Pihotoerath cc shted 
Tra \ York 





Issue of February 2, 1924 








| 

‘ 

i 
colors 
on wl 
The } 
one w 
wome 
been 
the m 
silk he 
fons, 
proba’ 
hosier 
meetir 
Goods 
summi 
observ 
would 
altoget 


The 
looking 
legs, b 
legs. It 
has bec 
to be V 
but ou 
been re 
the pre 
emanci 


























Gelling jf 
More Hosiery ¥ 
Sold Right 






























} Retail Shoe 
Store 














A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Chifton Hose in the So-Called ‘‘ Blonde” 
Colors to Lead Next Spring 


RACTICALLY every forecast made of 
Poa hosiery styles may be summed up 

in the same words: Chiffon weights, blond 
colors. There is no other kind of style merchandise 
on which such extraordinary unanimity prevails. 
The predominance of chiffons is so striking that 
one wonders if within the next few months any 
women will be seen wearing anything else. It has 
been estimated by well-informed authorities in 
the market that between 80 and go per cent of the 
silk hosiery being sold at present consists of chif- 
fons, and while this may seem exaggerated it 
probably is not far from the truth. In fact, a 
hosiery manufacturer called upon at the recent 
meeting of the Wholesalers’ Association of Knit 
Goods Buyers to speak on hosiery tendencies, 
summed up his impression humorously with the 
observation that by the time spring came women 
would probably abandon the wearing of hosiery 
altogether and paint their legs instead. 


More Than Ever a Style Proposition 


The truth of the matter is that women are not 
looking for hosiery any more as a cover for their 
legs, but merely to give a touch of color to their 
legs. It has ceased to be an article of clothing and 
has becomeanarticleofornamentation. Hosiery used 
to be worn for comfort and decency, we presume; 
but our ideas of both comfort and decency have 
been revolutionized. As far as hosiery is concerned 
the prevailing tendencies, no doubt, are due to the 
emancipation of the leg, so to speak. There was 


a time when women, like the Queen of Spain, did 
not, theoretically, have any legs. The very men- 
tion of the word was taboo in polite society, and 
the revelation of a dainty ankle peeping daringly 
from under the flounced skirts was an exciting 
event, duly chronicled by poets and story tellers 
to lend a touch of spice to their narrative. 

But in our franker day the skirt has been ab- 
breviated and the leg has come into its own, being 
freely revealed as an essential and decorative part 
of the feminine anatomy. These observations 
are not being made altogether in a spirit of flip- 
pancy. The emancipation of the feminine leg is a 
matter of serious importance to the hosiery trade, 
for it has accomplished a revolutionary change in 
the trade. The day has passed when the hosiery 
trade was concerned almost exclusively with a 
staple product, and the day has come when it is 
concerned chiefly with a style product. And it is 
not improbable that the day is soon approaching 
when the hosiery trade will be entirely governed by 
style, as is the case now with other dress acces- 
sories, such as millinery, for instance. 


Sheer Hose Still Good 


This means that the hosiery buyer must pay 
increasingly close attention to style. At present, 
as we have remarked, the whole style tendency is 
summed up in chiffon weights and blonde colors. 
As far as weights are concerned, the sheerer the 
better seems to be the watchword. This phase of 
the matter presents no difficulties to the buyer. 
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But when it comes to colors the difficulties are 
many. Blonde colors sound well enough for a 
market report, but it is very indefinite as a guide 
to buying. There are probably hundreds of dif- 
ferent shades on the market which are included 
within this range. It is a difficult matter to select 





A pretty openwork clock on a full fashioned all silk stock- 
ing from the Van Raalte line. 


the ones which will be the best. And it is equally 
difficult to say in words which of them will be best. 
For this variety of colors has a great variety of 
names. Every manufacturer has his own names for 
his colors, and many colors gotten out by differ- 
ent manufacturers under different names vary 
from one another in an almost unappreciable de- 
gree. It is no wonder that buyers in many cases 
are giving up in despair any attempt to specify 
colors and beginning to send in their orders for 
specified amounts “in the newest colors.” 

This may be as good a scheme as any; for the 
manufacturer, if he is a reputable manufacturer 
of quality goods, has devoted a lot of expert study 
to color tendencies before he gets out his new 
colors, and his judgment is apt to be at least as 
good as the buyer’s. However, in case the buyer 
does not want to leave his color selections to the 
judgment of the seller he can be guided by the 
fact that the best colors are now and for spring 
are undoubtedly what are known as the “sun- 
burnt shades.”” These shades are somewhat off the 
nude and verging toward the tan, and they have 
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a somewhat rosy cast. The favored colors for 
spring range from a blond flesh to a soft-tan, but 
these sunburnt shades are apparently the best of 
them all. 

Consumer taste, however, is spread over a wide 
range of hosiery colors, and it is desirable for a 
store to carry a full assortment. This makes ad- 
vance buying in any quantity a bit risky, of course, 
because demand may happen to concentrate on a 
few colors out of the entire range. Nevertheless, 
it is even more risky for a buyer to defer his pur- 
chases until the last moment, because he cannot 
count on prompt deliveries when he wants them. 
Manufacturers carry a certain amount of stock 
to fill at once orders, but on chiffon hose in the 
fashionable colors these stocks are very light, be- 
cause demand keeps up pretty close to production, 
In fact, some manufacturers are said to be behind 
in their deliveries of such lines. 

A certain amount of stock is being carried by 
manufacturers in white, to be dyed to order, but 
when demand springs into activity around Easter 
there is likely to be a jam in the dye works. Be- 





A smart lisle stocking in a jacquard effect from the Allied 
Knitting Co. 


sides, ingrain hosiery, which is particularly de- 
sired for its appearance, cannot be handled in 
this fashion, since the yarn must be dyed before 
it is knitted into a stocking. So it is desirable for 
you to cover your requirements to a reasonable 
degree in advance, and if you are in doubt about 
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A hand embroidered and hand drawn open work effect 
on an all silk full fashioned stocking from the Raymond 
Hosiery Co. 


the colors to order, leave it to the judgment of the 
seller to supply you with the best assortment. 

There does not seem to be much interest in 
novelties tor dress wear and it is not believed that 
they will be wanted to any extent this spring. 
Even the lace clock, which has enjoyed consider- 
able favor, is more or less passé. Some ot the in- 
teresting novelty clocks shown by certain manu- 
tacturers tor spring may have a certain acceptance, 
and the very narrow, almost invisible lace clock 
on chiffon hose, which some manutacturers are 
teaturing, promises to be good. In general, how- 
ever, the vogue ot chiffons precludes to a large 
extent the use ot novelties. On the heavier weights 
manutacturers are using their ingenuity to devise 
novelties that will lend more lite to the sales ot 
these lines. One ot the most interesting of such 
novelties is a stocking with a deep top in lingerie 
colors, such as flesh, orchid and Nile, to match the 
color of the wearer’s lingerie. 

For sports wear novelties are, of course, much 
more promising, and there is a great variety of 
these on the market for spring. Jacquard pat- 
terns in contrasting colorings are favored, as well 
as plain colors with embroidered clocks in con- 
trasting colors. Reports from Southern resorts in- 
dicate that white hosiery with embroidered arrow- 
head clocks in bright colors will be good for sum- 
mer. From Southern resorts also come reports of 
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A popular openwork lace clock on a full fashioned all silk 


number. 


a vogue for hosiery of black and white in combin- 
ation. This promises to spread to other sections 
of the country when warm weather comes. 


Silk Hosiery Market Strong 


Although January is normally a slow month 
for hosiery, leading sellers report a most encour- 
aging volume of sales—enough to make them feel 
that they are facing very cheerful prospects, as 
far at least as the immediate future is concerned. 
There are a number of reasons why the market 
has felt very confident about business prospects 
since the opening of the year. Apart from the 
satisfactory state of business generally throughout 
the country and the optimistic forecasts of busi- 
ness leaders, there remains the fact that stocks of 
hosiery in the hands of distributors are light, the 
raw material market is very steady, and consumers 
appear to be in a favorable state of mind. 

We are referring now to silk hosiery. Cotton and 
wool hosiery are not in such a favorable position. 
But silk hosiery has a decidedly healthy tone to 
it these days. It is not troubled by price uncer- 
tainty, as so many other lines of merchandise are, 
and it is not troubled by consumer reaction against 
prices or lack of consumer interest. On the part 
of buyers there is some kicking against prices— 
there always is. And some buyers insist that 
prices ought to be and will be lower—they always 

(Continued on page 313) 
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Hosiery department in Washer Bros.’ store, Fort Worth, Texas 


Here’s a Six-Time Hosiery Turnover and 
Only Three for Shoes 


By REBECCA STEVENSON 


O the question, Does the hosiery depart- 

ment in the shoe store pay for the money 

invested, the time and effort expended, 
and the space required? the answer by those who 
have given it a fair trial is inevitably, YES. That 
the hosiery department can be the means of add- 
ing dollars, and thousands of them, to the shoe- 
man’s income and can be the means of populariz- 
ing a store has been successfully proved by wide- 
awake merchants in every part of the country. 
This fact has been demonstrated in Fort Worth, 
in the Washer Brothers Store, in which there is 
an exclusive shop featuring women’s and children’s 
shoes. This is under the management of Bob A. 
Logan. The hosiery department of which Miss 
Dove Howard is head, is a very profitable adjunct 
to the shoe store. 


Takes More Than Installation of Stock 


Mr. Logan is a firm believer that hosiery is 
a line so closely associated with the selling of 
shoes that the shoe store is the logical and natural 
place for a hosiery department. However, from his 
wide knowledge and observation he believes, too, 
that it takes more than the installation of stock 
to make a successful hosiery department. The 
hosiery department is a profitable part of the 
business that should not be overlooked. It can’t 
be run profitably if there is little time and atten- 
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tion given to it, any better than any other line 
of business can take care of itself. In mentioning 
the factors that go into the making of a profitable 
Hosiery Department these were among those 
mentioned: the employment of an efficient sales- 
woman who understands the hosiery business, 
the buying of good merchandise, the co-operation 
of those selling shoes and the proper displaying and 
advertising of the merchandise. 


Close Relation Between Selling Shoes and Hose 


There is a very close relationship between the 
selling of shoes and hose, Mr. Logan has found. 
The number of sales of shoes and the number of 
hosiery sales are related. 


In the Washer Shop, Miss Howard esti- 
mated that 75 out of every 100 persons 
who bought a pair of shoes bought a pair of 
hose at the same time. 


There is, of course, an independent trade in 
hosiery, too, Miss Howard said. That is, persons 
who come in for a pair of hose when there is no 
shoe purchase. Women have more pairs of hose 
than of shoes so there is opportunity for making 
the number of sales in hosiery equal or exceed the 
number of sales of shoes. 

Then, too, another factor in this matter of 
volume of business is the fact that women often 





Boot and Shoe ‘Recorder 


Gotham Invisibl:s are worn for 
warmth under silk stockings. 
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These new comforts retail 
for a dollar a pair. 


“They Say” 


ee SAY” is the symbol of Public 
Opinion. “They Say,” spoken with- 
out authority is always dangerous. But 
“They Say” backed up by evidence is a 
voice that can either send thrones crash- 
ing or make us change from a nation of 
derbies and high hats 
to wearers of felt. 
This is what“they,” 
American Merchants, 
are voluntarily saying 
about Gotham Invis- 
ibles. 
St. Augustine, Fla.—The newest thing 
in the smart woman’s wardrobe. 
Cleveland, Ohio—Inexpensive, excep- 
tionally practical and welcome. 
Indianapolis, Ind. — An article that 
women should consider a necessity for 
warmth and comfort. An invention 
mothered by necessity. 
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GOTHAM SILK HOSIERY CO., Inc. 


SVIGIRE E 


Patented Sev. 7, 1922 


Racine, Ill.—Some genius has at last 
made it possible to wear silk hose and low 
shoes with comfort in cold weather. 

Minneapolis, Minn. — Exceptionally 
practical and welcome. 

New York City, N. Y.—Mothers and 
doctors who have 
waged war against 
silk stockings in cold 
winter, will watch us 
in peace this winter. 

St. Joseph, Mo.— 
This is the most sens- 
ible fad in the last decade. 

Kansas City, Mo.—The most sensible 
article ever invented for women’s comfort. 

Memphis, Tenn.—Just what women 
have been waiting for. 

Toledo, Ohio—The inventor didn’t know 
what a wonderful gift she was giving to 
American women. 
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Sole Distributors 516 Fifth Avenue, New York 
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Children Demand 
Style Today! sold 
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Time was when any stockings were good 
enough for the youngsters. How different to- In 

day! The child of today is literally the Child matt 
of Fashion. Color, Pattern, Fabric—all are Mr. 

now of primary importance. And with this six t 

change have come far greater possibilities for partr 

volume sales and rapid turnover! com} 

, , the 1 

Dr. Posner’s Scientific Hosiery has played a ment 

leading part in this change. First to produce a he a 

complete range of colors to match shoes and 

dresses. And then to so enlarge the line that 

today it comprises the widest assortment of Per 

Our Spring Hosiery Catalogue is really a direc- oR, Gas SOE RE ae aN. of the 

tory of all that is good in Children’s Scientific Our wide experience enables us to extend val- Wash 
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purchase two pairs of hose to be worn with the 
same pair of shoes. Black satin slippers which have 
retained their popularity may require black hose 
with one costume or the purchaser may wish to 
wear nude hosiery with the same slippers at an- 
other time. 

So then the number of sales in the hosiery de- 
partment and in the shoe department do not vary 
greatly. 
~ It is easy for the merchant to figure out just 
how great a part the hosiery department plays 
in increasing his income. At the Washer store the 
average price paid by the customers for hose is $2. 
Many pairs of children’s are sold for less and many 
pairs of better grade sell for more but they aver- 
age about $2. In the shoe department the aver- 
age, of course, is several times greater but when 
one considers the fact that several more salesmen 
are employed in the selling of shoes, that much 
more floor space must be paid for, for housing the 
merchandise, that there is a greater shrinkage to 
be considered in regard to the value of the mer- 
chandise and then remembers that in a good, well 


run hosiery department the actual number of 


sales is more than 75 per cent as great as the shoes 
sold, an inevitable conclusion can be easily drawn. 


Hosiery Turn-over Twice as Great 
as Shoe Turn-over 


In discussing the interesting 
matter of number of turn-overs 
Mr. Logan stated that there were 
six turn-overs in the hosiery de- 
partment to three in shoes. The 
comparison again is favorable to 
the idea that the hosiery depart- 
ment is a very profitable part of 
the shoe business. 


Sales Force Important 


Perhaps much of the success 
of the Hosiery Department in the 
Washer Bros. Store is due to the 
young woman who is head of the 
department. Miss Howard is an 
experienced hosiery saleswoman, 
interested in her work. She is in- 
terested in discussing every phase 
of the business, from the buying 
and selling to the displaying and advertising. She 
is planning to attend the National Convention 
and afterward to visit the hosiery mills and learn 
all that is possible about the hosiery which she 
sells. 

When asked whether she did all the buying for 
her department she replied that she did. Mr. 
Logan added that he believed that it was an im- 
portant part in the success of the department, 
that the woman who was responsible for the 


MISS DOVE HOWARD 


Seventy-five per cent of the women who 


buy shoes in Washer Bros.’ 
her for their hosiery. 
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selling should do the buying. As he expressed it, 
“To buy efficiently, one has to rub shoulders with 
the trade.”’ This is an idea that a number of shoe 
men have not taken into consideration. 

During the seven years of its establishment the 
hosiery department at Washer’s has steadily grown. 
The time of two women is required to take care 
of the customers of this department. Miss Howard 
has as her assistant, Miss Erma Devine. 


Good Merchandise Another Requisite 


Miss Howard never sells seconds in her depart- 
ment. She does not sell cheap or inferior grades of 
hose. Here again, it was brought out that there 
is a close relationship between the shoes and hose. 
In a store where high class shoes are sold, the 
merchant would not expect to sell cheap hose or 
in a store catering to the popular priced shoes 
would he expect to sell the higher priced hose. 
At Washer’s the slogan might well be Quality 
Hose for Quality Shoes. 


Good Displaying and Advertising 


At the Washer store, Miss Howard’s depart- 
ment is not overlooked either in displays or in ad- 
vertising. With every shoe display there are in- 
cluded hose. The displays show 
two things, that the Washer store 
has hose for sale and that these 
hose shown with the shoes are the 
perfect matches for the shoes. 
That shoes and hose must be 
bought with the idea of selling 
the proper hose for the shoes, 
shows the need of the co-opera- 
tion and relationship between the 
departments. 

Hosiery is advertised in the 
newspapers sometimes in the same 
ad with the shoes and sometimes 
in a separate ad. There is never a 
time when Hosiery is unmen- 
tioned. The Washer store often 
has month-end clearance sales 
in hosiery and advertising fea- 
turing such a fact may be used 
exclusively for hose. 

After considering the selling 
of hosiery one might make the 
following comparison in relation to the selling of 
shoes: in selling hosiery there is 

Greater Turn-over 
Less Shrinkage 
Fewer Radical Changes 
Less Space Required 

And Greater Return on the Capital Invested 

One might draw the reasonable conclusion that 
as long as women wear hosiery with shoes, it is 
good business to sell hosiery with shoes. 


Store come to 
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Full fashioned pure 
dyed silk stocking, 
with mercerized top 
and sole. 
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The Keystone of Sure Profit 








Stands for all that 
is best in a lisle top, 
pure dyed,silk stock- 
ing. The “pioneer” 
or “Original” pure 
dyed silk stocking. 












H600 






The H600 quality 
for evening wear, 
or to suit the pref.- 
erence for a stock- 
ing of pure dyed 
silk from top to toe. 


MINIMUM INVENTORIES 


AN increased business, with reduced over- 
head, and minimum inventories, is part. of your 
gain through utilizing our real Merchandising 
Service. 

Gordon Hosiery, from Gordon Mills, provides 
under one brand, merchandise to meet every 
hosiery demand. And it is our fifty-year old 
policy to stand behind our customers with large 
reserve stocks of Gordon numbers. 


Our customers find it practicable to hold their 
hosiery inventories at comparatively low figures, 
and still maintain unbroken assortments, as we 
have seen to it that our service on fill-in orders 
has been kept always at a high degree of ef- 
ficiency. 

The combination of small stocks, representa- 
tive assortments meeting public demand, and 
Gordon quality, results in rapid turnover and 
consequently attractive profits. 

Gordon Hosiery, therefore, stands not only 
for dependable quality, but for a merchandise 
service which the dealer can capitalize and turn 
into additional profits. 





full 


Ladies’ fash- 
ioned, pure dyed 
silk stocking. Very 
fine quality—48 
gauge. 
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ed, pure dyed silk 
sock, with mercer- 
ized top and sole. 


Men’s full fashion- 


BROWN DURRELL COMPANY 


Gordon Hosiery - Forest Mills Underwear 
New York Boston 


11 West 19th Street 104 Kingston Street 


























Men’s full fashion- 
ed, pure dyed silk 
sock, with all silk 
top and mercerized 
sole. Very fine qual- 
ity. 
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HOSIERY SECTION 


Can You Increase Your 
Sales by Moving 
Your Hosiery 
Department? 


There's a ‘Right and a Wrong Location 


in Every Store 


An all over jacquard pattern 
in woolen golf hose made on 
hand looms and imported by 
the Allied Knitting Co. 


OCATION of a hosiery department, which 
often is a considerable problem for a de- 
partment store, seems to be very little of 

a problem to the shoe store. It seems to be an 
almost invariable custom with the shoe stores to 
locate their hosiery departments beside the front 
entrance, and, usually on the left hand side. Yet 
there is often some question in the minds of mer- 
chants as to whether or not this is the best loca- 
tion and why. It would be interesting to discover 
by actual experiment just how much difference, 
if any, there would be in the sales and profits of 
the hosiery department if located in different parts 
of the store. But such an experiment, as far as we 
know, has never been attempted. 


Reasons for Up Front Position 

There are a number of compelling reasons why 
it appears most advisable to place the hosiery 
department near the entrance. One is economy 
of space. In a shoe store the fitting benches usu- 
ally occupy the center of the floor space, either 
running down the center of the store or crosswise. 
The spaces between these benches and the sides 
are needed for free traffic and convenient access 
to the stock on the part of the salespeople. Placing 
the hosiery department in the center or at the 
sides would take away valuable selling space from 
the shoes. The corners, however, and particularly 
the corners next the windows, are not much 
utilized, and placing the hosiery department there 
consequently does not detract much from the space 
devoted to shoes. 


Another important reason is that this position 
is conspicuous. It is necessary for the shoe section 
of a hosiery store to be conspicuous, else customers 
might not notice that the store sells hosiery at all. 
Every shoe store does not carry hosiery, although 
eventually it is probable that every shoe store 
will. And it is only within recent years that shoe 
stores generally have taken to selling hosiery. 
So the public has not yet got to the point of taking 
it for granted that the shoe store has a hosiery 
section, as in the case of department stores. 

And incidentally it will be a good thing for the 
hosiery business of shoe stores when the public 
does get to this point. As it is when a woman de- 
cides that she wants to buy some hosiery it doesn’t 
occur to her to go to a shoe store for it, except she 
has formed the habit of buying her hosiery in some 
shoe store. She thinks of a department store or 
specialty shop. But when the majority of women 
come to the point of taking for granted that hosiery 
is sold in shoe stores and have bought hosiery in 
shoe stores, they will think of a shoe store auto- 
matically when they need hosiery. Custom counts 
powerfully in such matters. A few years ago how 
many men would have thought of going to a cigar 
store to buy their safety razor blades? And to-day 
how many think of going anywhere else? But that 
is another story. 


Why People Buy Hosiery in Shoe Stores 


The present point is that locating the hosiery 
section near the entrance attracts the attention of 
customers, and so does what might be called pro- 
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REG. U. S. PAT. OFF. 


Guaranteed Full Fashioned 


Always There 


Indelibly stamped by a special 
process, the name always 
stands out brightly and attrac 
tively. Washing does not affect 
it, nor does wear decrease its 
clearness. 


And what is the purpose and 
effect of this imperishable 
mark? It fixes in the mind o! 
the wearer a lasting imprint 0 
a valuable name. “Hollywood 
Hose” deserves to be remem 
bered and always is. 


Harrington & Warin q 


New York City 


Give You Service 
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motion work by accustoming them to the idea of 
associating hosiery with shoes. Another reason 
why the hosiery section should be made to attract 
the attention of customers who do not come into 
the store primarily to buy hosiery is because a 
considerable proportion of hosiery purchases con- 
sists of what might be called incidental purchases. 
That is to say, those purchases are made not be- 
cause the purchaser is particularly in need of 





Children’s mercerized full fashioned sock with fancy silk 
plaited jacquard top. 


hosiery at the time but because she happens to 
see something especially attractive or especially 
suitable or especially cheap. 

There are many kinds of merchandise in this 
class—dress accessuries, for instance, and art goods 
and toilet goods and a variety of other things. 
Department stores which carry such goods in 
variety have a problem in finding how to display 
them all in the most advantageous way. One usu- 
ally finds such goods on the ground floor of a de- 
partment store and as near as possible to /the 
entrance, whereas such goods as domestics, gar- 
ments, shoes, house furnishings and other things 
which people do not usually pick up incidentally 
but set out deliberately to buy when they need 
them, are located in less accessible parts of the 
store. 

One disadvantage suffered by the hosiery de- 
partment of a department store as compared with 
the hosiery section of a shoe store is that it has 
to compete with so many other departments, some 
of them more profitable, for conspicuous space on 
the ground floor. So that it does not always get a 
preferred position near the entrance, and, in fact, 
it is occasionally a bit difficult for the chance cus- 
tomer to locate. Another disadvantage it suffers 
is that it is so far away from the shoe department. 
At least one department store of which we have 
knowledge has tried the experiment of locating 
the shoe and hosiery departments together, and 
with considerable success. But this, as a rule, 
would have so many compensating disadvantages 
that most department stores make no attempt to 


do it. 
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The hosiery section of a shoe store has not so 
many difficulties. There is no other merchandise 
to compete with it for the customer’s attention, 
for since the store is primarily a shoe store and 
known to everybody who enters it as such, no 
amount of display given to the hosiery section 
would detract from the attention given to shoes. 
And the hosiery section of a shoe store has above 
all the advantage of being closely associated with 
shoes. This association is logical and is coming to 
be more and more generally recognized as such. 
Formerly, when style play ed comparatively little 
part in hosiery, this association, although natural, 
was not so important. But nowadays, when style 
plays such a big part, the association of shoes and 
hosiery is most important. 

The shoe store can offer to its customers a serv- 
ice they cannot get anywhere else by enabling 
them to match shoe and hosiery colors on the spot. 
This is a valuable asset which shoe stores can 
and should play up more than they do. Further- 
more, the shoe store has an advantage in the sug- 
gestive selling of hosiery. It is probable that when 
a woman buys a new pair of shoes the idea of 





Children’s seamless mercerized socks with 3 color striped 
top, one of which is fibre silk. 


hosiery is somewhere in the back of her mind, for 
the connection between them is inevitable. If she 
sees hosiery at the time she is making her purchase 
of shoes she is all the more apt to think of it, and 
since it is convenient to her she is all the more apt 
to buy it. Now the advantage of having the hosiery 
section placed near the entrance is that it gets her 
going and coming. She sees it as she comes in and 
this puts hosiery in her mind; the purchase of new 
shoes makes her think of it again; and, finally, as 
she goes out it stares her in the face again, almost 
inviting her to buy. 
Only One Reason Is Offered Against an Up Front 
Location 

About the only argument that can be advanced 
against locating the hosiery section near the en- 
trance is that this very position may sometimes 
cause it to be overlooked by the customer. 
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Quuten Chiffon Hosiery fr Spring 


Before you can conscientiously place orders for your Spring sheer hose, you owe it to your- 
selves to look at our No. 300. 


Construction: 
42 gauge pure dyed thread silk, full fashioned hose, 20-21 inch 
boot, all silk heel, plaited silk sole. 


Appearance: 
Absolutely free of ‘‘rings” and blemishes, and guaranteed against 
all manufacturers’ defects. 


Service on colors: 

We will deliver every desirable shade requested. Stock on hand at 
all times in following shades: African Brown, Airedale, 
Amber, Atmosphere, Beige, Blush, Black, Bombay, Cin- 
namon, Dawn, Fawn, Freckles, French Nude, Gold, Gun 
Metal, Indian Skin, Jack Rabbit, Log Cabin. Medium Gray, 
Moonbeam, Moresque, Nasturtium, Otter, Peach, Polo, 
Racquet, Silver, Sunburn, White. 

We guarantee one week service on any additional shades. 


Service on Wear: 
By actual test, a stock pair has worn 43 consecutive days, with 
careful laundering. Our reports show actual average of 25 days’ 
wear on all goods delivered during 1923. 


Packing: 


Each pair in glassine envelope to prevent mishandling; three 
pairs to box. 


Remarks: 


Some people have regarded quite skeptically our remark of 25 
days’ average wear. There’s no secret to it! Our No. 300 is made 
with so many turns of silk to the inch, that each strand of silk has 
an unusual strength. This, together with the fact that the stocking 
is closely knitted, takes an average of 25 days’ of foot resistance to 
weaken the texture of the hose. 


Co-operation: 


We are ready and willing to work with any big users, and solicit 
an opportunity to display samples. 

Price: 
$16.50 Per dozen 1/10 or net 30, f.o.b., N. Y. 
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FREUND & BRICKMAN 


Sole Distributors 
212 Fifth Avenue : : New York 
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Here’s an Easy Way of Determining How 
Much to Spend for Hosiery 


Your Sales in the “Past and Your Estimate of Future (7 onditions—Plus 
Your Stock Records —That’s cAl/ 


T is being recognized to an increasing extent in 
business that one of the essentials to success is 
some form of planned control over expendi- 

tures. In other words, it is being recognized that 
instead of making expenditures as and when they 
seem to be required there should be some limit set 
in advance to the amount of expenditure that can 
be made in a given time for a given purpose. 

This is found to be desirable for various reasons, 
but chiefly because it facilitates intelligent financ- 
ing of the business and because it checks the nat- 
ural temptation of individuals to spend more 
money than is necessary or desirable. 

In fact it is practically impossible for 
anyone in business to spend money properly 
except he has a pretty definite idea of 
how much he ought to spend. In order 
that he should know this his expenditure 
should be planned beforehand. That is to 
say, there should be what is known as a 
budget. 

The largest businesses 
naturally have found a bud- 
get system to be the most 
indispensable. Most Gov- 
ernments operate according 
to a budget, and private 
business is adopting the 
samesystem more and more. 
Department stores, for ex- 
ample, nearly all have some 
system of budgeting their 
expenditures. But smaller 
merchants generally have 
not yet taken it up. They 
buy and sell goods more or 
less by rule of thumb. They 
will buy certain merchan- 
dise because it is cheap or 
because it seems to be espe- 
cially desirable or because 
the salesman is very per- 
suasive or because their 
stock of this particular mer- 
chandise is low. But they 
do not definitely plan the 
nature and amount of their 
purchases ahead according 





A smart clock on a full fashioned all silk stocking, 


to their definitely ascertained needs. This inevita- 
bly leads to overstocking or understocking of cer- 
tain items, to slow turnover, and other evils that 
eat unsuspectingly into the merchant’s profits. 


Infallible Rules Are Impossible 


Much of this unsuspected loss can be avoided by 
a budgeting system. Of course, it is impossible to 
plan a really scientific budget. The amount of each 
item that must be purchased will depend naturally 
upon the volume of sales on each item, and this 
cannot be determined exactly beforehand; it is 
subject to too many variable influences, such as 
weather, sudden style changes and different local 
conditions. But within certain limits the amount 
of sales that may be expected within a given 
period can be ascertained beforehand—at least 
with a reasonable degree of accuracy. 


Safest Guide Is Past Experience 


The surest guide to fu- 
ture sales is past experience. 
For this reason a merchant 
must use his own records as 
the foundation on which he 
plans his budget. If he has 
not kept stock records he 
must start keeping them 
before he can begin to bud- 
get his purchases in ad- 
vance. The experience of 
other merchants will be of 
no use to him, because the 
conditions under which 
other merchants operate 
may be so different from 
his that their experience 
would only prove mislead- 
ing to him. Furthermore, 
in order to budget his pur- 
chases intelligently a mer- 
chant must have kept a 
record of his stocks, sales 
and purchases, not only 
from year to year but also 
from month to month— 
and even better, from week 
to week and day to day. 
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Many big stores plan their budgets a year ahead, 
but for a small store, and particularly for a small 
department, such as the hosiery department of a 
shoe store, this would be too complicated and difhi- 
cult. It is much better to plan a month ahead. For 
one thing the amount of sales varies naturally in 
different months. December, for example, is always 
a big month for silk hosiery, while January is al- 

ways a small one. February is apt to be a relatively 
big month for wool or wool-mixed hosiery, while 
August would, be small. And so on. 
Furthermore, style changes 
would make a difference in 
the variety and amount of 
hosiery purchased from 
month to month. 


of course, 


Stock Record a Good Budget 
Basis 


Careful stock recordsover 
a period of time will give 
you a good line on these 
things. A complicated sys- 
tem of stockkeeping is not 
necessary, and neither is a 
complicated system of bud- 
geting. A simple system of 
perpetual inventory such as 
was described last month 
in the Hosiery Section of 
the Recorder will give you 
as good a foundation for a 
budget as you need to have. 
By consulting this record 
you can find out how much 
of each kind of hosiery you 
had in stock at the end of a 
given month and how much 
your sales on each amounted 
to during the month, and 
you can plan accordingly 
for the corresponding month 
of the following year. 

There are two ways of ° 
keeping such a record—one 
a physical inventory of 
quantities in pairs or dozens 
—like the example given in 
our last issue—the other an 
inventory of value in dol- 
lars. The latter is by far the 
more useful, because, after 
all, what counts is not the 
amount of goods you han- 
dle but the amount of 
money they represent. And 
the thing that counts in 
your profits is not the 


Child’s full fashioned mercerized sock with fancy colored 
jacquard top from Brown Durrell Co. 


Children’s fibre plaited 7-8 length drop stitch leg and 
fancy top. 


Men’s silk and mercerized novelty half hose in a pin 
check design. 
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amount of money you pay for the goods but the 
amount of money you get for them. Consequently 
you should inventory your stocks and sales and 
purchases not according to cost price, but accord- 
ing to selling price, as all good stores do. In other 
words, if you have in stock 100 pairs of silk hose 
that cost you a dollar a pair and that you propose 
to sell for $1.50 a pair, you should inventory them 
at $1.50 and not at $1.00. This is very important. 
Now to get down to the actual planning of a 
The first thing to do is to determine the 
average stock you ought to 
have on hand. This can be 
determined by the rate of 

turnover. 


budget. 


The average stock on 
hand should be approx- 
imately equal to the 
amount of annual gross 
sales divided by the rate 
of turnover. 

For example, if your gross 
sales of hosiery amount to 
$10,000 and your rate of 
turnover is four times a 
year, your average stock 
ought not to inventory at 
more than $2,500 retail. 

Now supposing you are 
planning your purchases for 
the month of February. By 
consulting your past rec- 
ords you find that your 
sales of hosiery during Feb- 
ruary of last year amounted 
to $500. This would indicate 
that you ought to buy ho- 
siery to this amount for this 
February. But before plan- 
ning to purchase this, you 
should take several things 
into consideration. For in- 
stance, you may find that 
your stock is larger than it 
ought to be, in which case 
you would naturally plan 
to spend correspondingly 
less. Or you may find that 
your stock is low, in which 
case you would plan to 
spend correspondingly more. 
Then again, conditions in 
your locality may promise 
better or worse business 
than during February of last 
year. Labor, for example, 
may be more fully employed 
or less fully employed. 


Issue of February 2, 1924 





HOSIERY SECTION 


She heerest - 


Boot and Shoe Recorder Boot a 

































raw I 
remai 
of tir 
anoth 
For 
on the 
doubl 
This 3 
the J: 
mean 
remal 
period 
is just 
price « 
bilities 
—_ This 
Spring that r: 
Colors very li 
There 
Ramier 
Ecaille Blonde of bro: 
Montruiel not If 
Anjou Rose produc 
Gazelle stantia 
Rachelle Now b 
AA) . Cher Brun ad 
=Jjavored by the finest trade = *" ne 
eo Nigre es a 
Venetian their s 
~ “T have tried out a few pair of Lansdale full fashioned Moresque with e 
silk chifcn| stcckirgs ard am convinced that the Desert Grey in bot 
discriminating dresser can find nothing better.” — their 1 
Owners of exclusive stores invariably get this report Piccadilly ene 
from purchasers of “the sheerest of silk hose.” sana argerd 
P . _— . - Airedale months 
Through an actual test conducted by the U. S. French Nude beam d 
Testing Company, it was proven that Lansdale Banana monthe 
hosiery treated with KEEPIT wears from two to New Peach 
four times longer than untreated sheer hose. Black ide 
Cocoa Brown this is 
Orders for Spring delivery now being filled. Rosewood the rav 
White 
Gunmetal May Be 
LANSDALE SILK HOSIERY CO. 
It is 
LANSDALE, PA. , 
stiffen 
A.L.ULLMAN, Sole Selling Agent, 267 Fifth Avenue, New YorkCity market. 
seem tc 
hood t 
will be | 
raw mat 
very nr 
which ¢ 


probabl 


Boot and Shoe Recorder 


Chiffon Hose in So-Called “Blonde’’ 
Colors to Lead Next Spring 


(Continued from page 297) 


do. But prices are very reasonable in relation to 
raw material costs, and raw material costs have 
remained so stable for such a considerable period 
of time that no particular change one way or 
another seems probable in the immediate future. 


Raw Silk Prices Stable 


For a few months now raw silk has remained 
on the basis of around $8.10 to $8.25 a pound for 
double extra cracks—a very minor fluctuation. 
This is approximately the price obtaining before 
the Japanese earthquake last fall, and about the 
mean price level for the past year. When a price 
remains about on the same level for a considerable 
period of time it is probably the right price that 
is justified by conditions. And if it has held to this 
price during a period of dull demand, the proba- 
bilities are that it will go up rather than down. 

This is the case with raw silk. We do not say 
that raw silk will go up. But we do say that it is 
very likely to go up and not at all likely to go down. 
There has been a very considerable curtailment 
of broad silk production for several months and a 
not inconsiderable curtailment of silk hosiery 
production. In other words there has been a sub- 
stantial reduction in the demand for raw silk. 
Now both the broad silk 
and silk hosiery indus- 
tries are entering upon 
their spring production, 
with excellent prospects 
in both instances, and 
their raw silk require- 
ments are apt to be much 
larger during the next few 
months than they have 
been during the last few 
months. It is unneces- 
sary to point out that 
this is likely to stiffen 
the raw silk market. 


May Be Shortage in Some 
Grades 

It is not so likely to 
stiffen the silk hosiery 
market. There does not 
seem to be much likeli- 
hood that silk hosiery 
will be higher, except the 
raw market experiences a 
very marked advance, 
which does not appear 


. A beautiful openwork 
probable just now. But 
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“Peacock” design on a full 
fashioned all silk stocking from the Van Raalte line. 
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there is a fair chance that certain qualities in silk 
hosiery will be, if not higher, at least more diffi- 
cult to get as the spring retailing season draws 
near. This is not so much because of what the raw 
silk market may do as because of certain tend- 
encies in consumer demand. 


Here Are Some Reasons Why Some Lines Are 
Stronger Than Others 


For this reason the bulk of the business at pres- 
ent seems to be going to what may be called the 
quality group of manufacturers—that is to say, 
to the manufacturers who are known for the ¢on- 
sistent quality of their lines. And since they are 
getting the bulk of the demand they may find 
themselves unable to make prompt delivery of 
wanted lines. In fact, there are some manufactur- 
ers even now, who are behind on deliveries of 
certain lines. Consequently it seems good 
policy for a buyer to make sure of deliveries 
on desirable lines by placing orders in advance. 
This is not the policy being generally followed. 
Most buyers are operating from hand to mouth. 
But just because most buyers are operating in 
this way there is all the more likelihood of a jam 
when Easter comes along. 

Buyers should not be misled by reports of con- 
cessions being made by sellers of silk hosiery. 
Many of these reports have no foundation; many 
of them are true. But the fact that concessions are 
obtainable on silk hosiery is meaningless unless you 
know what kind of hos- 
iery they are obtainable 

And investigation re- 
veals the fact that such 
price cutting as has been 
going on has been on 
lower-end lines. This has 
always been the case 
more or less, because 
such hosiery is easier to 
produce and has been 
produced in much greater 
volume. There has been 
an overproduction of the 
cheaper grades of silk 
hosiery. The surplus of 
such merchandise is less 
now than it has been. 
But there is also less de- 
mand for it. There is, 
consequently, a much 
keener price competi- 
tion, and the manufac- 
turer who can produce 
the best stocking for the 
money gets the business. 
The others can get it 
only by cutting prices. 
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**A WORK OF ART’”’ 
FULL FASHIONED 


Colors to match all C IH I IF IF O N S 
“swan | ARE SUPERIOR | ‘si 
All Silk Chiffon Artzraft 


$19.50 per dozen 
Style 350 CHIFFONS 
to your line. 


Lisle Top Chiffon 
$15.50 per dozen MANUFACTURERS OF 
_Laoies FULL FASHIONED Hosiery ) 











Your hosiery sales will 





Now booking orders for de- 
livery in 1924 thru July Ome Avenue & Anben Semen? 


Samples upon request 








PHILADELPHIA 














New York Office, 358 Fifth Avenue 
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Through the Dye Kettle 
Into the Cash Drawer! 


That is what can happen to those of your hosiery lines that 
are now 

Window faded 

Last year’s colors 

Soiled and shopworn 

Too high tints 

Fail to match your shoes 
You can make every one of these dead ones, live salable mer- 
chandise by re-dyeing—and the cost is little. 
See our exhibit at the Chicago Style Show, or write us for the 
details. You will find an unlooked for profit either way. 


Ponrnase Hosiery Dyeing Co. 
casantville, N. J. 





HOSIERY RE- DYERS 
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$] 3:50 


fora Full-Fashioned, 9-Strand 
Pure Dye Silk Stocking 


Sounds unusual, doesn’t it? Well ct 2s unusual 


IV’S OUR No. 700 


42-gauge, 9-strand with a fine lisle top and 
a 19-inch pure silk boot. 



































In all the best selling shades 


Black Jack Rabbit Suede 
African Brown Mandalay Tanbark 
Cordovan Neutral Sunset 
French Nude Piccadilly Sahara 
Airedale Salmon Sunburn 


J. R. BEATON COMPANY, Inc. 


331 FourtH AVENUE, New York 


CuicaGo—227 West Jackson Blvd. Boston—gg Chauncy Street 
ATLANTA—246 Peachtree Arcade SAN FraNncisco—133 Kearny Street 


AeA A A AS SS SS SS > [> <a GS GEE oc oem oe | qt 
Send sample assortment of several colors ef your new No. 700 at 


$13.50 to me at once. 
Send coupon to XK 
v 


nearest branch for “J Name 
sampleassortment || corper 








- ~~ 
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LENOX BRAND—Fast Growing in Popularity 


— 


SATISFACTION OR YOUR MONEY BACK 
ON ANY OF THESE THREE NUMBERS! 



























No. 100—8 inch lisle top full No. 604—Lisle top pure dye No. 661—-All silk pure dye 
fashioned, 42 gauge, 19 inch chiffon, 20 inch silk boot. Free chiffon, silk foot. One of the 








silk boot, flare top. A stock- from all streaks. These stock- finest hose we have ever seen, 
ing of unusual wearing ings run absolutely clear. clear and perfect in every 
quality. way. 








$]5-00 per doz. $]16-00 per doz. $19.50 per doz. 








—All the season’s leading shades— 







SAMPLE SHIPMENTS GLADLY SENT 
ON REQUEST 












LENOX HOSIERY COMPANY 


1123 Broadway, New York City 
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“HIOSTERI” 
cA (ontact Point Of Profits 


As the crystal detector of a radio instrument is the vital contact point between 
the great world of sound waves and your ear—so has “Hosiery” become the 
valuable contact point between your cash drawer and all that the leading hosiery 
manufacturers can do to fill it. 


“Hosiery” is a distinct department of the Boot and Shoe Recorder and is the only 
medium which concentrates on making itself useful to shoe merchants who are 
selling, or plan to sell, hosiery. 


Each month, its standing becomes higher and more authoritative. Each month, 
for this reason it is more worthy of your careful reading and thought. 
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From Casco Bay 
to Santa Barbara 








TMMER yachting on Casco Bay or 
winter golf at Santa Barbara, there’s 

but one choice in hosiery for the woman 

who must have faultless ankle garb. 











Trim ankle fit, perfect weave and expert 
fashioning are hers in Allen A. Whether 
of filmy chiffon or heavier fabric, she 
expects the best in hose bearing this 
well-known mark. 


















You never have to “explain” the quality 
of this hosiery. They can see it at a 
glance — even if they donot already know 
its 35-year reputation. 











For this discriminating class of trade Fy 
feature Allen A. VMs 


— 





\ 





SS 1 
















Allen A No. 3770 heavy yon gee silk —_ 
four-inch lisle hem and ready in the 
new Spring shades—Airedale, Racquet, Ori- 
ental Pearl, Tan Bark, Jack Rabbit, Lr s¥ 4 
and all other wanted colors. To retail at $2.. 2 










Hosiery Underwear 









For men, women and children 





For men and boys only 









THE ALLEN A COMPANY, KENOSHA, WISCONSIN 
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ODAY the fastidious woman must have “Stockings that Satisfy” 





her, not only in appearance, durability and price, but also in beauty 


business to any retail shoe merchant, because they are “Stockings 
that Satisfy” every demand. 


No. 1200—Full-Fashioned, Dipped Dyed pure thread silk medium weight stocking with lisle top and lisle foot. 
Price $13.50 Per Dozen. 


This is our new number, and will positively prove to be a WINN=2 in your hosiery d2pa-tmeit. 


No. 1207—Full-Fashioned, Lisle Top, Dipped Dyed Chiffon with silk foot in the following shades: African Brown, 
Airedale, Atmosphere, Autumn Brown, Beige, Black, Bronze, Camel, Cardinal, Cedar, Cinnamon, Dawn, Deer, 
Dune, Emerald, Field Mouse, French Nude, French Taupe, Gold, Greve, Gun Metal, Jack Rabbit, Log Cabin, 
Mandalay, Mode, Neutral Gray, Peach, Royal, Silver, Suede, Thrush, White. Price, $16.50 Per Dozen. 


No. 526—These stockings are Full-Fashioned, made of the best 12 strand thread silk with an 8-inch Lisle Top, ex- 
ceptionally high class and of excellent wearing quality in the following colors: African Brown, Airedale, Beige, 
Black, Cardinal, Champagne, Cocoa, Cordovan, Dune, Gray No. 31, Gray No. 50, Greve, Ivory, Jack Rabbit, 
Log Cabin, Neutral Gray, Otter, Russian Calf, Silver, Suede, Victoria, White. Price, $16.50 Per Dozen. 


No. 904—All Silk High Class Dipped Dyed Chiffon, excellent wearing quality in the following colors: African Brown, 
Airedale, Autumn Brown, Beige, Black, Cinnamon, Cocoa, Dawn, Dune, Field Mouse, French Nude, Gold, Gray 
No. 31, Gun Metal, Jack Rabbit, La Peche, Log Cabin, Mandalay, Otter, Peach, Pearl Gray, Silver, Suede, 
Thrush, White. Price, $21.00 Per Dozen. 


No. 918—A Full-Fashioned, All Silk Chiffon with one row French open work clock. In a number of leading colors. 
Price, $24.00 Per Dozen. 
Price, $24.00 Per Dozen. 


No. 925—Same as above with two row lace clock. 


Samples gladly submitted upon request 
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THE GROWING DEMAND 
FOR 
METROPOLE HOSIERY 


HAS MADE IT NECES. 
SARY FOR US TO MOVE 
INTO MUCH LARGER 
QUARTERS IN THE SAME 
BUILDING. 

OUR POLICY IN THE FU- 
TURE, AS IT HAS ALWAYS 
“BEEN IN THE PAST, WILL 
BE TO SERVE YOU WITH 
“STOCKINGS THAT SATISFY” 


THANK YOU. 








METROPOLE HOSIERY MILLS, Inc. 


220 Fifth Avenue~ New York 


fey DeKuy 





‘“*STOCKINGS 


THAT SATISFY” 





Issue of February 2, 1924 
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== 
ee A COMPLETE line of women’s full-fashioned silk and chiffon 
oo stockings for 1924! That’s Rosaine Hosiery. 
Bet With the addition of 1504 and 1506, two numbers to retail at 
aa en less than $2.00, you can now satisfy every price requirement of 
aa your trade. 1504 is a medium weight silk. 1506 a sheer chiffon. 
es Both are full-fashioned. Both are Rosaine quality. Both will 
saaaear oI be big sales-builders for you. 
ae eA During 1923 the number of Rosaine dealers was more than 
fea tas — Ta doubled. It was Rosaine quality, Rosaine colors, Rosaine 
ene deliveries and Rosaine prices that did it. 
ae Stock the full Rosaine line for 1924 and watch your sales grow. 
Lo The Rosaine Line Consists of Full-Fashioned Numbers Only 
ale ote F 






























er ae 5017—Pure  dipped-dyed 1504 — Medium weight 1506—42 gauge, pure dip- 
Dee silk hose, 8 in. lisle top, pure dipped-dyed, silk ped-dyed, sheer chiffon 
mre fron per doz $16.50 hose per doz $13.50 hose, per doz. 13. 














a 
3 


1210—A heavy, pure dip- 1209—The first popular 1212-— Full-fashioned chif- 
ped-dyed, all silk hose, per priced chiffon made in fon with 8 in. lisle top and 
RE scune $24.00 America, per doz. . .$19.00 silk foot, per doz. .$16.00 


550-1-2—New Paris Clox, 5017—Out size. African, 
dipped silk, full-fashioned, Black, White, per doz 
per doz $21.00 $18.00 
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ROSENHAIN CO., Inc. 220 Fifth Ave., New York 


a 
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Now available in nine leading “Onyx” Styles 
—the entire range of colors 


Atmosphere Cinnamon B Mouse New Silver New Buck Champagne 
Rose Beige Bombay Otter Silver Grey 31 Peach 
Nude Tan Bark Russia Calf Pearl Jack Rabbit Sunburn 
Noisette A Mouse Bronze Fog New Suede Mauresque 
Fawn Mode Cordovan Nickel . Castor Apricot 
Light Wood French Taupe African Brown Grey Suede Freckles 
Beige Caramel Autumn Polo Taupe Russet 
Thrush Log Cabin Gold Airedale Gun Metal Orchid 
AND NUMEROUS OTHERS. 


Any subtle variation of shade at all can be had in “Onyx” style Nos. 165, 100, 354, 355, 364, 154N, 
PC 300 and PC 310. These styles range from medium to sheer weight and in price from $13.00 to 
$24.00 per doz. All are full fashioned, of pure dip-dyed silk, and available for immediate delivery. 


“Onyx” Hosiery Inc. 
1107 Broadway New York 


Chicago ‘ Boston Los Angeles 
Philadelphia Buffalo San Francisco 
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SEED EOA BERIT PSI EBPEDS 


SCHE RE ERS 
- flower (-Z. 


PANC?Y colored kid, origi- 
nated by Oscar Scherer & 
Bro., obtained its enviable rep- 
utation because of quality. 


Only quality makes for perma- 
nence in business. 


Our new spring shades embody 
the features that have charac- 
terized “FLOWER CITY KID” 
for years, and make us confi- 
dent of the future. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 


29 Spruce St., New York 
Factory at Newark, N. F. 


(lors of Absolute 


ENESETA LVS PNT. PEAIT APPEL 


BOOT AND SHOE RECORDER 


<< a Bs mets 


Color 42 
AIREDALE 


Color 40 
RACQUET 


Color 2 
BOMBAY 


Color 12 
PICADILLY 


Color 23 
ORIENTAL PEARL 


Color 45 
JACK RABBIT 


Color 5 
MANDALAY 


Color 10 
OTTER 


And Other Fancy Colors 

















ARMORTRED 
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tae 


Knot 1 

rmortred> 

2 Ne ; 8 
CORD -WEAR 


CORD =WEAR 


ORE and more shoe manufac- 
turers are adopting Armortred 
Soles and Heels for men’s, women’s 


and children’s shoes. 


Armortred Sport Soles are beginning 
to predominate on styles shown by 
retail trade--- they have the snap, the 
quality and the character that wins. 














Vi 
Arwdrtreg ~ 


pf ~ hr 


The Armortred Line 


includes soles and heels for 





every type of shoe, designed 
to give extra comfort and 


wear— 





Good, clean appearing mer. 





chandise of real quality. 





Armortred Crepe Insert Soles com- 







bine that wonderful comfort of crepe - 





rubber with firm, attractive and 5 





smooth edges. 


Armortred Black Cord-wear Sole 


for men’s work shoes and boys’ pla 







shoes. 












RS NE LT na ae 



























\LEADERSHIP 


Armortred Numbers That Will 
Bring YOU New Business 
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ortred Arch Support Heel—An Aristocrat 


ortred Slipper Heel—Extra thin, extra light, extra tough, 
trim looking 


ortred Brogue Heel—Low and wedged—treads correctly 


ortred Whole Petite Heel—Made for Misses’ and Children’s 
McKays 


rmortred Whole Rowdy Heel—Made for Boys’ shoes that wear 





ortred all Crepe Soles—Boys’, men’s and women’s 
ortred Crepe Insert Soles—Boys’, men’s and women’s 


. ortred Black Cord-wear— For boys’ and men’s rugged wear 


ine 
for 
igned 


and 
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Products 
made by Quabaug Rubber Company, North Brookfield, Mass. 
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Hs Beauly in the Skin 


_,.. _4NewShade by GRISON 
Z4, : Means Something 


HEN GRISON presents a new shade, it must 
not be merely good—it must be perfect 
according to GRISON standards. 


Colored leathers over which others might well 
enthuse have often been discarded by GRISON. 


A New GRISON Shade 
Color 133 _ 
Will be released at the 


N.S. R. A. CONVENTION 


4s 








/ 














and will be on display at our 


| BOOTH 


| 
Frisore 
Pec eerpeeeh 


SAMUEL SHAPIRO 


Sole American Agent for 
“Mie Internationally fimous~ GRISON KID 


SPRUCE & WILLIAM STS. NEW YORK 
OL GNSOy & 
9 PARIS 
tare | 
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The A. H. BERRY CO. 


Line of Women’s Shoes 
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The coming season, as in the past, we 
shall try to combine honest material and 
workmanship with selling features that 
are profitable, and in stock service that is 


























appreciated. 
VANGELIN 
— 
Women 
THESE 
LINES CARRIED 
DAVIS IN STOCK 
NEW PROCESS 
A FLEXIBLE a 
CUSHION SOLE 
McKAY DURING CONVENTION 
WEEK SAMPLES WILL BE 


DISPLAYED AT PALMER 
HOUSE, CHICAGO 








IMPROVED CUSHION SOLE 
SHOES, DR. A. REED, PAT- 
ENTEE, 1900, 1901. THIS IS 
NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 
VIOUSLY PATENTED BUT 
HIS LATEST INVENTION. 
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CRUMBS 


of 


COMFORT 


(TURNS) 








A. H. BERRY SHOE CO. 


BOSTON SALESROOM 


PORTLAND, MAINE 
186 LINCOLN STREET 


(4th Floor) 
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YOUR OPPORTUNITY TO S Ege} 1 


BARNET’S 
GLASS TAN 


Which we shall exhibit at : 


Booth 254 : 


N. S. R. A. CONVENTION | 











Messrs. Howard and Carl Barnet in attendance 


Also, our complete line of 


ACE 


CALF LEATHERS 


in many rich and varied’shades 


Several will be shown 
for the first time 


OUMNH 


Our Display of Alligator and Lizard Grains 
will repay you for calling 
Made in Lynn; 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS - - - ‘*TENRAB” 


‘Maintain a Standard Reputation”’ 
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Retin ee 


Actual Orders—Not Merely Inquiries 


The above letters represent a few of the replies to a page adver- 
tisement we ran in Vanity Fair, December issue, in which we 
featured a Crawford mid-winter special—‘‘In Process’”’ shoe. 


Most of the letters asked for the name of the nearest Crawford 
distributor where a pair of “‘Sawneys” could be purchased. Some 
were actual orders with checks—these were filled through the 
nearest Crawford distributor who made his full profit. The final 
results checked showed the sale of many pairs of Crawford shoes 
to new, highly desirable customers. 


The point we want to make is the application of this advertis- 
ing to your store. Crawford shoes will be advertised every month 
in Vanity Fair and a list of six other national magazines. Special 
seasonal shoes will be featured along with the correct apparel. ° 


We are offering Crawford distributors the most complete mer- 
chandising plan ever developed in the shoe business. National 
advertising—new customers secured for them, local advertising 
over their own names, seasonal folders to send their customers, 
window display material, booklets and a four-season style plan 
that’s right. 


If you want to know how to apply this to your store—see the 
Crawford representative or write us today. 
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N. 3. KR. A. 
CONVENTION 


CHICAGO 
FEBRUARY 11th to 14th 


AND 
IN OUR SAMPLE PARLORS 
AT THE 


HOTEL SHERMAN 
O 


Our wide selection of smart Spring 
Novelties will be displayed. 


Full selling force in attendance. 
ALSO 


Don't forget to see the Mackey Shoe Co. 
girl on the runway at the Convention Hall. 




















Mackey Save Company |. 


482-500 Driggs Avenue 


526 Marbridge Bid € > 
New York . The Work! Furns Foard fp) hes Brookijn MesterIuras Brooklyn, N. Y 





Sales Office 
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The 


“Ria 


ONE EXAMPLE OF THE 
‘ NEW PATTERNS SHOWN 








Sales Office 


Mackey Save Company ...... 
526 Marbridge Bidg. 


New Yook The Work Furns Foster QR) thes Brookly: n NesterIams Broke NY. 
































BOOT AND SHOE RECORDER February 2, 192% 





BLACK GLAZED KID 


COMF ORT..-APPEARAN Cz. 

















SURPASS LEATHER CO. 


FACTORY FACTORY 
Philadelphia, Pa. Gloversville, N. Y. 


SALES OFFICES 


New York Philadelphia 
Cincinnati Chicago Boston St. Loui: 
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CAN BE SEEN 
AT OUR SHOWROOM 


732 MARBRIDGE BUILDING 
NEW YORK CITY 





A shoe that responds to 
the Chinese impulse in 
present style tendency. 





“Every Week a New Creation” 





Algier Shoe Manufacturing Co. 


Inc. 


Brooklyn, N. Y. 





What does Saving 15% to}. 
The difference | | 
A Leader or]. 


S. ROSENBERG originated the idea 
of cash purchasing in great volume, 
and turning the saving to his cus- 
tomer’s profit. 


Our own unit profit is small, but 
spread over thousands of customers; 


accumulates. 




















LE 


HERE ARE A FEW EXAMPLES OF WHY 


W ’s Cabretta Women’s Patent 
At 80c siianvdiaemnar’ At $1.50 Stitchdown San- 


Comfort 1 Strap, Mc- dals. Full Leather Lined. Whit 
_ Sizes 3-7, 4-8, 5-8. als, Fu ather Lined, ite 
Kay Sewed. Sizes 3-7, 4-8 Stitched. Sizes 24-7. 








$ Little Gents’ Tan $ Women’s Tan 
At 1.00 Bluchers, Rubber At 1 ' 1 0 Stitchdown San- 
Heels. Sizes 10-13%, 11-13%. dals and Oxfords, Flexible Soles. 


A Big Bargain. 


TYPICAL ROSENBERG VALUES WILL 


S. ROSENBERG & SON 


REMEMBER—WE ARE “JOBBERS TO JOBBERS” 
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between being 
A Follower 


There is no other wholesale house 
just like ROSENBERG’S-—either in 
size of operation or in values given. 


“KING OF JOBS,” a title long ago 
applied to us by a prominent mer- 
chant, still remains a title conceded 
by the trade to be deserved. 


































a 





IT PAYS TO RELY ON ROSENBERG 
At $1.75 Women's Patent At $1.85 Women’s Skinner 


Lattice Frontin Satin 1 Straps in 


Military and Low Heels. Same in Baby Louis, Military and Flapper 
Black Kid. Heels. Sizes 24-6, 3-7, 3-8, 4-8. 


At $1.90 Boys’ Tan Good- 


, year Welt Bals, 

At $1.75 Women's Patent English and French Toe Last. 
1 Strap, Grey and Sizes 1-6. Same in Little Gents’. 

Mouse Backs, Heavy Perforations Foot Form Last. Sizes 10-13%, 


allaround, Low and MilitaryHeels. 11-13%. Price $1.70. 
BE SHOWN AT CHICAGO, MORRISON HOTEL 


140-144 ESSEX ST., BOSTON, MASS. 


SELLING IN CASE LOTS ONLY 
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ay L Teil : 
READERS - MILLIONS OF THEM 


are having it driven home to them 
by strikingly prepared and force- 
fully presented advertisements in 
leading magazines - that 


Nothing Takes the Place of Leather 


All of which contributes to the wel- 
fare of the shoe industry and the 
individual shoe man. 








We make our contribution to this 
welfare by maintaining a quality of 
sole leather production that will 
meet requirements. 


a 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 





SELLING AGENTS 


McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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258% Increase 


in sales of Women’s ‘“‘O-SO-SNUGS’’ 
during the past six months. 























Are you among the distributors en- 
joying with us this increasing staple 
business? 


PROVEN-PROFITABLE-FOOTWEAR 


Bostons Madd, 


Kaclorics Brockton, New hedferd Kahuna 

















Made in New England 
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$3.50 and $4.00 








We Have Been Making 


Good Shoes for Boys 


Since 1878 











skill and experience into the production of one of the most famous lines of boys’ 
shoes—“‘Bunker Hill School Shoes.” The fact that they have long been the 
favorite shoes of the lads who go to the largest and most exclusive preparatory 
schools, speaks volumes for their quality and style. P. Cogan & Son also make 
“‘Cogan’s Arch Shoes”’ for men. John Goebel will represent us at the ‘‘Palmer 
House”’ during the Chicago Convention. Edward F. Keane represents 
us at 540 Marbridge Bidg., New York City. 


P. COGAN & SON 
Boys’ “Bunker Hill School Shoes’’ 


For almost half a century P. Cogan & Son have been putting an accumulated 


P. COGAN & SON 


STONEHAM MASSACHUSETTS 

















From Maker—to Merchant— 
to Wearer 


Unity shoes are an all-round satisfaction. Grace. 
fully modeled, skillfully made, they represent a 
real achievement in the art of quality shoemaking. 


P ee SE Re 
It is only natural that shoes bearing such char- 
acteristics find high favor with the more select 
clientele. 


See our line in Chicago, February 11 to 14. 


An original creation—black satin with gold or 

ae kid piping. Can also a aa i. different 

leathers with contrasting col id piping. ays * 
Desirable for March and April selling. Ps L’Origin 


“In UNITY there is strength” 


‘UNITY 
Shoe Co. 


2405 Pacific Street 
Brooklyn, NY. 
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Pat the Spirit of Life In 


Your Business ! 


The most valuable shoe franchise in the world}may 
still be obtained for your city. 


Booth No. 199, Coliseum 


also 


Hotel Sherman 


MR. FRED FARWELL MR. J. S. RAWDING 
DR. H. S. KEMP MR. O. E. EVANS 


Make a note of it! Come and see us just as soon as 
you arrive, and we'll talk it over. 


GROUND GRIPPER SHOE CO., Inc. 


84 Linden Park Street, BOSTON. 
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Whatever shoes you sell 
there is a Whittemore Polish 
AT THE to pay you a PROFIT and 
SHOW IN keep those shoes in the pink 

of condition while service- 


: CHICAGO able to your trade. :: :: :: 


ORUIROUOGGOVOVGOGOOO 


TO EVERY 
SHOEMAN 
: 


The Coming Season will see Shoes Selling which will Need a 
“Whittemore Treatment” with the following: 
(SUEDE STICK CLEANER) (SUEDE DYE) Black and Brown (ALBO) 


Most popular and perfect preparation for clean- A sure remedy for reviving aged and shop worn Suede Shoes The famous Cake Cleaner for White 
ing all colors of Suede Leather shoes, Restores the beauty immediately. The color lasts. Fabric Shoes, 


(QUICK WHITE) (SHU CLEAN) (TOP NOTCH, White) (BOSTONIAN CREAM) 
The hurry-up preparation for keep- The Result Getter. Especially pre- The pinnacle of perfection in the The old stand-by for black, brown 


ing White Canvas Shoes White. pared for use on White Kid Shoes. Dressing line for White Buck. and all colors smooth leather shoes. 
Colors while it cleans. 


WHITTEMORE BROBS., Superior Shoe Polish, CAMBRIDGE, MASS. 


YOUR JOBBER CAN SUPPLY YOU. 




















Sib, (OMFORT 


Order from IN STOCK 


Discount 5% 30 Days 
HIGH QUALITY BLACK GLAZED KID Finest Workmanship Extra Heavy Turned Soles 


Nature’s Comfort Shoes 


combine Style, Quality and Service at a reasonable price. Our footwear is built to appeal to that 
large number of women who must get real service at reasonable cost. Our “Nature’s Comfort” shoes 
of soft glazed kid, turn soles and rubber heels, exactly fit this need. The exceptionally moderate prices 
of our “Nature’s Comfort” footwear, combined with their exacting workmanship and extraordinary 
wearing qualities make this line an easy first seller and a consistent repeater. 


Complete line of leather heel dress turns, and novelty sandals in all leathers, 
on display at Morrison Hotel, Room 1337, during the convention at Chicago. 
Meet our Mr. E. W. Morphy, and James Y. Player, at Morrison Hotel, 
Chicago, February 11-14. 


MORPHY, LEVY, CROSSMAN CO., “Mikine ” 
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“‘ None . os Se “Ask the Man 
So Good ’”’ Who Wears 
Them’”’ 











RIGHT OFF THE BAT! 
START THE NEW YEAR RIGHT 
HO-ME-RUN_ FIRST TIME UP 








ig 
STRIKE 


TRADE MARK 


COMBINATION 


All are made with our Nation- 
ally known A/C Combination 
measurements. 


That is what this New Year’s addition of the 
Ten T/S Strike is doing for many shoe mer- 
chants — a $10.00 shoe that boosts their sales 
of $12.00, $12.50 and $14.00 shoes. 


The Ten T/S Strike is all that its name implies 
—a discovery (like the Gold of 1849) and the 
proposition is now open to all Hurley agencies. 


Write Dept. 7 for full information 


NEW YORK OFFICE H u Y 4 a 0 BOSTON OFFICE 
a 183 Essex Street 


1177 Broad 
roadway ROCKLAND, MASS. Copyright, H.S. 1924 
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Print Your Trade Name 
| Ln Gold 
On Every Par You Sell 


It Brings Back the Customer 


MARK OR thousands of years the human race has been attracted 
to Gold. It has been looked for everywhere. It has become 
second nature to all of us to be attracted by a display of this 
metal. Stamp your Trade Mark with RAUSKOLB’S GOLD and 
you get the advantage of this attraction. 
Use 
— The cost is small--The advertising large--Think it over 


F. W. Rauskolb Company 


16 Franklin Street, Medford, Mass. 

















ARCH SUPPORTER 


The popularity of Arch Supporter shoes, both with 
representative merchants and discriminating women is 
due to‘their style, perfect fit, superior workmanship and 
absolute comfort. 


They instantly win the woman who sees them for the 

first time. More and more merchants are featuring Arch 

" Supporter shoes. They find that they not only sell 

ARCH SUPPORTER readily, but repeat surely. 


No. 229—Built with the famous 


> —~ a steel shank, carries rub- Our representatives will be pleased to tell you more 


about Arch Supporter shoes. Write— 


JOHN EBBERTS SHOE CO. Ine. 


Exclusive Manufacturers 


BUFFALO NEW YORK 


Dealer Influence is secured thru advertising in the Boot and ‘Recorder. 
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SY SPiss 


& hon “ 99 
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y 1807 


: © ~ the Standard 


Ay i901 
~ 1902 
1903 


1904 —for BEAUTY and for WEAR 


1905S 

1906 
1907 Known to thousands as the elastic shoe 
vol goring with the maker’s guarantee for 
1910 perfect wear; a guarantee backed by the 
1911 largest manufacturers of elastic fabrics in 
1912 the world, whose half century of experience 


1913 creates a product of confidence. 


.1914¢ 


1915 EVERLASTIK, INC. 


»~1916 SALES OFFICE 
1107 BROADWAY 
»1917 NEW YORK, N. Y. 
1918 


1919 
1920 





2 Ng 
—and NOW there is 
available in other arti- 
cles—garters, suspend- 
ers, corsets, and so 
forth, an elastic of 
proven quality for wear. 
IT IS IDENTIFIED by 
the trade-mark 


EVERLASTIK 
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Made in solid 
colors or combi- 
nations, on any 
last and with any 
heel you desire. 


S hakespeare has truly said: 


“The purest treasure mortal times 
afford is spotless reputation” 


No one realizes better than Benjamin Rothman, 
the value of a good reputation. It is this that 
keeps us ever on the alert to improve the quality 
of service, and to give to our customers the best 
that human brains and modern equipment can 
produce. 


Get in touch with us now for an exclusive agency 
in your territory before your competitor contracts 
for this beautiful line. It offers a genuine oppor- 
tunity for merchants with a high grade clientele. 


Mr. Rothman may be seen 
at the Hotel Sherman 


Chicago Representative — Mr. Nat. Wiener 
at Hotel LaSalle 


















BENJAMIN ROTHMAN Ine. 
Desugner$ and Buulders of 


WOMENS HIGH GRADE FOOTWEAR 
43-TO-47 -WEST - 16™- STREET-NEW: YORK 
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The Hallmark NV of Hospitalit; 


A sales manager’s 


advice about hotels 
A RECENT issue of “Sales Management’”’ 


quotes from a bulletin which one sales 
manager distributes to his sales force— 


— reserve your rooms in advance, men- 
tioning the price you want to pay..... do 
not charge on your expense accounts the 
cost of cover charges where hotels have 
orchestras or other entertainment features 
in dining rooms..... sis 


He goes on to say that small matters like these amount 
to thousands of dollars yearly if several salesmen are 
charging them to their accounts. 

In other words, stop at United Hotels! Upon leaving one 
United, you can make reservations at the next—at the 
price you want to pay. 

And despite the fact that you are entertained at meal 
times you will not be taxed with cover charges. 


The Bancroft Worcester, Mass. 
Charles S. Averill, Mer. 
The Ten Eyck Albany, N. Y. 
Harry R. Price, Mer. 
R. J. Delong, Mer. 
Hotel Utica Utica, N. Y. 
Walter Chandler, Jr., Mgr. 
The Onondaga Syracuse, N. Y. 
Proctor C. Welch, Jos. Grogan, Mars. 
The Seneca Rochester, N. Y. 
Lewis N. Wiggins, Mer. 
Hotel Rochester Rochester, N. Y. 
Lewis N. Wiggins, Mer. 
The Robert Treat Newark, N. J. 
Charles A. Carrigan, Mgr. 
The Stacy-Trent Trenton, N. J. 
Charles F. Wicks 
The Penn-Harris Harrisburg, Pa. 
B. F. Welty, Mar. 
The Lawrence Erie, Pa. 
W. A. Cochran, Mgr. 
The Portage Akron, Ohio 
Harry Halfacre, Mer. 
The Durant Flint, Mich. 
Geo. L. Crocker, Mgr. 
The Mount Royal Hotel Montreal, Canada 
Vernon G. Cardy, Mer. 
King Edward Hotel Toronto, Canada 
L. S. Muldoon, Mer. 
Royal Connaught Hamilton, Canada 
A. E. Carter, Mer. 
Prince Edward Hotel Windsor, Canada 
M. R. Gilbert, Mer. 
The Clifton Niagara Falls, Canada 


Open May to September. 
Under Construction 


The Roosevelt New York City, N.Y. 
The Olympic Seattle, Wash. 
The Alexander Hamilton Paterson, N. J. 
The Niagara Niagara Falls, N. Y. 
The Admiral Beatty St. John, N. B., Canada 


UNITED HOTELS COMPANY 


Frank A. Dudley, President 


Th. Hallmark of Hospitality 
Frederick W. Rockwell. ..V-P J. Leslie Kincaid........ V-P 
Horace L. Wiggins...... V-P D. M. Johnson... .Secretary 


Geo. H. O'Neil, Gen. Mgr., Canadian Hotels 


Executive Offices; 25 West 45th Street 
New York, N. Y. 
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At Chicago 





The right “start” 
towards success--- 


is to offer your trade a shoe that gives every advantage a 
shoe should give—foot health and vigor, comfort, and 
smart style. 


And you are doing this when you offer the Arch Preserver 
Shoe—the man’s shoe that has a real “‘chassis,” that makes 
men enjoy walking, that makes feet active and useful. 
This shoe is selling because it is better, exclusive, distinc- 
tive—and it is advertised extensively in the Saturday 
Evening Post. Let us give you more facts about the fran- 
chise in your city. 


E. T. WRIGHT & COMPANY, Inc., Rockland, Mass. 
Makers of ‘‘Just Wright” Men’s Fine Shoes since 1876 


THE 


RCH RRFSETVER 


Both Arch Preserver Shoes and 
“Just ‘Wright’ Shoes may be 
seen at booth 97, Coliseum, and 
room 602, Hotel La Salle, and also 
at our permanent Chicago office, 
1531 Republic Building. 


We want to meet you at the 13th 
Annual Convention of the N. S. 
R. A.! 





“KEEPS THE FOOT WELL” 


This Trade-Mark is found on the 
sole and lining of every genuine 
Arch Preserver Shoe. There are 
seven patents embodied in Arch 
Preserver Shoe construction. These 
are vested solely with E. T. Wright 
Company, Inc., Rockland, 
Massachusetts, for the making of 
men’s and boys’ shoes, and with 
The Selby Shoe Company, Ports- 
mouth, Ohio, for the making of 
women’s and misses’ shoes. 


& 
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REG. U.S. PAT OFF. 


Quality 
kelt Slippers 


Send for Samples and get our 


prices 
before placing orders. 
Style 421—Women’s Felt Hylo. 
Style 603—Men’s Felt Everett. 





Style 1070—Women’s Combina- 
tion Juliet Ribbon and Fur 


Trimmed, 


Style 330—Women’s Felt Ever- 
ett Black Eyed Susan. Also made Style 318—Women’s Felt Moc- 
in Kid Leather. 


casin trimmed with “Saiganse,” 
Salesmen an absolutely} new beautiful 


Walter W. Nichols woven silk trimming in all coiors. 
Arthur L. Kenney 

Chris S. Briel 
George D. Harron 


Boston Office 
139 Lincoln St. 


; : New York Office 
Style 5056—Misses, Children’s 


and Infants Felt Bootee, Wide 151 Marbridge Bldg. 


Style 409—Women’s Indian 
Roller Astrakhan Collar. Broadway and W. 34th St. Moccasin. 


C. A. GROSVENOR SHOE CO. 


Factories at 70 Central Street 


Worcester and 


Oxford, Mass. WORCESTER, MASS. 
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REG. US PAT. OFF. TGP CO. 


Welcomes this Opportunity to 
Greet You and Serve You 


207 West Munroe St. 


AT THE 


Presenting 








is your assurance of 
Perfect Style 
Perfect Fit 

Perfect Service 


Perfect Satisfaction 
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QuEeEN Qua ity Famous Shoes for Women 

Osteo-Tarsat Flexator Unlocked Shank (Patented) Correct Walking Shoes 
Repose Arcu (arch supporting) Styles 

Lirrte QuEEN Styles for Misses and Children 


You are CorDIALLy INVITED to make our Exhibit your 
CONVENTION HEADQUARTERS 


THOMAS G. PLANT COMPANY 


101 Bickford St., BOSTON (20), Massachusetts 


NEW YORK 


125 Duane Street 












VA 
<)} 
XQ) 


N. S. R. A. ConvENTION, Cuicaco, Fepruary 11-14 
COLISEUM SPACES 108-109 


Under the direction of SPECIAL REPRESENTATIVES of the Factory and of 
the Cuicaco BrANcH, the authentic styles for SPRING and SUMMER in 
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LIGHT-ART. 
WELZES 


Trade Mark 
Welt Sturdiness—Turn Lightness 


“FRANCES” 


IN-STOCK 


Terms 


$3.75 | e 5%—15 Days = <i $4,00 


No. 1004—On a remarkable new Low Heel Last. All e No. 1005—An Exceptional Pattern for Style, Fit and 
Patent Leather, 8-8 Leather Heel, Rubber Top-lift. Special Beauty. All Patent Leather,14/8 Spanish Covered Heel. 
3.75 


C-314 to 8; D-3 to 7 me $3. B-4 to 8; C-3}4to 7; D-3 to7.. wee eee eee $4.00 
Values 


Here is a remarkable value in a Light Welt. The pattern is continuing in unabated 
popularity. The price is lower than is usually placed upon a shoe of this character 
when it is made to order in case lots. Merchants are giving it better than their 
usual mark-up, for they find it such a ready seller. 


ROBERTS SHOE COMPANY 


270 BROAD ST. ‘‘Much Better Shoes’’ LYNN, MASS. 


“HOU OOO OOOO 


Goodyear Welt Moccasins 
For Men, Women and Children 
High Grade Moccasins at Popular Prices 
READY TO SHIP 


No. 604 16” No, 600 12” No. 601 9” No. 502 5” No. 504 Oxford 


a 
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The great call of the outdoors has stimulated the demand for moccasin footwear 
way beyond any expectation. Your trade will be looking for this type of foot- 
wear for sport wear and outdoor purposes. 

This line of TRAIL-MOCS will meet every demand for well made, Goodyear 
Welt moccasins that can be repaired at the sole. Send for catalogue and samples 
of this fast growing line. 


Bliss & Richardson Shoe Co., Portland, Maine 
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[LITTLE JOURNEYS TO AND FROM FAMOUS PLACES | 











United States Sub Treasury 
New York 








The Sub- Treasury i in New York is the heart of Wall Street—the imposing home 
of real money. Vim heels lead naturally to financial prosperity, because they are made on 
honor to be sold, by that large portion of the shoe trade which appreciates sound merchandise, 
to the substantial American men and women who buy only goods of hundred-cents-to-the- 
dollar value. Our other well-known heels are Bull Dog and Ever Grip. 


| BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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Fashion Foresight 
Commands Its Own Reward 


The great demand for STARBUK colors is not 
accidental—it is the natural result of sparing no effort 
to sense the trend of color many months in advance. 


Customers of moderate means, who appreciate and 
want the heightof fashion, are always greatly pleased 
at the combination of beauty and correctness at the 
reasonable price that STARBUK affords them 


in footwear. 


The most demanded ST ARBUK colors for spring 


and summer are 


JACK RABBITT 


and 


AIREDALE 


Starbuk is made in white and I1 colors 


TOLMAN, Dow & Co., INC. 
176-180 LINCOLN ST. : BOSTON, MASS. 


Greater New York 


St. Louis, Mo. Cincinnati, Ohio 
T. M. Fitzgerald & Co. Mohr-Holters Sales Co. 
1602_Locust St. 202 E. 7th St. 


General Representatives for Continental Europe 


New Castle Leather Co. 
Headquarters: Paris, France 
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An Advanced 
Patent Leather 


DONKEY COLT has provided the shoe world with 
many advances in the art of patent leather making. 









Our reward consists in a constant advance in its sale. 


DONKEY COLT embodies “everything you can 
ask far in patent leather.” 










Enduring Brilliance 
Unusual Pliability 
Comfort Extraordinary 


Toughness that Withstands 
Shoemaking Strains 


















TOLMAN, Dow & Co., INC. 
176-180 LINCOLN ST. : BOSTON, MASS. 








Rochester, N. Y. Greater New York 
Mr. Charles” L. Kirk New Castle Leather Co. 
22 Andrew St. 100 Gold St. 















St. Louis, Mo. Cincinnati, Ohio 
T. M. Fitzgerald & Co. Mohr-Holters Sales Co. 
1602 Locust St. 202 E. 7th St. 











General Representatives for Continental Europe 


New Castle Leather Co. 
Headquarters: Paris, France 
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Restored Confidence 


N2 one can please everybody all the time, so it is only 
natural that even some of our oldest customers some- 
times try a substitute for Creese & Cook leathers. 


But it is most gratifying to observe that most of these men 
come back to our leathers after experimenting elsewhere. 


Comparison Is Sufficient to 
Restore Their Confidence 


TONY TONY 


(Reg. U.S. Pat. Off.) (Reg. U.S. Pat. Off.) 


BROWN T A N 


— and — 


TONY 


(Reg. U.S. Pat. Off.) 


R E D 


CREESE & COOK COMPANY 


SALESROOMS UE. 
95 SOUTH ST., BOSTON YMC SSN DANVERSPORT, MASS. 


P. A. HENRY & CO. . 2) . SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. S 39 SPRUCE STREET 
Leather Trades Bldg., St. Louis, Mo. a ya NEW YORK CITY 
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A Year Ago He Ordered 320 Pair 
—Last Week He Ordered 3840 Pair 


bed i eT 





mIHAT gives you a brief 
but effective comparison 
of the trade trust in 


RAJAH Soles as it exists today. 


A year ago, the retail shoe mer- 
chant was “feeling his way” with 
his customers in presenting 
RAJAH Soles to them. He 


was cautious, and naturally so. 


Now he knows that his trade 


are “sold” on RAJAH Soles. 


Our present orders show this 


beyond any question of doubt. 


The above circumstance is only 
one of very many, and illustrates 
very nearly the general average 
of increase which we note in our 
own business in comparison to 
that of a year ago. 


Show your customers that you 
stand for the best by insisting on 
RAJAH Soles bearing the 
assurance of the RAJAH trade- 


mark. 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
Founded 1837 


Somvine Fel Solesare  f; 


randed with this mark 


calan Do Not Ju 


by any w of do nol bearil 
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Rajah Soles 
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ST. LOUIS, mo. CINCINNATI, 0. |__j BOSTON, Mass. = 


+ 4 
Arthur S. Patton Co. ‘Selser &BallantyneCo. Wm. C. McDermott [22:: 
- 1602 Locust Street Duttonhofer Bldg. = 145 South Street = 
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NATIONAL SCOPE 


PRRANcO Satins and Brocades have 


the admitted merit of unusual beauty 
and finish in the shoe industry, for 
which they are especially woven. 


FABRIC SERVICE 








They are at once available in all the 
shoe producing centres of the coun- 
try through the complete stocks car-- 
ried at all times by our branch offices. 


Visit our exhibit at the Chicago 
Convention, Booth Number 9. 


M. J. FRANK & CO. Inc. 


118 WEST 39TH STREET 
NEW YORK CITY 


FRANKO-SATINS-BROCADES- Always 
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BEAUTY OF 
(CEDAR CLIFF SATINS 
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Lustrous (edar (iff Satins 
Woven Before Your Eyes 
At (hcago! 


In Booths NOS. 307-308-309. 


The beauty of Cedar Cliff Shoe Satins is as much in the making as 
in its final appearance. That those who are interested in putting the 
most practical satin into the footwear they make or the footwear they 
sell may know Cedar Cliff from “start to finish,” we plan to weave 
Cedar Cliff fabrics in our Booths Nos. 307, 308, 309 in the Coliseum at 
the Chicago Convention. 

A loom will be in full operation—turning out Cedar Cliff Satin 
during each day of the Exposition. It is a mighty interesting and in- 
structive operation and we cordially invite you to come and let us 
explain it to you. 

Having seen it, you will also understand one of the reasons why 
“the lustre lasts.” 


Ye CEDAR CLIFF 
SILIL COMPANY 


251-255 FOURTH AWE. 
NEW YORJI& 


CEDARCLIFF 


PURE DYE 


SHOE SATINS 





Feb 


nol 
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Specialists in Special Measurement Footwear 


TURNOVER 


“My stock of W. B. Coon shoes has not run below $300.00 or 
exceeded $600.00 at any one time, an average of $450.00 for the 


year. 


‘This is not so bad when I look back and consider that I started 
with one pair in 1919. 


“I wish to say that in my ten years experience | have never 
tried to sell a shoe which sells as easy as W. B. Coon shoes 
Just take pains to see that the first pair is fitted properly, and 
the customers are sure to come back, generally bringing some 
one else with them.” 


From a dealer in a town of 9,000, whose weekly orders, 


during 1923, totaled $2,700.00. 





A little figuring will show that he turned his $450.00 stock 
of W. B. Coon shoes SIX times, and that with a 50 per cent 
mark-up his “Coon” shoes brought in $4,050.00. 


This dealer would not have secured this turnover if he had 
spread his purchases of women’s conservative and semi- 
dress welts among a number of houses. 


By concentrating upon the W. B. Coon Co. line, he had at 
his command a wide variety, in every size and width known 
to shoedom, and at no time was he “‘stuck” for an unusual 
size or width. 


. Rochester, N. Y. 


Chicago Office: 506 Security Bldg., 189 West Madison St. 
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Another Example of Service! 


With the addition of fine boys’ shoes to the famous 
DR. POSNER line, a wider avenue for your juvenile 
business has been opened. Boys today want more 
than knock-about shoes and so do their parents. 
Strictly from your standpoint as makers of profit, 
DR. POSNER’S SCIENTIFIC SHOES give all to 
be desired. 


Investigate the DR. POSNER Sales plan 
TODAY—NOW! 


Just a post card—one cent will bring you imformation worth dollars 


WRITE TO 


DR. A. POSNER SHOES, Ine. 


142 West Broadway New York 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





en |) 





Ree, et ey ee, By oe 





February 2, 1924 BOOT AND SHOE RECORDER 








Introducing— 


Dr. Posner’s Shoes jor Boys 











After many months of prep- safe buying numbers, read- 
aration, we—and our cus- ily salable with good profit 
tomers—are convinced that margins. They come in 
DR. POSNER’S boys’ shoes sporty and dressy models in 

> highest grade leathers. Here 


For a. — Young Ladies __| ‘= just one convincer from 


and now— BOYS 


grPo peda mrs The boys’ line comprises 


and oxfords are real winners. 















































A shoe any boy would be 
proud lo wear— 


Liltle gents’ and youths’ 
Brooklyn Welt in Tan 
Russia Calf, Imported 
Black Velour Calf and 
Patent Leather with Black 
Velour top with Rubber 
Heel. 





























WRITE TO 


DR. A. POSNER SHOES, Ine. 


142 West Broadway New York 
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WoMEN’S NovELTY TURNS | 


i 
} 
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Bradley Built | 
Means Properly Built 












































“GLORIA” LH «pEBE” 
























































Buyers seeking sellers will do well to consider our line. We have 
the reputation of making shoes for quick turnovers. The two 
numbers shown above promise good business to purchasers. You 
can appreciate the value of shoes which reveal such attractive 
features as distinguish these. 


The above numbers carried in stock by 
Rogers Brothers Shoe Co. 
59 Lincoln Street, Boston 


BRADLEY SHOE COMPANY 


Booth 80 HAVERHILL, MASS. Room 712 


Chicago Hotel LaSalle 
Coliseum HOM Chicago 
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GET THIS, BUYERS! 


GOODRICH TURN STYLES 
SHOWN AT CHICAGO 


REVEAL EXTRAORDINARY 
SALES POSSIBILITIES 


At BOOTH NO. ® 
NEW ENGLAND DIVISION 


We Show the Newest Novelties in Goodrich Turns. 


Goodrich is a name which stands for The Best in Style 
and Workmanship. 


T he Merchant who carries Goodrich Turns is assured 
of a T rade Building Line. 


Buy Goodrich Turns and be in possession of- widely 
known and promptly recognized values. 


HAZEN B. GOODRICH & CO. 


Factories at HAVERHILL, MASS. 


BOSTON OFFICE, 183 ESSEX ST. a9 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





























BOOT AND SHOE RECORDER February 2, 1924 








pS SONI 
ant 1D a8 4 























No. 579 Tony Rei Calf. 


G F P. & V. 104 Tan Calf, 
No. 515 sy a 44) = No. Broadcast (143) Last, 
Brass Eyelets, Rubber Heels. B, C. . Goodyear Rubber Heels, B, C, D 
D, 5% to Il. 5% to Il. 


$4.60 | $4.95 




















No. 82 Sunset 


Tan Calf 


34 os > e a " y, No. 837 Biack Velvet Calf, 236 Last, 








Creased Vamp, Goodyear 
Rubber Heels. B, C, D, 3 to 7. 


OVER 100 POPULAR MEN’S AND WOMEN’S NUMBERS—ASK FOR CATALOG 


‘2 2 ot yor i 
oa 44-+*rGs> 


THE ONLY ANSWER 
THAT COUNTS 


HOES that have stood the test of time; quality that is never upset by 
trying to meet a cheap price; service that is suited to present problems: 
—there you have a safe guide in picking the house from whom to buy. 








In spite of all the promised wonders you may be offered nothing is so 
assuring as the actual facts of results. On the opposite page we refer 
to but a few outstanding features which have kept this organization 
out in front. Not bait prices but value is the keynote of its success. 


See us at the COLISEUM, BOOTH 96 


Diamond HhoeC: 


196 Church Street - . « New York 


Two Factories: Brockton, Mass. 
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No 510 Sunset Tan Calf, Pall 
No. 474 Sunset Tau Cult. Ss Eyelets, Rubber Neb. Bc > 
No. 464 Black Velvet Calf, WOMEN 53% to 10. 
. i 


ing(114) Last, 
Goodyear Rubber Heels. 
B,C, D,5% toll. , 


$5.25 $4.55 








No. 964 fictri 
Calf. 
No. 974 Black Catt 


$3.90 Betis Heo 8“ 


ADVANCE SPRING STYLES NOW ON HAND—SAMPLES PREPAID 


— For twelve years we have been busy during every working week. 
— Even now while times are not easy we are working to capacity. 

— $500,000 worth of stock shoes are always on the floor. 

— Every popular style is ready for day-to-day delivery. 


— 10,000 satisfied customers make money and worry less as a result. 


Can’t you see in these facts a reason for success, a proof of value that 
should make you get closer to us? Start through our stock service, 
which will give you the most healthy backing this year, and every 
year. 





See us at the LA SALLE HOTEL 


196 Church Street - - - New York 


Two Factories: Brockton, Mass. 
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STITCHDOWNS 


“Smcoth Inside as a Miller’s Wing.” 


‘The Cleanest, Prettiest 
Stitchdowns I Ever Saw” 


So stated one of our customers in a recent letter. He 
went on to say that we have brought shoes of this type out 
of the price class, into the “Quality Group” of footwear. 


If you will examine one of these different stitchdowns you 
will find no tacks nor staples used in their construction— 
a shoe that is resolable, as is a welt—a solid leather slip- 
sole, instead of paper or nothing—and materials of the 
BEST—selected for their “wearability.” 


The Sandal—IN STOCK 
g00- 2-454 $1. 

-5 -8 

Sim shed tek < 502 . 3% il 
Ch j —s 2 


310- ig- 8 


521 5 -8 

Patent S88 8-11 
523—11%4- 2...... 
815— 2% 


5 
8%-11 


NNE Ee NN ve 
Sazs RBBs ae 


1 
7 
8 
2 
XS 


r —— 


Terms 3% 10 days 
| 


The Mary Jane—IN STOCK 


Patent | 33 2 41, *. = 
Leather ; 34 8 ‘, 
Only } 35 814 | ee 85 X 


Creased Vamp Oxford 
IN STOCK 


Patent Leather 2%-7.. 1 45 
Tan Elk—2%-7......... 2.25 


Our new catalogis yours | 
fc or the asking | 


There’s an opening for a GOOD 
Salesman or t-vo in No. and So, Caro- 


lina and Virginia. 


MILLER SHOE COMPANY 
SALEM, MASS. 
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Fashtoned 
Footwear 


for your better trade 


A smart new cut-out pattern for 
early Spring. Shown in Mandalay 
Ooze with camel kid trimming. 
17-8 Spanish heel. 160 last. Also 
obtainable in 13-8 Spanish and 
12-8 Cuban on 150 last. 


Other Combinations Suggested 


Satin with black suede trimming. 
Airedale: Ooze with Putty kid 
trimming. 
Jack Rabbit Ooze with same shade 
trimming. 


NOT CARRIED IN STOCK 
THREE TO FOUR WEEKS’ DELIVER Y 


Samples of this and other models of our 
line submitted on request. Middle West 
please take notice. 


Factory and Salesrooms 
351-353 Jay St. Brooklyn, N. Y. 


B8956959994665Soooo0:52:u023u02:u23u20202020202:bu2:20 09 oG0Go5o0R0GR0RGRG9GR0R0RK5 
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Ideal wet-weather protection for those 
priceless toes! Ann Pennington, Amer- 
ica’s most popular dancer, sets the pace 
in footwear with a new pair of Zippers. 


See us at Booths 19 and 20 
























BOOT AND SHOE RECORDER 


ZIPPERS 


are exclusively Goodrich 


The Zipper has made a tremendous. 


hit! 

Just what people have been waiting 
for — real protection against bad 
weather with an enticing dash of 
style and individuality. The hook- 
less fastener, opening and closing 
with a zip! is something new and 


quickly clinches the sale. 


Dealers report wonderful business 
—everybody wants Zippers. Don’t 
fail to include them in your next 
order for “‘Hi-Press’’ Rubber Foot- 


wear. 


We will be at the Show with some 
new selling ideas of interest to every 
dealer in rubber footwear. See us 
at Booths 19 and 20. 


THE B. F. GOODRICH RUBBER COMPANY 
Akron Boston New York Chicago Minneapolis 
Denver Kansas City Seattle 








Goodrich 


ZIPPER 


BOOT 


363 
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THE “FAIRLEE’’ 


Young men appreciate the outstanding merits of the 
“Fairlee.” It has the vigor of youth, the dignity of 
maturer years, and the comfort needed at all times to — 











commend it to your customer. The in-built quality 
which has distinguished The Edwin Clapp Shoe for 
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=| more than 70 years is there. 
_— EDWIN CLAPP & SON, INC. = 
SS EAST WEYMOUTH, MASS. — 

, Ss We shall exhibit at the = 
—S——_a N. S. R. A. Convention, SSS 
—SSH]Ha “A Chicago, February 11-14, ———— 
SSS=S=b 1924. Booth No. 83. 
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“QUICK TURNOVER’ 


The Tune to Which 
Shoe Profits Are Sung 


Lyons and Hershenson’s McKay Our wholesalers provide 
Shoes do not idle on the shelves. the retailer the promptest 
shipping service. 


Our always lastest styles The whole plan is one of 
and very moderate prices quick action - quick 
keep them moving all the time. turn - quick profit. 


Our McKay Styles for 

Misses and Children 

Are Duplicates of Our 
Styles for Women 










To give the daughter the same style that 
mother wears is a real sales influence 


a” 





If your wholesaler cannot serve you 
we will refer you to one who can 





Wholesalers: Our Mr. Ben Weiner 
will meet you in CHICAGO, Feb. 10-15 


Lyons & Hershenson 
Mfrs. of Mc Kay Shoes for Men, Women and Children 
Factories, Chelsea, Mass. Boston Salesrooms, 207 Essex St. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 














Bill Sullivan 


presents 
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The “BAMBOLINA”’ 


Made in combinations of All Gray Suede and Calf; 
Black Suede Calf; Black Satin and Suede Calf. On 
a French Last, carrying 16-8 Covered, 13-8 Block, 
or 14-8 Junior Louis Heels. Also on a Modified 
Toe Last, with Low and High Heels, Widths A-D. 
Catering to out of New York Trade. 

Delivery after March First 


Using all Carr's Suede Calf. 


The Entire Line Is on Display 
oo. AT We 


Hotel Morrison 


Rooms 1214A--1214B 
during Chicago Show 


The latest up-to-date Novelties in light, airy, 
flexible McKays, which can be retailed at 
$5.00 and $6.00 


We figure no selling commission into our prices; 
buyers get Full Value. 
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Cruise -Sullivan Shoe Co. 
T. J. SULLIVAN SHOE CO. 


Factories at 


LYNN, MASS. 
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Emeril Mien Minette Gd 
ising in the Boot and Shoe Recorder. 
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Easy To Sell 





That’s just what they are! And why not? Does any 
parent buy a shoe with more pleasure than the one 
to be worn when the baby takes its First Step? 


“Tri-To-Walks” bring in Easy profits—are you 
prepared? 


*“Tri-To-Walk’’ Lace Boot 


No. 150 Smoked Sizes 
Elk 1-5 $1.00 
6-8 1.35 


No. 151 Tan 
No. 152 Chocolate 
No. 162 White 


Button Boot 
No. 171 Chocolate Prices 
No. 158 Smoke Elk as 
No. 163 Tan above 
No. 157 White 





“Tri-To-Walk’’ Two-Strap 


No. 159 White 
No. 154 Smoked 
No. 153 Tan 

No. 173 Chocolate 


Sizes 
Elk 1-5 $1.00 - 
6-8 1.35 


Barefoot Sandal 

No. 138 Blue 
Prices 
fm as 


ee eel eliiiiiiieliiiiiiiieliiiiiiiellliiiiiiitt: 


No. 139 Red 

No. 140 White 

No. 141 Chocolate above 
No. 142 Pat. Lea. 


(No \% Sizes) 


iile| 


No materials but the BEST used in these shoes— 
First Quality Elk, Pearl Chrome Soles, Guar- 


anteed not to rip. 


mo 


Send for our catalog of In-Stock Soft Soles—“Tri- 
To-Walks” and Hard Soles. 


now 


Little Witch Shoe Co. 


(With which is d St s Soft Sole Shoe Co.) 





144 Washington St. 
SALEM - - -. MASS. 
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eAndrew Geller-- 


Invites those who already are customers, also 
those who desire to meet a new shoe condition, ‘to 
call at Rooms Number Fourteen Twenty-Four, 
Twenty-Five and Twenty-Six, Sherman Hotel, 
Chicago, during the N: S. R. A. convention. 

During the past year we have opened offices in 
the various style centers of Europe, the function of 
which is to apply foreign innovations in patterns to 
American needs. 

Our foreign purchasing department makes it 
possible to exhibit exclusive designs in fabrics and 
colors in leathers. 





SUMMED UP IN A FEW WORDS 
‘* GELLER SHOES ARE DIFFERENT ” 


Andrew Geller Shoe Mfg. Co., Inc. 
244 Broadway, Brooklyn, N. Y. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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penBE & SONS. 
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Boston’s Job Shoe House 
Novelty Footwear for Men and Women 


Live dealers find our service complete in floor goods and 
factory damaged merchandise. Real Bargains at all 
times. A post-card will bring our “Mail Traveling Shoe 
Salesman,” and put your name on our mailing list. 














No. G175 


California Sandals 


IN 
Jack Rabbit Gray Buck Airedale Racquet Buck 
AND PATENT LEATHER 


No. G175—WOMEN’S Jack Rabbit Gray Buck Sandal, 8-8 Covered Flat Heel. 
Soft Toe, no box. Extra good quality. Single Leather Outersole, Full Leather lined 
Adjustable Strap. Can be worn as pictured or around ankle. C and D widths. 

eS ee Eire tt. Se ae or, Pere $2.75 


No. G180—SAME in Airedale Racquet Buck. C and D widths. Sizes 244-6, 3-7, 
a Pee EP eee en ee ee Pee ma ee $2.75 


| M. FINKOVITCH, Inc. 


‘‘The Distinctive Wholesale Catalogue Shoe House’’ 
138 LINCOLN STREET BOSTON, MASS. 
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‘**Style Creators of Brooklyn’’ 
eAnnouncine— 
Our Spring Display 


of 
Exclusive Footwear Creations 


DURING THE CHICAGO CONVENTION 
February 11th to 14th 


at the 


HOTEL LA SALLE - - Room 1105 
Our Mr. M. A. Gordon in attendance 
Ask to see our latest Parisian model 


“DELY STA” 


and a number of other new designs 
ELBEE SHOE MANUFACTURERS CO. 
241 Varet St., - - Brooklyn, N. Y. 


CHOOT OOOO OOO 


: 
: 
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SHE US IN CHICAGO! 


We shall be at the Great Northern 
Hotel during the National Shoe Retailers 
Convention, to welcome and make the 
stay of our customers and friends as 
pleasant and profitable as posstble. 


The Preston B. Keith Shoe (o. 


Boston Office: 207 ESSEX ST. 
Factory: Brockton, Campello Station, Mass. 


KD 
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BEACON 
SHOE'S 


full line of Men’s and Women’s Beacon 
Shoes will be shown at the Chicago ,Con- 
vention, February 11-14 


Booth 90 and 91 


Every retailer should learn the story about 
Beacon Shoes. It will open up a new,field to 
those who have not yet taken advantage of our 
In-Stock Department Service 





No. R7355 Airdale Nubuck 
Spider One Strap IN STOCK Price $5.00 


F. M. HOYT SHOE COMPANY 


MANCHESTER 4) | NEW HAMPSHIRE 
/BEACON 
Ty 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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See the Most Talked of Line in Haverhill 
While at the Convention---Booth No. 93 








The unusual style and painstaking workmanship 
of Tessier & Bowdoin’s turn footwear has won the 
praise of retailers and wholesalers who appreciate 
pretty shoes made by expert workmen from quality 
materials. 


Tessier & Bowdoin styles are always the very newest 
because of our close connection with some of the 
foremost style men in the country. 


Tessier & Bowdoin shoemaking is of the very best 
because we have a specially trained crew that works 
under the personal direction of our Mr. Bowdoin, 
who is recognized as a real shoemaker. 





Tessier & Bowdoin Quality is the best because we 
use only carefully selected materials that have 
proven satisfactory in service. 


Drop in and See Us at Booth 93 





TESSIER & BOWDOIN 


HAVERHILL, MASS. 
Distributed by 


S. W. FELDSTEIN & CO. 
127 DUANE STREET, N. Y. 
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Drobo ree ere ree borerae 


We shall be at Chicago 
with our 
Exhibit of the very latest Patterns in 
Novelty Turns, light Welts 
and Sport Models 


At the Chicago Convention you can compare—side by side—the 
finest shoes made in America. See us first—or see us last. But at some 
time see us and compare us with the others. 


There is something more than materials and lasts and patterns in the 
making of Harry W. Crooker Inc. Shoes. 


There goes into every pair a merchandising realization of style values, 
put there by an organization nationally famous, as being able to de- 
liver the goods. 





Men Who Build Our Shoes 


Joun P. We cn, Pres. and Supt. 


Epwin REINHART Harry W. Crooker 
Vice-Pres. and Designer Treasurer and Gen. Mgr. 


At your service are the following representatives: 


A. C. Gotpen—New England Norman M. Macponatp—South- 
Roy L. MItter—New York State ern States. 
and Penn. Joun G. Brown—Northwest. 
Epwin Reinnart—New York City, Cuar.tes Coox—Pacific Coast. 
Phil., Wash., Texas and Okla. W. S. Leonarp—China, Fapan and 
Ben B. BrytHe—Middle West. the Philippines. 


PPD ee? PPPPP PPP PDD DPD DD DDDD DD 
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m At Booth Nos. 86 and 87 inahnnnnnnannnamnannaRARnMNMRNRNAMN 


Boston Sample Rooms, 183 Essex Street And at La Salle Hotel 
Rooms 501-502 Rooms 815-816 


Harry W. Crooker, Inc. 
BRIDGEWATER, MASS. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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For Spring ! / 

The advent of Spring, with the Pre-Easter season leading off, brings a demand t / 
for new and dainty styles in dress and footwear. We picture the “Elegante,” 

a new pattern made up of Grey No. 31 Ooze with lizard calf trim, and 14-8 /, 

Spanish Heel to match—a shoe that will instantly appeal to the most exacting. > ~ 

During the National Shoe Convention in Chicago, February 11th to 14th, 

Our Spring Line will be displayed at the 


HOTEL MAJESTIC 


Representative in attendance: 
Mr. Max Wolnicar Mr. Frank Machen 
Mr. John B. Laughlin 


WOLNICAR SHOE CO., Inc. 
2103 Pitkin Avenue $3 Brooklyn, N. Y. 
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When in Chicago--- 
See The “MANDARIN” 


Our Latest Chinese Sandal 


A shoe that not only characterizes the mode of the Far 
East, but has distinct individuality and class. A shoe 
that spells volume sales for the merchant catering to the 
better class of trade. 


| 
| 


| 


Living models will convince you of the attractiveness and 
fitting qualities of this pattern in our sample rooms at the 


HOTEL SHERMAN 


Representatives in attendance 


Mr. S. I. Shane Mr. Archie Stewart, Jr. 
Mr. Junius Sycle 


SAKS SHOE CoO. 


MANUFACTURERS OF 


«Modern FOOTWEAR for Women 


54 CLASSON AVENUE BROOKLYN, N. Y. 
ESTABLISHED 1885 
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NOTE THE HUG 
AT THE HEEL— 
AND THE GRIP 
ON THE FOOT 


REAL HAND TURNS WITH A REPUTA- 

TION — THAT'S THE KIMBALL & 
SHERMAN LINE. AND THIS REPUTATION 
IS GROWING RAPIDLY AMONG LEADING 
MERCHANTS WHO FIND THESE SHOES 
A MAGNET FOR THE BEST TRADE IN 
THEIR COMMUNITIES. 


KIMBALL & SHERMAN CO. - 
HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 


sS 
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BUSINESS— 
INFORMATION 


N. S. R. A. 


CONVENTION— EXPOSITION 
FOOTWEAR STYLE REVUE 


Chicago---Feb. 11, 12, 13, 14, 1924 


Never before have committees been able to get 
the important, vital factors in the industry to- 
gether as for this occasion. 


Never before have exhibitors worked so con- 
scientiously to place before you things that will 
interest you, and help you. 


Never before have shoe retailers and shoe 
manufacturers been able to get together in so 
close a spirit of co-operation. 


Now is the time for every man, every organi- 
zation and every branch of the industry to 
meet, exchange thoughts and get better ac- 
quainted in the interests of more profitable 
shoe retailing. 


Don’t miss the Footwear Style Revue. 100 
Living Models, painstakingly coached and 
dressed for every occasion. 


Take advantage of the reduced railroad fare. 
Make your hotel reservation now. There will 
be ample room for all, but if you want accom- 
modations at some particular hotel don’t wait. ( 








Every Shoe Retailer 
is Welcome 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The ever-changing demands of the trade are met 
by us in an acceptable manner. The anklet effect 
slipper reaches the height of perfection in this 
Lizard trimmed turn with looped back stay and 
adjustable strap.. The instep can now be fitted 
easily. Merely move the button forward or back. 
The cut-outs are always in front. Carries Cuban 
covered celluloid heel. Can be had in plain leathers 
or combinations. 


Witherell &§ Dobbins (ompany 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 


Boston Office, rz0 Lincoln Street 


The W & D Line is featured in the Gaenge 
market by Harper Kirschten Shoe Co. 
In the Boston market by The Hub Shoe Co. 
In the Philadelphia market by the 
Brav Shoe Company 
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EINSTEIN’S 


Permanent Lustre Satins 
The favored fabric — 


Made to uphold the true standard of all EINSTEIN 
Fabrics which have been known for a generation to both 
manufacturer and dealer for their wearing qualities. 





Made under our own supervision, and according to the 


EINSTEIN STANDARD. 


Prepared with care. Made to wear. 


A rich natural lustre that is guaranteed to 
last as long as the satin itself. 
Easily cleaned. 


Our complete line of Satins 
Plain and Fanctes 
and 


Novelties 
Will be displayed during the 


NCS. R.A. Convention 
Feb. 11th to rgth : 
at the 


HOTEL SHERMAN 


J. EINSTEIN, Ine. 


7-11 Spruce Street 
NEW YORK CITY 
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Boston St. Louis Cincinnati Milwaukee 


Montreal Buenos Aires Mexico City 
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j “The Right Shoes on Time’’ 
IN STOCK | IN STOCK 


“‘The Patrician”’ 


No. 6002 
$4.75 


. 6001 Pearl Grey Ooze Calf, 16-8 Full Breasted Spanish Heel. 
0. 6002 Patent Chrome, 16-8 Full Breasted Spanish Heel. 
jo. 6003 Black Ooze Calf, 16-8 Full Breasted Coanish Heel. 
. 6004 as 6001 with 13-8 Full Breasted Baby poe Heel. 
. 6005 as 6002 with 13-8 Full Breated Baby Spanish Heel. 
. 6006 rt with 13-8 Full Breasted Baby Spanish Heel. 


-C-D Widths Sizes 244 to 7 


“Hollywood” “Zoey”? 


No. 903 


No. 900 W *s Patent Chrome, y 
ocaell Heel... — os No. 903 Women’s Patent Chrome, Zev 


Wi ; Grey Buck, 8-8 C “4 $3. 
No. S08 pana'e Geey Ses overed No. 904 Women’s Grey Buck, Zev Sandal 


Heei 
8-8 Cov- 
we. Tae Kaemanion hist, Dem, ” $3.25 No. 905 Women’s Airdale Buck, yey 
. Sandal $3. 





ered Heel. 


“The -—Madylon”’ 


906 Patent, 14-8 Covered Spanish Heel $3.00 

907 Grey Buck with Grey Kid Trimming, 14- 8 Covered Spani nish Heel 3.25 

908 Satin with Suede Trim . 3.00 

909 Patent, 13-8 Covered Cuban Heel .00 

913 Grey Buck with Grey Kid Trimming, 13-8 Covered Cuban Heel 3.25 
Sizes 3to7 C Width. 


Many more exclusive novelties carried in stock. Samples gladly submitted. 


B. FRIEDMAN 


ESTABLISHED 1880 
109 READE STREET NEW YORK CITY 


% 4 a. \ Full eee ren a Pe hw, Py > , 
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Made in all leathers most popular at pres- 
ent. All Jack Rabbit or Airedale Suede and 
all White Kid. 


Gratifying indeed is the cordial reception which”our cus- 
tomers have given the new B. E. Cole line of novelty turns. 
Our efforts to produce a QUALITY line attractively priced 
to the volume buyer have made a most favorable impression 
on the trade. Samples will be shown at Chicago during the 
Convention, at the Morrison Hotel. Salesmen are now in 
their territory, showing both our standard lines and our new 
line. 


B. E. Cole and E. F. Hill will show our com- 
plete line of samples at the Morrison Hotel, 
Chicago. 


B. EK. Cole Co., Inc. 


Haverhill, Mass. Boston 
40-42 Walnut St. 207 Essex St. 
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CLAREMON] 


for 
Turns 


S= them in Chicago during the 
Convention. 


We'll be glad to see you. You'll 
be glad to see them. 


For your convenience displayed 
at four locations. 


The Coliseum, Booth 79 
Hotel Sherman 
Hotel LaSalle and 
Our Chicago Office, 
1316B North American Building, 
36 South State Street. 


Shoes that weld Style and 
Quality 





The CASINO 


Stock Style 99 
Price $5.65 
Terms 2-10. N-30 
Made over a modified 
French toe last and carries a 
17-8 inch light Spanish 
Louis heel. 

Widths AAA to C. 
Sizes to eight 
Ready for the trade 
February 15, 1924 


CLAREMONT SHOE CO., Turns; RICKARD SHOE CO., Welts; 
Haverhill, Massachusetts 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“ZEV SANDALS” 


1924’s Best and Biggest Bet 


Lev/ SANDAL in Geaiy 


* 


= — = 


Wood 
Leather 
and Combination 
heels. 


All Leathers 
Patent ; 
Elk 4 D > All rivets are under the 
Nubuck , : lining. 
Suede Calf | Best grade nickel in 


Fancy Kids : = f <s i rivets, rings and 
— ' oS - buckles 


Designed by and all rights protected by Collins 
& Staples. Made by other factories only under 
special contract with us. 


HEADQUARTERS BOOTH FOR ZEV SANDALS 


No. 139 at Chicago Show. Feb. 11, 12, 13 and 14 our full and attractive line of women’s fancy Turn 
novelties also on display at Hotel Morrison, rooms No. 1532, 1533, 1534 and 1535. The following will 
be in attendance: A. G. Collins, U. L. Staples, Gene Ricker and L. W. Stockbridge. Geo. H. 
Lewis will welcome our Southern friends at room 1436, Hotel Morrison. 


Watch for our personal model “Miss Boston” (Miss Margaret Black, a famous beauty) featuring 
ZEV SANDALS on the runway. 


ZEV SANDALS are carried in stock by Krischer, Rogers & Fischer, 34 N. 4th Street, Philadelphia 


COLLINS & STAPLES :: :: HAVERHILL, MASS. 











I —-— —- ¢ —« 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








February 2, 1924 BOOT AND SHOE RECORDER 385 


A rare tribute 
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“HICKORY” A recommendation like this from a Coach 
of Joe Fogarty’s standing, backed by his 
seat 0 no Sole adoption of the shoe for his team, means 
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the approval of the ssiaitegs everything to the high school coach or player 
best coaches and players. who buys from you. Let him get acquainted 


with the Converse “‘Hickory” this season— 
it’s the coming basketball shoe. 


(onverse Rubber Shoe ©. 


FACTORY AND GENERAL OFFICES, MALDEN, MASS. 


BOSTON BRANCH CHICAGO BRANCH NEW YORK BRANCH PHILADELPHIA OFFICE 
175 Purchase Street 618 W. Jackson Boulevard 142 Duane Street 25 No. Fourth Street 
E. B. Pearson, Manager M. L. Paterson, Selling Agt. C. W. Niles, Selling Agt. C. Koch, Manager 


IF IT ISNT Converse. IT ISNT THE BEST. 
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THE “ZAZA” 


“MILADY’S COMPANION” 


In 





60 .60 


i in Satin Suede 
in PATENT Collar 


No. 140X No. 143X 


A-B-C Widths Sizes 3 to 7 
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IN STOCK RIGHT NOW 


ALSO IN 








GREY OOZE CALF 
AIRDALE OOZE CALF 
JACK RABBIT OOZE CALF 





BAMBOO OOZE CALF 
BLACK OOZE CALF 
IMPERIAL BROWN KID 


IMPERIAL BROWN OOZE Wire Your Orders 


Above Also Carried in 12-8 Cuban Mil. Heel 


“Duane_Shoe @mpany, 


A CORPORATION 


143 Duane Street, New York 


Factory Kansas City Chicago, IIl. Baltimore, Md. 
Haverhill, Mass. 538 Ridge Bldg. 3418 So. State St. 13 W. Redwood St. 
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Diamond Brand (Visible) Fast 
Color Eyelets have celluloid tops 
which always look new and never 
wear brassy. They promote easy 
lacing, retain their original finish 
indefinitely. and actually outwear 
the shoe 


For the discriminating buyer, the shoe 
of quality is instantly identified by the 
Diamond Brand (Visible) Fast Color 
Eyelets—the hall-mark of excellence 
in footwear. 


DIAMOND BRAND CVISIBLE) FAST COLOR EYELETS 





DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS 


ALWAYS LOOK NEW NEVER WEAR BRASSY 


Manufactured under Patents 


LOOK FOR THE DIAMOND 


aed 


TRADE MARK 
Registered in U. S. Patent Office 


None But Tue Genuine Fast Cotor Eyvetets Have Tuts Diamonp Branp 


Supplied with regular Nickeled Barrels or with Special Stainless Barrels in 
lengths, sizes, and finishes as shown herewith. 


me 


COLOR 100 COLOR 625 
O » ar “0 
° Ay 
PLAT Ret eo 
COLOR 200 COLOR 700 COLOR 1400 


_— 0° a - Be. oF 
SPECIAL STAINLESS BARRELS 


COLOR 300 COLOR 800 COLOR 1500 


QOO0OCO aay mmm ill 


CORSE COLOR 400 COLOR 900 COLOR 1600 


© O ovat “© 





STYLE 15 


0 . ° COLOR 500 COLOR 1100 COLOR 1700 


3 FLAT 


~_ 56 2 Oo. we wig. PT ee 


COLOR 600 COLOR 1200 COLOR 2000 











Al Fast pie Eyelet Company 


BOSTON, MASSACHUSETTS 

















February 2, 1924 


BOOT AND SHOE RECORDER 




















BOOT AND SHOE~ 


+ RECORDER 


— onal Shoe; Weck 


ESTABLISHED APRIL I, 1882 


CHICAGO 


Favorable Tone to Buying 


Colonials, Straps and Gores Sell Well—Plans Advancing for 
Big Meeting of Travelers 


volume of business for the week end- 
ing Jan. 26. There has been no change in 
the demands—Colonials, straps and gore 
patterns continue to lead in sales. In many 
stores January clearance sales are still in 
order. 


fi retail shoe stores did a very good 


Plans for Big Meeting of Shoe 
Travelers 


The Chicago Shoe Travelers’ Associa- 
tion met at luncheon at the Palmer House 
Saturday afternoon to discuss the progress 
being made on preparations for their big 
Good Fellowship dinner and entertain- 
ment at the La Salle Hotel, Sunday eve- 
ning, February 10. Announcement was 
made by President Rubel that they had 
been forced to change their reservations 
from the Red Room to the large Ball 
Room at the La Salle. This is due to the 
large number of calls for reservations for 
tables and places that have been coming 
in from all quarters. The following tele- 


gram was received Saturday which is a 
good example of the nature of calls for 
reservations which are flooding the As- 
sociation Headquarters: “Our Mr. Buford 
H. Jones with fifteen live salesmen ex- 
pect to attend the good fellowship dinner 
Sunday, February 10. Can you give us 
a table for sixteen or two tables for eight 
each? Jones has two tickets. Mail us 
fourteen more at once. Best wishes for 
success always. Signed Thomson-Crooker 
Shoe Company, Roxbury, Mass.” 

Such calls for reservations are common 
and it behooves those who expect to at- 
tend to purchase their tickets early, as the 
Ball Room of the La Salle Hotel accommo- 
dates only 700. 


Ruby Buys Evening Slippers 
Alfred J. Ruby shows his confidence in 
the Chicago retail market by purchasing 
2800 pairs of evening slippers for immediate 
delivery. Mr. Ruby, a dealer in high grade 
footwear, says these new patterns are the 
highest priced he has ever bought. 





MILWAUKEE 


Clearance Sales Continuing 


Shoe Stores Eager to Clean Out Slow moving Footwear in 
Order to be Ready for Spring 


Seg merchants continue clearance 
\_Jsales in an effort to clear stock of all 
undesirable and slow merchandise enabling 
them to face the spring retailing season 
with clean stock on their shelves. Efforts 
in this direction have been uniformly suc- 
cessful throughout the city, both in the 
downtown district and in the outlying 
stores. Extreme cold weather has held down 
sa'es to a certain extent and helped them 
to a limited extent. The winter season 
proper has hung on longer than usual be- 


cause of the cold waves that have swept the 
city and state. In turn, shoppers have been 
confined to their homes by the severe be- 
low-zero temperatures that prevailed for 
days at a time. 


Spring Showings Ready 


Many of the Grand Avenue merchants 
are either placing spring showings or are 
planning to arrange such displays within 
the near future. It is felt here, however, 
that promoting spring styles at this time 
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can result in few sales, as the appeal this 
early in the season is almost entirely to the 
“rabid” or advanced style element among 
the buyers. Store managers who regard 
the early placing of spring showings as an 
indication of progressiveness feel that 
being among the first to show the new pat- 
terns gives their establishment a certain 
amount of prestige that is well worth the 
effort to obtain. 


Factory Operations Slowing Down 

A slight decline in the number of men 
employed in shoe factories in Wisconsin 
has been registered during the past few 
weeks—due almost entirely to the inven- 
tory and repair period shutdowns and the 
seasonal adjustment that takes place in 
the industry at this time. 


Founder of Tannery Dies 


Gerhard Conrad, 73, of 5024 Washing- 
ton Street, Milwaukee, pioneer resident of 
the city and founder of Conrad Brothers 
Tannery, died at his home after an illness 
of more than a year. Mr. Conrad was 
born in Germany and came to the United 
States when a child. 


Shoe Merchants Talk Shop 


Shoe merchants of Appleton, Wis., gave 
a dinner at the Conway hotel in that city, 
attended by practically every member of 
the fraternity in the city. The principal 
discussion related to the national con- 
vention in Chicago, February 11, 12, 13, 
14. The dinner was the first given by the 
merchants during the winter and was so 
successful that others will probably be 
held at regular intervals. Wives of the 
merchants will be guests of the shoe men at 
the next gathering. 


Trade Expert Guest 


B. H. Noll, assistant trade commissioner 
of Rio de Janeiro, Brazil, was the guest of 
the Milwaukee Association of Commerce. 
Mr. Noll was accompanied by W. H. Ras- 
tall, chief of the industrial division, bureau 
of foreign and domestic commerce, Wash- 
ington, and F. L. Roberts, district mana- 
ger of the bureau at Chicago. Mr. Noll 
discussed foreign trade problems between 
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this country and Brazil with various Mil- 
waukee exporters. Milwaukee annually 
ships thousands of dollars worth of shoes 
and leather products to South America, 
and shoe manufactures were much in- 
terested in the appearance of Mr. Noll in 
the city. 


Company Changes Name 


An amendment to the articles of in- 
corporation of the Doerman & Herbst 
Shoe Company, of Milwaukee, Wis., filed 
with the secretary of state for Wisconsin 
at Madison, changes the name of that 
company to the Doerman-Leiser Shoe 
Manufacturing Company. 


Ringness in New Location 


The Ringness Shoe Company of Stevens 
Point, Wis., has moved to a new location 
at 417 Main Street in that city. Greatly 
increased floor space and accommodations 
enable the company to do a larger volume 
of business in the new location, according 
to Alex Ringness, manager. 


Copeland-Ryder Co. Grows 


An increase of five per cent in the 
volume of business for 1923 over the pre- 
ceding year was registered by the Copeland 
& Ryder Shoe Co., of Jefferson, Wis., ac- 
cording to reports of officials. The com- 
pany employs 110 persons and has a pay- 
roll of $245,000 annually. Annual business 
of the company amounts to more than a 
half million dollars. Edward Copeland is 
general manager of the company. 


Organization of the Pilot Shoe 
Company 

The Pilot Shoe Co. is the name of a new 
corporation being organized in Wausau, 
Wis., to engage in the boot and shoe man- 
ufacturing business. The capital stock is 
$250,000, consisting of $150,000 common 
stock and $100,000 preferred stock. Stock- 
holders in the Marathon Shoe Co., of 
Wausau will own the common stock and 
part of the preferred, the remainder being 
taken by local and outside capital. 

The Pilot Company will be operated as 
a separate and distinct concern. It is hoped 
to have the new factory ready to com- 
mence regular production by June 1 at 
the latest. The nature of the principal 
product has not been divulged. 

Details concerning the new organiza- 
tion were approved at the annual meeting 
of the stockholders of the Marathon Shoe 
Co., at which all of the directors were re- 
elected. In turn, the directors re-elected 
all officers, who are: president, Charles 
Dodge; vice-president, W. E. Dodge; sec- 
terary and general manager, S. J. Pentler; 
treasurer, C. G. Krueger. Additional di- 
rectors are O. R. Short, Otto Muenchow, 
Dr. L. E. Spencer, C. H. Hooker and H. J. 


Hagge. 
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ST. LOUIS 


January Behind 1923 Opening 


Dull Tone to Shoe Trade Extends into Latter Part of Month— 
Spring Patterns Being Displayed 


HE dullness that has prevailed in the 

retail shoe business during the past 
few weeks continued throughout the week 
ending January 26. Little or no activity 
was reported throughout the down-town 
retail shoe district. From all reports the 
January business will run behind the same 
period of a year ago. One or two reports 
from stores catering to a staple clientele, 
however, reverse the situation and report 
increases over 1923. This is easily ex- 
plained in that the weather has been fav- 
orable for this type of business and rubbers 
in particular have come in for a good share 
of the business. 


New Spring Styles Arrive 


The novelty stores are showing the ad- 
vance spring styles and scarcely a window 
is without a number of strap patterns in 
airedale, and jack rabbit suede. However, 
there has been no demand for this mer- 
chandise up to the present. The cold 
weather has prevented the sale of early 
footwear purchases. 

The unanimous opinion is that with a 
break in the weather and warming up of 
the atmosphere the anticipated business 
will materialize. 

The large tongue Colonial effects have 
all but passed out. For some unknown 
reason their popularity never reached any- 
where near their expected prestige. Prac- 
tically every store played them in a limited 
way and reports during the past week all 
verify the statement that they simply 
“flopped.”’ The exception was heard in one 
of the highest priced stores where they 
went over in a big way and sold for $12.50 


per pair. 
Airedale suede just at present is the best 
color of the shoes being sold. 


Retail Shoemen Meet 


The St. Louis Shoe Retailers’ Associ.- 
tion held regular monthly meeting Wednes- 
day evening, January 23, at the American 
Annex Hotel. President M. M. McCain 
presided and a good attendance was 
present. 

The speakers on the program were J. F. 
Teeple of the Teeple Shoe Company; J. I. 
Schrader, hosiery buyer for the Senac Shoe 
Company; Al. Lutz, manager of the Walk- 
Over Stores, and Harry Meyer of Ditt- 
mann Shoe Company, also secretary and 
treasurer of the Manufacturers’ Associa- 
tion. 

J. F. Teeple discussed the benefits de- 
rived from standardization of shoe manu- 
facturing. 

Mr. Lutz outlined the trend in the style 
field definitely. In the staples there is a 
tendency for slightly broader toes in the 
straight lasts. Also a tip is being demanded 
as well as a soft box. Moderate stitchings 
and conservative perforations will be 
wanted. Tight fitting heels were one of 
the points emphasized. 

Mr. Schrader stated that about 78 per 
cent of the hosiery between now and the 
hot weather would be chiffon. 

A special train will leave St. Louis at 
midnight February 9, for the N.S. R. A. 
convention at Chicago, which will carry 
the St. Louis delegation and their guests. 
Open house will be held at the Jefferson 
Hotel all day Saturday, February 9. 


Frank Rand Is Leader 


Frank Rand, president of International 
Shoe Company, will direct the raising of a 
$500,000 fund for the building of a new 
Maternity Hospital here. 





CINCINNATI 


Good Orders on Hand 


Factories Report Steady Flow of Business with Indications 
Pointing to Busy Period for Some Time 


HOE factories report booking much 

business during the past few weeks. 
Orders from salesmen have been coming 
in nicely and many of the retail merchants 
apparently are eager to get their merchan- 
dise in sufficient time to be prepared with 
the latest creations when the spring season 
gets under way. 

Many of the local plants report suf- 
ficient business to keep them running 
until the middle of March or the first of 
April. The orders received the last two 


weeks have been larger than during any 
previous period in months. 

Preparations have been completed by 
the manufacturers for their exhibits at 
the Chicago convention. Practically every 
factory in Cincinnati will be represented 
there. 


Black Shoe Demand 


“There is a demand for black shoes 
throughout the country,” states Frank 
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X. O’Brien, vic e-president of the United 
States Shoe Co mpany. “This demand is 
most noticeable in the cities. It is due in 
large measure to the fact that women are 
wearing colored hosie ry which affords a 
pleasing contrast to black footwear. 
Blacks in sandal effects and in cut-out 
effects are exceedingly p opular.” 


Lape is New President 


Herbert N. Lape, vice-president of The 
Julian-Kokenge Company, will be elected 
president of the Cincinnati Shoe and 
Leather Club on Feb. 20. 

Two tickets were put into the field. On 
the blue ticket George A. Springmeier 
was nominated for vice-president, while 
William H. Taylor was the nominee for 
the two-year term as a member of the 
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board of governors. E. F. Perry and J. F. 
Jonas were the nominees for the one- 
year term on the board of governors. On 
the red ticket Will J. Graf was the can- 
didate for vice-president with C. P. Mor- 
ton running for the two-year term as 
governor and David A. Wolf and George 
H. Mugavin for the one-year term. E. E. 
Furstenau was nominated on both tickets 
for secretary-treasurer. 


New Wolf Factory 


The Sam B. Wolf Shoe Company has 
completed arrangements for a branch 
factory at Seymour, Indiana. The new 
plant will have a capacity of 900 pairs 
daily and will be devoted to the manu- 
facture of medium grade welts. The ca- 
pacity of the factory will eventually be 
increased to 1200 pairs daily. 





CLEVELAND 


A Thorough Analysis of Conditions 


Banking Company Issues Report Stating Recent Develop- 
ments Point to Year of Steadiness in Business 


HE Guardian Savings & Trust Co., 

of this city, in the most thorough 
analysis of business conditions that has 
yet appeared in this city, has given a re- 
assuring note to shoe merchants and busi- 
ness men generally by stating that de- 
velopments during the latter part of 1923 
pointed toward steadiness and stability. 

The banking situation is favorable and 
the purchasing power of the people re- 
mains high. Among industrial workers un- 
employment is reported as not over three 
or four per cent, while wages remain high. 
Buying by farmers has held up during the 
fall and winter as is evidenced by mail 
order sales which showed large increases 
for the last three months, with totals for 
the year 27 per cent above 1922. 

The bank says that the market belongs 
to the buyer rather than the seller and 
that this will continue. Competition is 
keener and is to increase. 


New Shoe Department 


The Davidson Clothing Co., at Broad- 
way Avenue and E. 55th Street, in this 
city, has decided to add a men’s shoe de- 
partment and the stock is being installed. 
Mr. Davidson will have charge of the new 
department, as he has had experience in 
other stores in this field. 





January Sales are Good 


The general sales of shoes during the 
first three weeks of January are running 
in excess of the record of a year ago. Low 
shoes continue to be sold, with cut-outs 
making a strong bid for favor at this sea- 
son of the year. This helps increase the 
demand for overshoes. 


Colonials are being shown and sales are 
moderate as a rule. In some of the stores, 
which cater especially to people who take 
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an active part in social circles, the sale of 
Colonials is running considerably above 
the average volume. There black satins 
and patent leather predominate in sales, 
while the airedale shade is next in favor. 


Inventories Are Lower 


A canvass of the down town shoe stores 
disclosed that inventories will run from 
10 to 20 per cent below the number of 
pairs that were carried last year. This is 
so in spite of the fact that the merchants 
have been troubled by unseasonable 
weather. 

There have been stretches of cold and 
rain and sleet of sufficient duration, how- 
ever, to make up for losses in trade during 
warm weather. 

January has been an excellent rubber 
month; one of the best in years. 


Store at Mansfield 


Siff & Mason of Akron, Ohio, are open- 
ing a large shoe store at Mansfield, Ohio, 
at 97 North Main Street. The opening of 
this store makes the third to be operated 
by this new firm. The Akron store is at 
48 S. Howard Street and the third estab- 
lishment is situated in Massilon. 

Mr. Mason formerly was the shoe buyer 
for the Noble Shoe Co., at Akron, Ohio 





SALT LAKE CITY 


First Month’s Business Good 


Black Loses Some of Its Prestige—But is Still Selling Well, 
Rubbers Move Slowly 


HOE merchants in most cases are find- 

ing business spotty just now. How- 
ever, on the whole, the total volume for 
January is at least as good as it was a year 
ago. One well known merchant reported 
he expected to make a gain of more than 
20 per cent in January. 

No one is buying heavily these days. 
Several said they were waiting to see what 
styles were shown at the N.S. R. A. con- 
vention before placing any more orders of 
importance. It looks as if Salt Lake City 
will be well represented at the big gather- 
ing this year. 


Black Sales Fall off 


Although black satin slippers are still 
selling well, the demand for blacks is not 
so great as it was some weeks ago. Oxfords, 
both browns and blacks, are selling well. 
Colored suedes are selling. 


New Shoes Appear 
Walker Bros. Dry Goods Co. is showing 
some new shoes this week. One is an em- 
broidered black satin slipper with one- 
strap and French heels. Another is a gray 
suede two-strap cut-out with overlaid 


fancy kid pattern. Both shoes are finding 
favor with the good dressers. The retail 
price of these shoes is $15.00. This well 
known women’s shoe department is also 
featuring some smart patent leather shoes, 
two-strap cut-outs with high heels. They 
are selling at $10.50 and $12.50. 


Rubbers Move Slowly 


This has been a poor season for rubbers. 
The snow came later than usual and when 
it did come was dry and crisp instead of 
sloppy, as it was the previous year, with 
the result that many people do not wear 
rubbers at all this winter, except when 
snow falls. 


Tatham New Manager 

Salt Lake City shoe circles have lost 
one popular figure during the past ten 
days and gained another. We refer to thf 
removal of Michael Kalsman, in charge o- 
the local branch of the Florsheim com 
pany to Los Angeles, and the coming of 
his successor D. H. Tatham, Jr., for 14 
years with the Florsheim store of Portlaad, 
Oregon. Mr. Tatham is a native of Salt 
Lake City. 
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Retail Notes 


The Vincent-Romney Shoe Co. is closing 
out its men’s lines. 

The Auerbach Shoe Department of the 
Auerbach store has added 15 chairs to the 
department to take care of the increased 
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business. Manager Jack Conrad said he 
was highly pleased with the way business 
is coming along. 

Miss Amy Kemp of the Hunter-Thomp- 
son Shoe Co.’s hosiery department reports 
business good. Chiffon hosiery is selling 
well. ' 





LOS ANGELES 


Black Satins Most Popular 


Brown Suedes and Colored Suedes Also Selling Well— 
Favorable Response to Clearance Sales 


GOOD response to clearance sales 
A in the shoe stores here is reported 
from many sources. Black satins are still 
first in favor with brown satins and colored 
suedes next. Square toed slippers are mak- 
ing their appearance in more of the win- 
dow displays and seem to be gaining some- 
what in popularity. 
Fitzpatric’s January sale has been quite 
successful and many high grade models 
were offered at attractive prices. 


New Store Opens ‘; 
Bullock’s Lannark Shoe Shop opened 


recently with 12 distinct styles in oxfords 
and strap pumps in black kid, black suede, 
brown suede, beige suede, and gray suede, 
with four different lasts. Intensive special- 
ization in walking shoes is the sole purpose 
of this new shop. 


An Unusual Shoe 


An unusual shoe consists in the heel 
which is made of three stems of steel held 
together at their base by a thick round 
piece of leather. A fourth steel stem joins 
the heel to the sole. Thisis togive the effect 
of walking on the toes. 





LOUISVILLE 


Good Outlook for Spring 


Most of the Shoe Stores Report Satisfactory Buying at Sales— 
Merchants Going to Chicago Convention 


LEAN-UP and clearance sales are 
going along quite well with the shoe 
merchants, who report that response has 
been quite good to offerings, and that busi- 
ness as a whole, is as good as can be ex- 
pected between seasons. General business 
in all lines is reported as fair. 
Many shoe merchants are planning to 
go to the Chicago convention and from 
there a few will go East. 


Good Outlook for Spring 


Spring outlook as a whole is pronounced 
favorable, general conditions warranting 
the belief that spring business will be just 
as good, if not better, than that of last 
year. Shoe merchants have little to worry 
over in connection with cleaning up stocks 
now in hand. There wasn’t much high shoe 
stock bought this past season. 


Checking Up on ’Phone 


H. R. Childers, manager of the Rodes 
Rapier Company shoe department, has 
been using the telephone to some extent in 
following up old customers’ cards, and 
advising them of good bargains in stock in 
their respective sizes. In some cases he got 
immediate orders to deliver. 





Personal Notes 


J. C. Fedler, Jr., manager of the Boston 
Shoe Company's main store, of the house 
of J. C. Fedler & Sons Co., left for New 
York, on January 11, and plans to spend a 
couple of weeks in the shoe markets. 

B. D. Kelly has been stationed in Louis- 
ville, with headquarters in the Crutcher & 
Starks building, representing the house of 
Roberts, Johnson & Rand Shoe Co., St. 
Louis, and is doing some active work on 
Star Brand shoes. 

J. C. Hero, who recently announced 
that he would move from 128 to 232 South 
Fourth Street, is busy in remodeling the 
new store, installing good windows, etc., 
and will probably be able to occupy it 
about the first of the month. 


L. H. Boynton, manager for the Louis- 
ville store of the Travers Company, Cin- 
cinnati, reports that it was the present 
plan of the company to withdraw from 
Louisville between March 1 and 15. 

Harry Schutz, manager of the Walk- 
Over Boot Shop, is spending a few days at 
West Baden Springs, Ind., during the 
present dull period. 

W. H. Berry, manager of the Louisville 
branch of the Emerson Shoe Company, 
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reported that business with the store was 
excellent during the first of the year, but 
was a little quiet now. 


Portland, Oregon, Notes 


ANUARY clearance sales brought 
varying results to retail shoe mer- 
chants. The department stores launched 
their sales the day after Christmas and all 
report excellent returns, with stocks well 
cleaned out and staples moving well. 
Specialty shops did not advertise their 
sales until after New Year and most of 
them found sales profitable for only a 
brief period of two or three days. How- 
ever, staples were very active during De- 
cember and the cold snap, bringing snow 
in early January cleared out heavy stocks 
of galoshes which had been carried over. 
The general activity during the month 
and the favorable weather conditions have 
combined to offset the effects of an ex- 
tremely slow season and have left shoe 
stocks in a normal condition for most mer- 
chants. 

Present weather conditions indicate an 
early spring season and the prosperous 
condition of the state and city give a basis 
for expecting a good year in the shoe 
business. 


Adams Store Opens 


John W. Adams opened a new shoe shop 
at 143 Sixth Street, near Alder, to be 
known as the Adams Shoe Company. 
Mr. Adams has purchased the stock of 
the Specialty Shoe Store, formerly lo- 
cated on Morrison Street near Fifth. He 
has increased the stock of women’s shoes 
and has ordered a stock of men’s foot- 
wear which will be added in an exclusive 
department te be opened on the mezza- 
nine floor. 


+ — 
Colonials Winning Favor 


Colonials are slowly but consistently 
winning favor with Portland women and 
are expected by many merchants to 
gradually take the place now held by strap 
patterns. Gores are moving well. Heavy 
oxfords have had a good season during the 
rainy weather. 





Strap Patterns Sell Well 

Indianapolis, January 28—George G. 
Marott, proprietor of the Marott Shoe 
Shop and Arthur Brown, manager of the 
store, will leave Indianapolis, about 
February 1 for Florida, where they will 
take a brief rest after the strenuous holi- 
day and January clearance-sale activity. 
Straps and oxfords in blacks and the vari- 
ous shades of brown have been in big de- 
mand in the women’s department at 
Marott’s. Some attractive footwear has 
been offered in the men’s department, the 
sale price being $5.75. 
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A Scotch grain, French” toe oxford in a medium tone 
of tan, fine custom lines. Edmonds Shoe Company, 
Milwaukee, Wisconsin. 


When a Young Man’s Fancy Turns to 


Oxfords in Spring Time 


Se Seat ae Se eo Sie ante 4 ron 
in a smart ozford for by 
¢ Pratt Co., Milwaukee, Wisconsin. 







Spring Style 


oung men. M. eals 











Hosiery Firm Establishes 


West Coast Branch 
In keeping with their policy of carrying 
stocks of full-fashioned silk hosiery within 
a few hours of their customers’ store, J. R. 
Beaton Company, Inc., distributors of 
Hosiery “‘As You Like It” have opened a 
San Francisco branch at 133 Kearny 
Street. This branch is under the manage- 
ment of Stanley M. Knight, who has been 
in charge of the company’s Chicago branch 
since its opening. Mr. Knight will con- 
tinue to have general supervision of the 
Chicago branch as well as of the San 
Francisco. The J. R. Beaton Company 
now has complete stocks in Chicago, 
Boston, Atlanta and San Francisco as well 

as in the New York Headquarters. 


More Thread in Shoes 


Novelty style shoes take more thread, 
and lighter thread too. Thread firms report 
large increases in sales of threads of the 
better grades, suitable for making light 
and dainty shoes. 

Shoes are more finely stitched. For in- 
stance, flexible McKays are commonly 
stitched with No. 5 or No. 6 thread. No. 7, 
No. 8 and even No. 10 threads were for- 
merly used. More stitches are put into 
each inch, even seven or eight to the inch. 
The more stitches, of course, the more 
thread is used, and the stronger the seam. 

Threads may seem a trifling detail. But 
ignore them, and see what happens. 

Lynn, Mass., brags about its stitching, 
ind justly so. 


Adds Shoe Department 


Greenboro, N. C., Jan. 2#—The Meyers 
ompany on March 1 will take over the 
shoe department which has been leased for 
several years to W. H. Douglas. C. P. 
Kirkman will be manager. When the new 








six-story building of the company is com- 
pleted at Elm and Sycamore streets, the 
shoe department will be on the second 
floor. 





Inspiration for Next Winter 


Lynn, Mass.—Elmer E. Sanborn, maker 
of patterns, seeking an inspiration style 
for next winter, got a boot from his col- 
lections the other day. He says it is as 
beautiful a boot, in design and shoe- 
making, as ever he has seen. A brief des- 
cription of it may interest style men. 

It is of fine black kid leather, inlaid with 
gold kid. The top of the boot is adorned 
with five leaves, like elm leaves, whose 
points rise above the boot top in a row like 
points on a king’s crown. The leaves have 


serrated, or saw tooth edges. Each leaf is 
cut out, in a delicate design and is inlaid 
with gold kid. 

Mr. Sanborn says it is impracticable to 
copy the pattern for boots for next winter. 
But that leaf pattern might be adapted to 
shoes of today. Incidentally, this boot 
made in 1876, shows that novelty styles 
are not new. 


Shu-Mat Store Opens 


Charleston, W. Va., January 29—The 
Shu-Mat is the name of a new store which 
opened at 716 Virginia Street recently. 
Max Mamet, formerly of Columbus, O., 
who has been buyer of the men’s depart- 
ment at Schwabe & May, this city, and 
Richard I. Schumann are the owners. 








Garland Roarke, display manager of Jarett Dry Goods Company, Corsican, Texas, introduced a 


‘all atmosphere to his window disp! 


, Jeaturi. 
with Rawr 


new fall patterns by decorating the background 


lored leares 
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It pays to buy the best shoe satin 


In the Boston sales office of a prominent shoe manufacturer a piece of Skinner's Shoe 
Satin hangs on the wall. It helps sell his satin shoes. : 


“We tried buying other satins to save money,” the manager said, “but it doesn’t pay.” 


“There is a striking difference in shoe satins. All I would need to do to prove it would be 
to compare a few that are offered me with that piece on the wall. There is all the difference, 
we find, in the smoothness and lustre of Skinner's Shoe Satin.” 


He might have added, there is all the difference in the wearing quality of Skinner’s Shoe 
Satin. It is made extra strong for use in shoes, and is one of the factors that have made 
satin shoes practicable. 


« « 
WILLIAM SKINNER & SONS 
New York Chicago Boston Philadelphia —— 


Mills, Holyoke, Mass. Established 1848 
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All manufacturers who use Skinner's 
Shoe Satin will find, as the firm referred to has, 
that the prestige of the name will help sell their 
goods. 


Shoe merchants also will find women have 
more confidence in the wearing quality of 
footwear made of Skinner's Shoe Satin. 


36 inches wide and supplied in four difter- 
ent qualities to meet all the requirements of 
the trade. 


e : ‘Look for the Name 
Sh OC Sa C1 Nn in the Selvage”’ 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Facts for Eight Million 
Farmers 


Selling to the farmer means talking cold facts. 
He is practical—he wants to know the truth 
about merchandise before he buys. 

“U. S.” Rubber Footwear is being advertised 
now in thirty-one farm papers covering every 
state in the country. These papers reach more 
than eight million subscribers with the most~™ 
extensive rubber footwear campaign ever con- 
ducted. 

The story of “U. S.”” Rubber Footwear is told 
simply and forcefully, presenting plainly the 
actual facts. It is creating in the mind of the 
farmer a strong desire for “‘U. S.”’ goods. 

Dealers who carry “U. S.”’ Rubber Footwear 
are getting real profits from this campaign. 


United States Rubber Company 

















=-— = ot & sn - = -& 


~m & « 


—_ 


oa a wn | 


aeaseuugsuese 


2s 


= §@=€=63[6Sia£, ~ ewan | 

















[vbruary 2, 1924 


BOOT AND SHOE RECORDER 


397 


Initialing Arctics Produced Big Business For 
Rochester Merchant 


PEED in capitalizing a good idea or 

style is the secret of many aretail shoe 

merchant’s success. And so it was 
with George H. Wirth Co., of Boston, in 
the case of initialing gaiters immediately 
the plan was presented. George H. Wirth, 
as he is a good merchandiser, had confi- 
dence enough in his own judgment to in- 
troduce to his trade a “‘stunt’’ that looked 
to him like a money maker. As early as 
last September, he was selling and taking 
orders for initialed gaiters; and all through 
the following months, initialed gaiters 
have sold at his store in increasing num- 
bers. 

James F. Olmsted: § Go. “Cash In” 


The fame of this pioneer in gaiter ini- 
tialing quickly traveled far and wide and 
a little later, James F. Olmsted & Co., of 
Rochester, N. Y., lessees of McCurdy and 
Company’s Inc. shoe department wrote 
to Mr. Wirth to know the details of the 
plan. Mr. Wirth gladly gave same; he ad- 
vised James F. Olmsted & Co. to go 
ahead with the idea and said that he 
would like to hear from them after the 
plan had been put into operation. 


Correspondence and Comments 


The correspondence which follows gives 
these results, and is publisbed with the 
consent of both the Geo. H. Wirth Com- 
pany and James F. Olmsted & Co. In 
commenting on same Mr. Wirth said—“I 
think that these folks even outdid me in 
the matter.” In granting permission to 
print this correspondence, James F. Olm- 
sted & Co. wrote: 

“If the enclosed letter copy is the 
one you have reference to, go ahead 
and shoot. We heard Mr. Wirth was 
initialing arctics in some way. We 
dug up the expert in Rochester who 
owns the only machine in town, and 
it really was one of the biggest things 
we ever put across. Initialing arctics 
without charge brought new cus- 
tomers into our department by the 
hundreds. We have already sold 
several hundred cases of arctics in our 
small department, and they are still 
going good regardless of the fact that 
we have had no snow. The initialing 
without charge did the business.” 
Under date of December 27; the James 

'. Olmsted & Co. wrote to George Wirth 
Co., as follows: 

“Some time ago I advised you that I 
would let you know how our embroidering 
of arctics came out. I want to say to you 
that it went big. We have sold more arctics 


-- 


By HELEN M. HANEY 


than all the dealers in town put together. 
Although we have had practically no snow 
as yet, on account of the embroidering 
feature customers anticipated their wants. 
We worked it out this way: 

“We found a machine in town that is 
used for embroidering tablecloths, nap- 
kins, etc., as used in restaurants and on 





EXCLUSIVE: 


Identified Arctics 


Eliounate Possibility of Loss 





_ quality four-buckle arctics in all 
sizes for women and misses now in 
réadiness at 4.50. 

Children’s five and six buckle arctics 
priced 4.25 and 4.50. 

Monogrammed initials as illustrated or full 
name embroidered without charge on.all arctics 
purchased at this. store. 


MCCURDY AND CO., INC 


Shoes of Tomorrow, Shown Today 


The ad on the 21,000 circulars sent oul with 
dad is of ia A, q 








pullman cars. There is one only machine 
of this nature in Rochester and it belongs 
to the Ideal Towel Supply Company. 
They agreed to do this work on arctics 
for no one but the James F. Olmsted Com- 
pany, charging us 10c per pair for the 
initialed monogram or the full name. We 
sent out, with our statements, 21,000 cir- 
culars such as we are enclosing, on De- 
cember 1, and the returns were big. 

“We want to thank you for passing the 
idea along to us, and we are going to keep 
you in mind when anything new goes good 
in our department. We have only a small 
department, as you know, but we sell the 
best of Brooklyn made footwear, playing 
the novelty game very strongly. It is no 


trouble for us right now to get from $18.50 
to $22.50 per pair for style shoes exclusive 
to our department.” 


Edward I. Aldrich is Dead 


Edward I. Aldrich, director and vice- 
chairman of the Board of Directors of the 
Hood Rubber Company died suddenly on 
January 23, at his home in Brookline, Mass. 

Mr. Aldrich was born in Upton, Mass., 
in 1851 and was the son of Sylvanus B. 
and Lucy J. (Stoddard) Aldrich. He was 
educated in the public schools and at Wil- 
braham Academy and upon leaving school 
entered business. 

He was originally in the leather shoe 
business but in 1888 went with the Boston 
Rubber Company. When the Hood Rub- 
ber Company was formed in 1896, he went 
with that company in charge of sales and 
in later years was in charge of credits. He 
became a director in 1914 and was also 
vice-president for some time. He was a 
Director of the Hood Rubber Products 
Company. , 

Mr. Aldrich is survived by his wife, 
Mary P. Aldrich, two daughters, Mrs. 
Joseph A. Prentiss of Brookline and Mrs. 
Arthur F. Jones of Boston, and by. a son, 
Richard S. Aldrich, who is a junior at 
Harvard. 





Shoe and Leather Class in 
Session 


Boston, January 28—The yearly term 
of the Boston Shoe and Leather Contin- 
uation Class will open February 4. It is 
the 13th year that the course has been 
held. The New England Shoe and Leather 
Association promotes the class. James W. 
Dyson, an authority on leather and foot- 
wear business, will have charge of the 
class. The course is free. 

The sessions will be held at the rooms 
of the New England Shoe and Leather 
Association, 166 Essex Street on Monday 
and Friday afternoons, 3:30 to 5 o’clock. 
The course includes the fundamentals of 
tanning, shoe manufacturing, shoe and 
leather distribution, last making, pro- 
duction of findings, etc. 





New Store Opens 


Indianapolis, January 29—An attract- 
tive new retail shoe store, known as the 
Penn-Wash Bootery, has been openéd in a 
downstairs storeroom at 4.North.Pennsyl- 
vania street, and will be devoted exclusively 
to women’s footwear. 
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“Sterling SELLS SHOES” 





— —————— 3 a 
THE FAMOUS: KARL JOHANN GADE OF CHRISTIANA NORWAY [Lame 





IS YOUR STORE ON “STYLE AVENUE”? 


Every city and town in America has one~ made by mer- 
ol stp lace |e ie) qu cemr-lelecerjey-1¢-mdal-meu-1t16Me) MQ -me(-00t-1t(¢ Me ALA 
shoe merchant can be on Style Avenue by featuring footwear 
of Sterling Patent, the leather of enduring beauty and service. 


Sterling@olt Sterling Hid 


Sterling 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
grade Wis giao @etso ses OnbTs $0.60 @80.55 

Calf, suede, top grade..............+-- $0.32 . s Y ; . 
Gal cuss ations. tap arels........ 28 @ .30 1.40 @ 1.50 45 ‘50 35 @ .45 
Calf, smooth, black, top grade.......... .26 .28 1.30 1.40 43 45 40 40 
Side ae ag colors, top grade.......... 74 = = — = 4 4 = 
Side ther, black, Bi scesscocce ° . A ‘ . . « . 
ey de ag cove sacacae saat poses 4 = | = “ = = y* 4 

— tere canectpnpey ~_e 2 65 @ .70 24 26 28 @ .32 
Elk, for sport shoes. ............+..+++- .30 42 
Kid, colors, best famcy................- 35 40 1.40 1.65 80 90% 85 i 
Kid, colors, top grade.............+++. -28 -30 1.35 1.60 .70 80 -70 80 
Kid, black, top grade...............++. -28 .30 1.35 1.50 .60 -70 65 715 
Kid, medium, colors... ...........++++ -20 -24 -70 1.10 35 55 35 60 
Kid, medium, black...............-++- 18 .22 .60 1.00 .30 50 35 50 
Ph CG istcasicecvveasssevceseosses .06 12 .20 .36 om 18 es -20 
Chrome, patent sides and kip........... .25 .30 85 1.05 45 50 40 45 
PURGES Bic ccccccccccccscceccscesece 40 ee 1.40 1.60 -70 80 65 -75 

Sole a (Price Per Pound) 
Green hide sole (sides)...............-- $0.32 $0.56 @$0.58 $0.34 as $9.26 i 
Mc n665.005'040sboreu0scernceveses - « é ae 46 -50 A2 43 
Bets EGE DEER c pccccaccgscoctcovess .38 39 -92 95 55 58 35 45 
No. 1 oak bends, shoe mfrs.’ use........ 6 47 98 « 1.05 60 65 40 55 
No. 1 oak bends, finders’ use........... “ 48 1.15 1.25 .70 80 -60 .70 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 

Native steers, as used in sole leather, Sept. 1, 1922 Today 

harness, Ct. ..... 6.6 eee cece eeeee os e%.t57e $0.52 @$0.55 ‘ .20% 14 
Heavy Texas steers, for sole leather... .. aa ee 50 ‘as 18% 12 
Light native —, for a u leather .. 17 a 62 a 19 ll 
Branded cows, for light sole leather... . . ¢ 17 - 5 - .16 
No. : buffs for heavy ui and side lea 15 45 50 $0.13% 13% 08 08 4% 
No. 1 Chicago City for fine calf 

BERGER. .cccccccccconccecscccecces 17% .80 1.02% 15 21% 12 18% 
Kips for upper leather...............++ 16% 65 -20 ll 16 
B. A. hides 4-4 ns CEs co ccccsvesce 42 26 1634 17% 16 














Steady Progress In Leather Market Trade 


proved conditions in the leather 

trade. Although large transactions 
are not reported, there is generally more 
interest and confidence is more apparent 
among tanners. The stronger prices pre- 
vailing in the hide and skin markets pre- 
clude the idea of lower values, and the fact 
that tanners are not disposed to sell leather 
which does not admit of profit lends se- 
curity to the situation, which is healthy 
for shoe manufacturers and retail mer- 
chants, as well as for tanners. Stability 
and fundamentally sound conditions are 
the best indications of future business. 
There has been much sampling of leather 
to secure proper cutting figures and in 
some cases large orders have resulted for 
the next few months. The buying for the 
most part is now to cover immediate 
needs, and until the season is in full swing 
large individual purchases are not likely. 


Sole Leather Firmer 

It is the opinion of the leather trade that 
sole leather tanners have passed the stage 
of producing and selling any more leather 
at less than cost. There have already been 
too great losses in this end of the tanning 
trade and merchandising hereafter will, it 
is said, be conducted on a more scientific 
selling basis. Already there is a stronger 
market tendency and an advance of a few 
cents per pound prevails over the last of 
the year. 


Peet = is steady toward im- 


Sole cutters are doing a considerably 
larger business on union sole and as their 
stocks were small at the first of the year 
there were no sizable accumulations on 
hand. 

The new business of the past few 
weeks is taking supplies about as fast as 
produced. Packer steer backs, tannery run, 
are bringing 43c per pound for heavy; 
medium 4lc. Packer union cow backs are 
quoted at 38c to 40c for medium; light 
35c to 36c. The oak sole market is show- 
ing more activity. Oak backs range from 
30c to 46c per pound depending on weight 
and grade. Finders’ bends bring from 70c 
to 75c and manufacturers’ bends anywhere 
from 36c to 55c. 


Better Inquiry for Calf Leathers 
More interest is being shown in the 
upper leather market. A good deal of the 
business is of a sampling nature, but there 
is also a considerable amount of individual 
sales to take care of present needs of 
novelty manufacturers for Easter and early 
spring business. The variety of leather and 
colors being used represent a wider range 
than ever before in view of the purpose to 
make suitable footwear for the proper 
occasion. The sandal business is making 
considerable demand on attractive leathers 
in various colors and finishes. The fancy 
finishes of calf and kid will be in strong 

demand through the coming season. 
In calf leather prices are firm and a 


good demand is developing. The top selec- 
tions are quoted at 45c per foot; 40c for 
medium and 30c to 35c for third selections. 
There is a fair demand for lower grade calf 
at 25c and under. Indications are for a 
good business in suede leathers with the 
top selections quoted at 55c to 65c per 
foot. Colored buck is quoted at 38c to 45c. 


Side Upper Leathers 


Tanners of side upper leathers report a 
better business and a greater activity is 
indicated for the next few months. Prices 
cover a wide range depending on the type 
of leather wanted. The top selections of 
colored chrome leather are quoted from 
26c to 30c. Lower grades from 20c to 24c. 
Good business is expected on buck leathers. 
with quotations ranging from 32c to 33c 
up to 40c to 45c per foot according to tan- 
nage and selection. Boarded side leathers. 
for heavy shoes are in fair demand with 
prices ranging from 24c to 30c per foot. 

Glazed Kid~ 

Tanners of glazed kid are operating their 
plants at larger capacity and there has 
been a better demand the past week for the 
top selections of colors. There is no ma- 
terial change in quotations, the best tan- 
nages in colors being quoted at 65c to 80c 
per foot, with very choice kid quoted still 
higher. Medium selections range from 40c 
to 55c and cheaper leather lower according 
to quality of leather wanted. 
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Like Marguertte— 


Vou wilt be amazed © 


Just as Marguerite, in the opera, Faust, stood in awe-struck amazement at the jewel casket’s 
contents, so will you be entranced at the diversity in design and materials of the smart new 
patterns offered for your approval. You know our class of workmanship. 


See our Display at the Coliseum, BOOTH 44, N. S. R. A. Convention 
in Chicago, February IIth-l4th, and at the Hotel Sherman 


Mr. J. Abowitz Mr. J. H. Wildman 


will be in attendance 


“Lax tAbowitz 


MANUFACTURERS OF 


LADIES’ HIGH GRADE TURN FOOTWEAR 


FACTORY AND SHOWROOM 
17 SMITH STREET, BROOKLYN, N. Y. 


“Footwear of Distinction’ 


> 


February 2, 1924 
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This Department is conducted by Helen M. Haney, Associate Editor 


Interchangeable Mileage Order of I. C. C. Set Aside 


Supreme Court’s Opinion Does Not Interfere with Commission’s Authority to Order 
_ Mileage Tickets After Hearings—Philadelphia Boys Active at 
Pennsylvania Retail Shoe Merchants’ Convention 


Court the interchangeable mileage 

book order of the _ Interstate 
Commerce Commission has been set aside. 
The decision as rendered by Mr. Justice 
Holmes affirms the action of the lower 
courts which annulled the order of the 
I. C. C. 

The highest tribunal ruled that the 
order of the I. C. C. could not be put into 
effect as it was issued without proper 
hearings. The Court upheld the con- 
tention of the railroads that the Com- 
mission's decision was influenced by what 
they thought was the will of Congress. It is 
pointed out that this opinion of the 
Supreme Court does not interfere with 
the authority of the Commission to order 
mileage tickets after proper hearings. 


Railroads Claim Discrimination 


In their statement of facts, the carriers 
declared that the amendment was passed 


i | NDER the decision of the Supreme 





(Photo by Waid) 
; H. F. CUNNINGHAM 
Third Vice-President of the Philadelphia Shoe 
Travelers’ a, who represenis Cou 
ros. 


by Congress, at the behest of the “Or- 
ganized Commercial Travellers,” repre- 
senting a large number of business houses 
whose organization in numbers and in- 
fluence the Commission appeared to think 
was strong enough to obtain such dis- 
crimination in their favor. 

The attorneys for the railroads further 
stated that “such persons are not needy or 
engaged in charitable or educational pur- 
suits or constitute any special class of 
traffic.” In their arguments the railroads 
expressed the opinion that the Commis- 
sion wrongly construed the amendment 
either as requiring reduction or as be- 
traying an unexpressed intention of Con- 
gress that the rate be reduced. The rail- 
roads contend that the ‘“Commission’s 
brief admits that the Commission under- 
stood that Congress wanted a lower rate.” 
According to the railroads, “Congress 
knew that the just and reasonable rate was 
confirmed at 3.6, while the debates were 
going on.” 

In their arguments, the carriers say 
that the commutation rates already es- 
tablished are a class apart. They told the 
court that “Congress did not intend such 
discrimination and if it had prescribed re- 
ductions it would not have authorized the 
Commission to make the” ticket trans- 
ferable.” 

The Gist of Railroads’ Brie” 

The railroads’ brief covered” approxi- 
mately 200 printed pages. Briefly, they in- 
sisted that “‘the I. C. C. order is void be- 
cause supported by no substantial evi- 
dence and because arbitrary, and beyond 
the Commission’s authority; the order is 
void because it disregarded and violated 
Section 15-a; the order is an arbitrary and 
unreasonable discrimination between 
scrip-coupon passengers and regular-fare 
passengers, beyond the power of the Com- 
mission, and lacking due process of law; 
the statute is unconstitutional because 
it delegates legislative power to the Com- 
mission without fixing any standard to 
guide its action.” 


Quaker City Travelers Co-operate 

The Philadelphia Shoe Travelers took 
a prominent part in making the tenth 
Annual Convention of the Pennsylvania 
Shoe Retailers’ Association a pronounced 
success. The Quaker City boys certainly 
know how to “put things over.” From 
President Paul Lippincott, Jr., down to 
the 19th man who represented their con- 
cerns in a special section of Lu Lu Temple, 
known as “Philadelphia Shoe Travelers’ 
Association Section’”’ everyone was on the 
alert every minute to give 100 per cent 
service. Real co-operators, they. 

One of the graceful acknowledgments 
of the work of the travelers was at the 
banquet tendered by the Women’s Enter- 
tainment Committee to visiting shoe wom- 
en and wives of shoemen at Green Hill 
Farm, when the chairman, Mrs. Dillman, 
presented the wife of Frank L. Fitzpatrick 
with a Colonial Doll Electric Lamp in 
token of her husband’s and her efficient 





(Photo by Waid) 
FRANK'L. FITZPATRICK 
Philadelphia ae for Poole g John- 
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No. 821—Black Satin One Strap, Perforated 
Collar Cut-outs, Soutache Braid Trimmed 
Quarter, Imitation Turn, 9-8 Military Heel. B 
to D Widths. Code “Mae” ..............$3.1 
143 Last 
March 1 Delivery 


No. 244—Jack Rabbit Gray Buck Vamp Cut- 
Out Sandal, Imitation Turn, 9-8 Military Heel. 
C Width. Code “Jackie” $3.60 
143 Last 
March 1 Delivery 


No. 825—Black Satin Suede Trimmed Vamp 
Cut-out Sandal, Imitation Turn, 9-8 Military 
Heel. C Width. Code “Shirley” $3.25 
143 Last 
March 1 Delivery 


Invest with 
Hannahsons! 


Buy with protection—sell with se- 
curity and larger profits through the 
agency of Hannahsons Style Selection 
Bureau. 


Before any of our customers are 
allowed to order a Hannahsons model, 
it has been picked to pieces, analyzed 
and passed by a group of disinterested 
and distinguished expert stylists. 


We are taking the “guess” out and 
putting more “style” in—our custom- 
ers will reap the benefit without any 
increase in our well-known fair prices. 


Isn’t this the manufacturing policy 
which every live but conservative mer- 
chant has been looking for? 


HANNAHSONS SHOE CO. 
HAVERHILL, MASS. 


N. S. R. A. CONVENTION 


BOOTH 77 


RHILL. MASS. 


FANNAHSONS 
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FRED W. SHINDLE 


Formerly = A.S. Kreider Co., in New Jersey 

territory, has been transferred to Western New 

York State, where he is continuing to build upa 

big volume of business on Kreider “ Knickers”’ 
and Pollyannas 





work in assisting the women’s committee. 

The names of the Philadelphia travel- 
ers who represented their association and 
their firms at the Pennsylvania Shoe 
Retailers’ Association Convention were: 
President Paul S. Lippincott, Jr., with 
Dixon-Bartlett Co., Third vice-president, 
H. F. Cunningham and H. Taylor with 
DeCou Bros., National vice-president, 
James L. Scanlon with Lunn & Sweet 
Co., I. F. Oberfield and C. Oberfield with 
F. M. Hoyt Shoe Co., L. B. Wood with 
E. F. Wylie Shoe Co., William F. Schoell, 
Secretary-Treasurer of the Philadelphia 
Shoe Travelers’ Association with Sher- 
wood Shoe Co., L. L. Enow with Lazarus 
Fried & Sons, Inc., Frank L. Fitzpatrick 
with Poole & Johnston, F. Ludwig with 
Cohen-Adler Co., J. C. Trainer with 
Commonwealth Shoe and Leather Co., 
B. B. Davis with E. P. Reed Co.,W. Sam- 
uels with Bond Shoe Co., R. A. Halpern 
with Bleecker Shoe Co., William Campbell 
with Fox Bros., S. Sanders with Stahler- 
Bauer Co., H. L. Githens and E. S. Bearce 
with M. N. Arnold Shoe Co., W. Living- 
ston with Goding Shoe Co. 


Scholl Back on Job Again 


George F. Scholl, who travels for the 
Brockton Co-operative Shoe Company, 
has been ill with a severe cold at his home 
in Columbus. Following his recovery he 
resumed work in his territory. Mr. Scholl 
is secretary of the Ohio Shoe Travelers’ 
Association. 


What has become of the old-fashioned 
boy who used to be pleased so much when 
Daddy bought him a pair of copper-toed 
boots? 
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T. M. STICKLEY 


Of Boston who covers New England terri 
exclusive o; a Maine and Connecticut, for W. 
llis Company of Haverhiil. 





“Tom” Stickley with W. E. 
Ellis Co. 


Thomas Stickley, known to all the boys 
who make up the membership of the Bos- 
ton Retail Shoe Salesmen’s Association, as 
a real hustler, a graduate of the Boston Re- 
tail Shoemen’s Institute, and associated 
with high-grade retail shoe store selling for 
the past twelve years, has become a 
traveling man. The firm which he will rep 
resent is The W. E. Ellis Company of 
Haverhill, Mass., and he will carry this 
company’s line of findings including the 
company’s new “Staso” suede stick in 
New England territory, Maine and 
Connecticut not included. Mr. Stickley 
was associated with Thayer McNeil Com- 
pany for six and a half years, and more re- 
cently with the T. E. Moseley Company. 

“Tom” Stickley is a young man, who 
has made good use of his “leisure” mom- 
ents, to study and improve his knowledge 
of shoe store merchandising. Through his 
experience over the fitting stool, he has 
gained some splendid ideas in regard to 
shoe polishes and laces and has very 
definite plans for “getting more findings 
sold right.” His motto has ever been 
“Help Along the Other Fellow’’ and so 
with this motto and a comprehensive idea 
of how merchants can make more money 
out of their findings departments, he has 
already started forth on his road career. 


Kaltenbrun with C. A. Eaton 


J. J. Kaltenbrun, traveling for the 
Charles A. Eaton Company in Ohio and 
Indiana, will close a very successful season 
this week with a visit to the big trade in a 
few of the important cities. 


JAMES Y. PLAYER, JR. 


Who will this season cover big city trade in Ten- 

nessee, Alabama, Mississippi, Louisiana, 

Tezas, Oklahoma and Arkansas for Morphy, 
Levy, Crossman Co. 





Player with Morphy, Levy, 
Crossman Co. 


James Y. Player, Jr., whose*home is in 
San Antonio, Texas, will this season cover 
the big city trade in Tennessee, Alabama, 
Mississippi, Louisiana, Texas, Oklahoma 
and Arkansas for Morphy, Levy, Cross- 
man Company. 

Mr. Player has a reputation throughout 
the entire South as a very high-grade 
salesman, and it is believed that his new 
connection will be mutually profitable to 
himself and his trade. 

He will be at Room 1337, Morrison 
Hotel. during the Chicago Convention 
ready to welcome both old and new 
friends. 


George C. Chase Dead 


George C. Chase, prominently known in 
the shoe trade because of his long career 
as a traveling shoe salesman, died at Hart- 
ford, Conn., January 18. He was 67 years 
of age and for five years has been residing 
at Hartford. Burial was in Mt. Hope ceme- 
tery, near Boston, onTuesday, January 22. 

Prior to his retirement, Mr. Chase was 
with Richards & Brennan, shoe manu- 
facturers of Randolph, Mass., and before 
joining that concern traveled for Hilliard & 
Taber, manufacturers of Lynn, Mass., at 
that time. 

Mr. Chase was very active in associa- 
tions which promoted the social and busi- 
ness welfare of shoe salesmen, being 
president at one time of both the Boston 
Shoe Travelers’ Association and the 
Southern Shoe Salesmen’s Association. 
He won his way into the hearts of all 
those in the shoe trade with whom he 
came in contact because of his sterling 
characteristics. 
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A GOOD TEAM TO TIE TO 


ARNOLDGLOVE-GRIP STYLE—ARNOLD GLOVE-GRIP COMFORT 


IN-STOCK MODELS, MADE TO ORDER PATTERNS, AND 
SPORT STYLES, TO BE EXHIBITED AT CHICAGO, 
FEBRUARY 11-14, BOOTH 82, COLISEUM, 
HOTEL LA SALLE, ROOM 714-720. 


No matter what your customer, wants in fine shoes, Arnold Glove-Grip shoes provide it. If he wants 
comfort above all things, he can get it. If his interest is centered in fine leathers, substantial'soles and 
quality workmanship “Glove-Grip” shoes will satisfy. Where foot troubles need relief “Glove-Grip” 

Any dealer can minimize his investment and secure maximum trade selling the 


shoes provide it. 

“Glove-Grip”’ line. 
Rapid retailing styles for men and women. carried in 
stock, for immediate deliveries. Send for Spring and 
Summer 1924 stock style book, or call at our booth for a 
copy when at the Chicago Show. 


M. N. ARNOLD SHOE COMPANY 


FACTOR Y—NORTH ABINGTON, MASS. 


BOSTON OFFICE NEW YORK OFFICE 
127 Duane Street 


10 High Street 





J { normal 
Narrow Shank—Upper Footosiot oO 
foot. Glove Grip Inner- 
— oe eee sole conforms to shape 
— of foot. Upper leather is 
drawn under arch and 


| supports the foot. AN IN-STOCK STYLE 


Model-S711. The Trim—Arch. Arnold Glove-Grip two strap. ;Patent Colt. Per- 
forated Imitation Tip. Combination Last. a. ‘eeneneee 4 to 10; AAAA/AA, 


AAA/A and AA/B 3 to 10; A/C and B/D 2% tol 


AR — Be 


GLOVE-GRIP ) aD 


Veater Influence is secured thru advertising in the Boot and Shoe Recordev. 
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“GENE” RICKER 
Who covers Eastern States and some Southern 
trade for George B. Leavitt Co. and Collins § 
Staples Co. 





Ricker and Haseltine Make 
Good Team 


Gene Ricker covers eastern States 
among the large city trade for George B. 
Leavitt Company and also for Collins & 
Staples Company, both of Haverhill. 
“Gene,” as he is familiarly known, has a 
wide acquaintance among the wholesale 
and department store trade buyers and 
with the two lines which he carries is well 
equipped to fill all needs in women’s 
novelty footwear. He will, in addition to 
the Eastern States, cover some Southern 
trade for the George B. Leavitt Company 
and Collins & Staples 
Rosecrans Murphy with Plaut 

Butler 

Rosecrans Murphy, well-known shoe 
traveler for Julian & Kokenge, of Cincin- 
nati, will represent Plaut-Bulter Shoe Co., 
of Cincinnati, beginning this month. He 
will cover his old territory and in addition 
will cover Illinois and Wisconsin. 

During his twenty-five years on the 
road he has built a wide circle of friends. 
He is enthusiastic about his new line be- 
cause it gives hima wide range for selling in 
welts, turns and McKays of the light, airy 
type of women’s footwear so much in de- 
mand. 

Mr. Murphy will retain his head- 
quarters in Chicago in the Republic Build- 
ing where he is always glad to welcome 
visiting merchants. 

Plaut-Butler Company has strength- 
ened its organization by the addition of 
Frank Dopp, who specializes in the fine 
points of McKay manufacture. Mr. Dopp 
has been connected with such well-known 
concerns as Boyd-Welsh, Menihan and 
others. 
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W. Percy Arnold on Pacific 
Coast 


W. Percy Arnold, President and general 
manager of the M. N. Arnold Shoe Com- 
pany of North Abington, Mass., left re- 
cently om an extended business trip, call- 
ing on some of the large dealers on the 
Pacific Coast, selling Arnold Glove Grip 
Shoes. 

He visited Chicago, St. Paul, Spokane, 
Seattle, Portland, San Francisco, Los 
Angeles, San Diego, Denver and Kansas 
City, en route. On the Coast he will spend 
considerable time with the company’s 
Coast representative, W. L. Goodwillie. 

On the return trip, Mr. Arnold will stop 
at Chicago, for the purpose of attending 
the N.S.R.A. Convention. Here he will 
meet many ofthe Arnold Glove Grip 
dealers from various parts of the country, 
also several of the salesmen. 


Arnold Salesmen in Territories 


Before he left the factory, Mr. Arnold 
stated that all of the salesmen were in 
their territories, digging hard for business, 
and the factory had orders enough to keep 
it running steadily throughout the season. 

The Arnold factory has been one of the 
busiest ones in the Old Colony District of 
Massachusetts and has been in steady 
operation, with very little inactivity, for 
several years. 


Otis Brundage’s Mother is 
Dead 


Otis R. Brundage, who has represented 
the Irving Drew Company of Portsmouth, 
Ohio, in the Middle Northwest for the 
past nineteen years, was called from 
Mitchell, South Dakota, to Goshen, 
Indiana, on January 16 by the death of 
his mother. He returned to his territory 
on January 22 direct to South Dakota to 
finish his trip before attending the Chicago 
N.S. R. A. Convention. 

Mr. Brundage also operates a retail 
shoe store in Waterloo, Iowa 


Fla with C. A. Goodnow 


W. P. Ela, who has been associated with 
Batchelder & Lincoln‘and their successors, 
Hamilton-Brown Shoe Company during 
his entire business career, will cover Bos- 
ton, Providence, Fall River and New 
Bedford this season for the C. A. Goodnow 
Shoe Company, 596 Atlantic Avenue, 
Boston. 

Mr. Ela has proved his selling ability by 
his many years of high-class effort and it 
is confidently expected that his addition 
to the C. A. Goodnow sales force will be of 
mutual benefit to this growing concern 
and their customers. 

“‘When you get to the end of your rope, 
tie a knot in it and hang on.’’—Russell, in 
Walk-Over Factory Prints. 


(Photo by Waid) 
SHERMAN H. HASELTINE 


Who represents George B. Leavitt Co. in Central 
Western cities—also some of the Southern cities. 





Sherman Haseltine with Geo. 
B. Leavitt 


Sherman H Haseltine, who has been 
engaged by George B. Leavitt Company to 
represent this house among the wholesale 
and large department store trade in the 
Central Western cities, was formerly con- 
nected with Gregory & Read Company, 
Lynn. He has an extensive acquaintance 
among buyers in the territory which he is 
to cover and is thoroughly well posted on 
the needs of the trade. 

Sherman has a team mate, Gene Ricker, 
who will work with him in covering some 
of the Southern cities for the concern. 


Klein at Keystone 
Convention 


Harry H. Klein likes the Keystone 
State, which begins, he says, like his name, 
with a capital K. Harry covers the Eastern 
section of the Keystone State for the 
Crescent Shoe Company of New York 
City. Mr. Klein was at the Philadelphia 
convention of the Pennsylvania Shoe 
Retailers’ Association Convention on 
January 21-23, at Booth 23. With Mr. 
Klein was Mr. Wilson, who covers {the 
city of Philadelphia and A. W. Copeland, 
a member of the firm. 


C. D. MacLaughlin at Chicago 
February 11-14 


C. D. MacLaughlin of the McLaughlin 
Conway Shoe Company will be in attend- 
ance at the Chicago Style Show of the 
N. S..R. A. Convention and will show his 
lines at the Morrison Hotel, Rooms 1912, 
1914 and 1914A. 





BOOT AND SHOE RECORDER 








Ambitious Young Men 


OF 26 TO 30 
WANTED BY 
Lunn and Sweet, Inc., Auburn, Maine 
Territories in the Middle West and South 


Experience on the road desirable but not necessary. 


Positively necessary, however, to have had either road or 
retail experience with women’s shoes. 


Mr. C. H. Greeley will be at the La Salle Hotel, Chicago, to 
interview applicants in person February 8th, 9th and 10th. 
from 10-12 o’clock A. M.and 2-5 o’clock P.M. 


Booth 303 


N.S. R. A. Convention — Coliseum — Chicago 


— Shoe Bottoms— 


Heels and Soles). -—— Attractive for Sport Shoes. 
Stylish for Dress Shoes. Durable for Work Shoes. 




















YOUR INSPECTION WILL INTEREST YOU, PLEASE YOU, AND 
PROBABLY PROFIT YOU. MADE UP SAMPLES ON DISPLAY. 





N. B—If you are not present and are interested, address your inquiry 
| **Coliseum Exhibit,’’ Box 501, Trenton, N. J. 


is secured thru advertising in the Boot and Shoe Recorder. 
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Chas. Meis Men Meet 


The traveling representatives of the 
Charles Meis Shoe Company were as- 
sembled in Cincinnati recently and the 
meeting ended with a banquet and “‘pow- 
wow’ in the evening at the Business 
Men's Club. 

Nearly a half hundred keen appetites 
did full justice to the full course dinner 
that the Business Men’s Club chef was 
heartily complimented upon. 


Optimistic on 1924 


Undoubtedly the greatest incentive 
that made the evening a complete success 
was the announcement of the company’s 
manufacturing plans and the assurance 
that the season’s style leaders would be on 
the “immediate delivery” list. It was 
notable also that each and every man ex- 
pressed himself enthusiastically and opti- 
mistically regarding the outlook for 1924 
business in his territory. C. L. Gillespie 
from the Detroit battleground mentioned 
the scheduled increased production in the 
Michigan automobile field, Max Rose 
from the Cleveland district, F. E. Gear 
from Toledo and the other Ohio men, 
Frank Olding, Gabe Cohn, George Zum- 
vorde had words of cheer also. 


Roster of Salesmen 


Some of the other speakers and the 
territories they cover are: C. O. Nease, 


Indianapolis; W. L. Koch. Indiana; I. 
Netter, Indiana and Kentucky; Louis 
Stern, Louisville, Kentucky; Fred Griefen- 
hamp, Kentucky; J. Frankel, Tennessee 
and Georgia; E. D. Kohlman, Louisiana 
and Mississippi; Morris Mondshein, Louis- 


iana; Morris Marlow, Alabama; Ben 
Jacobs, Virginia and West Virginia and 
the local men who cover Cincinnati and 
the adjoining territory—J. Ziegler, J. 
Hahn, John Erpenbeck, Charles Jacobs 
and Joe Lucky. 


Popular Executives 


The salesmanager, Sidney Eisman con- 
vincingly pointed out that the Charles 
Meis Shoe Company, its directors, and 
executives are constantly backing the men 
in the field to the limit and has their 
interests at heart at all times. The pur- 
chasing chiefs, August Levy and Charles 
Levy had welcome news for the sales- 
getters. Mr. Mitchell, the credit manager, 
Mr. Brunsman, the Treasurer, Mr. Koen- 
igsman, the advertising manager—all had 
something to add to make the prospects 
for 1924 seem exceptionally bright. 

Said one of the boys: “It was all in all 
one of those rare meetings that is regret- 
fully adjourned, not the usual ‘pep-’em- 
up sort at all. Every man in that assem- 
blage realized the difference, too. We are 
going out to the respective territories 
again soon to work hard for a company 
that deserves the best effort we have to 
gly — 
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Agent May Recover Advances Agreed 
Upon But Unpaid 





(From “Law on Sal. "sc 


OT only is the agent entitled to re- 

tain money advanced to him in ex- 
cess of commissions earned, but, where the 
advances agreed upon have not been paid, 
the agent may compel the employer to 
pay them, even though the earned com- 
missions are less than the advances claimed 
by the agent. 

A decision in support of this proposi- 
tion is Lobsitz vs. Leffer, Thiele & Co., 
140 N. Y. App. Divi. 14. The written con- 
tract here involved provided that Lob- 





(Photo by Waid) 
ABE HERMAN 


Who with J. B. Bubin sells the wholesale trade 
of the country for Rubin Bros. Footwear, 
sland City, N. Y. 





sitz should act as the sales agent of the 
defendant in New York and the New Eng- 
land states. It also provided that Lobsitz 
should receive a salary of $125 per month 
and a commission on goods sold. It was 
further stipulated that the defendant 
should send a check for $50 each week to 
the plaintiff’s wife and should also pay 
the plaintiff’s traveling expenses. 

Under this contract the plaintiff worked 
from December 15, 1905, to September 7, 
1907. The defendant sent the weekly check 
for $50 until June 1, 1907. The plaintiff's 
$125 per month and commissions did not 
amount to $50 per week. Plaintiff sought 


s."" Courtesy of National Shoe Wholesalers’ Association) 


to recover $50 per week from June 1 to 


‘September 7, 1907, while the defendant 


sought to recover back the amount it 
claimed it had over paid on the contract. 

It was held that the plaintiff had the 
right to receive weekly or monthly pay- 
ment during the term of the contract and 
was under no personal obligation to pay 
back any part of it. 


Abe Herman with Rubin 
Bros. Footwear 

Abe Herman, who for many years was 
widely known as a maker of women’s fine 
shoes, with factory in Brooklyn, is now 
with J. B. Rubin selling the output of- 
Rubin Bros. Footwear of Long Island City, 
N. Y. Messrs. Rubin and Herman were in- 
terviewed at the Style Review recently 
held at Convention Hall, Boston, and 
showed the Recorder representative the 
written permission from Collins & Staples, 
granting Rubin Bros. Footwear the sole 
right to make the Zev sandal in a stitch- 
down. Both Mr. Rubin and Mr. Herman 
stated their plant will be equipped by 
February 1 to turn out 18,000 pairs daily 
of popular grade sandals and that orders 
booked up to three weeks ago for 1924 
were close up to half a million dollars. 


Henry Platz Talks Styles 

Henry I. Platz, Sales manager for T. J. 
Kiely & Co., was one of the busiest men 
at the recent Style Review held at Con- 
vention Hall, Boston, when manufactur- 
ers making for the wholesale trade showed 
their new lines for spring to the big visit- 
ing buyers. 

Henry said that he was backing ‘“‘Re- 
becca” for spring—and that his factory 
was working to its capacity on this shoe, 
in all colors and variations of trims; he 
stated that his plant will concentrate on 
this style until after Easter. He has in- 
stalled a dozen sets of patterns and has 
promised the trade that all orders are 
positively going to be shipped on time. 

Henry believes that Jack Rabbit gray 
with calf trimmings to match will be a 
popular seller—also Airedale, with calf 
trimmings to match and patent leather 
with gray, lizard or black kid trimmings. 
The Southern tie in gray with gray kid 
collar and cutouts he believes will also be 
a good number. 
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The Shoe of the Hour 


HEN the eyes of the nation 

are turned toward the great 
Chicago Shoe Convention, Febru- 
ary | 1th to 14th, the captivating 
charm, the diversity in design, and 
the superior craftsmanship of Sig- 
man & Cohen creations will be so 
in evidence as to make each one 


stand out as‘“ The Shoe of the Hour.” 


A wide variety of our latest. models will 
be offered for your] approval at the 


HOTEL LA SALLE 


Suite 1408-09-10 and 1411 
By 


Messrs. Isaac May 
George C. May 
Howard I. May 


SIGMAN & COHEN, Inc. 


Ladies’ Distinctive Footwear 


1089 Flushing Avenue 
Brooklyn, N. Y. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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NEW YORK 


Marked Improvement in Buying 


Although Shoe Sales Continue There is Much Better Response 
to Footwear at Regular Prices 


MPROVEMENT in the retail shoe 
l trade here is becoming more marked 
and the general tone now prevailing in 
retail circles is decidedly more optimistic. 
While clearance sales continue, regular 
merchandise is being purchased more 
freely, especially the advanced spring 
styles that are now on display. 

From the style standpoint, there is no 
well recognized trend in footwear this 
spring. A number of styles are selling 
well, some better than others in par- 
ticular stores, while on other stores still 
other styles are found to be the leaders. 
In general, however, the advanced spring 
buying so far has been largely on suedes 
in both strapped and tongued . models. 
The feeling toward Colonials appears to 
be slightly less strong than it was a month 
or so ago. Already the changes are being 
rung on the Colonial models. One type 
that is interesting carries the pointed 
tongue in an unbroken line fairly well 
up the instep. Three tiny buttons are used 
to close the seam between the vamp and 
the quarter. The shoe is shown in patent 
leather, various shades of suede and in 
black and brown satin. Contrasting piping 
around the top is used to decorate some of 
these shoes. 


Lizard Losing Popularity 


Lizard leather no longer attracts much 
attention. They are being shown in low 
priced shoes now and are no longer fea- 
tured in the high class stores. Real lizard 
still has a following, but this seems to be 
veering toward the real alligator leather. 


Oxfords for Spring? 


Indications that tailored oxfords and 
plain welt strapped shoes may run into 
large volume this spring are found in the 
early demand that is being made on some 
of the Fifth Avenue retail shoe merchants. 
Such shoes to go with the new “‘O’Rossen”’ 
type mannish suits for women are already 
being called for, according to several Fifth 
Avenue retail shoe merchants. It isnot con- 
sidered unlikely that some enterprising 
retail shoe merchant or manufacturer will 
bring out an O’Rossen shoe in the near 
future. 


Grain Shoes for Street Wear 


On the general subject of a shift in 
women’s shoe styles there are some here 
who believe that before the summer is 
over women will be wearing heavy grained 
lesther shoes for street wear. This con- 
tention is based on the fact that in past 





Expect Big White Season 


Indications point to one of the 
largest white seasons the trade has 
ever known. Buying on the part of 
customers who are completing out- 
fits for winter resort wear is strong 
on whites, particularly in kid and 
buck. The outlook for fabric whites 
is not so good, according to several 
merchants here. All white is slightly 
stronger than the white trimmed in 
colors or in lizard or other fancy 
leathers. 











experience women’s styles have followed 
those of the men in fairly regular sequence. 
The vogue for heavy footwear among men 
may soon be reflected in women’s shoes, 
these style forecasters believe. 


Selling Kid Boots 


Another angle that is receiving more 
attention, is the plain kid or calfskin 
boot, the old line staple that is con- 
sidered a dead number. Such stores here 
as Cowards are doing a large business on 
such boots. In fact Coward’s store sold 
over 500 pairs of these boots in one day 
recently. Executives of the Coward firm 
assert that the absence of staple boots in 
the stocks of many shoe stores is driving 
customers to the Coward and other shops 
that do handle them. This checks up with 
the experience of manufacturers’ repre- 
sentatives here who declare that they have 
a few customers who constantly send in 
repeat orders for women’s boots. 


Hecht Company Moves 


The Hecht Fixture Company an- 
nounces that it is now located in new 
quarters at 16 W. 31st Street, between 
Broadway and Fifth Avenue. 

The new location gives the concern 
much greater space and places it in a 
position to handle the business in a much 
more satisfactory way. 


Tailored Vogue Gains 


The tailored vogue continues to gain 
strength with a consequent growth in 
demand for plain tailored oxfords or plain 
one-strap welted shoes. According to 
some style experts in the shoe trade here, 
it is likely that plain models in suedes will 
be worn with the tailored suits, as well. 











Where to Buy 


Women’s Shoes 








Cokord & Walker, Inc. 
Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 








FASHION FOOTWEAR 


Women’s a See 

models f. tracting most 
taveraile attention. an and 
pumps Fay t-te thers. 








J. W. BARNARD & SON 
Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 

COMFORT 
SHOE 
For Ladies 
IN STOCK 



















Where to Buy 


Ballet Slippers 














BALLET SLIPPERS 





FERGUSON BROS. 
2121 Washington St. 








BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 











IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 11 
Misses oe 
Sizes 1lito? 
Ladies $1.40 
Sizes 23 to 8 
BLOG SHOE FINDING CO., INC. 
147 Duane St., New York,'N.Y. 





’' BALLET SLIPPERS in Stock 


Black and Pink Satin, Black Kid officially adopted 
as the best made professional toe and ae ere 
America by International Associa asters of 


i 


from 6 smal! 
large in all widths. 
Parmeys Fee 
NEW YORK, 
a. Y. 











Only one exclusive agency in a town 














| Where to Buy 


Men’s Shoes 











Manufecturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 











BOSTONBANS 


Commonweatta Suoe & Learner Co. 


WHITMAN, MASS. 








One Pair 
Sells 
Another 


T. D. Barry Co. 


Brockton, Mass. 














M.A.PACKARDCO., Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON,CO. 


Syracuse, N.Y., U.S.A 
MEN'S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 
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Preparing New Styles for Show 


Manufacturers Planning to Exhibit Wide Range of Pattern- 
in Strapped Designs—Advance Orders Slow 


CTIVITIES in the Brooklyn pro- 
ducing field during the week ending 
Jan. 26 were centered largely on prepara- 
tions for the style show in Chicago. The 
manufacturers are planning to show a 
wide range of new styles at the Chicago 
exhibition. The new styles are being 
closely guarded and no advance informa- 
tion concerning them has been allowed to 
leak out so far. 

From statements of manufacturers, 
however, it is likely that the new models 
will be largely variations of strapped 
models and Colonials. 


Light Business in Advance Orders 


Advance orders coming into the Brook- 
lyn factories so far have been light and 
production has been slowed down con- 
siderably. From the advance orders booked 
so far, suede or 00ze promises to be a lead- 
ing material this spring. 


Some early orders for white shoes als: 
have been booked. These orders cal! 
mainly for kid or buck and have given th: 
Brooklyn manufacturers an optimisti: 
outlook for the white season as a whole. 
It is felt that if the demand centers largel 
on high grade materials in whites this 
year, Brooklyn will get more of the 
white business than it has for some sea- 
sons past. 


Active Shoe Co. Won Firs! 
Prize 

The progressive industrial exposition 
held recently in Rome, Italy, was pat- 
ronized by a number of shoe manufacturers 
from different countries. The Active Shoe 
Manufacturing Co., Inc., of Brooklyn, 
was awarded the first prize, an engraved 
diploma and the cross of honor and a gold 
medal. The members of the firm are all 
natives of Italy. 





LYNN 


Gain in Volume Again 


Women’s Styles Continue to Be of Wide Variety—Strap 
Patterns Most Favorable 


YNN gets another gain in volume of 

business. January orders total up 
larger than manufacturers expected. A 
healthful gain in sales of novelty style shoe 
is evidently under way. 

Styles continue to show abundant 
variety, as previously reported. Most any 
shoe that looks “fit for the occasion as 
well as fit for the foot”’ is salable: 

P Straps are by far the leading pattern. 
Blacks and grays are looked upon as best 
colors for Easter. 

High colors will sell after Easter. 
Another season on rainbow shoes is com- 
ing. White, especially white leather shoes, 
will come after the high colors. 

Buyers vary their selections widely. 


Why More Shoes Will Sel 


That 350,000,000 pairs o ishoes will be 
made and sold this year is the substance of 
a story going the rounds of Lynn. It is 
based, so it is said, on government records. 
That 150,000,000 pairs of women’s shoes 
will be sold is the estimate of Lynners. 
They figure it this way. 

Sales to women have shown a steady 
rate of increase during the past 20 years. 
And there is every reason to believe that 
this rate of increase will continue. 

Approximately one pair in every three 


pairs of shoes were women’s shoes, before 
the war. 

Approximately one pair in every 2.7 
pairs of shoes were women’s shoes, after 
the war. 

Sales of women’s shoes were more than 
100,000,000 pairs during the year after the 
war. That was a gain of 24,000,000 pairs 
for the year before the war. 

For this gain in volume, there is an ex- 
planation, summed up in just one word— 
style. 


The Pace for the Year 


Buyers, placing orders during January, 
showed a strong preference for novelties. 
Shoes, once called staples, moved farther 
back than ever. This preference for 
novelties is significant. 


Blacks and Grays 


“Hosiery styles, those beige and blonde 
stockings especially, are largely responsible 
for the run on black and gray shoes,” says 
a Lynn designer. “The smartly dressed 
young woman insists on shoes that will 
look pretty with her delicately colored 
stocks. And blacks and grays fill the bill. 
They blend with stockings of popular 
hues. 
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‘Besides, to show the stockings to good 
advantage, women insist on lattice and 
slender strap shoes, so that the color of 
the stockings will peep through the open- 
ings, like raysof sunshine gleaming through 
leaves in a forest in summer time.” 


The Wood Heel Subject 


“Look at the wood heel shoes we are 
making these days,” says a Lynner. “They 
tell me that Lynn is making 25,000 pairs 
of wood heel shoes daily, and that the 
total production of wood heel shoes for 
the country is 250,000 pairs daily. 

“Would you believe that ten years or so 
ago there were reformers roaming around 
the country telling people that wood heels 
were wrecking the race? It doesn’t look 
that way today, does it? I believe we are 
just finding out the virtue that there is in 
wood heels.” 


Straps Here to Stay 


| Some Lynn designers are forming the 
opinion that strap styles are here to stay. 
Certainly, they have had a longer run, and 
have shown a greater variety of styles than 
any type of shoes which has hitherto been 
made as a smart style shoe in the Lynn 
trade. 
’ Straps have the merit of fitting com- 
fortably, quickly and prettily. So they 
fill the first three requirements of good 
style shoes. 

Every time it is said: “Straps have 
reached their limit” the designers produce 
something new in straps, and so straps are 


kept flourishing. 


Kiely Has New Pattern 


T. J. Kiely & Co., are now specializing 
in novelty light welts. For many years the 
company made misses’ and children’s 
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welts and will continue to serve some of 
their trade with these products. 

Henry I. Piatz, sales manager and style 
man, Timothy J. Kiely, president, and Ed 
Kiely, superintendent, are much in- 
terested in the reception that a new pat- 
tern, the “Rebecca” is receiving. The 
motif of the design is three links, worked 
up in an attractive lattice design. It is 
adapted to different lasts, including an 
anklette pattern. 


Explain Little Idea of Inside 
Lock Stitching 


Explanation of the inside lock stitching 
process used by the A. E. Little Co., shoe 
manufacturers, was made by representa- 
tives of that concern at a recent meeting 
of the Superintendents’ and ,Foremen’s 
Association. 

Gardner L. Lewis, superintendent of 
the Lynn factories; George A. Peaslee, of 
the Brockton factory and Walter White 
were the demonstrators. J. J. McDavitt, 
of the advertising department of the Little 
Co., traced the growth and development 
of the Sorosis organization from its foun- 
dation upon an idea by Alexander E. 
Little more than 25 years ago. 

Meetings will be held weekly and the 
following calendar has been arranged: 
Feb. 7—Nomination of officers and ad- 
dress by Atty. Harry D. Linscott on “Law 
and Industrial Relations and Injunctions”’ ; 
Feb. 14—motion picture, “The Finishing 
Touch” and lecture by W. E. Kerrish; 
Feb. 21—Lecture and movie show en- 
titled “Maine, the Sportsman’s Para- 
dise’’; Feb. 28—Ladies’ Night, illustrated 
lecture by C. O. Bailey of the Massachu- 
setts State Forestry;March 6—Election 
of officers; March 13—Arthur Anderson 
on “Cost Accounting”; March 20—Regu- 
lar meeting; March 27—Ladies’ Night. 





HAVERHILL 
Manufacturers Planning to Exhibit 


Interest Grows in Approaching Convention of National Shoe 
Retailers’ Association at Chicago, Feb. 11 to 14. 


HE style show to be held in Chicago, 

February 11 to 14 in connection with 
the National Shoe Retailers’ Convention in 
that city is recognized by Haverhill shoe 
manufacturers as an important event. 
Several local houses making women’s foot- 
wear have engaged booths at the Coliseum 
and will exhibit their latest styles. Among 
the concerns which have definitely decided 
to be thus represented are: Rickard Shoe 
Company, Claremont Shoe Company, 
Hannahsons Shoe Company, Hazen B. 
Goodrich & Co., Collins & Staples, 
Tessier & Bowdoin, Herman E. Lewis, Inc. 
Attractive novelties which are now being 


prepared for the exhibition will be shown 
on the feet of models as well as in the 
booths of these exhibitors. 

Many other Haverhill shoe manufac- 
turing concerns will show their lines at 
Chicago offices and hotels. An army of 
wholesale and retail shoe merchants will be 
present in Chicago during the week of the 
big exhibition. It is believed that under 
present prosperous conditions throughout 
the United States, spring and summer 
buying will be on a larger scale than last 


year. Haverhill manufacturers are well ~ 


prepared as regards salable styles, also for 
prompt and satisfactory deliveries. 








| Where to Buy | 


Men’s Shoes 








a7 
FOR MEN ON THEIR FEET 
OMe THIS SHOE enare os. Cae, 
a tt — 


D & EMERSON ING 








FREDERICK S. PECK 
Worcester, Mass. 
Men’s and Women's 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 





Diack and Brown 
full s2e3 3 toll in Stock 
M. GUSTIN CO. 

VEI9® St New York 








THE SHOE FOR MEN 


ELLIOT SHOE CO. BROCKTON, MASS. 











Corried Stock 











Warn IN Your Town We Wit Visit You 





Is At Your “anal & 
THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday‘and Friday 
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Men’s and Women’s Slippers 

















SLIPPERS for MEN, WOMEN 
and CHILDREN 
Bedroom and house 
slippers in a wide 
variety of styles and 
prices. 

SATIN SLIPPERS 

: noted for quality. 

FRANK H. PFEIFFER CO., Inc. 

24 Washington Square -:- Worcester, Mass. 














Speciali in Medium and+ 
IGH GRADE 
or 


dll styla* made of Do 
Imported Satin Brocedesand Metal Cloth. 
$2.10 per pair and up 


wirst MGUSTIN © _ sewyom 

















MULES and D’ORSAYS 
Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
request. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 








Felt, Sa d Leather Soft Sole Sli 
atemeeniac ©F Por theEntire Family 
No. 401—Ribbon 


styles in our com- 
plete line of felt slip- 
pers. Made intwelve 


colors. 
NEW ENGLAND SLIPPER CO. 
190 Green St., Worcester, Mass. 











Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 
Boston Office 
207 Essex Street 





PARISTYLE FOOTWEAR MFG. CO., INC.- 
41-45 Washington Ave. Brooklyn, N.Y. 
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Leavitt Output Increased 


George B. Leavitt Company, with 
factories in Haverhill and Farmington, 
N.H., is increasing the output of both 
plants in the manufacture of “‘High Style” 
imitation turns. This concern has re- 
cently added to its sales force Sherman H. 
Haseltine, formerly with Gregory, Reed 
Company of Lynn. Mr. Haseltine, who 
begins his new duties February 1, is well 
known and has an extensive acquaintance 
among the wholesale and large depart- 
ment store trade in the principal cities. He 
will look after the trade in the central 
western states. Gene Ricker covers the 
eastern states, while Messrs. Ricker and 
Haseltine will team up to cover the 
Southern cities. 


Chain Store Convention 


The United Shoe Stores Company, 
operating 10 shoe stores in a chain system, 
with headquarters in Haverhill, held a 
three days’ convention in this city re- 
cently. The convention was brought to a 
close by a dinner at the Kenoza Country 
Club given by President A. C. Sibley to 
the branch managers. The president out- 
lined the policies on which the business was 
founded also plans for future development. 
J. A. Gaynor, treasurer of the concern, 
spoke on service to the customers, store 
management, also merchandising problems 
in general. The United Shoe Stores Com- 
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pany have both a retail and wholesale e. - 
tablishment in Haverhill. 


Shoe Manufacturers’ Dinner 


The Haverhill Shoe Manufacturers’ 
Association tendered a dinner one eveninz 
last week to the superintendents and fore- 
men of the various factories. The prv- 
visions of the Haverhill peace pact were 
discussed and explained. The result of this 
meeting will, it is believed, do much to 
clear away any misunderstandings which 
in the past have arisen between the super- 
intendents and foremen, and the men and 
women workers in local factories. 


A Healthy City 


It is of interest to buyers of Haverhill- 
made footwear to know that the shoes 
which they purchase here are made in a 
city which during the past year has set 
high figures regarding the health of its 
inhabitants. Official statistics show that 
Haverhill during 1923 had the lowest 
death rate in its history and that it has a 
better standing in the number of births 
and deaths per thousand than any city of 
equal size in the United States. The Na- 
tional Registration board of vital statistics 
says that the average span of life now 
should be 55 years. According to figures 
from other cities, Haverhill is approaching 
this figure faster than any other munici- 


pality. 





PHILADELPHIA 
Demand for Colored Suedes 


Manufacturers Report Increased Buying—Calls for Strap 
Models, Gores and Tongue Effects 


president of the Philadelphia Chamber of 
Commerce for the second year. A. H. 
Geuting has also been elected a director 
of the Chamber of Commerce. 


NCREASED buying, continued de- 

mand for colored suedes, a growing call 
for straps, cut-outs, tongue effects, and 
gores, steady prices, and a rising optimism 
are the features of the shoe factory situa- 
tion as reported by manufacturers in this 
city. Orders are coming in in increasing 
volume and factories are gradually getting 
into their stride. Suede dominates the 
situation. Satins are expected to become 
quite active when the weather becomes 
warmer. The predictions made about in- 
creased activity in glazed kid are not borne 
out by any orders which appear on the 
books. Fancy patterns seem to have the 
call, the recently reported tendency to- 
wards staples having apparently suffered 
a setback. The price level shows no changes 
though both concessions and slight ad- 
vances are talked of in some quarters. 
Manufacturers report a growing demand 
for tongue effects, both plain and fancy. 


Elected as Officers 


Charles P. Vaughan, president of Dun- 
gan, Hood and Co., has been elected 


Wholesale Trade Dull 


The January review of business condi- 
tions in this district made by the Federal 
Reserve Bank of Philadelphia says that 
December sales by wholesale shoe dealers 
are reported to be poor or fair and the 
total will probably be smaller than it was 
in December, 1922. As is usual at this 
time of the year rubbers, shoes and slip- 
pers of various kinds for the holiday trade 
were the most active lines. In women’s 
stylish shoes suede and velvet strap pumps 
are in fair request and some buying of ox- 
fords in both tan and black is noted. 
Men’s high shoes in both brown and black 
and misses’ and children’s high shoes, 
mostly in tans, have moved in steady 
volume. 

Purchases of shoes by wholesalers for 
the spring trade are stated to be smaller 
than usual for this season. Only a few 
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dealers report that they have gained any 
concessions in price and these have been 
small and only on certain lines. Stocks are 
in most cases classed as moderate and as 
somewhat larger than they were last year. 
Collections are from poor to fair. 


Shoe Manufacturer Buried 


Jacob R. Deily, who before his retire- 
ment five years ago, was engaged in the 
shoe manufacturing business on North 
Ninth Street for 25 years, died recently. 
He was 60 years of age. 


Slippers Featured at Wana- 
maker’s 


The John Wanamaker store is featuring 
a variety of new slippers. One style of- 
fered at $10 is a one-strap sandal effect in 
black patent leather with cut-outs on the 
vamps and quarters. It has a rounded toe 
and 144 inch box heel. It also has turned 
soles. The same model in black suede is 
offered at $12. Another number is a slipper 
in black or brown suede with one side- 
buttoned strap, open work saddle, banded 
top, moderately rounded toe, turned soles, 
and low Spanish heels. It is priced at $14. 
This store is also featuring a line of men’s 
brogues of deep brown calfskin with saw- 
toothing outlining the seams and a sprink- 
ling of perforations at $6.40. 


About Chain Stores 


Desmond’s, at Broad Street and Colum- 
bia Avenue, thinks that some of the life- 
lessness in the trade is due to the fact that 
chain shoe stores and the big department 
stores through their cut price offerings are 
getting a very considerable part of the 
available business. High prices are also 
held responsible by this store for the inac- 
tivity in the trade. This store is making a 
feature of Packard shoes and of Laird, 
Schober footwear. It has carried the 
Packard line for some time under its own 
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name but is now pushing it under the 
manufacturer’s name in order to reap the 
benefits of the manufacturer’s intensive 
advertising campaign. This store has 
bought nothing for spring except some 
men’s shoes. They are for the most part 
broguish oxfords with modest perfora- 
tions and in fairly light colors. At present 
black suede is the best seller in ladies’ 
footwear though the lighter shades of 
gray and brown will be more active in 
spring. 


Paes ce 
Features January Sale 


Among the shoe offerings in the Janu- 
ary sale of Cherry’s are men’s black or 
brown high shoes at $3.90, a lot of Laird, 
Schober pumps, oxfords, and high shoes at 
$7.90, infants’ shoes made by the same 
manufacturer in sizes 2 to 8 at $1, and a 
lot of black and brown winter oxfords at 
$4.90. 


Advertising in Neighborhood 
Paper 

A number of shoe stores on and near 
Columbia Avenue are getting good results 
from their advertisements in a church 
paper issued by the Messiah Lutheran 
Church in that neighborhood. This paper 
has a circulation of 5,000 copies and covers 
very well the territory from which these 
stores draw most of their customers. 
Among the merchants advertising in this 
paper are the Clover Shoe Store on North 
Broad Street, Vincent’s on Columbia 
Avenue, Edward Miller on Ridge Avenue, 
and Charles Cleres at Columbia Ave. and 
23rd St. Dalsimer’s, one of the big central 
city retail stores, is also using space in this 
publication. 


Making Use of Slogan 
““Get-there men have active feet’’ is the 
slogan used by Christian’s Frankford 
stores in advertising its line of E. T. 
Wright Arch-Preserver Shoes. 





ROCHESTER 


Spring Styles Are Selected 


Broad Variety of Strap Patterns Favored as Best Type of 
Women’s Footwear for Easter Trade 


] ETAIL shoe merchants seem rather 
_& agreed upon what styles of footwear 
will be popular for early spring. Black 
satin is expected to sell best with black or 
brown suede coming a close second and 
gray and patent following strongly. 
Straps of all kinds, twin, single, triple and 
cross will be in demand when pre-Easter 
business opens. Many of the local shoe- 
men already have stocks that will take 
care of this business and in nearly every 
instance have already placed orders for 
their spring models. 


Discount for Cash Payments 


The Triangle Shoe Store gives discount 
for cash purchases. The store gives a 
regular cash register receipt that is 
printed as the sale is registered. On the 
back of the receipt the following is im- 
printed: “Cash and one price saves us 
operating costs. You save us this expense. 
We will pay you 25c in trade on $10 worth 
of receipts. Thank you. Call again.”’ This 
virtually is a 244% cash discount. Last 
week a customer presented receipts which 
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Children’s Shoes 











‘QR POSNER’. 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 

AND YOUNG LADIES 

DR.A.POSNER SHOES. INC 


140 W. BROADWAY 


FACTO) 
BROOKLYN. NY. 














Soft Soles and Moccasins 


Ask your Jobber for our 
We DO NOT sell 
the retail trade. . 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 


“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F.S. ELAM SHOE Co. 


N.Y. 
Boston ‘ether, 16 Columbia Street 














AShoe for Boys 
That Wears 

















Ideal Daby, Sho e Com any 
: Sy aol 

DP. a Shoe 
ecialists 
SEND FOR CATALOG 


NEW YORK OFFICE 320 FIFTH AVE. 


an vers, -Hla. 








Where to Buy 


Moccasins 





Goodyear We Ss 
TorMonWoron. dod Children 
Carried in Stock and peng ena 
Bliss & Richardson Shoe Co. 
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Standard Shoe Materials 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rabber and Leather 
Dry Feet Welting 
@ Sheet Rubber Soling 
BOSTON 














EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E. Miller 
INC. 


Sele Mig. 
11 BROADWAY, 
New York City, N. Y. 

















T. Ww. Conse Ot F. E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 

















The One 
Waterproot 

Leather That 
Takes and Re- 

tains a Polish. 

ee PIECES Boston, Mase 











THOMPSON-FIELD COMPANY, 


FAMERS OF HGH GRADE SHOE SPECIALTIES 
1064 PONTELL 
: T 
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showed that her footwear expenditures at 
this store had come to $60 and was given 
a cash rebate of $1.50. 


Good Window Displays 


Shoe stores co-operated with the Ro- 
chester Auto Dealers’ Association by dis- 
playing automobile equipment and ac- 
cessories in addition to new styles in foot- 
wear. One store had a window full of tires 
with a placard which read: “No Tire 
Trouble With Our Shoes.” Another win- 
dow displayed speedometers with a 
streamer which read: ““More Mileage to 
Every Pair of Our Shoes.” 


Advertising Free Advice 


The following is part of an advertise- 
ment printed by Pidgeon’s Shoe Store: 
“We are selfish. Many come here for ad- 
vice and not for shoes. We do not sell ad- 
vice—we give it freely. It is bread cast 
upon the waters. Unselfish, you say. Not 
a bit of it. We know that if our advice 
makes walking a pleasure instead of a 
source of pain, we'll make friends.”” The ad 
urges people to come in and get this free 
advice. 


The O’Shea Shoe Shop has a new front 
which is a considerable improvement. 
Two attractively trimmed windows re- 
place the one single window this shop pre- 
viously had. The entrance, too, is more in- 
viting and lends consicerable to the ap- 
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An Unfounded Rumor 


During the past few weeks, un- 
founded rumors have spread that 
the John Kelly, Inc., of this city, 
was planning to liquidate and re- 
tire from the shoe business. This 
rumor is emphatically denied by 
Frank X. Kelly, president of John 
Kelly, Inc., who states that they 
have not considered any such action 
and that they are still manufactur- 
ing shoes and will continue per- 
manently, making every effort to in- 
crease the sale and popularity of | 
“Those Better Shoes’”’ for women 











pearance of this shop that features cn! 
corrective footwear. 


Making Wilson Sewed 

Joy, Clark & Nier, Inc., hitherto manu- 
facturers of women’s welts and turns, 
have secured from Wilson Process Incor- 
porated a license to make Wilson Sewed 
shoes also. 

This is the first firm in Rochester to 
adopt the Wilson method of making 
straight-lasted, close-edge, tackless foot- 
wear. 

They report that, although their new 
Wilson Sewed samples have not been sent 
out, their salesmen have been sending in 
substantial orders for their new lines. They 
will still continue to’make welts and turns 





BUFFALO 


Shoe Buying on Good Basis 


Demand for Rubbers and Overshoes Only Branch of Business 
Which is Running Behind 1923 Records 


UBBER footwear merchants repre- 

sent about the only branch of the 
Buffalo shoe business, both wholesale and 
retail, that so far this season is running 
behind a year ago. Up to the beginning of 
1924 the sale of everything but “rainy day 
rubbers’’ was notably light and, while 
there has been some improvement since 
the year’s opening, all sorts of protective 
footwear are experiencing a sub-normal 
demand. This is, of course, the direct ef- 
fect of the weather conditions. 

There has been a fair to good pick up in 
general lines of winter shoes, both for men 
and women, merchants report. They make 
the suggestive comment that the increase 
in the call for women’s winter-weight foot- 
wear is possibly augmented by the absence 
of overshoe weather. 

“When women can wear overshoes on 
the street they often wear them over sum- 
mer shoes and slippers,” said another 
merchant. “But in the lack of snow, with 
rather cold and sloppy weather, over- 


shoes are out of place. So, as a consequence 
the business women and girls perforce are 
getting new, heavier weight shoes. So, 
perhaps there is a bit of advantage in our 
regular stocks, to make up for the lack 
of overshoe demand, though it may take 
a genuine optimist to see it that way.” 


Several Subjects Arise at Mer- 
chants’ Meeting 


Service and quality were advocated as 
the most practicable weapons with which 
to combat price cutting and the sale of 
inferior grades of overshoes at “‘bargain”’ 
prices, by speakers who were present at the 
annual meeting of the Buffalo Retail Deal- 
ers’ Association held recently. ' 

From the present indications at least 
one dozen representatives of the shoe trade 
in this city will attend the N.S. R. A. 
convention in Chicago. C. H. Barton was 
named chairman of a committee to can- 
vass members, with the assistance of O. F. 
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LaReau, C. I. Lanich and Joseph Shae- 
tzer, for the purpose of securing an even 
larger delegation. 

Mr. Barton, who attended a meeting of 
the program committee of the state asso- 
ciation at Syracuse last week, brought to 
the attention of the members the fact that 
this year’s state convention would be held 
in the Salt City on March 10, 11 and 12, 
but urged the members, nevertheless, to 
make an especial effort to see the Chicago 
show. 
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At the conclusion of the meeting the fol- 
lowing ten members were elected to the 
directorate for the coming year, the execu- 
tive officers having received the unani- 
mous nomination of the association at its 
meeting the week previous: Edw. Oberlin, 
K. W. Watters, John Leader, Harry Bul- 
lett, C. H. Barton, Charles King, J. F. 
Van de Venter, C. A. Thiele, Stanley Von 
Knopka and O;F. LaReau. President- 
elect Fred C. Kimball presided. 





BROCKTON 


Exhibitors at N.S. R. A. Convention 


South Shore District to be Well Represented at Big Gathering 
at Chicago This Month 


LL eyes are directed toward the 
coming style show to be held in con- 
nection with the National Retailers’ Asso- 


ciation Convention, Chicago, February- 


11 to 14. Brockton and South Shore shoe 
manufacturers will be well represented at 
this show, with many new ideas as regards 
styles and environment. Concerns of this 
district which will have booths at the 
show include: Diamond Shoe Company, 
Dunbar Pattern Company, Conrad Shoe 
Company, A. Friedman & Sons, Inc., 
Stone-Tarlow, Inc., Tolman Print, I nc., 
Thompson Bros. Shoe Co., Wall Doyle 
Daly, Inc., Churchill & Alden Company, 
Brockton; Avon Sole Company, Avon, 
Mass.; Edwin Clapp & Son, Inc., Alden 
Walker Wilde, East Weymouth, Mass.; 
Crooker-Morse, Inc., Bridgewater, Mass.; 
Emerson Shoe Company, E. T. Wright & 
Co., Rockland; Slater & Morrill, South 
Braintree; Stetson Shoe Company, South 
Weymouth; M. N. Arnold Shoe Co., 
No Abington, Mass. 

Practically all Brockton and South 
Shore concerns have Chicago offices and 
sample rooms where complete lines of 
men’s and women’s welts will be shown. 


Keen Competition 


It is a recognized fact among shoe manu- 
facturers of Brockton and the South Shore 
district that competition among concerns 
producing men’s and women’s welts will 
be keener this year than at any previous 
time. Small profits will be the rule, manu- 
facturers say, with this in mind, volume of 
business will be indispensable. Brockton 
manufacturers, are, therefore, putting into 
elfect every plan which promises for in- 
creased efficiency in merchandising; addi- 
tional salesmen, increased use of printers’ 
ink with special reference to business 
paper publications and magazines. 

All these aids to promote sales will be 
employed by numerous Brockton manu- 
facturing concerns during 1924. So far as 
the production and quality of Brockton 
andgjSouth Shore shoes are concerned 


there is no argument except in the affirma- 
tive. Shoes made in this district are known 
far and wide for up-to-dateness in style 
and reliability as regards wearing quality. 
“Full value for the price,”’ is the Brockton 
and South Shore slogan for 1924, with 
speeding up in every department of mer- 
chandising as well as manufacturing. for 
the benefit of the buyer. 


Farnum Vico-Preaident 


The National Boot and Shoe Manu- 
facturers’ Association at its recent meeting 
in New York elected as one of its vice- 
presidents, Frank S. Farnum, President of 
Churchill & Alden Co., shoe manu- 
facturers of Brockton. Mr. Farnum has 
for several years been active in the Na- 
tional Association and has contributed 
some excellent work in the forwarding of 
its interests. His selection as a vice-presi- 
dent is a deserved tribute to his ability, 
activity and his prominence in the shoe 
manufacturing trade. ; 


Improvement in Shoe Con- 
struction 


The Barbour Welting Company has 
applied for a patent on the Barbour inner 
sole channel filler, as an improvement. in 
bottom filling for Goodyear welt shoes. 
This filler is now being utilized by numer- 
ous manufacturers of high grade footwear. 
The Barbour inner-sole channel filler is a 
small triangular strip of leather made to 
fill the ridge or gutter formed in the inner- 
sole of a welt shoe where the lip has been 
turned up and trimmed off at the inseam 
trimming operation. This filler is made in 
sizes both for men’s and women’s work 
and is supplied to the manufacturer on 
spools, in an endlesslength so that its appli- 
cation involves no extensive equipment or 
machinery. The Barbour Welting Com- 
pany has issued an illustrated booklet 
which describes this channel filler and il- 
lustrates the manner in which the filler 
strip completely fills the channel of the 
innersole. 








| Where'to Buy 


Shoe Ornaments 











Price $5.40 per box 


“a| KAHN & BUICK, INC. | 
: 291 Adams St. 
| Brooklyn 








COLONIAL BUCKLES Six Dif- 
ferent Styles and 
in steel. With Pat. Lea. G. 
. or Satin Tongues. $7.20 
oz. Pr. Buckles with fi 


ymes 
52 W. 15th St. 
New York City 














Latest Creations in Shoe Ornaments 
We make them in all colors. 
BEADED ROSETTES 
Write for samples. Write te 
THE VANITY 
NOVELTY WORKS 


1261 Atlantic Avenue 
Brooklyn, N.Y. 





rain mark of ™ 
good shoe buckles 
ever since 1905 
Lb. ALTERSON ee € ORS Uc 


162 W 34+ St.. New York City N.Y 


Where to Buy 


Engraving and Printing 
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so 
| 
orfivoe 
. ™ 
/ 
QATIONS 
SAMPLES — 


ASK FOR | 
Cy y | 

CH 2 77a e/TUDE MM 4 n| 
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TOLMAN PRINT, INC. \3: 





| > UNIVERSITY | 
| ELECTRorye% FOUND 


1y- 








ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Beach 4960, 4961 




















Hosiery 














OLLYWOO 
H HOSE D 


Reg. U. S. Pat. Of. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Steck 


Harrington & Waring 
41 Union Sq. W. New York 











J.R. — co. 











IU HOSIERY MILE 


Erie Ave. & Amber St., Philadelphia 
Ladies’ Mese 
T Age S R 
Mew York 358 Fifth Ave. 








Where to Buy 


Shoe Illustrations 








x, CALDERWOUDS PREG y 


UNS 


44 














Nw 
Vine WASKOW CO. 1s 
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| Shoe Illustrations | 














Where to Buy 


Shoe Patterns 




















Demand Dunbar Designs 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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Wrights Observe Their 50th 
Wedding Anniversary 

Edwin T. Wright, of the E. T. Wright 
& Co., shoe manufacturers, of Rockland, 
Mass., and Mrs. Wright, informally ob- 
served their golden wedding anniversary 
January 27. A few days prior to the 
anniversary date heads of departments, 
clerks, members of the office force and 
salesmen tendered an informal reception 
to Mr. and Mrs. Wright at the factory. 
More than 200 guests were present and 
they received many gifts including large 
purses of gold, a large gold bowl, a gold 
loving cup and flowers. 

Mr. Wright, who is a member of the 
governor's council from the first district, 
was presented with a silk State Flag by 
Gov. Channing H. Cox during the week, 
at a meeting of the council at Boston. 


E T. WRIGHT 


Shoe manufacturer of the E. T. Wright ¢ Co., 
Rockland, Mass., recently observed the golden 
anniversary of his marriage. . 


At an early age Councillor Wright came 
to Rockland with his parents and at the 
age of 13 years entered the shoe shop of 
the late P. O’Connor and later the shop of 
the late Ezra Damon and continued in 
that pursuit several years. 

After a short time he had the idea of 
manufacturing shoes on his own account, 
and started a small workshop at his 
father’s premises on East Water Street, 
in 1876. The first shoes were cut by Mr. 
Wright and his father and fitted by Mrs. 
Wright and the making of the shoe was 
completed by himself. 

In a short time the E. T. Wright Shoe 
Co. became well known to the trade. 
In 1881, Mr. Wright secured the present 
factory on Webster Street and the small 
workshop of 25x35 feet, employing a few 
hands, has grown to one with over 100,000 
square feet of floor space, employing 700. 

The concern averages 60,000 pairs of 
men’s high grade welts yearly. 
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Booklet Advertises Crawford 
Shoes 


“Below the Mirror” is an attractive 
booklet issued by the Chas. A. Eaton Shoe 
Industries in featuring Crawford shoes, 
which are made by the concern. The book- 
let is designed primarily to make man more 
conscious of his footwear. 

The title is significant inasmuch as the 
opening page of the book states men use 
mirrors only for observing their head and 
shoulders. Farther on in the book, atten- 
tion is called to the fact that ill-fitting and 
poor looking shoes should be avoided and 
Crawford shoes are recommended. 

The book is very interesting, cleverly 
illustrated and is easy reading. “There is 
a correctness in shoes, just as in every- 
thing else,” is an extract from a para- 
graph that deals with black shoes for 
wear after 6 P.M. 





New Leather Enterprise 


Boston, January 28— Rousmaniere, 
Williams Company, leather merchants, 
will be selling agents for the Tidewater 
Leather Company recently incorporated. 
This company has taken the Northeastern 
tannery, on Broadway, Salem, for the 
manufacture of patent leather and special- 
ties. 

Henry W. Askenasy, who recently re- 
signed from the staff of Thayer, Foss Com- 
pany, will manage the sales of the Tide- 
water leathers for Rousmaniere, Wil- 
liams Company. Irving W. Skilton, who 
was president of the Northeastern Leather 
Company, is treasurer of the new company. 
He will manage the tannery. George H. 
Capen, of the Crow Blacking Company, 
Canton, Mass., manufacturers of patent 
leather, is president of the new company. 





Gensler Opens Store 


Pittsburgh, January 29—J. Henry 
Gensler, for 20 years with Ruffemach 
Bros., has entered the retail shoe business 
at 239 Brownsville Road, Mt. Olive, 
Pittsburgh. 


Addition to Store 


Lancaster, Pa., January 29—Opera- 
tions on a new addition to the Watt & 
Shand store will commence soon. 


Where to Buy 


Men’s Shoes 
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‘ | | Booth 181 
| ~ ) and Hotel Morrison 
| | : Chicago, Il. 


February I-14 
SEZAE= BURROWS SHOR CO.INC. 


R. A. Convention. ROCHESTER, NY. 





Sheba Sandal can be seen in all 
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Something Entirely New! 
“*Staso”” Suede Stick ‘‘Cleans While It Colors’’ 


The features men- 
tioned below are 
entirely new in 
suede sticks. 


———. ee 


Contains Gritty 
Substance 


Will not soil 
fingers 


Handsomely 
decorated 
metal container 





Special Grade 
Hair Felt Brush 


Small beautiful 
package 


Fits pocket or 
smallest bag 


Can be used 


anywhere 


Made in all 


shades 


Immediate 
Delivery 


Display Carton 


Price 





The Staso Suede Stick is made from a 
new formula. It contains fine particles of 
a gritty substance that work down into 
the nap of the leather, cleaning the 
leather, at the same time carrying the 
color down to the body of the leather, 


not merely smearing the surface. 


The Staso Suede Stick has a coating on 
its surface which prevents the stick from 
soiling the hands while using. 


The Staso Suede Stick is made so that 
it fits snugly into a beautifullydecorated 
metal tube, with pressed metal cap, gold 
lacquered. The stick has metal end, 
inside the tube, and will not deposit 
dust in bag or pocket. 








Carried In Stock In All Standard Colors 








The Staso Suede Stick has a hair felt brush in cap to be_used in 

rubbing the powder into the leather. This is a special felt such as 

4 me for polishing plate glass, and will not fill up or cake with 
e cleaner. 


The Staso Suede Stick is a very small, neat package, very 
ornamental in appearance, and one which every particular 
woman will take pride in using and showing to her friends. 


The Staso Suede Stick is so small it will fit in any small hand 
bag or pocket. 


The Staso Suede Stick is so attractive in appearance, so neat and 
handy, that particular women will not hesitate to use it any- 
where to remove stains or discoloration from suede, buck, or 
canvas shoes. 


The Staso Suede Stick is made in all shades, and sample color 
cards will be sent on request. 


The Staso Suede Stick is carried in stock in all standard shades 
and immediate delivery can be made, Special shades will require 
about one week. 


The Staso Suede Stick is packed 12 sticks in one attractive 
counter display carton. 


$21.00 per gross, F. O. B. Haverhill, Mass., $1.75 per doz. 
Send for Sample Dozen Today 


For Suede, Buck and Canvas Shoes 


Actual Size 


Pat. Applied For 


W. E. ELLIS Co., HAVERHILL, MASS. 


(1 (19 
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If You Are Interested 


in making 1924 a profitable year 
—one in which you can keep your 
stock at a minimum and still have 
all the desirable styles and sizes 
you need, you will be among those 
shoe merchants using our 


IN STOCK DEPARTMENT 


Nationally advertised, THE PACKARD 
SHOE offers a merchandising proposition 
that will surely bring you quick returns 
and certainly increase your profits. 


THE REX 

No. ovi—brown Calf 

Derby oxford. 

‘ No. 692—dslack Calf Derby 

oxford. 

No. 6¥0—Cherry Red Calf Polo Lace} 

oxford. 

No. 5.5—No. 14 Brown Calf Polo oxford. 
by A-B, 7-10; C-D, 6-11. 





bay Va VaVavaVava 





¢ y Commencing a series of adver 
tisements in the 


Saturday Evening Post 
Jan. 26, 1924 


cA right looking shoe 
that beeps feet from goong rom 








Our §S and Summer 1924 
Catalog will soon be on its way 
to Packard customers. Dealers 
not on our mailing list may secure 
a copy by writing Dept. C. 


en 
j 




















M. A. PACKARD COMPANY 


BROCKTON 


VAVYAYAVAYAYAVYAYAYAVYAYAVAVALAVAVAVAVAVAVAVaVaviVa } 


MASSACHUSETTS 
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At Chicago 
BOOTH 126 


Misses 
Children sip Sinaia ste 
Growing Girls $3.75 


Fairy welt, Growing Girls’ white calf, 
tennis strap, cut-out vamp and quarter. 
$4.20 





Attractiveness of design—grade of material and workmanship— 
and a stock service that really means shoes when you want 
them—together with an attractive price range— 


These are features that will make a call profitable. 


Grieb Shoe Manufacturing Company 


309 Arch Street - is Philadelphia 


Pactesteo—Aaaniiie ant Palmyra 


| 
| 
| 
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DO YOU KNOW? 


Cinderella Suede Sticks are 

made in over 50 shades— 

ground of solid colors, they 

will thoroughly clean and re- 

color nappy leathers. This 
package contains handy buffer and Suede brush 
that make it easy to use. 


Wire suede brush with felt buffer can be 
bought separately for $2.00 per dozen. 


THEN 


Note that Cinderella Silver Slipper Cleaner is 

as more people each year o Pits ts leadership 
use if does what it claims 

to do—thoroughly clean and 

replate tarnished and worn 

silver cloth slippers. 


Why not use these Cinderella 
Good Will Builders to increase 
your customers’ satisfaction? 


Produced by 
EVERETT & BARRON CO. 
Providence, R. I. 


Makers of highest quality 
footwear fini 








THE LACE FOR SPORT WEAR 


Strong—Durable—Fast Color 
No Tin Tags to Pull Off at the Wrong Time 
‘“HUBTIP” ‘“‘“NO-METAL-TIP” 


(Trade-Mark Reg. U. S. Pat. Off.) 


“HUBTIP” Cabinet Displayed 
MEANS ADDED SALES 


Are yo lying this demand? Made i in Black, 
ewe od Rent. 72 Pb is Collen 


Specify “‘HUBTIPS” to your jobber. 


FRANK W. WHITCHER CO. Mfrs. ack&é 
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Booth 329 


ANNEX 


We’ve Come All the Way from 
London to Tell You About 


NATURAL 


(Plantation Finished) 


CREPE RUBBER 


In the national development of 
Crepe Sole demand you want to 
know all there is about PLAN- 
TATION FINISHED CREPE 
RUBBER—“the Immortal Sole.” 


Visit Us 
at the 


N. S. R. A. EXPOSITION —Chicago 


Booth 329——The Annex 


The Rubber Growers’ Association, Incorporated 


London, England 
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USKIDE toplift after 
three weeks’ wear 
> 


USKIDE TOPLIFTS 


mean 


FEWER CLAIMS and LESS ADJUSTMENTS 


OTHING disgusts a woman 
more than a quickly frayed 
and unevenly worn toplift. 


She is quick to resent it, and 
quite likely to assume that the 
shoes are inferior. 


USKIDE TOPLIFTS give you 
one of the greatest talking 
points you can find for any shoe. 


They breed good-will and pro- 
tect the good name of your 
shoes and your shop. 


Trade Mack 


United States Rubber Company 


1790 Broadway 


New York 
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JTOPLIFTS 



















Protect the Good Name 
of Your Shoes 


We know hundreds of cases where poorly wearing 
toplifts have PREJUDICED THE CUSTOMER 
AGAINST THE WHOLE SHOE. 








No leather toplift can give the long evenly balanced 
wear of USKIDE. 


USKIDE Toplifts are no ex- 
periment. They have been 
proved and tested by manufac- 
turers, retailers and wearers 
for four years past. 

















See Convincing USKIDE proof at 


BOOTHS 
233-234 


N.S.R.A. STYLE SHOW, CHICAGO 
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How Should : 


SATIN 


Be Cleaned? 


Do you know 
the scientific 
way ? 


READ!! 





SATIN SHOULD BE CLEANED THIS WAY 


Brush off loose dirt, don’t worry about scraping off dancing floor wax, 
shoe blacking, etc. Then take cork out of bottle of BEAUTEX SATIN 
LUSTRE, apply some to the cloth that comes in the package, rub firmly 
over the satin—all dirt, grease, wax, blacking, etc. will be removed AND 
ALSO, the color will be refreshed and LUSTRE IMPARTED. You see 
the scientific way is MORE THAN CLEAN. The result is that footwear 


will look and wear better. 


If you want more details on keeping other kinds of footwear in condition 
write us. We conduct a laboratory and research department especially 


for our customers. 


—> ——). 


STEELE-LOBELL CO. 


Manufacturers of Scientific Shoe Polishes. 


BALTIMORE 








MISTLETOE NOTICE 
It is true that scientific pol- 


is the scientific preparation : 
So feed hite kid § ishes cost more to produce, 
- ye ee —_ but chey do not cost retailers 
wear in condition. any more than ordinary kinds. 
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HASKELL BROWN & BRADBURY 








offer their 


LATEST SENSATION 


THE “ARET TA” 


The Most Talked of Style 
at the Recent Wholesaler *s Show 











HOTEL MORRISON 


Feb. 11-16 


The FULL LINE of 
NOVELTY McKAYS 


retailing at *4-%5 
will be on display 


MR. CARROLL R. BROWN, in attendance 





HASKELL BROWN & BRADBURY 
LYNN “? MASS. 
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Does: Your Grocer 
Use Seales? 


E DOES!—Because you expect him to weigh your 
orders of bulk goods. If he didn’t you would as- 


suredly change your trading place. 

The same thing is true with circulation. During the 
last few years Advertisers have not been satisfied to 
suppose they were getting a certain circulation for their 
money; they don’t want to be merely told, they want 
to know. 

They want the circulation measured by a standard- 
ized and unquestionable measurement. 


The Audit Bureau of Circulations is the recognized 
authority for proving circulation. It is maintained as 
a co-operative organization by the advertisers, adver- 
tising agencies and publishers who realize the neces- 
sity for businesslike methods in advertising. 


A. B. C. reports place in the hands of advertisers es- 
sential facts that have been secured and verified by 
a searching examination of the publisher’s records. 


You don’t need to buy Space by Guess! 











You can get the full circulation facts on 
the BOOT AND SHOE RECORDER 
by referring te the last A. B. C. report 
which will be gladly furnished on request. 


WRITE TO THE AUDIT BUREAU OF CIRCULATIONS, 202 SOUTH STATE 
STREET, CHICAGO, FOR A COPY OF “THE MEASURE OF YOUR MESSAGE” 
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Is a Business Man Compelled to Use a 
Check Protecting Device? 


both interesting and important in 
view of the very widespread use of devices 
to prevent check raising. There are sup- 
posed to be a million of these in use in the 
United States. Not only that, but an ex- 
pert employee of an association of bankers 
has now invented a special paper on which 
checks can be printed, which if acid is 
employed to erase the amount, flashes up 
the word “void” and thus cancels itself. 
While the check protecting devices are 
not 100 per cent safe, without doubt they 
greatly reduce the chance of check raising. 
The question I referred to above, which 
was settled in a case decided only a short 
time ago (22 A. L. R. 1,124) was this: 
When the maker of a check has made it 
out and executed it without using any of 
the protective devices which would prob- 
ably have prevented alteration, and the 
check is raised and cashed for the raised 
amount by a bank, who must stand the 
loss, the banker or the maker of the check, 
on the theory that it was his negligence 
that caused the loss? To put it differently, 
is it negligence in making out a check 
not to use a protective device, provided 
something happens which the protector 
might have prevented? 


Declared Not Negligence 


The case which I refer to decided that 
the bank must bear the loss, and that 
failure to use a check protecting device 
was not negligence. The situation out of 
which this case arose might arise in the 
experience of any business man; it was 
interesting. A certain business man named 
Massey, who had theretofore borne a 
good reputation, went to the president of 
his local National Bank, with which he 
did business right along, and got from him 
several New York exchange checks for 
trifling amounts. These checks were com- 
pletely made out—that is, there were no 
blanks left unfilled in them, but no pro- 
tecting device was used. 

Massey raised the checks for very large 
sums and cashed them at the Broad Street 
Bank. Then he disappeared. When the 
Broad Street Bank sent the checks back 
to the National Bank to be made good, the 
latter spotted the fraud right away and 
refused to pay anything except the original 
amounts, on the principle that a bank 
that pays a forged check must stand the 
loss itself unless the forgery was made 
possible by the maker’s negligence. 

The Broad Street Bank retorted that 
the raising of these checks was made pos- 
sible by the maker's negligence, viz.: the 
bank’s failure to use some protecting 
device which would have made it prac- 
tically impossible to do what was done. 


E ERE is a question which becomes 


Upon that issue suit was started. Note the 
squareness with which the question was 
presented, viz.: admitting that the use of a 
check protecting device will probably 
prevent check-raising, is it negligence 
not to have used it in a case where none 
was used and check raising followed? You 
can easily see the importance of the ques- 
tion upon business practice, for a decision 
that it was negligence would absolve the 
bank from all liability for paying a raised 
check under such circumstances, and put 
it on the maker. Thus it would practically 
make it obligatory for every business man 
te use a device of some sort. 


Court rules on Issue 


The court, however, decided that it was 
not obligatory on makers of checks to 
use check-protecting devices, that it was 
not negligence to fail to do so, and that 
where a non-protected check is raised and 
collected the bank that cashed it is re- 
sponsible and the maker need pay only the 
amount for which the check was originally 
drawn. 

But there was one qualification: the 
check must be completely made out when 
the maker turns it over. If it isn’t, if the 
amount is left blank and the recipient 
fills it in for a larger sum than the maker 
expected, the maker can blame nobody 
but himself and must stand the loss. Be 
very careful, therefore, how you give out 
checks, without the amounts filled in. 

From the very long and complicated 
report of this case I extract the following 
kernel, which gives the gist of the law on 
the subject:— 


An attractive two-strap in Mandalay suede, alligator 
trimmed, covered heel. Made by Hervey E. Guplill, 
Seabrook, N. H. 





Where negotiable paper has been 
execuled with the amount blank, it is no 
defense against a bona fide holder for 
value for the maker to show that his 
authority has been exceeded in filling 
such blanks, and a greater amount 
written than was inlended. But if the 
instrument was completed witheut 
blanks at the time of ils delivery, the 
fraudulent increase of the amount by 
taking advantage of a space left without 
such intention will constitute a material 
alleration (and the maker will nol be 
liable for the increased amount). In the 
latter case, under Section 205 of the 
Negotiable Instruments Law (in force 
in most stales—E. J. B.), payment 
therefore may be enforced according lo 
its original tenor (that is, the maker 
must pay the original amount of the 
check, bul no more). 

(Copyright, Julv, 1923, by Elton J. 
Buckley, Esq., 643 Land Title Building, 
Philadelphia, Pa.) 





An interior view of the Cinderella Boot Shop, 47 West Adams Street, Jacksonsille, Fla. 
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Footwear that Fascinates 
The *“Dagmar’”’ | The “Sylvia” 


That alluring quality — Fasci- 
nation—to be expressed in a 
product of strict utility, such 
as a shoe, requires of the 
maker an aptitude for design- 
ing and combining of mater- 
ials, of the highest character, 
= not to speak of craftsmanship . 
HTH! «=| OF the first grade. LU 








“Dagmar” and “Sylvia” are two o. our latest models, the daintiness and 
smartness of which will have a decidedly fascinating effect upon the woman 
who appreciates and has a love for pretty shoes. 


Our representative will be in Chicago with our Spring Line 


MORRISON, COHEN & SILVER, Inc. 
‘* Shoes of the Better Grade’’ 


349 West 37th Street - - - - - NEW YORK CITY 




















BLOODED-STOCK 


- If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 
if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 


endurance. 


It's the same in buying advertising space Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt) 


The Boot & SHoz REcorpDER is blooded-stock. An 


ABC statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 
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A New Style for Women 


ERE is a new number for women, 

with a spring heel and a carved vel- 

vet collar. It has met with unusual appro- 
val, and is a fast seller. 


The famous Dolgeville line offers a wide 
range of styles, shapes and colors. We 
can supply you with slippers to suit every 
taste and age. This ability to meet all 
demands made by your customers assures 
you of continued sales. 

When you sell, not only variety, but the superior 


quality for which Dolgevillefstands, your profits 
in felt footwear are certain. 





Carry the Dolgeville line, and sell to the whole 
family. 








DOLGEVILLE FELT SHOE 
COMPANY 


DOLGEVILLE, N. Y. 
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eANNOUNCIN ka 


"THE ANNUAL SHOE STYLE REVUE 
of 
THE SHOE MANUFACTURERS’ 
BOARD OF TRADE 


of 
BROOKLYN AND NEW. YORK 


at the 


HoTEL:CoMMoDoRE, NEW YorRK 
May 19-20-21-22, 1924 
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ADVANCED FOOTWEAR STYLES 
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The Premier Exposition mr 
me? |e 
,* 


of 


—_— i acnementl 


OF AMERICA 


A supreme achievement in the artistic 
[ presentation of shoes 





Footwear displayed on living models 


P45 eee? 





Complete lines in private showrooms for 
detailed inspection 


Excellent Entertainment and Good Music 


eAdmission by Invitation 





et a —_— ae te sds 
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Try It Yourself 


Then You'll Know It Will 


Please Your Customers! 


Test RE-NULIFE for yourself, and see what a protec- 
tion it is against wet feet. Send for sample and treat the 
shoes you are wearing this winter—or better still, send 
the shoes to us and let us treat them for you. We will 
return them promptly—and you will have dry feet all 
winter. 


RE-NULIFE renders shoes absolutely waterproof— 
makes them wear longer—and preserves their shape 
and appearance. It is odorless—contains no greasy or 
injurious substances—can be used on all kinds of shoes 
—does not affect ventilation—and allows shoes to be 
polished as usual. 

In addition to selling RE-NULIFE and using it in its 
immense repair department, America’s largest shoe 
retailer has had over 40,000 pairs of shoes treated with 
RE-NULIPE by manufacturers. As an extra service to 
your customers, request this of the manufacturers from 
whom you buy. 


Sold in lots of one dozen and up for supplying the 
retail trade; in 1, 2, 3 and 5 gallon cans for shoe 
departments; and in bulk for manufacturers. 
Write for prices. 


WATERPROOFING, INC. 
546 South Meridian Street 
Indianapolis, Indiana 


RE-NULIF 


Waterproof: ifs and 





Increases Shoe Life 50% or More 


RE-NULIFE, an im- 
portant chemical 
discovery, is a liq- 
uid application for 
shoes that makes 
them, waterproof 
and adds 50% or 
more to durability 





ste 













heMousam 
counter 


—is used by manufacturers in shoes of 
low price, medium price and in many so- 
called high-grade shoes. 


MOUSAM COUNTERS are used, not 
because they are cheap, but because 
they give absolute satisfaction to the 
shoe wearer— because there is no varia- 
tion in shape or material—because they 
make possible standardized production 
and standardized quality. 


MOUSAML 


the backbone of the shoe 

















ROGERS 
FIBRE Co 


BOSTON 
NEW YORK 
PHILADELPHIA 
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co) SHOE ORNAMENTS 
Dale Are Good for All Occasions 


Street shoes, or the dainty creations for evening 
wear are beautified by use of “Dalco” ornaments. 













i 






Whatever the style may be, there is an appropriate 
“Dalco” ornament. 






COLONIAL BUCKLES and TONGUES 






fastened to the shoe with the “Dalco”’ buckle attach- 
ment, make snappy looking Colonials. 






The “Dalco” attachment is a simple device, quickly 
applied and a saver of money for shoe manufacturer 






or merchant. 






Write for samples today. 
























MAKING MEN’S WELTS 
GOODYEAR PROCESS 






THE REASON IS PLAIN TO ALL WHO SAMPLE THEM 


VOLUME BUYERS ONLY 


Meet us at the CHICAGO STYLE SHOW Booth No. 221 New England Division 


WALL DOYLE & DALY INC. 


Makers of Retail Quality Men’s Shoes for Volume Trade 
BROCKTON, MASS. 


Boston Office, 207 South Street 
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ANNOUNCING HOTSPUR 


CREPE RUBBER! 








6 Thicknesses 


A particularly fine grade of Ceylon Plantation Rubber especially 
prepared for the requirements of the American Shoe Manufacturer 


COLORS 


Natural Color, Blue, 
Brown, Red, Oran¢e 








vs” to 34" 


IMPORTERS 


Gray, Yellow, Pur- 


HERMANN WEBER _ bk, Green, Biaci, 


REPRESENTING RUBBER INDUSTRIES, Ltd. 


606-610 NEWARK STREET, HOBOKEN, N. J. 
OF FINE RUBBER 


SHoSseseeeoeseeeee es eoeeesoeeeeaceecess 


Snow White, Jazz 
(mixed) 








HOTEL EMPIRE 


BROADWAY at SIXTY-THIRD ST., NEW YORK CITY 


A new fourteen-story fire proof structure containing every modern 
convenience and “Servidor” Service. 








CAPACITY 1,034 


The location is unique: Subway, elevated, street cars, busses, all at door 


RATES: Room, private toilet $2.50; Single Room with bath $3.00 
Double Room with bath $4.00 


Under Personal Direction: P. V. LAND, Manager 








3K a 
GREELEY 


BOUDOIRS 


The demand for Greeley 

Boudoirs never ceases. 

One sale by you will be 

the beginning of many 

sales to the same custo- 
In Black or Ay ~~ mer. I make my Boudoirs 
only. so they satisfy. 


If Your Jobber Cannot Supply You, Write Me. 











APPROVED BY 
MEDICAL MEN 


As « sturdy support for the ankles of 

arowin, children and as @ fully venti- 

luted shee. the Burkley Ventilated Foot 

leveluper is unex . Well known 
eurgecos recommend its use. 

Make your stock of 

children‘sshoes 

@ENTILATIONS complete by sending 

PATENTED our order loday. 
ie Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 


Brockton, Mass. | 





x A. W. GREELEY, Haverhill, Mass $x 








Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 


Tuscan Calf— == 
Russia Calf— 
Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 











or onan 


106 Beach St., Boston, Mass., U. S. A. 














The World's Largest and Most 
Beautiful Hotel For Men 


HOTEL CLAMAN 


TIMES SQUARE 
43d St. West of Broadway 
NEW YORK CITY 


1000 Rooms and 1000 Baths 


Complete! uipped with ev: 

wee tA, yk bome fur 
mrn tn New York City. Quiet re 
finement holds ower. —— 
phere,” indeed. Yet atmosphere 
ig nol used to buoy up the rates. 


$12 to $18 $2 to $3 
Weekly Daily 








=e: Absolutely Fireproof <= 
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This combination 1s selling shoes for 
others—it will sell shoes for you 


A bottom combination of “U. S.” Spring-Step Rubber 
Heels and USKIDE is a real sales asset to any shoe. 
“U.S.” Spring-Step—the heel that is right side up, hand- 
some in appearance, delightfully resilient, a leader in 
durability, bearing a trade mark that is accepted by 
millions as evidence of all that is best in rubber— 


And USKIDE—the longest wearing shoe sole in the world, 
waterproof, ground gripping, good looking, and comfort- 
able in every way. 

Here is a combination of salability and durability that 
is making repeat sales for the many shoes that carry them. 


United States Rubber Company 


1790 Broadway New York 


Sole and heel stocks in our following branches: 


BOSTON LOS ANGELES PORTLAND, ORE. 

CHICAGO NEW ORLEANS ST. LOUIS 

CINCINNATI NEW YORK SAN FRANCISCO 
PITTSBURGH 
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The White Shoe House of America 


Chipman Harwood Co. 


5064 Atlantic Ave., Boston, Mass. 


The best and most complete line of Black Satins, 
Men’s Holiday Slippers, Felts and White Shoes 
yet to be shown by this house will be on display 
at Room 412, Majestic Hotel, during N.S.R.A. 


convention. 


The Boys will be there to Welcome you. 


H. J. WAGNER D. J. HARKINS 
W. C. HOLT JOHN FOOTE 


H. A. SUBLETT 





| 
| 
| 
| 
| 
| 
| 
| 
| 


————_— fe 


“Of the Better Grade IBvex for the Better Trade’’ 


Add Their 
Reputation / 
To Yours ° 
BEST-EVERS, through their excel- 
lent quality, their distinctive character, 


and their thorough worthiness, have Style 535 

earned a reputation which many of the Men’s Wave Opera 

finest stores in the country are pleased 

to associate with their own. See them at our Chicago Showrooms 
19 So. Wells St. (Lees Bldg.) 


A BEST-EVER representative is now Mr. M. E. Hattenbach, Representative 
in r terri ; i 
your territory. Drop a line to us and BEST-EVER 


he'll bring the line to you. SOFT-SOLE BOUDOIRS 
AND KIMONA SANDALS 

Mr. H. Rosenheim, President, will be at —IN LEATHER ONLY 

the Hotel Sherman, Chicago, Feb. 11 to 14 . for Men, Women and Children 














Best-Ever Slipper Co. tne. 


SROOKLYN += 7 -"NEW YORK 
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SMART SPRING STYLES 


Correct and attractive shoes for Business, Dress or Sport 
Our Full Line can be seen at our Sample Rooms 


CHICAGO NEW YORK 


1618 Republic Bldg. : 
209 South State Street Marbridge Bldg., Room 651 


E. B. Slocum C. F. Barstow George S. Dyer 


BOSTON 
183 Essex Street, Room 405 


George J. Lovely George W. Manson, Jr. 


The Dalton Company, Inc. 
a —— — preenerncne  a Makers of Fine Shoes for Men and Women 
Sport Shoes for Men BROCKTON, MASS. 
a ee SS SS SS SS SSS SS SS SS SS SSeS —4)] 




















EMIL RUBLACK 
Maker poe GROPING IN THE DARK 


. rm" PRICE TICKETS Time was when the purchase of advertising space was 
’ Florsheim’s 4 a “blind groping in the dark.” Advertisers had ~ means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this p rplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
Kindly state if a large or supply just the data an advertiser needs. The darkness 
small ticket or a special is dispelled and the bright light of verified facts takes its 
color is wanted. place. Space buyers no longer find it necessary to grope 

Ask to see our latest Put-out in the dark. 
Four, Five and Siz dollar tickets. There are no dark spots in the Boot and Shoe Re- 

No. 170 Established 1903 corder circulation Our records are audited by the Audit 
(7-9 Sonu size) 140-142 West Broadway Bureau of Circulations. 


¥ r 100 
Combination of Gold and Black New York, N. Y. 


Shoe trade my 
specialty 


Samples mailed free 
on request 




















—~ 
eee 











. WANTED — A first class, aggressive sales- 
E XC ELSIOR man, living within the State, to sell our 

PUTTEES line of popular priced men’s welt shoes in 
Michigan. Commission basis. Only men of 
experience and acquaintance with the 
trade in this territory considered. Give 
full information as to past records and 
any store. ability in letter of application. 


The Weber Bros. Shoe Co. 
Williams Manufacturing Co. North Adams - Mass. 


Portsmouth, Ohio 


Puttees of every description 
to meet the requirements of 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the Shoe and 


Leather Trade 














BUSINESS REVERSES 

Kansas, Okla.—J. W. Weber, general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Okmulgee, Okla.—Fred J. Moore, Moore’s Dry 
Goods store, reported petitioned or petitioner in 
bankruptey. 

Pitcher, Okla.—Abe Hank Levy, Eagle store, shoes, 
etc., reported petitioner or petitioned in bank- 
ruptcy. 

Sapula, Okla.—Nathan Minsky, The Booterie, 
shoes, reported petitioned or petitioner in bank- 
ruptcy. 

/. J. Briscoe Co., shoes, etc., reported peti- 
tioned or ap in bankruptcy. 

Sulphur, Ok Famous Dry Goods Co., shoes, 
etc., reported petitioned or petitioner in bank- 


ruptcy. 

Stonewall, Okla.—William Weise, general mer- 
chandise, panes petitioned or petitioner in 
bankruptc 

Sehastown, ~ —A. R. Block, Sample Shoe store, 
reported petitioned or petitioner in bankruptcy. 

Norristown, Penn.—Francis J. Desimone, shoes, re- 
ported petitioned or pecitioner in bankru tey. 

Philadelphia, _ — Divac, wholesale s! 


offer ise at 30 per cent. 
aan Potash. (3131 10. N — — : shoes, 
tioned or Lt 
» 


te (244 N. Eighth a — 
tioned or petitioner in bankruptcy. 
ayour' Bees. (106 So. 52nd street) shoes, re- 


» general mer- 
ee reported petitioned or petitioner in 
uptcy 

Westerly, R. I. —Louis Alberts, shoes, etc., reported 

petitioned or petitioner in bankruptcy. 
fom L— shoes yA ae reported 

at cent. 

conus, 3 Cc, lm gy a 


ported petitioned or petiuoner ta bankrupt 
Scenic, 8. D.—J. W ‘x petitioner ia bankraptcy. 
reported assigned. 
Bristol, Tenn.—James Wyman Co., shoes, etc., 
reported offering to compromise at 50 per cent 


Nashville, Tenn.—Lazarus Bros,. general merchan- 
dise, reported petitioned or petitioner in bank- 


icy. 
Luflin, Texas—Shortwell and Stegall, shoes, etc., 
suupened ost petitioned or petitioner in bankruptcy, 


West Rutland, Pe oooph Tome Ry shoes, etc., 
ite or petitioner 

Norfolk, Va. ae ean ine, (116 Bank 
street) shoes, re petitioned or or petitioner in 


Poconbeny, V cya \— + etec., re- 


ed petitioned or petitioner bankruptcy. 
Miwaukes. ¥ Wis.—Harry Wolski (290 Brady street) 
shoes, reported petitioned or petitioner in bank- 
Ratgebe, Ala.—H. 8. Berman, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 
Long Island, Ala.—Frank P. Jones, gc~eral mer- 
—— ‘reported petitioned or peti‘ioner in 


ptcy. 
Mekituick. Cal.—O. P. Christian, general mer- 
5. Ramsey, general merchandise, reported 


Denver, Col.—Abraham Levey (1351 17th street) 
shoes, etc., reported petitioned or petitioner in 
bankru ptcy. 

Middletown, Conn.—Max Press, shoes, reported 

petitioned or petitioner in bankrupcty. 

New Haven, Conn.—Hyman’s, Inc., shoes, etc., 
reported offering to compromise at 334% per cent. 

Waterbury, Conn.—Philip Cohen (Standard Man 
Shop) shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

Sanford, Fla.—A. Kauner, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Brunswick, Ga.—George J. Gordon, shoes, etc., 
reported pe stitioned or way in bankruptcy. 

Metter, a —Williams Knight, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Chicago, Iil.—Louis Berman (337 So. Crawford 
avenue) general merchandise, reported peti- 
tioned or petitioner in bankru 

Robert Lieberman (507 
general merchandise, iw ‘assign 

Monroe, La.—Kalil & Bro., shoes, etc., reported 
petitioned or petitioner in bankruptcy. 7 


a.—Jacob 





weer 
North avenue) 


Dawsonville, Md.—Lawrence Allnut, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Brockton, Mass.—Doyle, Mullins Co., shoe manu- 
facturers, — petitioned or petitioner in 
ee 

Lenox, Mass.—Lenox Department store, reported 
petitioned or petitioner in bankruptcy. 

Detroit, Mich.—Leach & Weiner (5606 Gratiot 
avenue) shoes, reported petitioned or petitioner 
in bankruptcy. 

inn.—Webster & Claypool, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

St. Louis, Mo.—Edward Lehr (2717 No. 15th 
street) shoes, reported petitioned or petitioner in 
bankruptcy. 

Melrose, Mont.—Melrose Mercantile Co., general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Brooklyn, N. Y.—Della Burt Shoe Co., Inc. (258 
Ww avenue) manufacturers of shoes, reported 
— 4 petitioner in bankruptcy and re- 


Buffalo, Y_ —Abe E. Grodinsky (1839 Niagara 
street) shoes, etc., reported petitioned or peti- 


tioner in ty 
— —Catherine Adimey, shoes, 


Lackawanna, N 
etc., 
New York City—A. Cohen Sons (2018 Third 
reported i of di 


avenue) shoes, ting 

Wilson, N. C.—S. Musfy, se etc., reported 
petitioned or itioner 

Hazen, N. D. ee! gg —— -~ ar 


Cs, 5 O0.—Otto Richman (12526 Kinsman 
road) shoes, reported offering to compromise at 


~ (Henryetta 
dise, reported 





27% per cent cash. 
Henryetta, Ohia Steve Pe 
Goods Co.) general 


petitioned or petitioner in bankruptcy 
a yt Penn.—Hill Bros. (35 So. Tith street) 
shoes, reported petitioned or petitioner in bank- 


Pitteburgh, Penn.—Frank Sabel (5440 Jackson 
street) shoes, etc., aS GES Se ge 
tioner in bankru 

Boshem, ' Texas—W. J. Cather, general merchan- 
dise, reported petitioned or petitioner in bank- 


ruptcy. 
Devine, Texas—S. J. Howel & Co., general mer- 
chandise, reported petitioned or petitioner in 


bankruptcy 
Ranger, a pastors. Inc., shoes, re- 
ported 


Haverhill, Mass.—Clyde R. <7 Inc., manu- 
facturers of heels, incorporated $25,000 

Lawrence, —— ~ Rose (96 So. Broadw Ly 
shoes, recen 

Lynn, Mass. anf Dietz Leather Co., Inc., tanners, 
incorporated $200,000 

Northampton, Mass. _Solby-Montague Co., shoes, 
incorporated $10, 

Worcester, Mass. ihe Royal Slip Co., manu- 
facturers, capital stock in by $25,000 
7 City, Mich. —Hoffman & — — ( ~ 

ne., shoes and reported 1S80lV' anc 
succeeded by H. CoH = dey 
. J.—Max Hahn (250 + me ave- 
) selling or sol 
Paterson, N. J.—Max Bodner (194 Water street) 
wholesale shoes, reported sold or closed out busi- 


New’ York an gp Moskowitz (1569 First 
avenue) shoes, e * “x selling or sold out. 
oO.—R. . fe) hoe Co. (108 E. Third 

street) 


mf tk Ly. 

‘ inger 
Se, 108 Na eb cree) ses, soparted 
Unisntese. Penn.—Ayres & Dyer, shoes, partner- 

ip dissolved. w. ta Ayres retired and suc- 
po by W. J. Dyer. 








More Leather in Shoes 


A report from Lynn says there is 
more leather in present novelty 
styles. Straps, alone, may take up 
as much as half a foot of leather, for 
gross cutting. A quarter lining of 
leather takes half a foot of leather 
or more per pair of shoes. So does 
the sock lining. 

And backing, inlays, and rein- 
forcements and leather covers on 
wood heels, all use up leather. The 
best authorities on cutting room 
costs agree that novelty styles take 
more leather. 











ated pellieenl or pullin bade 


Victwria, “Va.—The Ric’ Co., Inc., general mer- 
chandise, reported petitioned or petitioner in 


- > Weak. —Joseph Cohen (Seattle Bargain 
) shoes, etc., reported assigned. 


BUSINESS CHANGES 
Cagmpaign, Ill.— Cham: Ld Goods Co., Inc., 
shoes, , reported dissolution. 


voluntary 

D. Gluck (218 W. Lake street) wholesale 
leather and supplies, reported succeeded by D. 
Gluck Co., Inc. 

Louisville, Ky.—Joe Wolf Co. (W. Market street) 
shoes, etc., reported incorporated 

Richmond, Maine—Swastika Shoe Co., shoe manu- 
facturers, reported selling or sold out. 

Ponca City, Okla.—Samuel Lee, shoes, etc., re- 
ported damaged by water. 

Portland, Ore.—Adams Shoe Co. (143 Sixth street) 
shoes, incorporated $10,000 

er Te W. Va. = Mathes Ott Clothing Co. 

irginia street) shoes, etc., 

out to P. Wells and J. G. Stierer eure 

La Crosse, a ae Shoe Co.; shoes, in- 
corporated $15. 

Galveston, Texas -Ciark W. Thompson Co., gam, 


Webber 
"I~ G. A. Glidden. 
Rixten, Mass.—Enterprise Rubber Heel Mfg. Co., 

manufacturers, incorporated $50,000. 
Freeman-Cone Co. (corner Porter and Orleans 
pd slipper manufacturers, reported liqui- 

ating 

Max Lenhoff (corner pn and Beach streets) 
wholesale shoes, recently commenced business. 
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issue: 


$5.00 $4.00 $3.50 
10.00 8.00 7.00 
15.00 12.00 10.50 
20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
Recorder rates for space less than one-eighth page per OSITIONS WANTED—Four cents word for each imsortiun. 


1 time 7 times 13 times 26 times 52 times mum amount accepted, $1.25. a beer this headi a 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Fi ther ““Waat” 
Se ee eal be cab Ga, 
date. 
$3.00 $2.50 ~ 
6.00 5.00 


forwarded d 
9.00 7.50  ~ 3, counted in the advertisement and paid for accordingly. Answers 
12.00 10.00 to ads must be sent under letter postage. 

















SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 





Mee ‘CASIN salesmen to represent reliable con- 
cern, wanted to carry high grade line of hand- 
sewed and welt shoe moccasins. New England and 
Western Territory open. Give reference with appli- 
cation, and territory interested in. Address E-588, 
care Boot and Shoe Recorder, 207 South St., 

Boston, Mass. 





WANTED Seleemen to carry our line of In- 
fants’, Children’s and Misses’ turns on com- 
mission basis in the following states: Iowa, ~_ ~ 
Illinois, North and South Dakota, —— * 

ginia, West Virginia and Pennsylvania ay 
carried with another non-conflicting line. We aye 
applications from experienced salesmen who know 
they are cap of pr busi In ras let- 
ter give all particulars as to. experience, lines sold 
and territory cov together with r 








SHOE SALESMAN WANTED 


Located either in Boston or Chicago, to sell our Unlined Working Shoes in Blucher, Outing 
and Moulders Shoe to the WHOLESALE, DEPARTMENT STORE and CHAIN STORE 
trade. When you write, give us full particulars as to experience and qualifications. NORTH 
LEBANON SHOE FACTORY, Lebanon, Pa. 

- 











XPERIENCED salesman, under 35, for North. ANTED—Live-wire men with established trade 
E ern Nebraska, Omaha and part of Wyemies Wie ye pny me infants’ turns 
Also man for the Dakotas. Rice & Hutchins Chicago line in New 
Co., 233 W. Monroe St., Chicago, Ill. | “Ohio, _ i ~~ Kentu y, Tennessee, 








F. C. Gerber Shoe Company, Gpolehuns, Pa. 


]ANTED—Salesmen selling non-conflicting lines 
to carry best-known R ter make of First 
Walk Turns and Soft Soles. 10 cent commission 
on Soft Soles, 7 cent on 
proposition ena 


ment of Pr Lb ples ready. 
os = with application. Address E-589, care Boot 
aad S) Rocendes, 207 South St., Boston, Mass. 


Sin --+y - WATNED—We have several oppor- 
pi. for experienced salesmen, acquainted 
with their territories, to sell our 
Drews ‘Welt Time The best $5.00 re 
market. One tray of samples. S commission. 
Only a ee shoe salesmen need apply. La 
and Shoe Mfg. Co., La Crosse, 


ESIDENT j4alesmen with established trade 

wanted by New York City wholesale shoe firm 
with up-to-date line of novelties and 7 includ- 

rubbers and tennis, to in the 
following territories: Central —y»1 Central 
Pennsylvania, Maryland and V irginia. Terms com- 
mission. those with good record and who can 
furnish ex t references need apply. Address 
E-590, care Boot and Shoe Recorder, 127 Duane 
St., New York. 


| fem pa nto firm dividing territory desires 
retail salesmen for good selling line of women’s, 
misses’ and children’s staple shoes and up-to-date 
el i movelties for A... 

issouri, Minnesota, Ar! isiana. jana, 
Ohio, Kentucky, f Plorida, "Goorin, Tennessee, 


Alabama, am nad 
Texas, D Dakotas, ay Ly By Kansas, 


on commission. Want men that pe are calli 
on established trade..Address E-591, — Boot an: 
Shoe Recorder, 207. South St., Boston, Mass. 

















» QALESMEN—An tunity for wide-awake 
Sen having establiched , to sell infants’ 


and children’s McKays and turns, made in Brook- 
lyn. All numbers in stock 7 non Can be carried 
as a side line. 6 per cent commission. J. Pomerantz, 
94 Reade St., New York. 


WANTED 
SIDE LINE MEN 


having a large following among 
department and family stores, 
to sell a popular price line of 
suede leathers, brocades and 
felt novelty slippers. All south- 
ern territory and states west of 
the Mississippi open. Strictly 
commission basis. Address K- 
600, care Boot and Shoe Re- 
corder, 127 Duane Street, New 
York City. 

















Arkansas, Texas, Mission and Louisiana. Ap- 
tions considered only from men now co 


IG opportunity for salesman calling on shoe 
Brea to carry exceptional line of shoe buckles 
as side line on commission. Steinhardt & Bro., qunminien. Give 9 
Broadway and 17th St., 4, York City. J. J. MacMaster, Rochester, N. Y. 








ALESMAN—Ours is the best priced felt al ALESMEN for a real condensed Peith 2 
line on the market and a real volume S‘ine a4 osnis See an Sold wii : 


and tory. . 
Shoe Recorder, 127 Duane St., New York 


ANTED—Suictly 
salesman for a 








ALESMAN WANTED to cover M 
Hi and Vermont with 
>. es know the trade 








ler, 207 South ot, 








SS, WANTED—To Fhe side 


soles and 

heels. Six a. Prices “Sloe and _ liberal 

 — 7 Vogue sc "Haverhill, 
ass. 


GALESMAN WANTED—For Filorica to sell 
medi ind high-grade li 


commission 1 a ie line of i 
fants’, children’s and misses’ turns to 
trade, several styles carried in stock. The 
nationally known. Sateen must be able to 
saleonieen, Ad ogee SESS, Cage Dest ant 
scorder 207 South Be, Boston, Mass. 


FELT SLIPPERS Salesmen Wanted 


= = salesmen wanted To sell Well-known line of “‘Milwau- 
by large manufacturer of felt kee’? Work shoes, Nailed and Welt. 
and satin slippers. Applicants Territories 
must have experience selling the Iowa Indiana 


jobbing trade in the following aonew be 
territories: New York, New Eng- | ee sy West Verguaie 
land, Pennsylvania. Commis- way? Rise Some ps 


sion basis. Address, giving full Men looking for money-making propo- 


particulars, K-5 care sition will be interested. Forward 
< 92, Boot references with application. Address 


and Shoe Recorder, 127 Duane E-592, care Boot and Shoe Recordes, 
St., New York City. 207 South Street, Boston, Mass. 
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SALESMEN WANTED 


PECIAL OPPORTUNITY—Manufacturer of 
short line of Men's “Snappy” Dress Welts has 
cpsaings in all sections for men who can pro- 
tably handle this line with one other non-con- 
flicting line. Retail Prices $5.00; $6.00; $7.00. One 
grip of sam Liberal commission. - Sam 
ready now. (ioods in stock. Investigate now by 
mail or arrange now for interview in Chicago, 
February 11 to 14. Address E-542, care Boot and 
Recorder, 189 W, Madison St., Chicago, Ill. 








WANTED—Experienced shoe salesmen 
to sell on commission twenty-four styles 
women’s arch support oxfords and pumps 
carried in stock. Carried as side line agree- 
able. Territories open, Indiana and IIli- 
nois, Detroit and vicinity, California and 
Northwest, Dakotas and Nebraska. The 
Edwards Shoe Company, Owego, N. Y 








A GOOD SIDE LINE FOR SHOE 
SALESMAN 


; Four Numbers 
_ SPORTSMAN PUTTIES LEGGINGS 
Sell to jobbers and retailers, all territories 
open for good men with following; com- 
mission basis; give particulars in first 
letter. Fisher Converting Co., Inc., 413 


Broadway, N. Y. 








Milwaukee Work Shoes 


STEVEN STRONG wants THREE more 
H t d Saleemen. VIR- 
GINIA, ILLINOIS, IOWA. If you can 
SELL shoes write. 


STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 














SALESMEN WANTED 


Manufacturer wants side line and resident 

" to sell pl . padded sole 
slippers in felt, leather, and satin. Low prices 
to retail trade. Straight 5 per cent commis- 
sion. Write quick advising lines carried and 
territory now covered. dress K-599, care 
Boot and Shoe Recorder, 127 Duane St., 
New York City. 











POSITION WANTED 


LINE WANTED 





BUY ER and manager in department store dealing 
in high grade and medium priced shoes, princi- 
pally women’s, desirous to make change; wants 
department doing $200,000.00 upward; age 31, no 
bad habits; thoroughly familiar eastern markets and 
modern business methods. Southern or western 
states ‘preferred; presently employed. Address 
E-601, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





HELP WANTED 


ANNERY SUPERINTENDENT — Salary 

$5,000-$6,000. Location New England. One of 
the largest leather manufacturers requires a super- 
intendent for a tannery employing 500-600. Must 
be thoroughly familiar with treatment of calfskins, 
and have proven ability as an executive. Send full 
details of past record, which will be held strictly 
confidential to R. H. Osborn, care Wm. L. Fletcher. 
Inc.,93 Federal Street, Boston, Mass. 








MANAGER & BUYER WANTED 


RETAIL manager and buyer for women’s and 
children’s shoe d t. Address E-580, 





oe Boot and Shoe Recorder, 207 South St., Boston 
ass. 





LINE WANTED 


UFFALO AND VICINITY—Experienced shoe 

salesman wi.h wide acqua‘ntance among the 
good shoe merchants of Buffalo and vicmity + ~per 
for a line o1 shoes for the present season. Women’s 
line preferred. Best of references furnished. Address 
E-593, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








7ANTED—Line of women’s novelties or chil- 

dren's footwear for ‘Texas, vo carry in connection 
with comfort line. Stock proposition preferable. 
Best of references. Address E-594, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





WHOLESALER wanted that will furnish line of 
shoes for two established shoe stores near Bos- 
ton. Reputable stores catering to middle-class trade. 
Can do a volume of business. Best references. 
Address E-595, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


YOUNG man desires to represent manufactu: or 
that sells to volume buyers. Best references. 
Address K-601, care Boot and Shoe Recorder, | 27 
Duane St., New York. 





Wanted by experienced man with New 
York office and organization, good hig) 
style line women’s medium price welts 
McKays or turns for New York and metro- 
politan district selling. Has contract wit) 
city’s big buyers and chain stores. Addres. 
K-602, care t and Shoe Recorder, 127 
Duane St., New York. 

















OPPORTUNITY 


ANTED resident salesmen with an established 

following to carry a line of fine stitchdown 
novelties and sta to the retail trade. Liberal 
commission. Address E-571, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








BUSINESS OPPORTUNITY 


Ladies’ Shoe 
Department for Rent 


Flint, Michigan. Great auto- 
mobile center. 100 per cent loca- 
tion. Wonderful opportunity 
for chain store proposition or 
live man with limited capital. 
Percentage basis. Address E-600, 
care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 























FOR RENT 





SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an opportunity to salesmen 
with ability to sell one of the best 
known men’s fine shocs in America, 
of first quality, solid leather. A factory 
that is recognized as being foremost in 
shoe construction. 

Immediate attention given to appli- 
cante that can furnish a of past 
ey ay | that shows they were 
leaders in their organization as sales- 
mon. Must be able to finance them- 
selves, and come to the factory for per- 
sonal interview. All correspondence 
strictly confidential. Address E-477, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














WANTED— Manufacturer's line of shoes for re- 
tail trade. Greater New York and vicinity. Ex- 
perienced in every branch. Have large following of 
good accounts. Hustler and travels with own good 
ear. Address K-603, care Boot and Shoe Recorder, 
127 Duane St., New York. 





Fok rent a shoe department in largest depart- 
ment store in North Carolina's fastest growing 
town. Address E-586, care Booi and Shoe Recorder, 
207 South St., Boston, Mass. 








~ALESMAN—Have covered local territory for 

past three years with ladies’ Brooklyn turn shoes 
selling up to capacity of factory. Would like to 
travel sou or western territory with same line 
shoes for more dependabl cturer. Excell 
references. Address K-604, care Boot and Shoe 
Recorder, 127 Duane St., New York. 








ANTED—Live-wire line of Women’s Flexible 
McKays and Turns, for wholesale trade on a 
commission basis from dependable factories, by 
i ing Agents. Address 
, 207 South 








POSITION WANTED 


QWANTED- “osition with reliable shoe manu- 
facturer. Had several years experience in de- 
igning men’s popular priced shoes, factory pro- 
duction, factory costs, leather buying, office man- 
agement and selling. For I + three years handled 
larger trade in the cities of the middle West which 
include i , Cincinnati, Kansas City, etc. 
Would only consider substantial offer, but guaran- 
tee results. Employed at present. Address E-597, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


POSITION wanted by stitching room forelady 
with 15 years’ experience in high-grade novel- 
ties. Quality and production guaranteed. Address 
E-602, care t and Shoe Recorder, 207 South St., 
Boston, Mass. 











Canvas Rubber or Felt Shoe 
Salesman Open for 
Proposition 
Well known 1 ing the 
large volume buying trade throughout 
the country and with a splendid record 
of accomplishment to his credit is 
open for a strong line of specialty foot- 
wear for the present season. Very best 
of references furnished. For further 
particulars address E-596, Boot and 
Shoe Recorder, 207 South St., Boston, 

Mass. 











R RENT —Ueschharg storeroom 100 per cent 
locati just the — lor a shoe s' 17 foot 
front running back 50 fect and widens to 28 feet, then 
running back to a fall depth of 105 feet. Communi- 
cate direct with P. Magaro, 410 Market Street, 
Harrisburg, Pennsylvania. 





FOR SALE 


REAL live shoe business for sale. Good location 
in Dynamic Detroit. Other business demands 
attention. Address E-598, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


R SALE—Fstablished shoe store in Pawtucket 

Rhode Island. Good location, Jong lease. For 
details, write E-599, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


FOR SALE—Up-to-date Ladies Shoe : 
business street, Southern City, 
| low rent. Bomsing 
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WANTED TO PURCHASE 
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FINE HIGH ST. 





LOCATION 


Entire 5-story building, 87 
and 89 High Street, Boston. 
Half-block between Federal and 
Congress Streets. All improve- 
ments, freight elevator. Approxi 
mately 8000 square feet avail- 
able. Address, Cyrus Sargeant, 
60 State Street, Boston, Mass. 


Phone Congress 4407 

















MISCELLANEOUS 














THE BEST AD 
IS A SATISFIED 
CUSTOMER 


January i7th, we received from 
one of our retail shoe policy- 
holders, statement over their 
own signature that their first 
loss in seventy-five years occur- 
red in 1923; that the Fitchburg 
was the first Company to pay 
the loss. They increased the 
amount of insurance they placed 
with us. 


This is the Service we offer to 
you. 


FITCHBURG MUTUAL 
FIRE INSURANCE COMPANY 
Fitchburg, Mass. 











Winpow DisPLay FIXTURES 
4). @n 10) ae SP-Ue ele 


BicimOLie-0-20).1.43, 100) 


Li WT. 47 ST. CINCINNATI.O. | 





— 





We buy 


for retail a 

other merchandise. Quantity no object. 
For 30 years our ity. 
Bank and mercantile reference 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKE roprietor 


610 Broadway, MBeoott lyn 
Phone Stagg 1757 


ick and pay highest cash price 
whales coche stocks of shoes or any 








HIGHEST CASH ty: 5 - PAID 
for entire shoe stocks. We also buy your sur- 
plus or slow sellers. Quantities no object. Retail 
or wholesale Short term leases taken off your 
hands. Wire or phone us. Correspondence con- 
fidential. Established 1890 

MAX GLAUBERG 

52 Lispenard Street, New York City 
We also purchase a, hats, furnish- 
ing goods, etc. Phone Canal 9633 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for othar merchandise. Leases taken over. We 
will send a representative to investigate and 
make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N, Y. 
Phone Spring 1443 














MISCELLANEOUS 





Richmond 


70 West 46th Street 
Between Fifth Ave. and Broadway 
NEW YORK 
Convenient location 


For motorists in the heart of the 
usement section. 


Garage near by. Moderate prices 
4 TMM NM 


441 
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Travaso Shoe Co., St. Louis, Mo 

Troy, Seymour, & Co., Inc., Brooklyn, N. Y. 83 
Unity Shoe Co., Brooklyn, N. Y 


United States Rubber Co., New York City 
396, 422-423, 435 


United States Shoe Co., Cincinnati, 0. .248-249 
Utz!&_ Dunn Co., Rochester, N. Y 
Vollman-Lawrence Co., Cincinnati, O 

Wall, Doyle & Daly, Inc., Brockton, Mass. . .433 
Watson Shoe Co., Lynn, Mass 

Weber Bros. Shoe Co., No. Adams, Mass 278,437 
Whitman & Keith, Brockton, Mass 
Wiley-Bickford & Sweet Co., Worcester, 


374, 409 


Witherell & Dobbins Co., Haverhill, Mass. . 
Wobst Shoe Mfg. Co., Milwaukee, Wis 
Wolf, Sam B., Shoe Co., Cincinnati, O 
Wolnicar Shoe Co., New York 


Wright, E. T., & Co., Inc., Rockland, Mass. 
14, 343 


LEATHER AND OTHER MATERIAL 


Amalgamated Leather Companies, Inc., 


American Sole & Belting Leather Tanners, 
Inc., New York City 

Barnet, J. S., & Sons, Inc., Boston... 

Beebe, Lucius, & Sons, Boston 

Beggs & Cobb Co., Inc., Boston 

Bristol Patent Leather Co., Boston. 

Boston Woven Hose & Rubber Co., Cam- 

& bridge, Mass 

Brown, C. D., & Co., Inc., Rochester, N. Y. 

Cedar Cliff Silk Co., New York City. . . .353-354 

Clifton Mfg. Co., Boston........ rer 

Chamberlain, B. F., Boston... . ae 

Creese & Cook Co., Boston. 350, 414 

Dryden Rubber Co., Chicago. . . 210-211 


Einstein, J., Inc., New York City.......... 
Essex Rubber Co., Trenton, N. J : 

Evans, John R.. Co., Camden, N. J 
Everlastik, Inc., New York City 


Farnsworth, Hoyt Co., Boston 
Frank, M. J. & Co., New York City 


G — A. F., & Co., Inc., Milwaukee and 


Hole, Alfred, Rubber Co., Atlantic, Mass. . . .351 


Holbrook, W. H., Co., Boston 

Hunt, Rankin Leather Co., Boston 

Jones Co., F. E., Boston 

Kepner, C. D., Co., Boston 

Lawrence, A. C., Leather Co., Boston... 
Levor, G., & Co., Inc., New York City 

Lima Cord Sole & Heel Co., Lima, O 

New Castle Leather Co., New York City .76-77 
Ohio Leather Co., Girard, O 


Pfister & Vogel Leather Co., Milwaukee, Wis. 
224-225 


Quabaug Rubber Co., No. Brookfield, Mass. 
322-323 


Rousmaniere-Williams Co., Boston... .67-68 


Rueping, Fred, Leather Co., Fond du Lac, 
pecccetes ETP. re eee 


Seiberling Rubber Co., Akron, O 

Scherer, Oscar & Bro., Inc., New York City .321 
Shapiro, Samuel, New York City 

Skinner, Wm. & Sons, New York City .394-395 
Surpass Leather Co., Boston and New York 


Thayer-Foss Co., Boston 
Tolman-Dow & Co., Boston 
Thomas, Lake & Whiton, Boston 


United States Leather Co., New York City. .334 


HOSIERY 


Allen A. Company, The, Kenosha, Wis 


Arteraft Silk Hosiery Mills, Philadelphia, 
314,416 


Beaton, J. R., Co., Inc., New York City .315, 416 
Brown-Durrell Co., Boston and New York. .304 


Cooper, Wells & Co., St. Joseph, Mich 
Corticelli Silk Company, The, Florence, 


Freund & Brickman, New York City 
Gotham Silk Hosiery Co., Inc., New York 


Harrington & Waring, New York City .306, 416 
Lansdale Silk Hosiery Co., New York City. .312 
Lenox Hosiery Co., New York City 


McCallum Silk Hosiery, New York City... .293 
Metropole Hosiery Mills, Inc., New York 


Onyx Hosiery, Inc., New York City 
Peerless Hosiery Dyeing Co., Pleasantville, 


Dr. A., Shoes, 


Posner, 


Propper Silk Hosiery Mills, Inc., New York 
City... 

Raymond Hosiery Co., New York City 

Richmond Hosiery Mills, Inc., Chatta- 
oe 


FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L., & Co., New York City 

American Seating Co., Chicago. ...... 

Brasco Mfg. Co., Chicago.......... 


Dalrymple-Dudley Co., Haverhill, Mass... . 
Freedman, M., & Co., Haverhill, Mass 
Gilbert, E. T., Mfg. Co., Rochester, N. Y.... 
Hymes, H. L., Co., New York City 

Kahn & Buick, Inc., Brooklyn, N. Y 

Lyons, Hugh Co., Lansing, Mich 


Manheimer, Abe & Co., St. Louis, Mo 

Milbradt Mfg. Co., St. Louis, Mo 

Miller, Robert E., Inc., New York City 

Milwaukee Chair Co., Milwaukee, Wis 

Myers, F. E., & Bro. Co., Ashland, O 

Onken, Oscar Co., Cincinnati, O 

Rublack, Emil, New York City 

Scholl Mfg. Co., Chicago 

Standard Show Card Co., Chicago 

Vanity Novelty Works, Brooklyn, N. Y 

Whitcher, Frank W., Boston 

Williams Mfg. Co., Portsmouth, O 

Wizard Lightfoot Appliance Co., St. Louis, 
Mo 175 


MACHINERY, LASTS, MFRS., SUPPLIES, 
DRESSINGS, ETC. 


American Shoe Polish Co., Chicago 


Dunbar Pattern Co., Brockton, Mass. . .32, 416 


Ellis, W. E., Co., Haverhill, Mass 
Everett & Barron Co., Providence, R. I 


Korite Products Co., Cambridge, Mass 
Nu-Shine Company, Reidsville, No. Carolina 240 


Rubber Growers A 





Steele-Lobell Co., Baltimore, Md 


Thompson-Field Co., Inc., Brockton, Mass.414 
Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston. .387-388 
United Last Co., Boston 


Whittemore Bros. Corp., Cambridge, Mass. . 
Wilson Process Inc., New York City 


MISCELLANEOUS 


Atlantic Printing Co., Boston 

Brooklyn Purchasing Syndicate 

Calderwood & Preg, Inc., Boston 

Curtis Publishing Co., Phil., Pa 

Fitchburg Mutual Fi I . 
- 5. M ire Imsurance Co., 

Glauberg, Max. New York City 

Hotel Claman, New York City 

Hotel Empire, New York City 

Hotel Richmond, New York City 

Kalter Cerf. Merch. Co., New York City... .441 

a T. K., Sales System, Inc., Minneapolis, 


Ph ES Co., Inc., New York City. ..441 


National Shoe Retailers’ Assn., Chicago. . 
New York 

New York 
Penney, J. sy ah St. Louis, Mo 
Reliance Engraving Co., St. Louis, Mo 
Root Co., F. S., Boston 
Tolman Print, Brockton, Mass 


United Hotels Co. of America, 
York City praise ins, Now 
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' Predicted as the Biggest Sellers at the 


Chicago Show 


ALL HAND 
PICKED 
ROGERS 

CREATIONS 


Every pair of these shoes 
are “‘wrap-ups” that will 


turn the buying tide to as nid: 
Ne. B 4615—Jack Rabbit Grey Buck, Gray Ro. ery —, ig yo 
Cid Tri ed, . s " rn, 8- ‘ov m , imi 10n urn, overe: bei. f Oo 
Het. ce . __——- "a - “ —— your store. C. Also in Black Velvet. All Patent, Gray Buck, 
As Illustrated in Airedale, Black Satin, Black Airedale and White Kid... . : $4.50 
Velvet. Patent and White Kid. * $4.50 ttf (25e. per pair less in 36 pair lots) 
(25e. per pair less in 36 pair lots) 





IMMEDIATE 
DELIVERIES 


+? Ff 


Write or Wire 
NOW! 


Terms---2% 10 
Net 30 


F. O. B. Boston No. B4550—Gray Buck, Gray Calf Front 
Lattice, Turn, 8-8 Covered Heel. A to C. .$4.75 
Ne. B 4553—Airedale| Buck Russia Calf No. B4552—As Illustrated. Airedale Buck, 
Trimmed Turn, 15-8 Full Covered Spanish Russia Calf Trimmed 8-8 Heel. A to C. ..$4.75 
Heel. A to C...... . ; - $5.00 No. B 4555—As Illustrated, Balck Satin, Gun 
No. B 4554—As illustrated, Black Satin Gun Metal Calf Trimmed. A to © $4.75 
Metal Calf Trimmed. A toC. $5.00 _ per peir ess in 36 pair lots) 
(25e. per pair less in 36 pair lots) 











No. B4725—Patent Leather} Loop Sandal, 
Imitation Turn, 6-8 Leather Heel. C width 


$3.25 
No. B 4726—As Illustrated, Black Vici Kid. 
C width 25 

No. B 4727—As Illustrated, All Gray — No. B 4160—Black Velvet Black Suede 


and White Buck. C width $3. ; 
No. B 4730-—Ali White Kid, aiso Red, Green Trimmed, Turn, 14-8 Full Covered 


D- Heel. A to $5 
and Blue Kid. C width . No. B , $101—As Illustrated, All Patent Leather. 
to 


(25. ner pair less in 36] pair lots) $5.75 

No. B4556—Airedale Buck, Russia Calf No. B 4102—aAs Illustrated, Black Satin, Black 

Front, Lattice Turns, 15-8 Full Covered Span- Suede Trimmed. A to C $5.75 
ish Heel. B to C $5.00 No. B 4103—As Illustrated, Black Satin,' Blac 

No. B 4557—As Illustrated, Gray Buck. Gray Suede Trimmed, 13-8 Cuban Covered) Heel. 

Calf Trimmed. B to C $5.00 AtoC 

(25e.. perg pair less in 36 pair lot (2Sc. perfpair less in 36 pair lots) 


?[ ROGERS BROS. SHOE co. Ic 


59 LINCOLN ST. BOSTON MASS. [5,7 


PACIFIC COAST BRANCH, 1355 BUSH STREET, SAN FRANCISCO ar 
































Meet Us in Chicago 
Coliseum 
Booth 156 


was recognized as having the finest 

hand-turned shoe workmen in Amer- 
ica. Seven years ago our first plant was 
built in their midst and gave employment 
to these experienced craftsmen. Two 
years ago we built our new factory, pic- 
ture of which is shown. The workers 
recognizing that the development of 
their only enterprise is their success, con- 
tribute their very best efforts in a spirit 
of co-operation. Steel fittings, white 


Gre roe for over a half century, 





ae 
ONE [OF OUR SUNLIT DEPARTMENTS 


Meet Us in Chicago 
La Salle Hotel 
Room 1500 


HOME OF THE “ADORA” SHOE 


enamel interior finish, sanitary con- 
ditions, plenty of daylight and 
fresh air are only a few of the many 
reasons why our employees are 
satisfied and give to the “ADORA” 
shoe its high standard of quality 


SALESMEN 


Pacific Coast—Geo. R. Rule 
New York—Frank Harris 
Southern States— 
Ernest and Harry White 
New England—Louis Bonin 
Chicago district—Frank Parker 
Eastern States—Frank Law 
Middle States— 
Chas. Reedholm 


e. & sili Shoe Compan 


uit N. HL. 


Boston New York Chicago 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bidg., Room 810 


Address all correspond to the factory 


4 S ~ ( | 
; y 
Ne oh | 
“™®*) WS lili! 
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bape 21. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second class mat- 
» 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Subscription price, $5.00 a year. Printed in U.S.A. 
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“Women Aren’t 
Dumb” 


“?RHEY know how many pairs of feet 
they will have to go through life with- 


“In the moments she is not carried away 
with some ‘snappy’ style, a woman realizes 
that she can’t afford to cripple herself for 
life just to satisfy the whim of a passing 
fad and the vanity of a fleeting hour. 


‘“*That’s why I do such a sweet. business 
in FISHER’S Arch-Supporting Comforts, 
day in and day out. FISHER Comforts do 
not have extreme style, but they are mighty 
trim-looking footgear, and a woman has 
only to put on a pair to appreciate the 
genuine comfort and support they give her 
feet. 








“And you can bet I’m not so dumb as to 
let my stock of FISHER Comforts get 
patchy.”’ 


FISH 


Boston Office: 216 Lincoln Street 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





Style No. 054 


FISHER’S 
Arch - Supporting 
OXFORD 


Genuine Black or Brown Vici. Flexible 
McKay. Triple E Wide, Full Ankle Last. 
Reinforced Spring-Steel Shank (3 rivets). 
Extra Long Instep and Arch-Supporting Sole 
Leather Counter. High Quality Sole. Wing- 
foot Rubber Heel 





No. 054 Oxford $2.35 
No. 078-7)2 Boot. 2.85 
5% 30 Days 
IN STOCK 


THE 
INNER 
CONSTRUCTION 























RIS 


Chicago Office: 189 W. Madison Street 


-OM 


ISHER 5 \ ON 


LYNN,MASSACHUSETTS 
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YONKEY Ct 
eae!’ 
el An Advanced 


aa Patent Leather 


DONKEY COLT has provided the shoe world with 
many advances in the art of patent leather making. 


Our reward consists in a constant advance in its sale. 


DONKEY COLT embodies “everything you can 
ask for in patent leather.”* * 


ad 


Enduring Brilliance 
Unusual Pliability 
Comfort Extraordinary 


Toughness that Withstands 
Shoemaking Strains 


176-180 LINCOLN ST. : BOSTON, MASS. 


Rochester, N. Y. Greater New York 
Mr. Charles L. Kirk New Castle Leather Co. 
22 Andrew St. 100 Gold St. 
+ St. Louis, Mo. Cincinnati, Ohio 
T. a May yh & Co. Mohr-Holters Sales Co. 
202 E. 7th St. 
General Representatives for Continental Europe 
New Castle Leather Co. 
: Headquarters: Paris, France 


a) TOLMAN, Dow & Co., INC. 
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IN STOCK 


B-C-D Widths 


CORRECT SPRING STYLES 


27X Black Lotus Calf 28X Mecca Lotus Calf 





Browns with street and business suits. Blacks after 6 
P.M. P& V’s Mecca Lotus Calf is a sunny shade of 
brown — the big selling color. Black Lotus calf is also 
a handsome leather. Thee two light airy oxfords on 
the new Seville last will flatter the feet of your most 
— customers. Built with 12 iron edges and 


ingfoot heels. You can sell them both profitably 
for $7 or $7.50. 


MARION SHOE CO. 
MARION, INDIANA 
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Shoes at right shown 
by courtesy of 


Cornell Shoe Co. 
61 Navy St. 
Brooklyn, N. Y. 


Made of 
Color. 340 
Cloisonne Blue 


> trimmed with our Color 


. 


170 Oriental Pearl. 
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Shoes at left shown 
by courtesy of 


Philipson-Duncan 


Inc. 

88 University PI. 
New York, N. Y. 
Made of 
“oie Kid 
Color 70 
Jack Rabbit 


Gray 
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“Vode Kid 


A Spring and Summer Color Wave 
Shoes for the occasion and the style 
Starts 2c EASTER rend of sac lr fa harmon 


creased business for stores who cater 
to the discriminating. 





Orders are being placed by leading retailers, which indi- 
cate that colors will play an important part from Easter 


on through the summer. pithy ines 
cM ake “Live 


The colors we are producing in reds, greens, blues and L ooking’ Shoes 
yellow have been matched with assured fabric colors. 


They are rich, even in shade and absolutely correct. Coler 17 AIREDALE 
Color 19 CAMEL 


“ode Kid colors will give your shoes that life, richness and acai: 
’ ’ : Color B GOLDEN BROWN 
warmth which make all the selling difference. Cheap, — 


Color AHAVANA BROWN 
Color 222 AUTUMN BROWN 
Color 50 WHITE 


“color weak” grades of leather will not do. 


A decided finishing touch to the shoe—quarter linings of Cubs cn Ba 
GRAY, WHITE, CAMEL,GOLDEN BROWN, AUTUMN aig ‘neal 
rar a . " ‘olor 414 TAY 

BROW N and FAW N shades of “Vode Kid. These also lessen Color 9 FOG GRAY 
crocking of hosiery. RY . 

, ¢ Color 7o JACK RABBIT 
We also recommend to our retail friends our most appealing shades in ——— a 
Gray, Fawn, Airedale, Bombay and Browns. They will produce the a 


warm, colorful effects in footwear which your customers will expect. =e 
Color 140 LIGHT BLUE 
Color 48 LAVENDER 


T h ~ d d K ° d Color 340 CLOISONNE 
e Standar id Co. ge 
Color 67 YU CHI 
Headquarters Boston, Mass. Cui ik atin 
NEW YORK , CINCINNATI Color 62 APPLE GREEN 


Color 546 CHINESE RED 


CHICAGO ST. LOUIS Color 147 ROSE 
7 ROSE 


LOS ANGELES PHILADELPHIA ROCHESTER 
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A Real Advancement in 
| Arch Shoe Construction 





ent Aimcat 
DROVE 
EN {ARCH 


Most people think of an “‘arch support shoe’’ merely as 
one having a metal shank from heel to ball. 


This new CERTIFIED product is an arch support shoe 
in a much broader sense. It provides comfort and pro- 
tection for the arch across the ball of the foot as well as 
for long arch from heel to ball. 


QT» 








It’s a cushion sole shoe, too—and the felt cushion can’t 
ty slide or hump up because it is cemented between the 
yl insole and outsole. 


PI Don’t think that “class” is sacrificed 
This is the PROVEN ARCH SHANK, i i 
which tot aly spans the arch from hoa! t to comfort. The outstanding merits 
~~ Af TE Ea - of Certified styling and Certified 

shoemaking were never more in 


evidence than in this PROVEN 
ARCH line. 


No. 867 
Tan kid oxford, No. 2 combination last, 
—_ quarter lining, 13 edge sole, rubber 


No. 868—Same in Black Kid. 


The STONEFIELD-EVANS Shoe Company 


ROCKFORD, ILLINOIS 
CHICAGO Sales Office, 410 Security Bldg., J. Wurmser KANSAS CITY, MO., Sales Office, 207 Sheidley Bldg., R. W. Martin 
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Quality That Never 





Varies, Style That Is 





Always Supreme 








B 489L $5.00 


Women’s hietebs hae Gai questa and vamp, QUALITY FIRST—followed closely 


Otter Brown Kid straps, 2 strap Coma sandal, r + ° ° ° 
Savery last, McKay sole, 13-inch Suede covered by STYLE—that is the inside story 
uban hee! 


AA 5 to8 of the continued success and popu- 


A 44 to8 larity of UTZ.& DUNN shoes. 


It is these merits that give complete 
satisfaction to your customers who 
seek the utmost in shoe values. 


The two Spring Styles il- 
lustrated are carried in 
stock. Prompt shipments 
made on all sizes and 


B 0987C 4.25 s : 
= . widths quoted. 
Net 30 Days 
Women’s Thrush Brown Delhi Calf 2 Strap Avon 
sandal, perforated vamp, collar and straps, imita- 
tion tip with toe punchings, Welt sole, Cambridge 
last, 14-inch military heel with rubber top lift. 
A 4%to8 C 347% 
B D ws 
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TETRIS 


A NEW SHADE 
IN SATIN 


AUSAIT 


An up to the minute color -- all 
that the name implies. 


A rich brown of unequaled 
lustre that will harmonize and 
blend with the prevailing dress 
colors for the coming spring 


Shown for the first time 
at our Chicago Head- 
quarters 


Hotel Sherman 
During the 


N.S. R. A. CONVENTION 


J. EINSTEIN, Inc. 


7-11 Spruce Street 
NEW YORK CITY 


Boston St. Louis Cincinnati Milwaukee 


Montreal Buenos Aires Mexico City 











= (ey (8\ (0/8) 
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The Kingston 
A sturdy boot for general day- 
time wear. Made of selected 
imported brown Gauntlet 
calf. Over weight single soles 
and O° Sullivan rubber heels. 





Can you guess sizes accurately ? 


Buying methods which insure salable sizes 


HERE are very few retailers 

who can guess sizes accurately. 
In the old days on the two season 
basis it was a gamble but the fact 
that there were fewer styles reduced 
the element of chance. Today, when 
styles change frequently and the 
shoe manufacturers are trying to 
keep pace with the makers of apparel, 
theshoe retailer who can guess sizes 
accurately is a successful business 
prophet. 

Usually the end sizes cause the 
greatest worry. It is easy enough to 
order a single run of sizes but to 
know ahead of time what proportion 
of the different sizes you will sell is 
the difficulty. 

Suppose we take a shoe which 
appears to be a good selling number. 
Ifarun of single sizes is 35 pairs you 
can hardly afford to buy less than 70 
pairs—the other 35 pairs represent- 
ing your surplus sizes—your guess as 
to what you will sell. 

Regardless of how well you know 
your trade you always find yourself 
short some of the good sizes and if 
they are shoes made to order, you 
simply can’t size-up quickly. 

The Eaton “In Process” plan was 


developed to eliminate the guessing 
of sizes and to reduce the size sched- 
ule on a given shoe. On the shoe 
cited above you would need to buy 
only about 40 pairs and then send us 
your requirements in sizes you sell 
once or twice a week. 

The smaller stock means _ less 
money tied up in merchandise, the 
active selling means a higher rate of 
turnover. Our “In Process” plan 
assures you of getting the sizes you 
sell when you sell them and the 
whole plan works for sounder busi- 
ness and greater profit. 

Above is pictured an Eaton “In 
Process”? shoe—the Kingston. Live 
retailers who buy this shoe and the 
other Eaton “In Process” shoes 
will find that our plan actually works 
to their benefit. 

With this remarkable merchandis- 
ing service you have the exceptional 
features of the Eaton shoe—that 
make orthopedic shoes unnecessary 
and comfort fromthe first step assured, 
by the saddle-insole, lock stitch con- 
struction. The Eaton representative 
will be glad to explain all of these 
advantages to you or we will be glad 
to do so direct if you will write us. 


Made under the A. E. Little patents 


CHARLES A. EATON 


) SHOE INDUSTRIES 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 























BOOT AND SHOE RECORDER February 9, 1924 








or 
C.H.ALDEN CO 


Us h 


An Alden Style 


that can be 
delivered promptly 


Lot No. 130 


TONY BROWN 
CALF OXFORD 


Rubber Heel 


Lot No. 140 


GLAZED CALF 
OXFORD 


840 Last 
Rubber Heel 








The past four years during which we 
have concentrated upon a limited 


range of standard styles, leathers, 
lasts and patterns have proven beyond 
doubt that the economies we have 
effected have greatly assisted Alden 
dealers in giving better value, at no 
sacrifice of profit. 


Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 


¢ ¢ ¢ 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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CONVENTION WINNERS 


The universal acceptance of these style numbers by the 
leading buyers at the show convinces us that we have the 
right goods at the right prices and they are right in stock— 


Catalog sent on request. 


No. 174 

Price $5.00 

Black Suede One Strap, Dolly Cut-Out 
Quarter and Saddle, Single Sole, Full 


Spanish Louis Heel, Euclid Last. 
AA to C. 


No. 173—Same in Patent..Price $4.65 


Price $4.85 


Silver Suede Patsy One Strap, Cut-Out _ 


Vamp and Quarter, Single Sole, 
Military Wood Covered Heel, 
Newport Last. AA to C. 


Price $4.65 


Patent Kiki Sandal, Cut-Out on Saddle 
and Quarter, Goodyear Welt, 8-8 
Wingfoot Rubber Heel, Belmont 

Last. AA to D. 


Ooo 
O Oooo 


OO 


ON Off OOOOOOOOOOOoOo Oooo ooOoOoOas 


O OOOO 
Oo 


Price $4.65 
Levor White Kid Kiki Sandal, Cut-Out 
on Saddle and rter, Goodyear 
Welt, 8-8 White Wingfoot Rubber 
Heel, Belmont Last. AA to D. 


No. 167 
Price $3.65 
Surpass Black Kid Doris One Strap, Single 


Sole, Full Wood Covered Spanish 
Louis Heel, Beacon Last. AA to C. 


No. 168—Same in Patent.. .Price $3.65 


No. 171 
Price $5.00 
Silver Suede Dolly One Strap, Cut-Out on 
dle and Quarter, Single Sole, Full 
Wood Covered Spanish Louis 
Heel, Beacon Last. AA to C. 


Thomson-Crooker Shoe Co. 


18-26 Station Street 


Boston, Mass. 


(8 mcm mmm mm mmm re mm mm 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


13 


a 


A AR NE RE NR RI NR RR ce NN I Rf 





BOOT AND SHOE RECORDER 




















No. 104 LOTUS CALF. A boarded, chrome tanned leather in a 
distinctive shade of brown. This attractive leather when com- 
bined with fine shoemaking, will constantly win the admiration 
of those who seek beauty in footwear. 


The P & V trademark, wherever it appears, is a surety that 
you are receiving the highest qualities found in leather. 
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Another Harding Creation 


THE “ELAINE” 


[i is our aim to keep the trade supplied with 
the very newest style creations. 


This attractive pattern can be made in many 
combinations. 


; Carries either a 16/8 or 14/8 heel. 


For five weeks’ delivery. 





Carried In Stock By 
Krischer, Rogers and Fischer 
Philadelphia, Pa. | 





Harding Shoe Company 
Haverhill, Mass. 
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The Value of Style Lies in Dignity 
~ and Practical Application 


q@ We Americans, while blessed with a reasonable 
conservatism, are warm hearted, generous, and 
extravagamt to the extent of intemperance in 
many things. Intemperate use of things, even free- 
dom, brings its natural reaction, hence the Vol- 
stead Act. 


@. No less is this true with style features in shoes. 
Where wealth abounds style is apt to run riot and 
it is the misuse of style, abusing its sane and prac- 
tical application, even at the risk of health and 
beauty, that destroys its real value from both the 
artistic and practical viewpoint. 


@ There is an eternal fitness in all things. The 
sandal and strap effects in footwear are indeed 
works of art and add acharm to the tout ensemble 
of the feminine make-up when worn in the even- 
ing and at the ball. This charm is dissipated when 
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we see them plowing through our dusty or muddy 
streets. Moreover, their constant wearing will, in 
time, spread the ankle and destroy the beauty of 
its form, to say nothing of endangering}the health 
from cold and damp feet. 


@ Styles are created within the industry. The 
public’s choice is limited to those presented to it, 
and its preference sets the vogue. The stability of 
the whole industry is suffering from an overdose 
of style abuse and there is every sane and practi- 
cal reason why there should bea united effort on 
the part of those within the industry, who have to 
do with these things, to bring about the corrective 
influences which are necessary. SEASONABLE 
SHOES AND STYLES FITTING FOR OCCA- 
SIONS SHOULD BE THE AIM OF ALL. 


q@. The shoe retailer and his saleswomen and sales- 
men are the ultimate link in the industry’s service 
to the public, and-their co-operation to this end is 
most vital. 
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Dictated / 
by fashion Ggood taste 


Time has proved that the invisible eyelet_on footwear was merely a 
passing fad, a whim of fashion. The shoe without visible eyelets was 
unfinished—incomplete, and therefore bad in style and imperfect in 
appearance. 


Visible eyelets are dictated by fashion and good taste by necessity! 
They give to shoes a convincing exactness of fit and finish that the 
buyer is constantly seeking and instantly recognizes. : 





In fulfilling their function of improving the.appearance and wear of 
good shoes, visible eyelets have become such an indication of good 
style and quality in footwear that customers look for them, demand 
them, and pay tribute to the thoughtfulness of the retailer who has 
them on his footwear by coming back, eventually, to buy again! 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (Visible) FAST COLOR EYELETS 








always, ‘visible eye- mond Brand (Visible 


Specify, 
lets 4 all laced shoes” 

7 finish 
indefinitely. The promote 
easy lacing and actua‘ly out- 
wear the shoe. 
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Top Notch for 


unconquerable durability 


HE TOP NOTCH CROSS on rub- 

ber footwear is an absolute guaran- 
tee of mileage. Your customers can put 
them to the hardest use in snow, slush, 
or rain without coming back to you with 
complaints. 


All rubber footwear, rubbers, arctics, 
rubber boots, bearing the Top Notch 
Cross are built to give service. You can 
be dead sure of that. Every one is made 
by hand just as carefully as fine custom 
made shoes. Top Notch rubber foot- 
wear has the durability, appearance and 
fit that your customers demand. Top 
Notch brand means satisfaction ll 
around. Satisfaction to your customers 
because they can be sure of lasting 
qualities. Satisfaction to you because 
Top Notch is a brand of quickly moving 
merchandise with large volume and sure 
profit that you can rely on. 


If you are not a Top Notch dealer it 
would pay you to write at once to our 
nearest branch for particulars. 


BEACON FALLS RUBBER SHOE COMPANY 
Makers of Top Notch Rubber Footwear 
Beacon Falls, Connecticut, U. S. A. 


TOP NOTCH 


A GUARANTEE |"tcii OF MILEAGE 


Branches at 


NEW YORE BOSTON 
106 Duane Street 241 Congress Street 
CHICAGO KANSAS CITY 
208-12 South Jefferson Street 926 Broadway 


MINNEAPOLIS The famous 

426-432 Second Avenue, North . Top Notch 
SAN FRANCISCO Seen, : 

520 Howard Street v7 : Buddy Boots 

with muscles 


of live rubber 
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The Word which best expresses the Values 
in MARSHALL MADE SHOES is 


“QUALITY” 


C. S. MARSHALL COMPANY 
Brockton, Mass. 
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that speaks for itself 


ODAY, more than ever, the big outstanding sales 
factor in women’s dress shoes is STYLE. 
And, as the term is employed in the shoe trade, it covers 
more territory than ever. Whereas, it formerly was con- 
fined chiefly to lasts and patterns, STYLE is now looked 
for in LEATHERS. 
Rueping’s RUE-SUEDE is a STYLE leather. There is 
style in its long, silky nap and distinctive finish—style in 
every one of the forty correct shades. 
Dealers who lay the proper emphasis on STYLE write 
RUE-SUEDE into their orders instead of just suede. 


Write for color card. 








This is the Pilgrim Colonial—a 
graceful new SMITH SMART 
SHOE made by J. P. Smith & Co., 
Chicago. It is in Rueping’s Jack 
Rabbit Rue-Suede with 12-8 
covered heel and dull finished silver 
buckle. 


Fred Rueping Leather Co. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago SanFrancisco Montreal Northampton, England 
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The “Man-chu P 
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Novel! . . a and 


Sensational! a jl el Some Seller / 


Our Latest Sandal Creation 
Book your orders now for earliest delivery March Ist 


No. 201—Gray Alligator with Patent Inlay. Rubber Heel 

No. 200—All Patent. Rubber Heel. 

No. 262—Jack Rabbit Gray Elb. with Patent Inlay. Rubber Hee! 
No. 203—Gray Lizard with Patent Inlay. Rubber Heel 

No. 204—Tan Lizard with Patent Inlay. Rubber Heel 


Full Line of Staples always Carried 
In Stock, a few of which are as follows: 
5-8 845-11 114, 
No. 20-—Tan P. & Lotus Sandal.... ie $0.75 $0.85 $1. 
No. 30— LE Si de Sandal ; .65 8 


Lelie liiiiiiiiiiit ©) 


oOo 


OTe eliiiiieniiiiiieliiiiiiiien 


00 

5 
"$1.90 
5 


No. 96—Mahogany Side Men’s Vent...... , Tee $ 
No. 98—Tan P. & V. Lotus Men’s Vent.. 6-11 $2. 


We Invite Agettentions from Energetic Salesmen 
to Carry Our Line on a Commission Basis. 


In Stock Dept. () SHOE CO. 100 Reade St. 
GOLDMAN BROS. SHOE CO. a NEW YORK CITY 





Selling Agents 


STITCHDOWN & FELT MFRS. 
JOUOH HO UOH ON OU OUTWIT OMMAN OM COMN 


Heavy Sole Leather that is 
‘Honest HONESTLY HEAVY 


Leather The heavy sole is not honestly heavy un- 
less it is all pure hide fibre clear through 


a from back to front. 
sole leather bearing 
the ASHLAND stamp 


you will know that it Good sole leather is largely up to the per 


was produced from a 


heavy hide, and not from sonal honor of your shoe manufacturer. 


a plumped and filled light 
hide. 


em ASHLAND LEATHER CO. 


Leather 
BOSTON - CHICAGO - ST.LOUIS 





o 
o 
> 











y ay: K SOLE LEA Le | 





=> 
<S 
LF 
< 


o 
iz 


: 


February 9, 1924 


BOOT AND SHOE RECORDER 








d 








F. B. & C. Colored Kid 
Will BRIGHTEN your 
EASTER WINDOW 


—OQur recommendations 


Color 80 BEIGE 

Color 314 HICKORY 

Color 33 APRICOT 

Color 170 ORIENTAL GRAY 
Color 88 FIELD MOUSE 


F. B. & C. colors are produced out of the finest 
selected raw material in the world 


Amalgamated Leather Companies 


INCORPORATED 


22-24 North 5th St. Philadelphia, Penn. 
Factories: Wilmington, Del. 
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- SHOWING “HIGH-STYLE” IMITATION TURNS 


These Two Men 














represent us in merchandising our 
Goods to the Department Store 
Trade. 


These Two Men 


doing “Team Work” will call on 
the Trade in Eastern, Central 
Western and Far Western Cities, 
also the Entire South. 


These Two Men 


have a Complete Line of our Lat- 
est Novelties in “High-Style” Imi- 


tation Turns. They will show you. 
(Photo by Waid) (Photo by Waid) 
SHERMAN H. HASELTINE “GENE” RICKER 


GEO. B. LEAVITT COMPANY | T 
HAVERHILL, MASS. 

















-" 





pasa Elk Oxford 


A snappy style, with black apron, fox- 
ing and short wing tip. Dundee last. 
Leather or fibre sole. Made on three 
weeks’ delivery. 


aa 





| The Dalton Company, Inc. 
Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 
BOSTON NEW YORK CHICAGO 
183 Essex Street Marbridge Building 209 South State Street 
Room 405 Room 651 1618 Republic Bidg. 
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heel which had 


The MATRIX Sige 
is moulded to the 

ing and comforti 

the toes, the subtl 
ing hollows where 
would make a ba 


& WILDE INC. 
OUTH. MASs. 


, ey 
REED oe 


ROCHESTER.N.Y. 
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Silent Salesmen on Footwear! 


Lacing hooks are silent salesmen on your footwear. 
To men they speak with a silent eloquence of the 
convenience and comfort which they add to good 
shoes. And after a man has worn shoes with lacing 
hooks and daily experienced the time and temper 
they save and the all ’round comfort which they 
bring to his boots, he demands them on all his foot- 
wear from thatt ime on. So one pair sells another— 
lacing hooks bring immediate profits and future 
sales! 
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A sale lost is never regained 


Broken sizes on a good shoe 
means lost business 


OMETIMES the 

best of retailers 

overlook a good 

shoe. Frequently 

the salesman repre- 

senting a factory 

overlooks a good 

shoe. By a good 

~ shoe we don’t mean 

" necessarily a new 

number. We have 

in mind a steady 

selling shoe like the one pictured 
below on this page. 


With the advent of the Four-Season 
plan which was originated by Craw- 
ford, the shoe buyer and the salesman 
sometimes overlook sizing-up on a 
good shoe already in stock. 


The Bramscott and its companion 
the Bedale, illustrated below, were 
introduced by us as mid-winter 
“‘In Process” shoes. Size schedules 
were ordered by most Crawford dis- 
tributors. Today the Crawford sales- 
men are in their territories with the 
early spring ‘‘In Process”’ shoes and 
in the enthusiasm of presenting and 
selling the new styles, it seems possi- 
ble that some of thesé steady selling 
numbers, already in retailers’ stores, 
may be overlooked 


One of the great advantages of the 
Crawford ‘“‘In Process’ plan is to 


permit the retailer to size-up on a 
shoe once or twice a week and in di- 
rect proportion to his sales on that 
shoe. This permits the carrying of a 
small run of sizes that will enable the 
retailer to sell every customer the 
right shoe in the right size at the 
time he wants it. 


When a customer likes a style and 
you cannot fit him, or satisfy him 
with some other style, you have lost 
a sale. That business can never be 
regained. Sales lost because of broken 
sizes on a good shoe mean reduced 
volume, lost profits and perhaps the 
complete loss of a customer. 


Look over your own stock and see 
how many broken sizes you carry— 
then when the Crawford representa- 
tive calls let him explain how the 
Crawford “‘In Process’’ Four-Season 
plan prevents your losing business. 
If you would like to know immedi- 
ately write us direct today. 


THE BRAMSCOTT 


Smart brogue oxford of colored 
Saddle calf. Two full soles with 
broad flange leather heels. 


A companion shoe, the Bedale, is made in black Whip calf. 


CThe rawford Shoe 


CHARLES A. EATON 
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Make it your ous ine 


Very frequently a small initial pur- 
chase from our in-stock department 
has led shoe merchants directly and 
rapidly to adopt the Just Wright 
Shoe as their leading line. 


TWO OF THE TEN STYLES IN STOCK 


Stock No. 460. Radio Last, Sarg Raney 2m 
ing Oxford. Light Flexible Sole, P 
Sizes: AA, A, 6-11; B, 5% -11; C,D, il. . 
Price, $5.50 


Stock No, 41, The Same in Dull Calf. 
Price, $5.50 


E. T. WRIGHT & COMPANY, inc., Rockland, Mass. 


Makers of the Well Known “Arch Preserver” Shoes for Men 








29 
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LITTLE JOURNEYS TO AND FROM FAMOUS PLACES | 





Public Library, Copley Square 
Boston, Mass. 





Virn Heels come trom Boston. They are made less than ten minutes journey from 
Copley Square in a factory which makes 75,000 rubber heels between each two punches of 


the time clock. Vim is the middle priced heel of a famous group—BULL DOG VIM and EVER 
GRIP. BULL DOG, which costs a little more than VIM, is for people who want the very best. 
EVER GRIP, which costs a little less, is for buyers who want splendid value for less money. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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REC US PAT OFFICE 


In Stock 


McKAY-GOOD YEAR 


844-11 1144-2 24-8 
M 205 Mahogany Ox., wide toe 1.75 2.00 2.30 
M 1205 Mahogany Ox., English toe 2.00 2.30 
M 208 Nut Brown Ox., wide toe 1.75 2.00 2.30 
M 1208 Nut Brown Ox., English toe 2.00 


Stitchdowns 


5-8 844-11 11%-2 2 
802 Brown Gr. San. Hy. sole -70 80 90 
2733 Mahogany Elk Sandal 38O0 6. 1.05 
738 Patent Sandal 1.10 1.20 1.35 
{[873H Patent Sandal, Eng 


Prompt Shipment 








Complete Stock List Furnished on Request 


| Hagerstown Shoe &° Legging (0., Inc. 
Hagerstown, ~Maryland, U.S. A. 








‘without obligating you to buy. 





The Famous \ - Y 


Shoe fr Men Z 








STYLE 976 


Mecca Calf, No. 101, 
Lace Oxford, lip tip, 
Bleached Calf Lining, 
single Oak Sole, Mar- 
vel last Price. ..$4.75 


Terms 2% 30; net 60 
days. 


MR. RETAILER: 

When you read this “ad” 
you’re thinking. Let us show 
you this smart line of Calf skin 
all solid shoes to retail at $6.00 
and $7.00 priced so that you 
can make a profit.” 

A postcard will do the work 











UNION MADE BY 


Weber Bros. Shoe Co. 
North Adams, Mass. 


New York Office, H. Harris, 1328 Broadway 
Marbridg: Building 
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Goodyear Wingfoot 
Top Lift on Cuban- 
style wood Heel 
made by Wason 
Heel Co. 


At Last! 
The Ideal Top Lift 


for Wood Heels—Goodyear Wing foot 


Goodyear announces the perfection of a 
rubber top lift for wood heels. It is 
Goodyear Wingfoot, in quality, design 
and material. 
You know what a great need this product 
fills. Here are its big advantages: 

New 

Trim, neat and good looking 


Wears longer than other materials 
Protects covered heels better 


Goodyear Wingfoot top lifts are made in 
both black and tan. They can be fitted 
to every wood heel made. 


Seder Weighs Ask your manufacturer to supply you 

Top Lifton Frenck shoes made with Goodyear Wingfoot top 

sty 00 ee ; . s 

made by Wasen lifts, For your own repair department, 
you can get them by writing Goodyear, 


Akron, Ohio, or Los Angeles, California. 


WENGEOOT 
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CHICAGO STYLE SHOW | 


Week of February 10th to 16th 


MR. HARRY A. GOLLER—WM. F.GREEN 


Are Displaying Their Samples at 


—MORRISON HOTEL=—| 


Rooms 1812-1814 



































Allen Goller Shoe Co 


i Boston Office. 207 Essex St-Factory 60 K Street.South Boston 






































1899-1924 
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SERVICE 


THE ACHIEVEMENT Owe 

OF THE PAST Seg 

THE ASSURANCE 
OF THE FUTURE 


*CAQ]On2+ 


UNITED 
SHOE MACHINERY 
CORPORATION 
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1899-1924 


4d VER a period of twenty- . 
|} five years, the United 
SZ Shoe Machinery Corpor- 
ation has maintained a single 
ideal—Efficient Service, alike to 
all. This Service has been made 
possible by the cordial co-opera- 
tion and support of the shoe in- 
dustry. Deeply appreciative of 
this confidence, and conscious of 
the responsibility of this trust for 
the future, we express our sincere 
thanks to the shoe manufac- 
turers, our friends and associates. 


UNITED 
SHOE MACHINERY 
CORPORATION 
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Kick € t You 
—not the A ay oe 


Snap—goes the shoe lace! The man is in a hurry, as usual. 
Bingo! 


“Never again with my money at Brown’s Shoe Store. His 
laces are N. G!” 


Why not specialize on ‘“‘Cordo-Hyde”’ laces. The strength is 
there. Recommend them to your trade when a single pair 
of shoe laces is wanted. Sell your customer ‘‘Cordo-Hyde’”’ 
equipped shoes. Manufacturers are shipping shoes ‘“‘Cordo- 
Hyde” equipped when so requested. 


Gordotyde 


LACE DIVISION 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASS. 
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ON DISPLAY 


at the 


HOTEL, LA SALLE 


Chicago, Feb. II to 14 


THOROFIT 


BRAND pe 


— 


LINE OF FELT, QUILTED SATIN AND LEATHER: BOUDOIR SLIPPERS 
QUALITY GOODS AT PRICES THAT WILL INTEREST YOU! 


Representatives in attendance: 
Mr. J. R. Sexrs 
Mr. E. A. Hawkins 
Mr. W. J. Masure 
Mk. S. Z. Ki.Berc 


General Pa Loclwcar Ge. Ine. 


476 BROADWAY NEW YORK, N. Y. 
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IN STOCK—Ready to Ship 


3 W's LENOX 


“ r39 
Pat. Chrome, Field Mouse Top, 3 Bar PEGGY 


Collar, Rubber Heel, McKay 
Child’s Turn in Combination Leathers, 


, 3 2 Misses’ Patent, Cut-Out Quarter, McKay, Plain Toe, Button, Wheeled Edge. 
332—8 4 to 11, D & E, spring heel... . Front Strap, Winner Pattern. 200—Child’s Patent Vamp, Dull Top, 
234—4 to 8, D & E, hand turn, spring heel 2.05 6610--114 to 2,C, D&E Wedge Heel, 3-8................. $1.75 
7. in Tan © ~~yh Smoked E . Db” 6611—8 wo 11, D a om i 201—Infant’s, No Heel, 1-5 1.50 

345 4- eye We 2% to c 214—Child’s Patent Vam Field Mouse 

rubber heel, broad toe. teste \\Send for catalog Top, Wedge Heel, 3.8 1.75 
este-“Greninn Girls’ 2k, to z € 

tubber heel, medium round toe 


rae OT ite . . . 
Siaciicn barat ss Weimer, Wright & W ‘ilies Co. 
399—Child's 8 '_ to 11, D & E, spring heel, 


237—Child’s 4 10 8, D&E, wedge heel, i 39 S. Second Street, Philadelphia 


hand turn...” ‘ 2.05 


80608 6000666060066608 060066066 CESCSCSCCOCESCOOSCSSSSESECESSCECES Ct SD 
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The PRISCILLA Colonial 


No. 1003—Patent Colt with nickel buckle, 
turn, 8-8 cov. heel : 


No. 1005—Same in McKay $3.50 


No. 1006—Same in Goodyear Welt with 8-8 leather 
heel, rubber top lift $3.50 


No. 1007—Gray Buck, 
nickel buckle, 8-8 cov. 


hand 
$4.50 


Priscilla Colonial with 
heel, McKay... -00 


The SHEBA 
No. 1104—Brown Suede Cf., Brown Kid trim, 
goodyear welt, 8-8 covered mil. heel, A-C. .. .$4.75 
No. 1107—Same with 12-8 cov. mil. heel. . . 84.75 
No. 1103—Same in Gray Buck, Gray Calf trim, 
8-8 cov. mil. heel 75 


No. 1106—Same as 1103 with 12-8 cov. mil. a 
$4.7 


trim, 8-8 cov. mil. heel 
No. 


No. 1102—Same as 1104 in Black Suede Calf, * 
$4.75 


1105—Same as 1102 with 12-8 cov. mil. heel 
$4.75 


The HONEY 


No. 1113—Airedale Buck Slash Oxford, Brown 
_ trim, hand turn, 14-8 Full Span. Louis heel, 
$5.25 
1111—Same in Gray Buck, Gray Kid trim. 

$5.25 


~ 
No. 1112—Same as 1111 with 13-8 cov. mil. heel. 


No. 1109—Same as 1113 in Black Suede, poe 
Gun Metal Calf trim $5.2 

No. 1110—Same as 1109 with 13-8 cov. mil. | 
$5.00 


No. 1114—Same as 1113 in Black Velvet, Black 
Gun Metal trim 00 


Boston 





No. 
heel 


Styles 
that 
Ring 
the 
Cash 
Bell! 


Immediate Delivery 


Our SWEETHEART Pattern 
No. 1147—Gray Buck, Gray Calf trim, hand turn, 
14-8 Full Spanish Louis covered heel, AA-C.. .$5.50 
No. 1148—Same in Airedale Buck, Brown Calf 
$5.50 


No. 1146—Same in Black Suede, Black Gun or 
trim. . $5. 
No. 1149—Same as 1146, with 13-8 cov. mil. “4 
$5.25 
1150—Same as 1147, with 13-8 cov. mil. 


Game as 1148, with 13-8 cov. mil. oe. 
5.25 





You can depend upon Max M. 
Adler’s well-known ability as a 
style expert, combined with his 
knowledge of merchandising, to 
deliver to you shoes of striking 
beauty, fine workmanship and 
salability. Prices are attrac- 
tive—deliveries will be sure. 
Be first to show Max M. Ad- 


ler styles in your town. 


New Styles First 
Terms: 2%,10 days; net 30 days 
Single Pair orders 25 cents extra 


MAX M. ADLER COMPANY 


Novelty Footwear 


146 LINCOLN STREET 


The ISIS 
No. 1139—Black Suede Calf ye. Gun Metal trim, 
imt. turn, 14-8 cov. mil. heel, $4.00 


No. 1140—Same in Gray Buck, with Gray Calf 
$4.00 


Famous ZEV Sandal 


~ oh Suede Calf, goodyear welt, 8-8 
mil. heel, A-C $4.25 


1124—Same in gray buck 
1125—Same in bamboo suede calf 
1126—Same in Pat. Colt 

No. 1127—Same in Red Kid 

No. 1128—Same in Blue Kid 

No. 1129—Same in Green Kid 


No. 
cov. 
No. 
No. 
No. 


The DIANA 


No. 1122—Black Velvet Cut Out Oxford, Pat. 
} a Hand Turn, 14-8 Full Span. Louis Heel. 
Mees adore vhesetadesasdesssadsecserd v 


No. 1116—Same in Black Suede Calf, Pat. Trim. 
$5.25 


No. 1117—Same as 1116 with 13-8 cov. mil. heel. 
$5.00 


No. 1118—Same as 1122 in Gray Buck, Gray Kid 


No. 1119—Same as 1118 with 13-8 cov. mil. “ery 
$5.00 
No. 1120—Same as 1122 in Airedale Buck, —— 
No. 1121—Same as 1120 with 13-8 cov. mil. heel. 
$5.00 





Mass. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





38 BOOT AND SHOE RECORDER February 9, 1924 


(ar OAT WRC VC NY WRT Pr MR WRT WAU VAN WAN BAU WAL UAC WON SEN BAC WAN WC PAC MAC PRC BC AC UR BAC BAL PAL AN BX BK WAX BEX BA BA BO EA PK PR SA US DN PP BR RR OV DA TAA A 
“4 J 


REMEMBER—CHILDREN ARE 


winosoR | #§ Wearers Today— Little Gem 
FLEX~WELT @ Shoes 
PROCESS B uy ers Tomor TOW | mave @: RICE & o@ 


INSURE PERFECT FEET 
FOR THE FUTURE 


a 








(b\/8\* 
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4 
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for Children TWO NEW 
RICE & HUTCHINS LINES 
WO new lines of Children’s shoes have 


been added to Rice & Hutchins’ many 
lines of footwear for the whole family. 





AJ 


TATA TATA TE RE 


It will pay you to look into these wonderful 
shoes, and put in your stock saleable shoes 
at prices that are right. 


U 


5820X ‘i . ; , 

mn The “Windsor Flex Welt” is a line of 

ittle Gents’ Ch T Bl . 

cher Hooks & Eyce tines 91344 Care  strudy stitched-down shoes made of the 
"$2. 15 ° . ° 

best materials. They will wear and give the 


: ‘ * 534-8 
service demanded in a child’s shoe. Carried also in Tan Doeskin & Pat. Colt 


ried also in Gun Metal. 


Infants’ Smoked Elk Blucher, 
2-5 


The “Little Gem” line, made without 
staples or tacks has soft, flexible, excellent clos 
wearing soles. The snappy patterns will per 
prove attractive to your trade. and 
: : bas’ 
— Don’t neglect your Children’s business. gui 
cists taiiiaiy Mihae it n When you sell the parents of child customers, ; but 

i herry Tan u. [ Oxfor ° ° ° 5875Y | 

Caefed 3 wise ‘int ‘Sigciked “kit ie he you must also satisfy the child and have him Mths at 
834-11... $185 unconscious of the fit and pleased with the —2g28*" Pat: Colt Sylvia Pump. om 
looks of the shoes. When he becomes the = Gatried also in Peari Eli. - cost 
“buyer of tomorrow,” make sure that he age 
will recognize and remember you above all ' ag 


shoe merchants. to d 


Both lines are backed by Rice & Hutchins min 
reputation as better shoe makers for fifty- Nor 
eight years. Order a few pairs today! pare 
Child’s Cherry Tan Sport Blu. Ox- All Styles are carried in sizes how 
ford, Smoked Elk saddle, ee be 5%8, and8Y-Il, and 11 42 ? L this 


Infants’ Tan Doesxin Button, . a ris 
IN-STOCK AT BO take 


a pe 


RIcE & HUTCHINS BA Fl 


INCORPORATED the 


hor 
13 High Street Boston, U.S.A. 

man 
Distributing Branches recog 
Rice & Hutchins Atlanta Co. ; me 
Rice & Hutchins Baltimore Co. losse: 
— & — ne, = | — 
ice & utchins evelan ‘oO. 7 
5800 Rice & Hutchins New York Co. style: 
: Rice & Hutchins St. Louis Shoe Co. retail 

Misses’ Cherry Tan Bal. 114-2 Atlas Shoe Co., Boston, Mass. 2-5 $1. } : 
$2.15 Jos. I. Meany & Co., Inc., Phila., Pa. 5%-8 ‘8s ask t 


sever 


Carried also in Gun Metal. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ESTABLISHED APRIL | 
1882 


You Are Entitled to a Profit 


Before Spring Shoes Come in Estimate Your Style Risk, Know Your 
Overhead and Figure Your Profit Margin 


women’s shoes. There was a time and that not 

so long ago when this rule was adhered to very 
closely but not so today. The former custom of a 50 
per cent markup on the purchase price is shot to pieces 
and a shoe merchant attempting to do business on this 
basis is doomed. There is no one criterion to aid as a 
guide in determining the selling price of dress shoes, 
but rather various factors must be considered to esti- 
mate what they will bring. The first of these is the 
amount that must be added to cover expenses. If your 
cost of doing business is 25 per cent then this percent- 
age figured on the selling price must be added to the cost 
to help arrive at the proper figure. This is not difficult 
to do because percentage of overhead is easily deter- 


OW do you estimate the selling price of your 


upon him. As long as the public continue to buy shoes 
from their neck up let them pay the price. 

The general appearance of a shoe also aids in deter- 
mining its selling price. It sometimes happens that an 
extra fine piece of upper stock is used py the manufac- 
turer and the shoes come in smiling at you when opened 
up. Unless they are a standard line with you it is best to 
add an extra profit because it also happens that at 
other times you will find it necessary to cut the price on 
similar shoes. 

Popular demand is also taken into consideration. 
Last spring colors suddenly sprung into the limelight 
and the bulk of smaller retailers were out of luck, but 
the merchant who had colored shoes when the public 
wanted them surely made the public pay and justly so. 


mined at inventory periods. 
Nor is it difficult to adda 
percentage for net profit, but 
it is often a question of just 
how much to add. Shoes of 
this type must be considered 
a risk and that risk must be 
taken into consideration and 
a percentage up to one and 
one-half times the cost of 
the shoe is not too much 
nor is it profiteering. Too 
many retailers have failed to 
recognize the enormous 
which uncalled for 
Styles create in value ‘and a 
retailer has a perfect right to 
ask the public to pay for the 
severe demands they make 


loss¢ Ss 








A Man of Ideals 
Woodrow Wilson stood with more 


clearness and more pre-eminence than 
any man of our time for the moral idea 
of the nation. He was the prophet of 
the humanity of the world. No man 
ever entered his high office with a more 
splendid vision or a higher purpose, 
and no man ever stood to his task with 
nobler devotion, with a purer heart or 
cleaner hand. And he came forth from 
the great ordeal unsullied in soul, un- 
spotted in character, without even the 
breath of suspicion that anything had 
come to him from his office except the 
opportunity to serve. His vision of the 
nation was glorious, and he gave all 
that he had to give—his life. 

Dr. Gordon. 








This winter colonials made 
their appearance and the 
same thing happened. An 
overnight change of style is 
apt to happen any time and 
if a merchant must increase 
the risk on his investment he 
is entitled to all he can get in 
the way of profit. Rest as- 
sured that an accident or fire 
insurance company will 
quickly increase rates where 
a risk becomes a_ hazard. 
Retailing shoes, particularly 
women’s, as ceased to be a 
risk and is now in the extra 
hazardous class and an in- 
crease in profit is perfectly 
justified. 
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Competition also has it’s effect on price, but not as 
much as in years past. Merchants today have learned 
that another retailer in their neighborhood is a help and 
not a deterrent to their own business. A few years ago a 
Chicago retailer complained bitterly because a good 
live shoe man was moving .across from him. He was 
told to go home, tend to his own business and he would 
soon learn the effect his new “‘competitor” as he called 
him would have on his business. He had been in busi- 
ness five years before this, and after another five years 
retired and he says to this day that he made more 
money the last half than he did the first. His competitor 
made him a better merchant, drew more patrons into 
the neighborhood and as it proved out was not a com- 
petitor at all, but a help. The nearest shoe man to your 
business is not your competitor unless he is a price cut- 
ter and if he does this he will soon die out. Carrying 
lines similar to that of your neighbor might bring about 
competition. If it does, drop the line or else have the 
factory determine who shall have it. Price cutting on 
branded lines must not be permitted under any cir- 
cumstances, ‘ 

Looking beyond our own immediate neighborhood is 
where you find your real competitors. 

If the shoe business done by mail order houses were 
distributed among shoe stores where it belongs many 
merchants in the smaller cities would discount their 
bills instead of taking 60 or 90 days. 

Department stores all have large mail order depart- 
ments that add millions every year to their shoe sales. 
Then again we find fast mail trains spreading the ad- 
vertisements of larger city retailers and the family 
living 200 miles away is discussing by city news at the 
breakfast table and scanning the ads. 

Summing it all up competition is everywhere. You 
cannot put your finger on one certain thing and say 
that because of that one thing or because of such dealer 
you cannot ask more for your goods. 

You must have three things in mind in marking 
goods. First, your overhead, second, risk or hazard and 
third amount of profit you expect. These three factors 
uppermost in your mind will help you overcome some 
of the problems you have confronting you and will also 
help you work aleng a more definite line of merchan- 
dising. 





Turning the Tide with 
Advertising 


wa retail merchants buy lines instead of shoes 
they will appreciate among other things the 
value of advertising. There is too little advertising done 
to hasten the day when the retail shoe business will be 
on the same plane with clothing where it belongs. When 
a good year comes along, the dealer is satisfied and when 
a bad year comes he loses heart. But good or bad, 
advertising should continue without interruption be- 
cause when business is good, advertising makes it better 
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and helps create a reserve for a bad season ahead. When 
business is bad, advertise to make it better and if nec- 
essary draw on the reserve created in the good season. 
Keep your name, your merchandise and service before 
the public all the time. Consistent advertising pays. 
Picture your store front, sales windows and sales force. 
Ever keep the public eye focused on you in some way. 
It may take a year or more before you will obtain 
satisfying results, but keep everlastingly at it. 

Buying lines will help in your efforts because of the 
possibility of keeping sizes intact since many lines are 
stocked and quick deliveries possible. In many instances 
manufacturers and wholesalers will furnish advertising 
copy or even share the expense. But having shoes on 
the shelf when your customer wants them, not only 
means more dollars in the till, but establishes a reputa- 
tion for you; therefore, advertise shoes you have. 
Shoes of special construction such as orthopedic or 
comfort shoes should receive particular attention. 
These are the mainstay of your business and the greater 
your volume on these numbers the more firmly estab- 
lished your business becomes. Shoes of this type remain 
staple, do not change in pattern and are not subject to a 
heavy depreciation at inventory time. Make up your 
mind that if a line is worth putting in it is worth adver- 
tising and don’t put it in unless you intend advertising 
it. 

In visiting retail stores one is confronted with signs 
of every description made and paid for by manufactur- 
ers, but not one in a hundred retzilers displays any 
advertising of his own except the price tickets in the 
windows. One would imagine there was a law pro- 
hibiting a merchant from advertising. In the larger 
cities, hand bills must be placed in the mail boxes, but 
this does not apply to the thousands of smaller cities, 
towns and villages. Hand bills are economical, but 
effective on medium priced or sale merchandise. Per- 
fectly correct for the family shoe store to use. 

Many of our most successful merchants started 
advertising this way. Attractively arranged they can 
carry your message as well as higher priced methods, 
provided, of course, you cater to the big middle class. In 
every instance it is necessary to analyze the kind of 
patronage you have and use the kind of advertising 
that appeals to their natures. Shoes retailing at $6.00 
or under can be advertised as suggested by hand bills, 
but shoes over that price should be handled differently. 
Direct mail advertising is most common and most 
satisfactory if properly gotten up in copy. Avoid 
crowding too much on your form. Better a few cuts and 
the main wording on some line you have already estab- 
lished or are trying to establish. The strength of one ad 
may not be sufficient to put over your story nor can it 
be expected to, but by being systematic and consistent 
you will eventually win out. Don’t expect big returns at 
the beginning. If they come, all right, but if not, don’t 
be discouraged. It takes time to do things worth while, 
but once the tide turns in your favor it will continue. 

Try out this idea of selling lines. 
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In This Issue 





The Recorder Presents Its Own System of Accounting for Retail 
Shoe Stores 


Complete in loose-leaf form with binder. A system which shows you 
every minute just where you stand—helps stop the leaks. 

















He Revived a Lot of Dead Business with One Letter 





The Recorder Ad-Visor Peers into Spring 


Siz pages of ideas for your advertising campaign which should start 
when the weather breaks. 





Achieving Volume by Splitting Your Appeal Between Children 
and Their Mothers 








The Recorder Creed 


ETTING More Shoes Sold Right: not only “‘more”’ 

but “right” ; sold for the right purpose, to the right 
wearer, in the right fitting, for the right price, at the 
right profit. This is the great problem of the retail mer- 
chants The chief purpose of the Boot and Shoe Recorder 
is to help solve it; for this is the basic problem upon 
which depends the progress of the entire allied indus- 
tries relating to shoes and leather; their production and 
distribution. 
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THE MINIATURE RECORDER 











““Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Lighter Uppers for Men’s 
Shoes 

Some tanners of calf leather 
are planning their business on 
the theory that men want 
lighter upper leathers in their 
shoes for next fall and winter, 
as well as for the coming spring 
and summer. One reason given 
for this is that men are riding 
more and walking less, and so 
require a lighter upper for foot 
comfort. 


To Be Trimmed 
Haverhill, Mass.,—Shoes to 
be trimmed, are wanted. As 
for instance, gore styles that 
can be adorned with a fancy 
buckle, or ornament. 


Good Button Business 
Boston, Mass., Feb. 7 
Business in buttons is totaling 
well among firms who sell but- 
tons to the novelty shoe trade. 
The popularity of straps call 
for many buttons with which 
to fasten them, and novelty 
buttons at that. Formerly 
button business was good only 
at occasional intervals, as, for 
instance, when button boots 
were in fashion. But with strap 
styles selling the year round, 
buttons are selling the year 

round. 


Plain Pumps at Palm Beach 

Palm Beach, Fla., Feb. 7— 
Plain pumps have appeared 
here, a forerunner of simplified 
styles. 

Ties for Spring 

Lynn, Mass., Feb. 7—De- 
signers here are showin: shoe 
patterns of ties fo: spring. 


New Rate to New York 

Lynn, Mass., Feb. 7—Shoe 
manufacturers have secured a 
new low rate on shoes shipped 
to New York. The shoes are 
gathered each noon at the fac- 
tories; taken by a truck to 
Boston, and then are sent by 
steamship to New York, where 
they are delivered before noon 
the next day. 
Showed Sizes and 

Widths 

Boston, Feb. 7—One of the 
high grade shoe stores on Tre- 
mont street recently showed a 
chart which contained the ex- 
act number of pairs on hand by 
sizes and widths. The shoes 
were on sale and a glance at 
the chart showed whether the 
store carried the size and width 
of the individual. 


Chart 


Linings of Leather Are Used 
More 

Peabody, Mass., Feb. 7 — 

Tanners here notice a demand 

for better lining stock. This is 





Wide Treads 
New York, Feb. 7—Sales of 
novelty styles, a width wider 
across the ball, but of standard 
measurements in other parts, 





women’s novelties. 





Simplicity in Patterns 


Boston, January 24—A leather salman reports a shoe 
firm uses “‘one last, one width and one pattern,” and re- 
lies upon leathers to make its styles. It uses reptiles, suedes 
colored kids and patents to get its novelty effects. It makes 








doubtless due in part to the 
common wearing of finer hos- 
iery, for if the stocking is fine 
the shoe mast be well lined. 
At several trade conventions, 
attention has been called to 
the economies of finely lined 
shoes that will not wear out 
heels of delicate hosiery. 

While the fashion of low 
shoes has decreased the de- 
mand for topping stock, yet, 
on the other hand, it has in- 
creased the demand for lining 
stock, because the low shoe is 
lined with leather while the 
boot is lined with fabric. 

Besides, the low shoe is an 
open shoe, and the linings in 
it must compare favorably 
with the leather of the vamps 
and quarters. That accounts 
for the demand for better 
linings. 


Leather Lined Shoes 

New York, Feb. 6—More 
women’s ‘hoes are leather 
lined. Even vamps are lined 
with leather. That is espe- 


are reported here. The idea is 
that of a shoe which a clerk can 
slip onto the foot easily and 
quickly, and that will feel 
comfortable. The novel design 
of the pattern conceals the 
wider width. 





Early Orders for Easter 


Lynn, Mass., Feb. 7—Man- 
ufacturers here judge that 
many good buyers are placing 
their Easter orders early this 
year, picking their styles with 
care, and making sure that 
they have an unusually long 
run of widths and sizes. Evi- 
dently, more shoes are going 
to be fitted right. 


Making Suede Leather 


Peabody, Mass. Feb. 
Tanners here made 20,000,000 
feet of suede leather last year, 
according to a recent estimate. 
That is enough for the making 
of 10,000,000 pairs of suede 
shoes. The output of suede in 
Peabody last year was the big- 
gest in the history of the trade. 











Women Buying Welts 

New York, January 31—Women are buying more welt 
shoes than at any time in the last two years, according to 
representative shoe merchants here. Suede is one of the 
favored materials in welts. Some attractive oxfords with 
neat strappings in calf are meeting with a good consumer 
reception it is reported. Brown satin in fancier shoes has 
lost none of its popularity, the merchants report, and 
patent leather is still among the favorites and is expected to 
grow stronger as the spring season progresses. 














cially true of slashed vamps. 
The leather helps to hold the 


vamp in shape. Quarters of 


low shoes are always lined with 
leather. If quarters have large 
perforations of the Mah Jong 
style then the leather lining is 
cemented to the quarter to re- 
inforce the part that is per- 
forated. 


Incidentally, Peabody claims 
to make more suede leather 
than any other place in the 
world. 





Buckle Sale 
Philadelphia, Feb. 8—One 
of the large department stores 
here put on sale at $5, $6 and 
$7, about $1,000 worth of im- 


ported French cut steel buckles 
in a variety of designs. 





Cut-Out Gores 

Philadelphia, Feb. 7—A cut- 
out gore in dull kid or patent 
leather at $10 or in black suede 
at $10 is being sold by a retail 
shoe store. At this same store 
it looks like low heels will go 
well in women’s shoes in the 
spring. 





Closing Men’s Department 
Los Angeles, Feb. 8—The 
Burns Shoe Store on South 
Broadway is closing out its 
men’s department. Hereafter 
it will specialize in women’s 
and children’s footwear. 
Turn Shoes Lead 
Detroit, Feb. 6—Turns are 
getting the preference by 
women in the shoe stores 
here. The Flapper Colonia's 
are selling freely and there 
are good calls for gore effects. 





New Chinese Leathers 
Peabody, Mass., Feb. 7— 
George Laemnue, manager of 
the Lenaiee Tanning Com- 
pany, is completing a new line 
of Chinese leathers, and is hav- 
ing samples made up _ into 
shoes. He will take them to 
Chicago and show them on the 
runway at the style show. 





Skirts Twelve Inches from 
Ground 

New York, Feb. 8—Mme. 
Madeline Vionet of Paris, 
dressmaker, who arrived here 
recently, reports that skirts 
will be 12 inches from the 
ground in most cases. 





Strap Patterns Prominent 
Pittsburgh, Feb. 8—Strap 
patterns are the most promi- 
nent of the new spring pat- 
terns which are gradually 
creeping into the window dis- 
plays of the shoe stores. San- 
dals are going to be favored. 
Concerning High Shoes 
Brockton, Mass., Feb. 7— 
There is interest in manufac- 
turing circles here to stimulate 
more interest in men’s high 
shoes for next fall and winter. 
One manufacturer plans to 
show a wide line of high shoe 
patterns for fall and winter 
wear. 
Oxford Tie for Women 
Haverhill, Mass., Feb. 7— 
The oxford tie, made here for 
women, is reported as receiving 
attention in the retail shoe 
trade. 
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The Recorder Presents Its Own System 
of Accounting for Retail 
Shoe Stores 


Soon to Be Ready for Distribution 
Fully Protected by Copyright 
PURCHASES AND MERCHANDISE ACCOUNT 


Purchase and Mer- place code cost on sales 


om- 
line 
hav- 
into 
1 to 
| the 


rom 


[ me. 


chandise Account 


Enter first at the bot- 
tom of this sheet the in- 
ventory at the beginning 
of the month. These fig- 
ures are the unit you 
start with. Purchases are 
entered lafter goods are 
received and checked in. 
At the end of the month 
add purchases to your 
inventory and from this 
total deduct cost of mer- 
chandise sold during the 
month which is taken 
from the monthly sales 
summary, which leaves 
an inventory of stock 
divided into high jand 
low shoes, to be trans- 
ferred to the Purchase 


and Merchandise Account sheet for the following 


month. 


After purchasesare entered, they are posted to the Ac- 


counts Payable sheet 



















































































This sheet is your inventory as well as your purchase record 








ticket. If sale is a cash 
sale enter the amount 
under column Amount of 
Cash Sales and also under 
Class of Goods Sold. If 
sale is a charge sale en- 
ter amount in column 
Amount Charge Sales 
and also under Class of 
Goods Sold. Charge sales 
are posted from this 
sheet to Aceounts Re- 
ceivable sheet. 

Cost (or inventory 
value) of each sale must 
be entered in the column 
Cost of Sales. Deducting 
the total cost of mer- 
chandise sold from total 
daily sales shows the 
daily gross profit. Mer- 


chandise returned by customers is entered on this sheet 


in red ink and deducted from the day’s sales. By dis- 


tributing sales to their respective columns, a glance will 


show how your stock 


— and the invoice ____ enn is turning. 

kirts checked in# the ——— —_——_— 

the column after = Monthly Sales 
Amount of Invoice Summary 

_ to show the items From the Daily 

pmi- have been posted. Sales sheet enter the 

Pe At the time goods Sales in their respec- 

dis- are put into stock tive places. From total 

San’ @ mark each carton sales deduct the cost 


1. 


es 

ifac- 
ilate 
high 
nter. 
; to 
shoe 
inter 


with the cost in code. 

Merchandise re- 
turned to factories is 
entered on this ‘sheet 
in red ink and. the 
amount deducted 
from total for the 
month. 


Daily Sales 
This sheet records 
each sale in detail. 
When sale is made 
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All the details of every sale go on this sheet 





of merchandisesold to 
determine the day’s 


| _ gross profit. 


Daily Cash Balance 

This comes in tab 
form because after the 
day’s figures are trans- 
ferred to the perma- 
nent records this slip 
is filed away. 

The cash on hand 
should be the same 
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MONTHLY SALES SUMMARY 
Monch ot 
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Cash received, no matter from what source, is entered here. Columns 








Your daily sales totals go on this sheet 


each day. Start the day with $25.00 or $50.00. Just 
enough for change. Deposit all receipts except this 
amount for the cash drawer. 


From the Daily Sales sheet enter the total receipts 
from Cash Sales. 


From Cash Received record enter total amount 
received from customers’ Charge Accounts. 


From this sheet the amount deposited in bank is 
entered on the Cash Received sheet in the column 
designated Deposits in Bank. 

Cash Sales are transferred to the Cash Received 
sheet under the heading Cash Sales. 

The amount paid out of the cash drawer is entered 
under this heading 
in the Cash Received 
sheet, itemizing the | cemsgr | seo | eaaste [canes 
various transactions f= MTOM in 
in the right hand = 
column but the total [.— 
itself is entered in f=— iPr 
its separate column = [=ees— nn 
marked Paid from 
Cash Drawer. 

Bank deposit is 
also added to your 
check book and the 


items paid by check 


SERARESTERAEEEEER TEER 
$+ tit | 


PROFIT AND LOMB ACCOUNT AT CLORE OF FIRET SIX seoRrTES 


YEARLY COMPARISON SALES, PROFIT AND LOSS AND FINANCIAL STATEMENTS BY 
PERIODS OF SIX MONTHS 


— co = Mince. | Perey Cash 
| “Re Aevertang | temewnce |g : 
| 


marked “Paid from Cash Drawer’’ are explained under “Daily 
Cash Balance”’ 


balance on the first line under Deposits in Bank. 


Enter all cash received daily from cash sales, from the 
Daily Cash Balance slip, in the first column and in the 
Cash Sales column. ; 


Receipts from customers’ charge accounts are entered 
in detail in the first column and under column headed 
Charge Accounts. 


Any other receipts are entered in first column and 
in column Receipts other than Sales. The sale of 
empty cases would come under this heading. 


Money received from charge customers is posted 
to Accounts Receivable sheet and each posting 
checked. 

The columns 
marked Paid frem 
Cash Drawer are 
explained under 
Daily Cash Balance. 


YEAR 


Cash Disburse- 
ments 
From your check 
book enter checks 
paid showing check 
number, date, to 
whom payable, dis- 
count and net 





entered on ,the 
Cash Disbursement 
sheet. 


Cash Received 


On this sheet first 
enter your bank 


How to fill this out is described in detail in this article 


amount of check. 
Now distribute this 
amount into its 
proper columninany 
one of the right hand 
columns. If for mer- 
chandise the amount 
is entered under the 
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This is your record of cash paid out, to whom and why 


heading Accounts Payable. If for expense enter it into 
its proper column. 


Accounts Payable 


On this sheet are entered on thecredil side all purchases 
listed on the Purchase and Merchandise account sheet. 
On the debit side marked “charges” enter checks paid 
out, both discount and net amount, and listed on the 
Cash Disbursement sheet. After entering an item to 
Accounts Payable be sure to check the item in the 
check column on the Cash Disbursement and Pur- 
chase sheets so you will know it is posted. 

This sheet allows only eight headings but as many 
more as are neces- 


Watch this sheet carefully. .~ ~ allow any items to go beyond 
lays 


Yearly Comparison of Sales and Profit and Loss 

From the monthly sales sheet enter the total sales, 
cost of sales and gross profit. 

From the Cash Disbursement sheet enter the total 
expense also the separate total of each division of 
expense. 

The difference between gross profit and total ex- 
pense is your net profit which is entered in the last 
column. 

The sub-totals for first six months and second six 
months and the grand total for year are in red ink. 

Be sure to invoice at least twice a year. The Profit 
and Loss and Financial statements are self explan- 
atory except perhaps the item of depreciation. 

This applies only to 





sary can be ruled in 
red ink. 
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Accounts Receiv- 


able 


Enter on this sheet 
the name, address, 
sales ticket number, 
kind of merchandise 
bought and amount 
from the “charge 
sales made to” col- 
umn of the Daily 
Sales sheet. Watch 
this sheet care- 
fully. 
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Do not allow any 
items to go beyond 
thirty days. 
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There is a debit and a credit side to the “Accounts Payable” sheet. On the credit 
side go purchases and on the debit side goes your record of cash disbursements 


depreciation on fix- 
tures which we sug- 
gest be taken at 10 
per cent of original 
cost each year. 
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Until the present 
Income Tax Law is 
changed it is necess- 
ary to invoice your 
stock two ways. 

One showing 
actual cost, the other 
market value, taking 
the lower of the two 
figures for your in- 
ventory value. Your 
book inventory 
should be revised at 
the time the physi- 
calinventory is 
(Continued on page 55) 
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Making Your 
Windows Reflect 
the Spirit 
of Your 
Shoes 





Photograph reproduced through the courtesy of the Mar M. Adler 
Shoe Company, of Boston, from whose line some of the numbers were 
selected. 


An artistic and original win- 
dow trim designed for Saks § 
Co., of Washington, D. C., by 
Decorator John D. Hughes. to 
show the Colonial styles pur- 
chased by the shoe buyer, 
Thomas S. MacHale. Colon- 
ials were shown in_ patent 
leather, tan calf, black velvet 
and gray suede and the result- 
ing sales were phenomenal. 
Even to their powdered wigs, 
the figures are true to the old 
Colonial type. 

















He Revived a Lot of Dead Business 
with One Letter 


C. FEDLER, Jr., of the Boston Shoe Company 
of Louisville, operated by J. C. Fedler & Sons Co., 
and comprising a main store and two branch 


J 


stores, is very much pleased with results accomplished 
by a letter sent out recently, to non-active customers of 
the house, who had not bought in some time. The com- 
pany went through its ledgers, and its records of cash 
customers that were available, and made a list of all 
regular customers, who had not been buying. 


Good Response to Letters 
A form letter was composed but each letter was per- 


sonally addressed, and signed in pen and ink, although’ 


it was a multigraph letter. This letter was sent to the 
entire list, and results began pouring in at once. 

Many customers made notes on the back of the letters 
explaining why they had not been buying. In some cases 
late buying meant. shortage of the sizes that are not 
stocked especially heavy. Very few grievances were re- 
ported. In a great many cases letters were returned by 
the postoffice department, because those addressed 
could not be located. 

The reception that the letter received shows conclu- 
sively that the customers took it nicely, and felt that 
the house was extremely interested. In some cases they 
promised to come in at an early date. Some came in 

The letter follows: 

‘Every conscientious merchant takes a gen- 
uine pride in holding his trade, and we have 
felt a certain elation over the fact that you 
were one of our regular customers. 

“Naturally, 1 have been greatly concerned 


person. 


to find in looking over our ledger that you 
have not bought any shoes from us for the 
past two seasons. My curiosity is: aroused: 
We so seldom lose a regular account that I feel 
there must be some misunderstanding. 

“So 1 am writing this letter to you person- 
ally to ask if your infrequent visits could be 
due to any dissatisfaction on your part, and to 
ask you as a personal favor to write me a few 
lines and ‘tell me why you are not buying our 
shoes now. ; 

“I wouldn’t ask this if we did not sincerely 
appreciate your patronage and confidence, or if 
we did not have the finest stock of shoes in 
Kentucky which is a special privilege for us to 
place at your disposal. Therefore, if you will 
favor me with the kindness of a reply I will 
surely appreciate it. 

“Just make a note on the back of this letter 
and mail it in the enclosed stamped envelope, 
as | want your reply to come to me person- 


ally.” 
Follow the Accounts 


Mr. Fedler remarked: “If an account is dead and the 
customer has moved away we are glad to know what 
has become of the account. If a customer for any reason 
has quit dealing at the house we wish that customer to 
know that we are interested in him or her—that we 
value the business. Often there are grievances that the 
officials know nothing about, but which might be told 
to us when the customer is given an opportunity.” 
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RECORDER AD-VIS 
peers into Spring? 
J Accuracy of vision in advertising is worth ] 


reams of persuasion—the feminine mind is 
deep where style is concerned. 





Femininity and Advertising 

Milady takes plenty of time to make up her 
mind. The severe tailleur so fast becoming 
popular today proves that. Last year the 
feminine mind was not to be swerved from the 
pleat to the straight line and the one-piece 
dress held its own. This season the tailleur 
comes into popular favor following the un- 
certainty of the preceding season, and with it 
the accessory; a means of developing interest 
in little things. 





Coming Events 


— The scarf performs its part of costuming by : 
A Section Devoted to relieving the suit’s severity; gloves match Six Pages of Copy and 


Advertising the Shoe hosiery and shoes; hosiery is clocked; the suit Illustration Ideas on 
as an Accessory takes to itself distinct types of footwear that Linking Shoes with the 
; must be changed when the suit is changed. Mode 

Coming events cast their shadows before. A : 
buyer of women’s apparel says it takes six 
months for a style to make the trip from Paris 
to New York. So coming back to vision as one 

of the advertising senses it will be seen that a 
feeling has been developing that leads to the 
exercise of great care in the selection of little 
things which to the advertiser of shoes means a 
new source of advertising material. 


Proper Contact 

Advertising must travel along the lines of 
least resistance to do its best work. Advertising 
cannot develop a demand that is not already 
apparent in some form or other, however in- 
distinct it may seem—and shouldn’t be ex- 
pected to. 

If the feminine mind is bent on the con- 
sideration of scarf or gloves or monogram or 
boutonierre how is it possible to get the greatest 
sales response by treating shoes and hosiery in 
a detached manner? 


The Feminine Mind 

It can’t be done. The feminine buying mind 
of today took time to develop. Before long it 
will be off on another tack, and the man who 
plans advertising cannot any more ignore 
what seems a subject for the fashion writer 
than he can expect successfully to stem the 
tide with a pitchfork. 

An accurate gauge of demand is worth 
reams of ill-founded persuasion. 


} 4 tees 
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THIS SPRING YOU'LL 





WALK 


From the sheer joy of living when every- 





Basen 


At $.... 


economy. 


Your N; a ITLC- 








Address 


at only $ 


Poo 











Reproduce from Designs Below for your 
Advertising 


For just the same reason that a merchant pays a big 
price for the panelling in windows, the interior fittings 
of the store and all the little appointments that always 
cost so much, the little designs shown here will be used 
in ads although they at first glance seem to be most 
inappropriate for a shoe ad. 

In a newspaper advertisement the mirror should be 
held up to the store and in it must be 
reflected just what the store stands 
for in the matter of service, quality, etc. 

Moreover, there is a still greater 
reason than that; one that leads right 


(shoe) 
VISIT 


The satisfaction of a modish strap pump 
can’t be felt until it’s on your own foot. And 
rather than exhibit last year’s shoes when 
making the first Spring call, stop in for 
this style that radiates gocd taste, and fits 
so well with the new afternoon frocks. 
it becomes the watchword of 


thing seems to be breaking loose from the 
grip of Winter. Your feet will need the 
“tonic” that’s in shoes well made and well 
fitted. Their comfort shortens a long walk. 
Trig, dapper anything you'd call a shoe 
that becomes the wearer. The one below al 


DA NCE 


Until your feet would threaten to drop 
off? No, Madam! Not in these. They are 
designed too well not to give satisfaction at 
the time you need it most. Dance ‘til it’s over, 
and be thankful you had the foresight to buy 
them early in the season. We've had so 
many compliments on them we are inclined 
to talk a great deal, so you'd better try them 
on the recommendation of wearers. Priced 


that need stir- 
ringinto action. 

That those of 
reduced cir- 
cumstances do 


February 9, 1924 


that everyone possesses an imagina- 
tion which functions with very little 
stimulation. A person of taste is in- 
stinctively attracted to the advertise- 
ment in good taste in which is sug- 
gested plainly “Value for Money.” 
Asked for the reason as to why they 
read one merchant’s advertising and 
skip another’s they in most cases 
would be at a 
loss to say be- 
cause __ princi- 
pally they do not 
give one enough 
consideration to 
draw a compari- 
son. Perhaps 
that is putting 
it too bluntly, 
but there is 
always that 
danger. 

There can’t be 
too much done 
to raise the stan- 
dard of adver- 
tising and this is 
followed by a 
raising of the 
appreciation of values. Where good 
advertising is done you don’t often 
find the ‘“‘bargain town.”’ Advertising 
that appeals to the imagination is con- 
structive, it creates needs as well as 
to develop needs already present but 


Reproduce for Decoration 











Reproduce for Decoration 


not appreciate and long for the good things of life was 
disputed during the war when the miner and mechanic 
bought silk shirts at $10 each although they were 
forced to throw them away at the end of the week 





to the point mentioned above. It is 





in many cases through lack of facili- 
ties for laundering. Cuts and copy hast- 
ily put together are not enough if 
one is to consider the many sides to 
human nature by which the approach 
to a sale may be successfully made. 








an 
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THE MAGIC OF SPRING CREEPS 
INTO FOOTWEAR 


Shoes—Shoes—Shoes! Pick up a 
fashion paper anywhere this Spring 
and you can’t find a costume idea that 
doesn’t emphasize SHOES. 

The subject may be gloves as an 
accessory but shoes must match gloves 
lo complete the effect—the story is half 
told where shoes are forgotten. 

Shoes are “‘trimming’’ this Spring. 

The sash, the scarf, the boutonniere, 
gloves add a chic that shoes supplement 
nicely. The brocade matches the evening 
gown in luzury. Satin completes the 
afternoon gown. Kidskin the tailored 
suil. The sport shoe sticks to the sport 
costume. 

Each in its place is as gay and appro- 
priate as a song-bird’s noles on a sunny 
morning. The wrong shoe reminds one of 


creeps into | 
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FORECAST FOR SPRING SHOES 


The O’ Rossen tailleur is the sensation 
of the season. It’s new, it’s plain, it’s 
nobby. With it you wear a calfskin 
Ozford with a winged tip and modish 
heel, not too low, not too high. Or a daint 
cross strap in patent or black with 
perhaps a cutout at the quarter although 
overlays are more in vogue. Suede is good 
with patent trimmings. 

In the printed crepe de chine dresses 
having their inspiration in flowers of 
the field, the Orient or French country 
life the delicate tans and greys harmonize 
with an air that is cerlainly indicative 
of the new season. 

With the evening gown brown satin 
and nude hosiery make a striking com- 
bination. Brocades in gold or silver with 
their fairy-like soles glint and sparkle 
in the evening lights particularly with 
an ornament of rhinestones or cut steel. 


The accessory holds the highest note 
in Spring fashions. When you buy a 
hat or gloves think of shoes—when you 
think of shoes remember the promise of 


Your Narve Here 
Nebdenatd gS beta 


a makeshift—like galoshes in the Winter 
—they never look right but are necessary. 
In the Spring it’s different—things must 
be right. Our new styles are built to 











make Spring costumes more Springlike. 































































































SMART ! 


Spring is on the way! You see 
it in the shop windows first per- 
haps, but that’s just a sign to 
GET READY, 


Before you decide on anything 
new let our styles tell their story. 
The one-strap at the left reminds 
you of cool gardens, buds and 
leaflets, because it’s new. The 
designer made it with the vogue 
of today in mind and you are the 
one to judge its fitness. 


And the overlay in the oxford— 
just as new as the monogram that 
sels off the new Spring suit—a 
jaunty, jolly style made to keep its 


style held for you at this shop. 





RE OS 


aS 






























































style through the entire Spring 
and Summer seasons. 











| Your Name Here 
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STREET 








Last but not least is the sport 
oxford. With all three styles you 
are ready to get the thrill that the 
open holds for you in the Spring. 
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fF *Advertising to some mustYbe 
different to be effective. They 
are the ones who question the 
value of holly and wreaths in 
Christmas advertising, yet 
though the day rolls around each 
year at the same time the spirit 


remains the same; the yule log - 


burns as brightly as ever. 

That is the only justification 
for a style show although no 
doubt there are many mer- 
chants who have yet to hold 
their first one. But though you 
have held them before, vary the 


= 


Ne 
Ww . 


AL eb. 


S¢e You 


3 § 
Others seequs 


About three feet back from the glass 
in a window place a platform ap- 
casey by steps from the interior. 

rom the front run four cut-to-measure 
pieces of wall-board to the square as 
shown in the diagram at the left to 
shut out the view of everything but 
the opening where model is to stand. 
Just imside the opening at the back 
arrange spotlights that will throw the 
shoes into prominence. At the front 
of window with ribbons leading up to 
the opening cards may be arranged 
with announcements of the showing. 

In the window opposite the newest 
styles may be shown that the models 
are wearing. This will focus attention 
on the new arrivals for Spring better 


j r with Sprin than most anything one can do that 
eens tages fo ee | costs so little in time, money and 


when air and soil stir with life ie ate “ay effort. Placards like, “See Yourself 
and the sweet notes of the song- = SSS fs es Others See You” may be written to 
bird float to one’s ear — Q z foster the idea of the s showing. “Early 
seems new; one is eager for any- {3 6OROROKCSOLO¥ pring Shoes on splay Inside, 
thing that promises a change. Q brings them in the door. 





















































W HAT’S NEW? 

Shoes, of course! The most abused part of one’s wardrobe 
during the Winter, and the first to change with the first 
stirrings of Spring. 

Nowadays you pick a pair of shoes as you would a hat or 
pair of gloves—because they are pretty and becoming. 

First you want to walk and oxfords come to mind; then 
something lighter for afternoons pops up for consideration; 
and dancing comes in for its share of shoes. There are so 
many good ones to choose from it’s hard until you see them. 

While here the coupon below is good for a dollar on any 
shoes with a red lag. It’s a good way to save money now and 
on your shoes for Spring. 

EVERYONE IS I NTERESTED 

Shoes occupy the centre of things to wear for Spring. 

They offer a bright spot of color or cut to the plain tailleurs 
of today's style. Personality is displayed in the choice of 
little things. That is why our windows are attracting so much 
attention. 
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Fajurmatioe advertising helps customers to form opinions. 
Your ‘Name Here They buy what is pushed, if il is in good lase The con- 
nection between advertising and store location must be kept 

up 

















NEWEST STYLES S HOW N J 

In a season where proper selection means so much it is 

well to see everything that is offered before buying—yet most 
folk find it unnecessary to shop.anywhere but here. 

The new styles attract attention and the coupon helps in 

clearing oul. A case of mizing old with the new but getting 

ag all shoes red on which the coupon 
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SPRING’S EYE IS ON LITTLE 
T HI NGS 


Style no less than life is made up of 
little things. 


This season the shoe is given its prop- 
er importance by the mandate of 
fashion. 


It's hard to tell where to start at the 
head or foot in the Spring outfit. But 
wherever you start be sure not to intro- 
duce any flat notes. 


The style pictured will be good com- 
pany for the frock for which it was 
created. If in doubt let us help you select 
from what seems a boiling sea of acces- 
sories THE RIGHT SHOE. Spring is 
waiting for you here. 





| Styles ome Nort 
for Spring— 
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STYLES COME NORTH FOR 
SPRING 


The Southern sun had its effect on 
the styles we are showing today. 

They are just right for the warm 
days to come. They are in style be- 
cause they are appropriately made in 
the leathers that match the Summer 
frock in color and cut. 


When they came North they didn’t 
lose a particle of the many qualities 
and charms of southern climes. 
Rather they have the approval of 
those who saw them at their best when 
the sun shone high in the heavens. 

It takes a warming sun to ap- 
preciate their full beauty—but it 
takes them to make you think of the 
warming sun. Let’s be done with 
Winter and get into the spirit of 
Spring with its parties, tramps, 
dances that make new shoes a joy and 
necessity. 


DOW N TO BLANK’S 


“Yes, I must go down to Blank’s to 
look at the new shoes. It’s impossible 
to tell what colors are most becoming 
without seeing what the new ones are in 
shoes. I’ve got more shoes now than you 
can shake a stick at, but not a one seems 
worth putting on when there are so 
many really interesting ones just out. 


” 


“Come along. It’s fun. 

Most folks are just beginning to 
realize that shoes ARE a part of them- 
selves just the same as a suit or frock. 
The hang of a skirt is no more important 
than the line of a pump and therefore 
shoes are making the wearing of clothes 
more enjoyable. 


Have you seen our new Spring num- 
bers? 
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SHOES—TO FIT GOWN AND FOOT SHO ES~ 
What will it be?—the eternal Spring style question is as big Fitted to GS own & Fo ob 
and important this season-as in all others. , 
at BLANKS Boctery 


Patents, suedes, golds, silvers, brocades, kids, calfs float 
into and out of one’s imagination. 





All the time the sun shines brighter, the trees lose their 
winter stiffness, everything seems alive and the passing of 
each day brings us nearer the change. 


This season why not let us help you as only those can who 
have spent their lives in following fashions and making 
footwear worthy of gracing the finest apparel? 


Our buyers can put their hands on the MOST appropriate 
shoe imaginable for any gown or occasion, not just one that 
will do. Your time is saved, economy is served and you get 
more enjoyment out of your shoe-dollar. 








With the O’ Rossen suit, the tulle and lace of evening gowns 
and the printed materials each clamoring for their part in 
the program of dress, when it comes to shoes there is little FOOTNOTES 
enthusiasm. Yel we know that with selection made so easy 
and sure as il is here you will get a new enjoyment out of 


their selection. We look for an opportunity of matching with 
proper footwear your new Spring frocks. Yo Uu R N AMA E~ 
ADDRESS0O 
































WITH THE TAILORED SUIT 


With the Something chic, something that fits, something original and be- 
Tatlored Suit! coming. 

The Frenchwoman is renowned for her smartness because the mind 
that conceives the lines of a gown can also visualize and create the 
accessory that forms a proper background. This season she places the 
accessory in the foreground in the plain tailored suit. 


A buckle on a tie or on shoe is adopted and at once the effect is 
harmonious. 

And our shoes are just the types that would be selected by her to 
grace such a suit. They are Frenchy enough for chic, and American 
enough for comfort and wear. They are becoming whether your choice 
ee U1 N: amew is the brogue with pinking or the overlays in an oxford, or the strap 

Address with a heel and toe that smack of the tailored. You can’t be properly 
tailored without our tailored shoes. 





“Bec omning Shoes / 
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The corner of the Buckley Shoe Co. store in Houston, Texas, where children play and mothers buy 


Achieving Volume by Splitting Your Appeal 
Between Mothers and Children 


T IS the policy of the Buckley Shoe Company of 
Houston, Texas, to go hard after the patronage of 
the younger folks. ““Tots to teens,” is the slogan on 

the arch of the juvenile department of the store. And 
the store keeps driving away at sales and advertising 
methods for its juvenile trade, which is distinct from 
the efforts to build the business from the patronage of 
adults. 

There are shoes that appeal to the youngsters. 
Premiums are offered to gain the children. There is 
special equipment for serving tiny tots. Some of the 
advertising is directed at readers who are still carrying 
books to the public school. Indirectly all of this carries 
a message to the mothers. Between the children and 
their mothers, the store enjoys a growing distribution 
of juvenile wearing apparel. 


Durability Is Paramount 


The first item in the juvenile selling campaign is the 
product. With the Buckley store there are “Buckley- 


kins” and ‘“Houstonian Juniors.” The first are the soft 
soled shoes for the children of tender years. The second 
of these is a shoe for boys of school age. 

Whatever the trade mark, the effort is made to get a 
durable shoe for the youngster, who is sought .as a 
customer. So good shoes for infants or growing boys, 
as well as school girls is the first essential to the juve- 
nile selling scheme of the store. 


Equipped to Altract Kiddies 


Then there is a place for selling those shoes, especially 
for children of the play age. It is the Juvenile depart- 
ment, the ““Kiddie’s Store,” designed and furnished to 
appeal to children. It is equipped with swings, hobby 
horses, coasters and other toys dear to the heart of a 
child. The equipment is such that it will not be for- 
gotten, once a child has visited it for a shoe fitting. 

The next time shoes are to be bought, the furnishings 
of the department insure that the child will lead the 
way back to the Buckley store. 
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For older children, especially boys, the premium 
plan has an appeal. The premiums run the gamut from 
baseballs to delicate dolls, with most of the premiums 
of the more durable products. But it is not a list of toys 
bought through some premium concern and intended 
to last but a few hours under the stress of hard play. 
When coasters, bats or dolls are bought, the best 
products to be had are taken into the Buckley store to 
be put on display in a special show case. 


Coupons Good for Premiums 

Premiums are given on the presentation of specified 
numbers of coupons. The coupons are given with pur- 
chases of $1 or more, one coupon for each $1. In the 
case of credit purchases, the coupons are given when 
the bill is paid. For four of them a kewpie doll will be 
given. For 112 a safety razor will be exchanged, an 
instance of where the premium follows a youth into his 
shaving days. 

The premiums get into adult wants in one or two 
instances with belts for men and hose for women. 

The cost of the coupons is charged to advertising, 
which means that some of the space which might be 
used in newspapers is not used. The Buckley company 
uses newspaper space sparingly. That used carries 
copy to catch the juvenile eye as often as it does to 
catch the eye of the adult. 


Small Space Ads Used 

The trade marks are made prominent in this adver- 
tising, so that ““Buckleykins” as well as “Houstonian 
Juniors”’ have come to be as well known with children 
and their mothers, as the established trade marks of 
the manufacturers of adults. 

The Buckley company is not opposed to newspaper 
advertising but it does cling to a policy of using small 
space in its newspaper advertising. Full or even half 
page advertisements are the rare thing with this store. 
More often the space used will be two columns by five 
inches, with only one class of shoe or one sale taking 
up the whole space. 

The premiums offered to children often are men- 
tioned in advertising in newspapers. Events such as 
“Big Brother Week,” give the Buckley store an oppor- 
tunity for some popular advertising, as well as a chance 
to present one of its juvenile trade marks in shoes. 

Lists of the premiums offered through the store are 
printed regularly and given away in the store. 

The efforts to sell shoes for younger folks are but a 
part of the business of the Buckley store, but John and 
W. E. Buckley have found it such a big part of their 
business that they devote especial efforts to building 
this part of their trade. 





The Size Sheet a Good Ad 


No better stunt is used in the trade than the actual 
size sheet. Good stores all over the country are using 
the size sheet to show the customer precisely the shoes 
that can be had in the style advertised. 
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In the ad of Chas. A. Stevens & Bros., of Chicago, a 
woman desiring a gray suede or patent leather shoe and 
having a 41% A foot, knows that she had better look to 
some other number at the sale price of $6.50, because 


CuHAS-A-STEVENS-&-BROS 
Unusual Sale of Stevens Shoes 


Formerly Sold at $10, $12 and $15 


$6.50 


" ees are fortunate enough to find the. 
of your »i 


We place on sale to-morrow cuocng at 8:30 o'clock, ese che 
ize and width, don't fa il to we thee 


be 000 pairs of Shoes at prices that represent the great- 
“t a watore that we have ever offered in Shoes. They are 
nt lots from some ‘of our heaviest selling num- 


for it is an opportunity to step into a parr 
that will exactly suit you at about half or how 
half their real value. 


HOW TO READ THE CHARTS: First, look for your size in each of the three charts as 
shown down the extreme-left column under the heading “Size.” Second follow that line 
across the page and each figure you strike represents the number of pairs we have in that 
size, and the letter or letters at the head of the columns in which that figure,is shown in«i- 
cates the width. 


Tan Suede with Champagee Kid 
Black Leathe. with Bree 


1 
tit 
1 


of special interest to all women who can find their sizes in the above assortment. An ade- 
of expert salesmen will give you prompt service, and it is advisable to make your selec- 
straight C O D's, futures or 


This sale is 
quate number o 
tion carefully. as credits oe wnds, exchanges mail or telephone orders 


returns are absolutely impossible ina < Ne of this sort 


Man Floer—Webash Side 


on the chart the store tells the public that it has none 
of that size available. You will note how cleverly the 
chart illustrates underneath the style and sizes that it 
has on hand. 
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John W. Zinn Dead 


John W. Zinn, Director of The Stetson Shoe Com- 
pany, Inc., Director and General Manager of Stetson 
Shops, Inc., and former Coast Representative of the 
Stetson Shoe, passed away January 27, 1924, at his 
home in Mt. Vernon, N. Y. 

Mr. Zinn joined the Stetson Company as Chicago 
manager in 1906, continuing in that capacity until 1908 
when he was made the company’s representative on the 
west coast. In 1915, when the rapid development of the 


JOHN W. ZINN 


Former Director of the Stetson Shoe 

Company, Inc., Director and General 

Manager of Stetson Shops, Inc., and 

former Coast representative of the 
Stetson Shoe Company. 


Stetson Retail Shops made a general manager neces- 
sary, again Mr. Zinn was in line for advancement and, 
with his family, went to New York where he has been 
since that time. 

“Mr. Zinn has passed on,” says a statement issued 
by the company, “but in his remarkable organization 
of wisely selected and faithfully instructed helpers in- 
spired with his loyalty and enthusiasm, his power still 
lives.” 


Public Sale of Plant 


A public sale of the plant and machinery of the Har- 
risburg Shoe Manufacturing Company is to be held in 
front of the court house at Harrisburg, Pa., on Monday, 
February 25, 1924, at 2 P.M. 

This plant is in excellent condition for shoe manu- 
facturing. It covers several tracts of land, with plenty 
of room for expansion. It is a brick building and well 
adapted to modern production. It is reported that labor 
in Harrisburg is excellent and ample. 
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The Recorder Presents Its Own System of 
Accounting for Retail Shoe Stores 


(Continued from page 45) 
taken to agree with the figures obtained in the physical 
inventory. 

The difference between the net profit in the last 
column of this sheet and the profit shown at the time of 
inventory at the end of each six-months period repre- 
sents theamount that your merchandise has depreciated 
during this period. 


This and That 


A jet buckle at Hanan’s shows a simulated monogram 
in silver in the center forecasting as it were a mode for 
monograms on shoes. It must find its way to shoes for 
the monogram monopolizes dress today. It usually takes 
the form of an interlaced Chinese character. 

Hanan is making a decided feature of gloves. This 
might point more and more to a tendency of matching 
gloves and shoes which Paris for some time has con- 
sidered smart. 

Paris also designs a deep beige pin morocco envelope 
bag and gloves to match. Another novelty from across 
the seas consists of a black suede envelope purse with a 
large Chinese monogram in center of red kid matching 
a similar monogram on a black suede shoe. 

Fobs hang from everything, the hat, the suit, and the 
bag. Shoes will probably adopt it next. 





Haverhill Arbitrator Chosen 


Haverhill, Mass., Feb. 6—Edwin Newdick of Scituate 
Mass., an efficiency expert and industrial engineer, was 
chosen as neutral arbitrator between the shoeworkers 
and manufacturers at a meeting on Feb. 5. He was 
chosen for five years. The appointment of Mr. New- 
dick comes closely after the signing of a five-year peace 
pact between the Haverhill Shoe Manufacturers’ 
Association and the shoeworkers’ union. Mr. Newdick 
is a graduate of Dartmouth College. 





Portsmouth, O., Company Gets Navy 
Award for 60,000 Pairs 


Washington, Feb. 4.—The Excelsior Shoe Co. of 
Portsmouth, O., one of the bidders for a U. S. Navy 
high shoe contract, was awarded an order for 60,000 
pairs of the navy type of shoes at $4.2114 cents per pair. 
The shoes will be black, high and on the usual navy 
lasts, 





Nothing is more distasteful to a customer than 
to find the salesman careless about his person. A 
clean collar, neat but not flashy clothes, and 
polished shoes are necessary in establishing a 
personal trade. Women especially are very ob- 
servant, 
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Jordan Marsh Company 





The Tailleur comes into its own 


—its vogue promises to surpass that of any recent season 







The Correct 





Style Notes gathered at the recent 
Spring Fashion Show in New York 


ang thove quarter length sivenght-hee caste di cawtemes ond for of cxeenent | 








Quite as Important as the Suit Itself 
The Correct Blouse 
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Why the Pumps 
with Tailored Suits? 


a 
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There is no question but that the tendency is towards 
tailored suits for women who can wear them. The big- 
gest spring fashion note is the emphasis placed upon 
youthful figure, boyish garb, and, as one store puts it, 
the three S.S.S.’s,—simple, straight and short. 

This strictly tailored costume permits the well- 
dressed woman to get a type of dress that is very dis- 
tinctive and that shows the quality. The trend of this 
style is as it ought to be, first demand coming from the 
exclusives who “‘can pay the price,”’ and then gradually 
swinging into popular grades, maybe not this spring, 
but in full volume next fall. That has been the experi- 
ence of the past and maybe it will be in tnis case. 

We only get a change in style when the costume 
people encourage a change in dress. That is why the 
Recorder has emphasized the O’Rossen suit and its 
place in shoe style study. 

The entire industry has put so much emphasis on 
“Shoes for the Occasion,”’and for a year now, the Re- 
corder has continuously and consistently illustrated the 
proper shoe for the proper occasion. We went so far in 
our big issue last week as to show what is correct and 
what is incorrect as a guide to the salesman and mer- 
chant in accurately determining the right shoe in the 


right place. 


Don’t make the same error that is made in the above 
ad. In all probability, the shoe man had nothing what- 
soever to do with the composition of the page. A tailored 
dress demands a tailored type of shoe, the right heel and 
the right material. In shoes for the occasion, opera 
pumps do not harmonize with tailored suits. 


U.S. M. C. Silver Anniversary 


Boston—The United Shoe Machinery Corporation 
celebrated its Silver Anniversary on February 7, 1899. 

Twenty-five years ago, the United Shoe Machinery 
Corporation (then the United Shoe Machinery Com- 
pany) started a peaceful revolution in shoemaking. 
“What was a vision in 1899 is a reality in 1924.”’ This is 
the way the little ‘““Greeting’’ card of the United Shoe 
Machinery Corporation, 1899-1924, reads. What was 
an industrial dream a quarter of a century ago is now a 
great industrial achievement. The past quarter-century 
has witnessed the disappearance of methods and tools 
which only a generation ago had remained substantially 
unchanged for centuries. The last quarter of a century 
has seen the supplanting of the craftsman by machin- 
ery almost human. This great accomplishment has no 
counterpart, it is believed, in any other important trade. 

The importance of shoe machinery manufacturing 
can be determined by figures which describe graphically 
the growth of the shoe business in the past quarter of a 
century. Latest government reports show shoe produc- 
tion to have increased from 207,965,419 pairs of boots 
and shoes, in 1899, to an average yearly production, 
based on the latest available figures, of over 300,000,000 
pairs, or nearly 50 per cent. The invested capital of this 
industry has increased over the same period from $42,- 
994,028 to $580,625,075. 











Leather Adopts New Uses 


Kid, suede and patent leather follow every known 
path of fashion. Florentine leather printed in gold de- 
velops an interesting cloche at the Maison Maurice. 
Suede in all colors, but preferably brown, attains high 
honors in the millinery field, a slashed leather band be- 
ing favored as trimming. It appeared in the fall, but is 
now daily increasing its following as suede coats in 
finger tip and three-quarter lengths make a definite. 
place for themselves. Mary Walls indorses this mode in 
a three-quarter model of white suede which uses blue as 
a banding motif. A shorter model at Best & Co. indulges 
in suede thong lacings instead of seams. Mann uses 
Rococo trimming of tiny pastel colored ribbons to 
achieve distinction on a tan suede coat slashed round 
the edges. The tan suede shirt fitted high at the neck 
and hips is featured by stores at the moment as a neces- 
sary part of the Northern equipment. 

Suede at Harry Collins’ appears in applique form on 
spring tailored suits. White twill coats for Southern 
lands use blue or red suede as banding, and, of course, 
colored suede applique white on crepe de chine or voile 
is extremely smart. 
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New Spring Model—lIn Stock 





SSIES 











No. 2193-B—Heyl’s Imported Black Calf on O’Boy Last—$4.90 


TYLE 2193 is one of the three brand new and highly 
attractive O’Boy Oxfords for Spring. Its companions 
are Style 2199, in Spring Moorland Calf ($4.90), and Style 
2126, made of Creese & Cook’s Tony Red Calf. ($4.90) 


This new “O’Boy”’ last---on purely French lines with rather 
more than ordinary width in the forepart--has already 
-_proved its value as a strong proposition for dealers. All 
of these three styles are having generous sale, and their 
success is assured. 


Send for our complete portfolio showing five 
special groups of Bates “Shoes for the Occasion.” 


See our“Pole tee BATES CO. 


Line’’ at the 


Cree, «= WEBSTER-—s- MASSACHUSETTS 
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NEW YORKS MARKET 


for NOVELTY FOOTWEAR 
IN STOCK 











Dr Malkin's “Foot-Kare” Shoe fcr Weak Ankles Sor 


Bopece can can be adjusted to give supportjust where 
on 
——— ‘turn sole. Leather lined thruout. Cushion 
sock jin IN STOCK 
No. ag gw Brown Kid, Plain 
Toe, No Heel, 2- $2.00 
No. —. ait Black ‘kid, Plain Toe. 
No Heel, 2-5 
°. 1005 —Cioiden Brown Kia, Tt 
Spring Hee), 4- 
Re. 1003 — Bleck Kid, Tip. 
Spring Heel, 4-8 . .. .$2.15 


ALK] 
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WM. KELLERS SHOE CO., INC. 
198 CHURCH ST NEW YORK CITY 


YOU HAVEN*’T THE BEST 


If you are not using our “Little 
Tretco” line of Turn Shoes for 


Misses and Children 


200 Styles carried in stoca 


Catalogue or Samples 
senc On request 


Spring Line now Ready. 











A B EA U T Y! ! 
Ready for delivery Feb. 11 


No. 5195—Black Velvet Oxford 
trimmed with black ooze on cut- 
outs; silk work out eyelets; 14-8 
Baby Spanish heel; medium 
round toe; high grade turn. Sizes 
BtoC.3 107 7. Price 5.25 
No. As above in Satin, 
trimmed “with Black Ooze. Sizes 
B to C, 3 to 7. Price... 5.2 
No. 5193—As above in all 
Patent Leather. Sizes B 
to C, 3 to 7. Price. . $5.25 
No. 5196—As above in 
Gray Ooze Calf trimmed 
with G ray Calf. Sizes B 
to C, 3 to 7. Price. . 45.50 


Wire or write your 
orders at once. 


157 Duane St., New York 


“THE DAISY” 


No. 5195 


M. J. SAKS SHOE CORP. 





4 


Moker Shoe @ 


114-116 WEST BROADWAY 
NEW YORK CITY 


The « BUTTERFLY ” 


One of Our Best 


FLEXIBLE ‘McKAY 
JUNIOR SPANISH’ 
COVERED HEEL. 


No. 3800—Black Velvet 
with Patent Butterfly 


No. 3801 — All Grey 
Suede. . . 
Ne. 3802—Ali 





Patent 
$3.00 
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The New Miss Debutante! — 


One of our best sellers 
Price $3.85 


Goodyear Welt. 8-8 Heel. 
2313—Patent Lea. Rub. 
Heel 


2312—White Levor Kid. 

2310—Grey Kid. 

2311—Airedale Nubuck. 

Widths B-C-D; Sizes 
2% to 7. 


CONCORD SHOE 
COMPANY, INC. 


116 Duane Street, New York City 


No. 2313 


¢3 N. Third Street, Phila. 





=a 
“THE RIGHT SHOE ON TIME” 
“The Madylon” 


$06 -Patent, 14-8 Covered Spanish 


907 G rey Buck with Grey Kid Trim- 
ty, Ae heel.$3.25 
908 Satin with Suede Trim. . $3.00 
909 Totent, 13-8 Covered 0 


ban : 
913 Grey Buck with Gre 
sees. 13-8 Cov 





Sizes 3 to 7 Cc Width. 


B. FRIEDMAN 
Feteblished 1880 
109 READE STREET 
NEW YORK 








OUR LATEST NOVELTY! 


-l Shoe That Will Sell 
Reasonably Priced 


No.2231—Velvet with Patent 
Trim. Covered Spanish Bea. 


No. 2232—Patent with suede 
trim. Solid Leather Spanish 
Heel. . $3.35 


No. 2230—Satin with ‘suede 
trim Covered Spanish Le 


Write for Samples 


LION SHOE CO. 


107 Reade Street 
New York City 





> ——— — 


“Oh, to get a litte ahead” 
‘Weill, here’ Md youg wish come 


“MARY JANE’ McKANE” 
No. 870—Put. Leather. Twinkling Toe. cutout 


perforation around collar and quarter as 
illustrated. 


NOW IN STOCK 


Sizes 2}4 -7, 7-8 Flapper Cov.Wood Heel $2.85 
We also have many new numbers and will be 
Dleased to send sample pairs upon request. 


THEL. B. SCHINDLER 
SHOE 


148-150 Duane Street 








” Dealer ilies is secured thru advertising in the Boot and Shoe Santen 
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C2he Great National Shoe Ueehly _ 


ESTABLISHED APRIL I, 1862 


CHICAGO 
Business on Good Basis 


Novelty Footwear for Women and Whites for Southern 
Resorts Reported Selling Well 


ILD weather of the type that would 

be considered ideal for spring pre- 
vailed during the greater part of the week 
ending February 2 and it had a retarding 
effect on trade in the retail shoe stores. 
Business is generally good with reports 
from the wholesale shoe houses stating 
that orders are coming in in increasing 
volume. Manufacturers are also doing well 
and the January clearance sales brought a 
good response. 

Novelty footwear is still popular with 
the women’s trade in the Sheridan Road 
district, with Colonials, strap and gore pat- 
terns, in patent leather, suedes and satins, 
leading. 

In the Loop stores an extremely good 
business is being done on footwear for the 
Southern resort trade. White kid Colonials 
are very popular. White kid sport oxfords 
with crepe rubber soles are also good. 


Meetings Well Attended 


Two meetings of the Amalgamated 
Shoe Stores Association have shown an 
abundance of enthusiasm and were well 
attended. Quite a few retail merchants 
have made application for membership and 
it appears that sufficient ‘progress will te 
made in the near future to create a mem- 
bership large enough to warrant procedure 
on a definite basis. E. A. Hamburg, man- 
aging director, says he is more than pleased 
with not only the number, but also the 
class of retail merchants who have be- 
come interested. 


Optimistic Messages 

Optimistic messages concerning the 
business outlook for 1924 from Alfred J. 
Ruby of Alfred J. Ruby, Inc., M. J. La- 
kofka of Sidwell-Dewindt Shoe Co., and 
M. W. Cresap, secretary-treasurer of Hart 
Schaffner & Marx, clothing manufactur- 
ers, are indicative of the feeling that pre- 
vails in the city. * 


Mr. Ruby said: “In view of the fact 
that we've had a 32 per cent increase, 
under those adverse conditions, due to the 
present style craze, and now that the trend 
is settling down to simpler and more re- 
fined styles, | am looking forward to great 
strides in 1924; not only in volume, but in 
developing a plan for having footwear that 


ALFRED J. RUBY 


Of the Alfred J. Ruby, Inc., Chicago Retail 
S Store 


is individual which, after all, is our busi- 
ness.”’ 

Mr. Lakofka’s message follows: ‘An 
analysis of conditions throughout the 
country right now, and of influences which 
are likely to manifest themselves in the 
shoe business during the next twelve 
months, leaves me in a most optimistic 
frame of mind. We are doing a very satis- 
factory volume of business on our men’s 
and boys’ shoes now and have done so for 
the past year. The so-called “‘absence of 
seasons” in the men’s line during 1923 did 
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not affect us as some shoe men seem to feel 
it has affected them; rather it has bene- 
fited us in that we find our merchandise is 
worth a hundred cents on the dollar at all 
times, while it formerly depreciated in 
value as soon as it became ‘out of season.’”’ 

Mr. Cresap’s message follows: “The 
general trend of the present day is tending 
to make men better dressed. The entire 
social influence is operating in that direc- 
tion. 

“Compare the life of the farmer boy of 
today, for instance, with that of only a 
few years back. 

“Then he was isolated, living a life 
apart, thrown into very small contact 
with the social activities of even the small 
towns near him. 

““Now good roads connect the farm with 
the nearby cities and towns. The farmer 
lad jumps in his car and drives to town to 
go to a dance or to the movies or to any 
other form of amusement. He sees how 
other people are dressing and is dressing 
that way himself. 

“In the cities the same sort of thing is 
operating. It’s so much easier to get about; 
wages are higher; people have more oppor- 
tunities for social intercourse and more 
money with which to purchase the good 
things of life. 

“They go where they can see what men 
of good taste are wearing and as a result 
good taste is becoming more widespread. 

“Men are demanding better clothes, 
better shoes, better furnishing goods, bet- 
ter ‘everything’ than they did a little 
while ago. They're paying more attention 
to style. Things that ten years ago might 
have seemed extreme are considered con- 
servative now. 

“As far as one can see now it would 
appear that the year 1924 is to be one of 
very general employment at good wages. 
It would also appear likely that the farm- 
ers by economies in management will find 
their industry more remunerative than it 
has been for a few years past. 

**Manufacturers and merchants alike are 
striving to prevent price increases by 
economies in production, management and 
distribution. Both are looking forward to a 
year of activity without sudden and vio- 
lent fluctuations.” 





Travelers Hold Meeting 


At a meeting of the Chicago Shoe Trav- 
elers’ Association held February 2 plans 
for the Goodfellowship dinner, to be held 
February 10, were advanced. Announce- 
ment was made of the following additions 
to the list of speakers: Sir Edward Penton, 
of Edward Penton & Son of England, 
president of the British Association of 
Shoemen; and John C. McKeon, president 
of the National Boot and Shoe Manufac- 
turers’ Association. 

New Building Completed 

The Curtis Building, a six-story factory 
and office building at 1119 West Jackson 
Boulevard, has just been completed to 
accommodate the central offices and man- 
ufacturing plant of the National X-Ray 
Reflector Company, the X-Ray Reflector 
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Company of New York, Inc., Luminaire 
Studios, Inc., and the Curtis-Leger Fixture 
Company. 

With the expansion of activities and 
business interests and at the time of mov- 
ing into their new building, the Curtis 
Lighting interests, i.e., National X-Ray 
Reflector Company, the X-Ray Reflector 
Company of New York, Inc., and Lumi- 
naire Studios, Inc., of New York and 
Chicago, are from now on grouped under 
the new head of Curtis Lighting, Incor- 
porated. The same organization with 
branch offices in principal cities and the 
same sales policies will continue. 

The Chicago sales offices and display 
rooms of the Curtis-Leger Fixture Com- 
pany will remain at the corner of Jackson 
and Franklin streets where the Associated 
Curtis Companies have been located for 
the past 15 years. 





MILWAUKEE 


Spring Models Are Selling 


Women Show Interest in Sandals in Spite of Severe Winter 
Weather—Black Suede Is the Leader 


EEN interest is being shown here 

in the new spring patterns that 
have been placed on display by many of 
the leading shoe merchants and depart- 
ment store sections. In addition to the 
curiosity aroused by the display of the 
latest things in footwear, considerable 
buying of the spring numbers has taken 
place. ‘The phenomenon of shoppers buy- 
ing sandals in late January and February, 
while the memory of 20 below zero is still 
fresh, is only an incident in the life of a 
Milwaukee shoe merchant,” said Charles 
Collar, head of the footwear departments 
of Gimbel Brothers. ‘““‘We have been doing 
business on an extreme cut-away sandal, 
the open-work cf which is very pro- 
nounced, in both dull leathers and suede. 
Black leads in the color demand for this 
type of footwear, as it does in general 
demand.” 

Renewed interest in Colonials has been 
manifested by the Milwaukee buying 
public during the past two weeks. At 
many of the downtown shops, Colonial 
patterns in patents, gun metal and satin 
are the leading numbers. Black is the 
color most desired. In most cases, Cuban 
and military heels are specified. The 
Colonials attracting most interest at the 
present time are slightly modified, having 
smaller tongues than those shown last 
year, and being slightly more conserva- 
tive in tone throughout. Shoe merchants 
define this conservatism by stating that 
the Colonials are as Colonial as ever, but 
not so obviously. 


Menzies Elects Officers 
S. D. Nichols, president and treasurer 
of the Menzies Shoe Co., of Fond du Lac, 


Wis., and George P. Utley, vice-president 
and secretary, were unanimously re- 
elected to office at the annual meeting of 
the board of directors of the company. 
About thirty salesmen of the company 
from all parts of the country recently met 
at the Menzies factory for the annual 
sales conference of the firm. The sales 
meeting closed with a banquet at the 
Hotel Retlaw. 


Improve Store Fronts 


Shoe merchants of Oshkosh, Wis., have 
been indulging to a considerable extent 
in the process of beautifying store fronts. 
Among the most conspicuous of the firms 
improving store exteriors are the Walk- 
Over Boot Shop and the Diamond Shoe 
Co. The Walk-Over Boot Shop has-com- 
pletely remodeled the interior of the store, 
and has installed a complete new front. 
A similar work was undertaken by the 
Diamond Shoe Company on its new store 
building at 183 Main Street, recently 
purchased by the company. — 


Fundamental Conditions 
Sound 


Max Diamond, president of the Dia- 
mond Shoe Store, 407 Grand Avenue, 
Milwaukee, and head of a chain of Dia- 
mond shoe stores in Wisconsin, looks for 
1924 to yield great prosperity to the shoe 
merchants of the country. 

“Fundamental conditions as nearly as 
we can ascertain them are sound, and with 
this foundation to start on, business for 
the new year has a most auspicious begin- 
ning. Within the shoe industry itself, 
conditions are also very favorable. Manu- 
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facturing efficiency is at its height, ex- 
penses have been cut to a minimum, and 
sales and manufacturing departments 
have been co-ordinated so that there is no 
over-production with consequent distress 
merchandise. Here in Milwaukee, we have 
every reason to look forward to better 
business for 1924 than that enjoyed in 
1923. Incidentally, 1923 volume was 
greater than that for the year previous. 
“One thing can be done to advantage 
by the industry during the coming year, 
and that is making the four-style season 
proposition a reality. Over-production 
with reference to styles has long been a 
pernicious evil in the shoe industry, and 
its elimination would make for greater 
retail and greater manufacturing profit.” 


Look for an Increase 


Joseph Klawitter, manager of the 
Milwaukee branch of Florsheim’s at 228 
Grand Avenue, is highly optimistic con- 
cerning the business outlook for 1924. 

“There appears at this time to be no 
good reason why business for 1924 should 
not be better than that for 1923. Every 
merchant should look forward to increas- 
ing his business year after year—and 
should do this despite conditions preval- 
ent at the time. While it is not always 
possible to make an increase, the right 
attitude toward registering one is always 
a good start. This year the merchant is 
evidently going to be aided by conditions 
approximating the mythical ‘normal.’ 
Deflation is at an end, and the period of 
adjustment following the hectic after- 
war retailing is almost or entirely over. 
The coming months should bring economic 
stability equal to 1923 and more assur- 
ing to the merchants in many respects. 

“In Milwaukee, conditions are appar- 
ently going to follow closely the trend of 
events in 1923. Shoe merchants are still 
buying cautiously—whether or not they 
should. Danger of over-stocking is not so 
serious, perhaps, as danger of under- 
stocking. At this store, we are taking on a 
good stock of the new Florsheim shoes— 
especially oxfords, and expect to make a 
big hit with them. As soon as the building 
now under construction on our right is 
completed and the framework which im- 
pedes the vision of the passersby is re- 
moved, we will be able to do business 
unhampered by external conditions in our 
new store. We know we are going over the 
top in 1924 because it’s going to be that 
kind of year for merchants who are 
aggressive enough to make it so.” 


Shoe Merchant Dies 


George Benson, prominent retail shoe 
merchant of Ladysmith, Wis., died at his 
home in that city, following an illness 
with pneumonia. The remains were taken 
to Rice Lake, Wis., his former home, for 
interment. Mr. Benson is survived by his 
widow, three sons and one daughter. 
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CINCINNATI 


Women’s Black Shoes Sell Best 


Most Clearance Sales in Shoe Stores Held Off Until Early 
February by Agreement 


TJNUE semi-annual clearance sales opened 

during the week ending Feb- 
ruary 2. The feminine public responded 
actively to the stimulus of reduced prices. 
One of the largest and most progressive 
shoe departments in the city was especial- 
ly busy the early part of the week, the 
manager reporting that his salesmen were 
rushed because of the number of women 
who came in to buy footwear. Other stores 
say that their sales have been very satis- 
factory and that they have been particu- 
larly successful in getting rid of the odds 
and ends of their stock. 

The system that is being carried out 
among a group of the leading shoe stores 
is to hold off the midwinter clearance sales 
until the opening week of February, sell- 
ing footwear at the regular price all 
through the month of January. By ad- 
hering to this policy the volume of busi- 
ness during January holds up to the level 
that it has been in past years through the 
aggressive sales methods used by the shoe 
stores, while the volume of business for 
February, which is usually one of the two 
leanest months of the year, is boosted 
considerably. 

Black Shoes Are Best 

Black shoes continue to dominate the 
retail market in this city. The call for 
black is still pronounced among the 
feminine trade while brown is showing 
signs of vitality. There is not much call 
for grays at the present time, but several 
merchants believe that the demand for 
them will grow rapidly as the spring season 
draws near. 

One or two of the Cincinnati retail 
stores. are already showing colors for 
spring, but these are only in isolated cases. 
The big majority of the dealers are intent 
upon getting rid of their stock by means of 
the clearance sales and, therefore, are not 
yet displaying any of the spring shoes. 


Lape is President 


Herbert N. Lape, vice-president of The 
Julian-Kokenge Company, was elected 
president of the Shoe and Leather Club of 
Cincinnati at its annual meeting on 
Saturday, February 2. Mr. Lape was un- 
opposed, being the candidate on both the 
red and blue tickets. E. E, Furstenau was 
also unopposed as the candidate for 
secretary-treasurer of the club, being 
elected to this office for another term. 

For the other offices the blue ticket 
swept its candidates into office. George A. 
Springmeier was elected vice-president; 
William H. Taylor, governor for a two- 
year term; E. F. Perry and J. F. Jonas, 


governors for a one year term. Mr. Jonas 
and George H. Mugavin were tied in the 
election results and a flip of the coin gave 
the office to the former. 

Interest is now being concentrated upon 
the big booster dinner sponsored by the 
club which will be held at the Business 
Men’s Club on Friday evening, February 
8. On this occasion the maintenance and 
extension of the influence of the Cincin- 
nati shoe market will be discussed, to- 
gether with plans for the widening of the 
activities of the Shoe and Leather Club of 
Cincinnati. George A. Springmeier is 
chairman of the steering committee that 
has the banquet in charge. Richard 
Prather will be the toastmaster. 


Customers Come First 


The Potter Shoe Company sent out 
notices to all of its regular customers 
stating that the three days before the 
public opening of its clearance sale would 
be given over to the sale to its customers of 
its shoes at the prices asked during the 
sale. The regular customers get the first 
choice of shoes offered at reduced prices. 
In addition it gives the customer the idea 
that he or she is being shown a preference 
that every one does not get. 


Advertiser Only Sale Price 


The H. & S. Pogue Company’s shoe 
department does not resort to the use of 
comparative prices in its advertising for 
its clearance sales, states Harry Vollrath, 
manager of the department. Only the sale 
price of the shoes are stated in the news- 
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paper advertising. The very fact that the 
semi-annual clearance sale is the heading 
used in the advertisements is sufficient to 
tell the Pogue customers that they can 
secure shoes at reduced prices without 
resorting to the statement that they have 
been reduced from a certain price. 

Another policy that is of interest to 
retail shoemen is that Pogue’s although 
carrying the finest grade women’s foot- 
wear, some of which retails as high as $20, 
does not advertise the reduction of the 
highest priced shoes. The exclusive patrons 
who demand the highest priced footwear, 
when they see the announcement of the 
sale and the prices for which the lower 
grade shoes are selling, are aware that 
they can buy the highest priced footwear 
at a reduced price also. Therefore, no 
advertising space has been devoted to the 
sale price of the higher priced footwear. 
Dick Prather in Advertising 

Game 

Some interesting. advertising has been 
arranged by The Prather-Allen Advertis- 
ing Company of this city. Dick Prather, 
a familiar figure to the shoe industry, is a 
member of the firm. In emphasizing the 
value of advertising the following interest- 
ing paragraphs were composed: 

“The Chinese Wall was one of the 
Wonders of the World. It was a defensive 
measure, alSo a means of communication. 
From the towers watchmen signaled with 
flags, passing the message along. When 
they made it snappy, an imperial edict, or 
military order, went from one end of the 
wall to the other in a week. 

“The once mighty wall is in ruins. The 
signal men are dust. But their spirits live 
today in the mind of the man who says: 
‘I don’t believe in advertising.’ 

“‘He stands on his wall of conservatism 
and signals defiance to progress. 

“This agency has aided in the conquest 
of several modern Chinese walls.” 





ST. LOUIS 


Black Satin Is Leading Material 


Advance Spring Styles Sold at One Store Gives Inkling on 
Trend for Near Future 


OME interesting developments hap- 
pened in the retail shoe trade during 
the week ending February 2. A .ather 
definite idea as to what women will buy in 
advance purchases of spring footwear was 
established in the annual sale of advance 
spring styles conducted by one of the 
largest department stores. The sale lasted 
a week and from the results of this event 
the buyers usually determine their best 
numbers for later selling. The sale was a 
success. 
The outstanding feature of the sale was 
the unusually heavy demand for black 


satin shoes. This number outsold colored 
suede patterns. Patent leather showed up 
well in the call and the conjecture is that 
black satin will go over big at least until 
the weather breaks. There was the lack of 
interest in grays. Some smart gray pat- 
terns were shown, but without creating a 
demand. Airedale was popular. 

The big answer to the demand for black 
satin seems to lie in the influence light 
colored hosiery is having on the selection 
of shoes. The vogue for contrasting ef- 
fects that is sweeping the country is un- 
doubtedly responsible for the heavy 
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demand for black satin and patent leather 
footwear. As the majority of women are 
just adopting this fashion it appears that 
the popularity of black satin footwear will 
continue for some time. 

What the warmer weather will bring in 
the way of style footwear selection no one 
can say. Interest is lagging in the’ large 
tongue, flat heel Colonials. It is generally 
conceded that they never “arrived” so far 
as vogue for this type of shoe was con- 
cerned. 


Replile Leathers Are Displayed 


The really first substantial effort in 
introducing the reptile footwear styles 
was launched and in checking the results 
there is nothing to enthuse about. The 
best selling number was an all-over alliga- 
tor pattern. The trimmed lizard styles 
were not eagerly sought. Allowance must 
be made, however, due to the early show- 
ing and the fact that the style has not been 
generally sbown to warrant it as an ac- 
cepted vogue. 


Huette to Open New Store 


The Huette Shoe Company will open a 
new store in Wellston at 6202 Easton 
Avenue. The company will assume the 
lease and take over the fixtures of John 
Alberts who now occupies the store. The 
shoe stock of Alberts will not be bought 
by Huette’s and a new stock of men’s, 
women’s and childrens shoes will be in- 
stalled. The store will be opened March 15. 


G. P. Wittmond, in charge of the Wells- 
ton store of the Shoe Mart, has been made 
assistant manager of the down-town store. 
Ralph Sugart, salesman in the women’s 
department of the down-town store, has 
been placed in charge of the Wellston 


store. 


Boyd-Welsh Co. Elects 
Officers 


The Boyd-Welsh Shoe Co. recently 
elected its board of directors for the year. 
Directors chosen include: John C. Boyd, 
Jack T. Welsh, H. F. Taylor, E. B. Stitt 
and R. F. Schmittgens. Mr. Schmittgens 
is a new director. Mr. Boyd and Mr. Welsh 
were re-elected president and _ vice- 
president respectively. Other officers in- 
clude: H. F. Taylor, treasurer; E. B. 
Stitt, secretary; and R. F. Schmittgens, 


assistant treasurer. 


Brandt’s to Have Olive Street 
Store 

Brandt's have just leased at 820 Olive 
street the first floor and basement of the 
west half of the building. This location will 
carry the finest grades of shoes and is well 
located in the high grade shopping district. 
No announcement has been made as to its 
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opening, but it is expected to be opened 
shortly. 

Brandt’s Sixth Street store will open 
about March 1, where a more popular 
priced line will be featured. Russell Agnew 
will manage both stores and at present has 
a temporary office in the Equitable Build- 
ing. Both stores will carry men’s, women’s 
and children’s shoes. 


New International Officers 


A W. Johnson, director of the Inter- 
national Shoe Company, was elected vice- 
president at a recent meeting of the board 
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of directors. At a previous meeting of the 
stockholders, the vacancy on the board of 
directors caused by the resignation of 
Cc. D. P. Hamilton was filled by the elec- 
tion of C. A. West, manager of the Shoe 
Specialty Manufacturing, a branch of the 
International Shoe Company. Mr. Hamil- 
ton continues as vice-president. 

D. E. Woods, auditor for a number of 
years, was elected secretary, and’ B. A. 
Gray, assistant auditor, was advanced to 
auditor and manager of the Economy and 
Efficiency Department. F. A. Sudholt who 
has been filling the position of secretary 
and treasurer was elected Treasurer. 





CLEVELAND 


Cold Weather Stimulates Buying 


Women Purchase Heavy Oxfords and Also Cut Out and Open 
Work Models—Black Is Favored Color 


OLD weather during the last part of 

January stimulated the shoe trade 
in stores to a high degree. Rubbers and 
galoshes sold freely. 

Women are buying oxfords of the heav- 
ier type of leather, but many are also pur- 
chasing the open work and cut-out models. 
Nothing like the present trend has been 
experienced before and merchants inter- 
viewed say they had no idea that the desire 
for summer open shoes in winter would be 
so strong. 

Black is the favorite color with women, 
and patent leather with black satin a close 
second. 

Men are buying high shoes, but they 
also are purchasing rubbers in large 
quantities. 


Favorable Business Condition 


General business conditions in the city 
continue to be favorable. It is reported 
that the number of employees in the city 


is greater than it was last year at this time 
of the year. 

Merchants in all lines report that the 
clearance sales were well patronized, and 
that the volume of transactions is running 
higher than it did a year ago. 


Popular with Stage People 


Taylor’s store has become quite popular 
with theatrical people while they are here 
filling engagements. The Hollywood slip- 
per has become popular with women of the 
stage and Taylor’s has done considerable 
business in them. Women of Cleveland 
also have taken a fancy to them, and sales 
people in the store have found it easy to 
sell them. 

A brother of Al Jolson came into the 
store recently and obtained the services of 
the professional shopper that the store 
maintains. He asked for 80 pairs of pink 
satin slippers for the girls playing in 
“Bombo.” 





DES MOINES 


Good Results from Sales 


Men’s Trade Reported Much Better Than a Year Ago—Stores 
Ready for Receiving Spring Merchandise 


HE semi-annual clearance sales met 
"Trin good success this year, accord- 
ing to the reports of the leading 
downtown merchants. Generally speaking 
the price cuts have not been large, but the 
fact that the weather has been very severe 
has accomplished wonders for retail shoe 
merchants. This is especially true in the 
overshoe line in which stocks have been 
sold out several times in the past few 
months. 
Women are buying more low shoes than 
high despite the cold weather. The Walk- 


Over Shoe Company held a special sale 
of women’s high shoes at $1.00, as a fore- 
runner of its annual clearance sale. The 
sale brought a great many people who 
bought high-priced merchandise. 


Men Buying Freely 
Many men are buying shoes at ‘the 
clearance sales this year. More men are 
buying at this time than ever before and 
not only that but they are generally look- 
ing for low prices. Their only other 
questions seem to be comfort and service. 





BOOT AND SHOE RECORDER 


The Shoe Trade 


About Natural (Plantation 
finished) Crepe Rubber 


O tell the millions what the Nevarel Coupe Rub- 
thousands already know — that ber a a ee 
J ; : ristly texture whic 
Natural (plantation finished) Crepe Rub- pee exequied od 
ber makes the “Immortal Sole,” a rability, making the most eco- 
o M oan ~ he nomical sole in existence. e 
nation-wide advertising campaign will combinusion of Lightner, Seat 
soon be launched in the Saturday Evening a ey ee = — 
—_ arly the unprecedente ura- 
Post, sport papers and the largest news- sil bee amade Mesnadl Coops 
papers in the country telling the story of Rubber the sensation of the 
Natural Crepe Rubber, and showing proof entite Soot end Ghee Hndussry. 
of its superiority, resiliency and longevity 


—both for sport and everyday wear. 


Shoes soled with Natural Crepe Rubber 
have already met with the instantaneous 
and positive approval of thousands. This 
great publicity combination will stimu- 
late an already active public demand— 
and more, it will announce that the 
demand can now be supplied—thereby 
opening up the big national market for 
shoes with the Natural Crepe Rubber 
Sole. 


This campaign will be timed and launched 
to meet the spring buying season. You 
have ample time, but none to lose, ‘to 
build up your stock and get ready for 
the big summer rush. 


If you have not yet been fully informed 
about Natural Crepe Rubber we shall be 
glad to mail you, on request, our hand- 
book on the “Crepe Rubber Sole” and 
full information as to sources of supply, 
of Genuine Natural (plantation finished) 
Crepe Rubber. Act quickly and get in on 
the crest of this new business wave. 


Address: 


RUBBER GROWERS ASSOCIATION, Inc. 


2-3-4 Idol Lane, Eastcheap, London, E. C. 3 


Dealer Influence is secured thru advertising in the Boot and Shoe Kecorder. 
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The Stamp of Approval 











HOEMAKERS, shoe retail- 
ers, and shoe wearers have 
all stamped the Armstrong Cir- 
cle A Heel with their approval. 


Manufacturers of shoes find 
that Armstrong Circle A Heels 
are easily and accurately at- 


tached. They finish well. They 


make a good-looking job. 


Men and women who wear 
the Armstrong Circle A Heels 
are won by the added comfort, 
resilience, and durability. 


Right down the line you find 
the satisfaction that comes from 
a heel that was made right in the 
beginning by men who know 
how to make heels. 








Merchants who sell these shoes Specify Armstrong’s on your pe 
know that Armstrong Circle A next order of shoes, made in all pe 
Heels add style and beauty. styles and sizes. wh 

ter 
He 
ARMSTRONG CORK COMPANY, Shoe Products Division, LANCASTER, MASS. hic 
da 
va 
on 
lov 
pre 
Sec 
be 
ye 


nding, H. ee / 























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Pre-War Peak December, 1922 
Calf, suede. top grade i $0.35 $1.40 1.50 $0.65 .75 
Calf, smooth colored, top grade -28 .30 1.40 1.50 45 .50 
Calf, stnooth, black, top grade ‘ .28 1.30 1.40 43 45 
Side leathers, colors, 22 -75 1.00 -26 30 
Side leather, 20 65 @ 90 24 26 
Genuine buck 45 50 1.40 1.60 65 80 
White buck, top grade (side leather).. .28 .30 90 1.00 .35 40 
Elk, = 24@ .26 65 -70 24 -26 
Elk, for 
Kid, colors, best fancy 35 40 1.40 1.65 80 .90 
Kid, colors .28 .30 1.35 1.60 .70 80 
Kid, black, top -28 .30 1.35 1.50 60 -70 
Kid, medium, -20 24 -70 1.10 .35 55 
Kid, medium, bl. 18 -22 60 1.00 .30 50 
id, cheap .06 12 -20 .36 as 18 
Chrome, patent sides and kip 25 - 85 1.05 45 50 
Sib ina50een cb eenesseseeede 40 1.40 1.60 -70 80 
Sole Leather (Price Per Pound) 
Green hide sole (sides)................. $0.32 @$0.33 $0.56 @$0.58 $0.34 re $0.26 .30 
thn cictnesseeenseevesescscecs - .36 -90 a 46 .50 43 44 
ON TO Se . 238 .39 .92 95 55 58 35 45 
lo. 1 oak bends, shoe mfrs." use... ..... 46 47 98 1.05 60 65 40 55 
No. 1 oak bends, finders’ use........... ee 48 1.15 1.25 .70 .80 -60 -70 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
Native steers, as used in sole leather, Sept. 1, 1922 Today 
PNNTER, GOR, occnccciscgceccceeess $0.183¢ $0.52 @$0.55 os $0.20 ° 14% 
Heavy Texas steers, for sole leather... . . _ 18 ab 50 18 13% 
Light native cows, for side upper leather .. 17 7” 62 Fe 19 én 1% 
Branded cows, for light sole leather... . . ne 17 in .50 on 16 -. @.09% 
No. 1 buffs for heavy u and side lea. .. 15 45 50 $0.13% 13% 08% @ .09 
No. 1 Chicago City ins for fine calf 
Ph onan ebune 6040606000 6sBcess oe 17% = @ 1.02% 15 21% $.13% @ .20 
ives ee - 16% 6 78 .80 15 -20 12%@ .17% 
. hides for sole leather............. os 30 42 .26 1636 17% -. @.16 














Gradual and Steady Improvement in 


ually, but steadily in the leather 

business. Tanners feel encouraged at 
the outlook and anticipate more stability 
and regular trading than was the case 
during the last half of 1923. A condition 
which will bear watching is the advancing 
tendency of the raw material markets. 
Half cent advances have prevailed in the 
hide and skin market during the past 10 
days which tends to strengthen leather 
values, although hides and skins are still 
on a level ranging from 10 to 20 per cent 
lower than a year ago. 

An indication of the activity at the 
present time is reflected in the ease which 
hide and skin brokers and dealers are 
securing the slight advances which have 
been taking place. Before the first of the 
year there was practically no trading, but 
rather large sales of raw material coupled 
with much greater interest has been the 
rule since the first of the year. An index to 
the volume for this year lies to a large 
extent in the ability for consumption. 
Without a larger foreign outlet the pro- 
ductive capacity for leather and shoes 
in this country is too large for consump- 
tion wholly within our borders. After 
past experiences tanners are not inclined 
to accumulate supplies which must later 
on be sold at bargain prices. Curtailment 


[aty, Bit. sten continues grad- 


Leather Market 


was the rule during the latter part of last 
year to such an extent that there are now 
but small supplies on hand and tanners 
are not disposed to enter into large opera- 
tions without seeing a merket for the 


‘leather in sight and one which will admit 


of a profit. 
Good Outlook for Upper Leather 


Upper leather sales are increasing stead- 
ily from week to week as the season gets 
under way and unless all indications are 
at fault there is an outlook for good busi- 
ness for the coming season. New finishes 
and colors are taking the most interest 
and there has been considerable purchas- 
ing of a sampling nature. Large individual 
sales are not the rule, although the aggre- 
gate of small purchases makes a good 
volume of trading. 

Prices of calf upper leathers are on 
relatively the same basis although top 
quotations are more of a fact today and 
less of a nominal nature than some weeks 
ago. The top selections of calf are quoted 
at 45c, 40c and 35c per foot; medium 
grades from 30c to 35c and cheaper leather 
25c and lower per foot. 


Side Upper Leathers 


Side upper leathers are in fair demand 
in keeping with calf. Top selections of 


smooth finished colored sides are quoted 
at 24c to 28c; boarded side leathers, full 
grain, from 27c to 3lc. The call for buck 
leathers is increasing in volume, prices 
ranging from 32c to 42c per foot. Colored 
leathers are popular. The call has been but. 
fair for elk leathers, but the demand for 
elk leathers for sport shoes will increase 
as the season progresses, prices ranging 
from 30c to 34c for light leathers up to 40c 
and 44c for the best weights of elk leathers: 
for sport shoes. 


Patent Leather 


The improvement is but gradual in the 
call for patent leather although patent 
leather tanners look for a good year. There 
is some improvement in sales with the 
standard makes being maintained at full 
quotations of 45c per foot for choice 
selections of patent chrome sides; 35c for 
medium and 25c to 30c for the lower 
grades. 

Glazed kid tanners report a larger 
amount of business and tanners are 
operating at larger capacity. Raw stock 
costs are still somewhat of a handicap and 
quotations of the finished leathers remain 
at the same figures as at sometime past 
with 65c to 80c quoted for the choice 
selections of colors; 40c to 60c per foot for 
medium; lower grades accordingly. 
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Facts for Eight Million 


Farmers 


Selling to the farmer means talking cold facts. 
He is practical—he wants to know the truth 
about merchandise before he buys. 

“U. S.” Rubber Footwear is being advertised 
now in thirty-one farm papers covering every 
state in the country. These papers reach more 
than eight million subscribers with the most 
extensive rubber footwear campaign ever con- 
ducted. 

The story of “U. S.” Rubber Footwear is told 
simply and forcefully, presenting plainly the 
actual facts. It is creating in the mind of the 
farmer a strong desire for “‘U. S.”’ goods. 

Dealers who carry “U. S.”’ Rubber Footwear 
are getting real profits from this campaign. 








United States Rubber Company 
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Re-Orders 


stores in the East received re-orders 

of overshoes during the first week in 
February. However, the re-orders this year 
have been in smaller quantities than last 
year and in some cases those overshoes re- 
ordered were of the novelty type. 

Late reports from sections in the mid- 
west state that thawing snows during the 
week ending February 2 gave impetus to 
rubber sales in both men’s and women’s 
departments. On the other hand in most 
sections of the east there was a long ab- 
sence of snow, which has tended to slow up 
the rubber buying during the few weeks 
preceding February 2. 

A flurry of snow on February 4 along 
the east coast of New England stimulated 
trade in overshoes and rubbers to some 
degree and was a welcome sight 
to retail shoe merchants. The 
snowfall was light and continued 
for only a brief period during the 
day. It has been noted in past 
years that in most sections of the 
East overshoes and rubber foot- 
wear sell just as freely late in the 
winter season as in the early 
part, provided the snow falls in 
sufficient volume to warrant the 
need of rubber footwear for pro- 
tection and comfort. 


Sse of the larger of the retail shoe 


Wholesale Merchants’ Encourag- 
ing Report 

Some cities in New York state 
reported in late January that 
rubber merchandise was slow to 
move, due to the lack of snow- 
fall. Reports of this type have not been 
common and an encouraging report from 
wholesale shoe merchants given in mid- 
January stated there were few wholesale 
houses and retail stores that were over- 
burdened with overshoes or rubbers. 


In the 


car. 


Galoshes Sell Freely in 
Damascus 


A report from the Department of Com- 
merce pertaining to the popularity of 
galoshes is as follows: ‘Damascus, because 
of the extremely muddy condition of the 
streets during the rainy season which lasts 
from October to March, affords a fairly 
important market for the sale of galoshes, 
Vice-Consul J. H. Keeley reports. Also as 
the principal covering for all floors consists 
for the most part of valuable Oriental 
rugs, the careful use of overshoes is made 
a necessity. It is estimated that more than 
8,000 pairs of galoshes were sold in this 
market in 1922, amounting in value to 
from 2,000 to 2,400 Turkish gold pounds 


youths’ brown 
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on Overshoes Received in 


Some Stores 


or from $8,800 to $10,000 at the normal 
rate of $4.40 to the Turkish gold pound. 
In addition to galoshes, there is a very 
limited demand for tennis shoes, probably 
not over 50 pairs yearly. The use of rubber 
overshoes is, however, steadily increasing 
and it is estimated that the annual need of 
this market will eventually reach 50,000 
pairs. 

“It has been noted as a general charac- 
teristic of this market that cheapness takes 
precedence over style, quality, or guar- 
antee of satisfaction. This condition may 
be attributed to the almost universal 
poverty of the inhabitants combined with 
the general low standard of living. Al- 
though American rubber footwear may be 
superior in quality to foreign competitors 
in this market, it would perhaps prove 


H. B. Lotz has been selling B. F. Goodrich rubbers out of Chicago for the last 
three years in Northwestern Illinois. Mr. Lotz is not onty a shoe traveler, 
but one of the Lotz Brothers, who conduct a retail shoe store in Madison, Ind. 
jotograph, he is shown wearing the new Zipper Boot for men, which 
was added to the line this season and which he says is moving just as well as 
the women's Zipper. Mr. Lotz devised a novel selling idea for the Goodrich 
boot. This in size 13, he has piaced on the radiator cap of his 
He states that this attracts “‘a world of attention wherever he drives."’ 


difficult for American companies to sup- 
ply this trade, unless they are prepared to 
furnish a rubber galosh which can com- 
pete in price with cheaper European 
grades.” 


Radio and Rubber 


For enterprising advertising of rubber 
heels, this week’s medal is passed to the 
retail shoe merchant who is recommending 
that everybody wear rubber heels in the 
house so that people listening in on the 
radio will not be disturbed by the clatter 
of heels on hardwood floors. 


Utility of Overshoes 


Touching upon that present day topic 
of the utility of overshoes, an eastern girl, 
who went to a western college, tells the 
following story: “The very first day that 
snow came,”’ said she, “I looked for my 
overshoes, for I had just written some 
letters, that I wished to mail, and had on 


satin pumps, and I didnot like to change 
to boots and rubbers, with all the bother 
of lacing up the boots. 

“T couldn’t find my overshoes; I had for- 
gotten to bring them from home. So [ 
approached the other girls and asked for 
the loan of a pair. They looked at me 
rather curiously as I asked for overshoes. 
So I asked them what amused them.” 

“**What do you mean?’ asked one of 
them. I told them I wanted a pair of over- 
shoes to put on over my satin pumps. 

“ ‘Ohl’ said she, ‘you mean those arctics 
that farm people wear in my home town. 
Goodness, you wouldn't wear shoes like 
them, would you?” 

“T told them that I would, because I 
came from New England, where overshoes 
were good style footwear, and I had my 

overshoes sent to me from home, 
and I wore them to the amaze- 
ment of my college friends. I was 
the only girl in college who had 
overshoes. 
“A while after leaving college, 
I went to Chicago, to visit one 
of my college friends. When she 
met me at the station, she ex- 
claimed: ‘I’ve got ‘em! I’ve got 
‘em! Aren’t they perfectly won- 
derful?” 
; “T asked her what she meant, 
ay and she said, ‘Overshoes.’ 

“And she added, ‘I've been to 
our college lately, and do you 
know that every girl there had 
a pair of overshoes?” 

“Now it was not so very long 
ago that I was in college,” says 
the young lady who tells the story. “But 
you can see for yourself how popular over- 
shoes became among college girls, just as 
soon as they found out how convenient 
they are to wear.” 


Fillers of Crepe 
A maker of leather shoes for women is 
experimenting with fillers, made of crepe 
soles, to be placed between the insole and 
the outsole of his shoes. He is trying the 
crepe rubber in place of the familiar filler 
of cork and rubber. 


Tibbetts Factory Sold 

The Tibbetts factory, Lyan, was sold re- 
cently for $80,000 to Hill & Welch, who 
will remodel it and use the lower floors for 
retail stores. . 

The factory, a six-story brick building 
with 42,000 feet of floor space; was occu- 
pied by A. M. Creighton, but he built and 
now occupies his fine new factory on Broad 
Street. 
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A partial list of our Profes- 
sional Customers: 


Metropolitan Opera House 
Music Box Review 


N. Y. Hippodrome 
Orange Blossoms 


Sally 

Ziegfeld Follies 
Kid Boots 
Stepping Stones 
Mary Eaton 
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A partial list of our Dancing 

Teachers and Associations: 

Alberteri Luigi 

American National Association 

American Normal School of 
Dancing 

Kosloff Alexis 

Mascagno Stephano 

Tarasoff Ivan 
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“ BARNEY’S DANCING SLIPPERS STAND SUPREME” 




















Miss Ula Sharon, premier danseuse of 
the Greenwich Village Follies, wearing 
a pair of Barney’s ballet slippers. 


People Who Know— 
Advise and Wear 


“BARNEY’S’” 


THE BALLET SLIPPERS 
WITH AN INTERNATIONAL REPUTATION 
The highest dancing authorities adopted them by 
resolution. 
The best-known professional dancers wear them. 
The two illustrations above tell their own story. 
There are many like them. 

CARRIED IN STOCK 
Black and Pink Satin and Black Kid. 
All sizes and all widths. 
BUT 
Only one merchant in a town may have them. 


If we are not already represented in your community, 
this is a wonderful chance for you if you act quickly. 


BARNEY’S 


654 Eighth Avenue - - - NEW YORK,N. Y. 


Manufacturers of short vamp, theatrical and ballet footwear. 
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BOSTON 


Excellent Response to Sales 


Shoe Stores Report Merchandise Sold at Reduced Prices in 
Good Volume—New Patterns Simple in Design 


OST of the clearance sales in the 

shoe stores closed with the end of 
the week on Feb. 2. Reports from several 
houses indicated that the response to the 
footwear at reduced prices was good. A 
few stores went so strong as to say that the 
sales just closed were the best ever held. 


In stores where regular prices were 
asked for merchandise during the week 
ending Feb. 2, buying was irregular. The 
weather was both mild and extremely cold 
at intervals during the week. Proprietors 
of men’s stores complained that the ex- 
treme cold weather repelled trade rather 
than stimulated, offering the argument 
that during lunch hours, instead of 
shopping some, men hurried back to 
offices in order to escape the severeness of 
the weather. 


New Patterns Express Simplicity 


Women are buying black suedes and 
black satins in light straps. Oxfords for 
street wear are going better, and this 
fact was more noticeable in those stores 
where sales were held. 

Some of the newer patterns are meeting 
with favor. They are more simple in 
design, yet possess the characteristics 
that mark them as styleful numbers. One 
of the new shoes which is selling freely 
is a black suede with kid trimmings, 
fastening at both sides with buttons. The 
front is rather high cut. The same pattern 
comes in brown suede, with brown kid 
trimmings and piping of a light brown 
shade, making a sharp contrast. The 
Thayer, McNeil Company carry these two 
models. 

A store selling men’s shoes exclusively 
at medium prices reported men were 
showing favor for light tan oxfords. High 
shoes and oxfords appear to be an even 
thing in the men’s trade. Business is 
reported fair in most stores. 


Traffic Managers Hear Capt. 
Oglesby 


The Traffic Managers’ Council of the 
New England Shoe and Leather Associa- 
tion held a luncheon-meeting at the 
Boston City Club, January 22. Chairman 
Carlton R. Blades of Brockton presided, 
and the special guests were Capt. M. L 
Oglesby, Chief Engineer, Freight Con- 
tainer Bureau, American Railway Associa- 
tion, New York, and Walter E. Adams, 
Special Assistant to the Vice-President 
of the Boston & Albany railroad. Capt. 
Oglesby described the proposed new 
regulations relating to wood panel and 
corrugated and fiber shoe cases, which 


his bureau is working on along the lines of 
pilferage prevention. Mr. Adams spoke 
interestingly of the public relations of the 
railroads. Secretary T. F. Anderson 
reported that the general feeling regarding 
1924 business conditions, as reflected at 
the various trade conventions he has 
attended this month, is uniformly opti- 
mistic. 


Chart Shows Clearly Num- 
bers of Pairs 


Hanan’s in one of its display windows 
showed a chart which was very instruc- 
tive in informing on sizes in stock on 
shoes advertised to sell at a reduced 
price of $5.95. The chart was made of 
card board, neatly printed and consumed 
little space. It showed exactly the number 
of pairs in sizes and widths of the $5.95 
lot which was on sale. The interested 
parties had only to glance at the chart to 
learn whether the store had their particular 
size or not. 


_—_— 


Tedcastle Company Now a 
Corporation 


The A. W. Tedcastle Company reports 
that recently the business operated as a 
co-partnership by A. W. Tedcastle & Co. 
was sold to a corporation organized for 
the purpose of taking over the business 
and continuing under the name of A. W. 
Tedcastle Company. There is no change 
in the management, members of the co- 
partnership retaining control. Officers 
and directors of the corporation include: 
A. W. Tedcastle, president; William L. 
McKee, treasurer; and Arthur E. Wright, 
clerk. 


Nestor Is New Manager at 
Willson’s 

E. J. Nestor is the new manager of 
Willson’s Shoe Shop on Washington 
Street. He commenced his new duties in 
early February and has had much 
experience in the retail shoe business. 
Prior to assuming the managership of 
Willson’s shop, Mr. Nestor was manager 
of the F. E. Ballou Co. store at Provi- 
dence, R. I. He was manager of Rice & 
Hutchins stores in New York City. 


Retail Salesmen’s Meeting 


The Boston Retail Shoe Salesmen’s 
Association, Inc., held its regular meeting 
at Louis’, on Monday evening, February 
4. After the dinner, the bowling com- 
mittee reported on{its plans for a sales- 
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J. W. BARNARD & SON 
Andover - - Mass 
Makers of the 
CELEBRATED 
BARNARD 

co 

SHOE 
For Ladies 
IN STOCK 
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Colcord & Walker, Inc. 
Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 








FASHION FOOTWEAR 


TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 
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BALLET SLIPPERS - 





FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 








BALLET SLIPPERS in Stock 


nee 


BLACK KID sort TOE da00" BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 
I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








IN-STOCK 





BLOG SHOE FINDING co., INC. 
147 Duane St., New York,’N.Y. 
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One Pair 
Sells 
Another 


T. D4Barry{Co. 


ABOVE ALL 








Brockton, Mass. 

















NETTLETON 
Shoes of Worth 


A. E. NETTLETON'CO. 
Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 
BROCKTON, MASS. 
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men’s team and other matters of impor- 
tance were discussed. 

The speakers of the evening were 
Everit B. Terhune, treasurer and general 
manager of the Boot and Shoe Recorder, 
who took for his subject, ‘European 
Problems of Today,” and H. V. Hunt, 
president of the Hunt-Rankin Leather 
Co., who took for his subject, “Leather.” 


Frank H. Crocker Leaves 
White's 
Frank H. Crocker, for 17 years buyer 
for the R. H. White Company shoe depart- 
ment, has retired. For 37 years he has been 
in the shoe game and during that time was 
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employed by only three concerns. He coni- 
menced as an entry clerk with the Massa 
chusetts Shoe Company and worked his 
way to manager. He remained with thi 
company 12% years. 

He later joined Houston & Henderson. 
He built up a $50,000 business in children’s 
shoes here. After eight years with Houston 
& Henderson, he joined the White Com- 
pany as buyer for all the shoe depart- 
ments. Under Mr. Crocker’s reign, the 
shoe departments at White’s have shown 
remarkable growth. The shoe departments 
now occupy the entire first floor of the 
South annex. Mr. Crocker plans to travel 
and in the summer will “pitch his tent” on 
Cape Cod, Mass. 





PHILADELPHIA 


More Activity in Factories 


Orders Coming in Steady Volume—Black Patent, Black and 
Gray Suedes and Brown Suedes Lead 


HE factory situation during the week 
ending February 2 was characterized 
not by any sudden spurt in demand, but 
by a steady volume of orders. While only 
a very few of the factories are operating to 
capacity or very close to it, most of them 
seem to be a little busier than they have 
been for some time. Black patent leather, 
suedes in black and in grays and browns, 
and velvets seem to have the call. The feel- 
ing that satins will stage a come-back as 
the season advances is quite general. Not 
much hope is held out for a run on kids. At 
present it still finds its chief outlet in trim- 
mings. Though glazed kid manufacturers 
are talking about increased activity the 
orders are not coming in. If there will be 
any demand for it manufacturers feel it 
will be largely for black, with some call for 
browns and grays, and a little for reds, 
greens, and blues to be used in children’s 
shoes and as trimming. Fancy’ patterns 
continue to dominate the situation to such 
an extent that one manufacturer has had 
to advance his prices slightly because of 
the extra work on some of his numbers. 
Straps and cut-outs are the leading 
feature of the style situation, though more 
than one manufacturer reports good busi- 
ness in gores. Factories are looking forward 
to a good white and a good sport season. 
There has been no change in the general 
price level. 


Sole Leather More Active 


The growing activity in the factories has 
brought them into the sole leather market 
more actively than for some time. Quite a 
few good-sized orders are coming from the 
middle west and northwest from factories 
which have gotten a lot of the business the 
Brockton factories lost as a result of labor 
troubles and the consequent failure to 
make satisfactory deliveries. The market 





is very much firmer. Advances of from 2«- 
to 5c on various tannages of factory and 
findings leathers are being secured. Even 
the tanners who have not asked advances 
report the market is freer from concessions 
than for a long time. The advancing mar- 
ket, however, has not stimulated buying 
to any appreciable extent, it still continu- 
ing on a hand-to-mouth basis. The demand 
for findings leather also showed an increase 
during the past week. 


Upper Leathers Rather Quiet 


Upper leathers merchants report a lull 
in trade. While suedes, satins, and velvets 
are in fair demand there is very little snap 
to the trade. Furthermore, the diversity of 
materials prevents any one leather from 
having a very big run. Glazed kid is very 
quiet. Prices are holding firm, due to the 
costs of labor and raw material. 


Slight Increase in Sales 


The weekly comment of R. G. Dunn 
and Company on the situation in the Phil- 
adelphia shoe and leather industry says 
that shoe manufacturers report slightly 
increased sales. Inquiries would indicate 
that stocks on hand are only moderate and 
orders for spring delivery are in good-sized 
amounts. Glazed kid is in but fair demand 
though prices are firm owing to the high 
cost of raw material. 


Dullness in Wholesale Trade 


Trade among wholesale merchants is 
very dull. In spite of the reported imcrease 
in the demand for staple patterns, the 
fancy pattern market continues sufli- 
ciently active to create such uncertainty 
that the trade is buying very slowly and in 
very small amounts. Another factor which 
hinders free buying is the fact that demand 
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is scattered over such a variety of leathers 
and patterns that nothing stands out as a 
leader to give a clue to what the situation 
will be in spring. Suedes, velvets, satins, 
kids are all being talked about. Straps and 
cut-outs sell well in some quarters while 
gores seem to move better in others. Some 
jobbers are planning for a run on black all 
through the summer, others are looking 
for more activity in the grays and browns, 
and some few are still talking about a fair 
demand for the brilliant colors. The price 
situation, too, is uncertain. One jobber 
says he has been able to get some slight 
concessions from one or two manufactur- 
ers while on the other hand the sole leather 
market is advancing, the upper leathers 
market is holding firm, and one manu- 
facturer has advanced the prices of several 
of his fancy numbers. In the midst of all 
this uncertainty very few retail shoe mer- 
chants or jobbers are venturesome enough 
to buy beyond the immediate future. 


Featuring Alligator 


M. A. Smith’s Sons, manufacturers of 
sandals, athletic footwear, ballet slippers 
and professional box toe slippers, is featur- 
ing genuine alligator and embossed alli- 
gator and lizard. It is also pushing Nubuck 
kid and elk in a variety of shades and 
patterns. 


Wholesale Men Elect 


Officers were elected at a recent meeting 
of the Philadelphia Wholesalers’ Associa- 
tion. Those elected include: William J. 
Dallas, of the A. S. Kreider Co., president; 
Henry Bell, Jr., of Bell-Walt &Co., vice- 
president; C.F. Waltman of Monroe Bros. 
& Co., treasurer; and Thomas W. Sauner, 
Jr., secretary. 


The I. Miller Style Show 


Coincident with the annual convention 
of the Pennsylvania Shoe Retailers’ As- 
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Good White Season Fore- 
casted 


A good white season is forecasted 
in the demand for white dressings 
for future delivery reported by P. P. 
Lagomarsino, who conducts one of 
the largest shoe store supply houses 
in town. Rubber heels are in good 
demand. The season for slippers and 
warm foot ulsters has passed and 
demand for them has declined. 











sociation, which was held in Philadelphia, 
January 21 to 23, and when the minds of 
Philadelphians, quite as well as out-of- 
town visitors, were fixed largely upon the 
subject of shoes, the I. Miller Company 
store of 1225 Chestnut Street inaugurated 
what they propose to be a semi-annual 
feature in the form of a Style Show and 
Fashion Parade. This show was perhaps 
one of the most elaborate affairs ever 
presented by a retail shoe organization. 
The Gold Room, which is the grand ball- 
room of the Hotel Adelphia, was taken 
over for the show. 


Forty Miller Styles Displayed 

Upon the runway in the course of the 
revue, ten models presented a showing of 
40 Miller styles embracing all of the 
phases of shoe apparel. Beginning with 
sport footwear, the revue carried through 
the showing of afternoon footwear, semi- 
formal slippers and evening slippers, 
thereby covering the entire field of shoes 
for the occasion. The St. James Shop co- 
operated with Miller, supplying the neces- 
sary gowns to carry out the footwear idea, 
and it is especially noteworthy that in 
each of the 40 instances, the gown abso- 
lutely corresponded with the shoe, not 
only in general character but even down 
to minute detail. In this respect, the style 
show was absolutely correct. 





PITTSBURGH 


- Winter Stocks Greatly Reduced 


Buying in Shoe Stores Sluggish, But Clearance Sales Do Much 
to Clear Out Merchandise 


GENERAL sluggishness was re- 

ported by the merchants during 
the last two weeks of January. The winter 
stock has been reduced by the clearance 
sales which have been fairly well at- 
tended. According to all indications price 
reductions will extend well into February. 
The merchants are doing all in their power 
to put the desired punch into the season’s 
business. Stores in the outlying districts 
of the city report a fair business for the 
month. 


Rubber footwear has moved steadily 


in spite of the dry weather and the fact 
that the standard price has been main- 
tained throughout the season. Mid-year 
graduation and the migration of Pitts- 
burghers to the Southern regions has 
stimulated the buying of colors and 
whites. 


Sandals Promise to Be Strong 


At present little discrimination is 
shown in the selection of patterns. People 
are buying a little of everything; satins, 
suedes and patents being pretty well 


Where to Buy 


Men’s Shoes 














HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 











FOR MEN OM THEIR FEET 
"\\ THIS SHOE CAN'T GE BEAT, 


“~ { 
ED & MERSON INC 





Beston Office: Room 214 United States Hotel 


FREDERICK S. PECK 


Worcester, Mass, 





Men's and Women’s 
Sport and College Shoes 





-* Black and Brown 

full sizes 3 toll in Stock 

M. GUSTIN CO. 
Dwises New York 








THE SHOE FOR MEN 


ELLIOT SHOE CO. BROCKTON, MASS. 








Carried Stock 
11 South Street 











Wuen In Your Town We Wit Visit You 








Stock Dept. 5 
Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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Men’s and Women’s Slippers 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave. Brooklyn, N.Y. 
HIGH GRADE MULES AND D’ORSAYS, 
Made of Satin, Sette, OCRed Embossed 


Tinsel and 
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“Dedroon and home 
ers in a wide 
“caty of styles and 
SATIN SLIPPERS 


noted for quality. 
FRANK H. PFEIFFER CO., Inc. 





















24 Washingten Square! _-:- Worcester, Mass. 
in Medium and+ 
1GH GRADE 


Speciali 
oR S SLIPPERS, 


dll /tyia* made 3) Do ic and 
imported Satin Brocadesand Metal Cloth. 
$2.10 per pair and up 


wrt M GUSTIN © 





NEW YORK 





Of the 
Better 
Grade 


Ba = 


BEST-EVER 
Soft-Sole Leather 
Boudoirsand Novelty 
Kimoena Sandals 
Write for Prices 


BEST-EVER SLIPPER CO . ine, BROOKLYN, N.Y. 















owling 
326 W. Monroe St. 


Chicago 
WM. SUMNER SMITH CO. 








MULES and D’ORSAYS 
Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
request. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 








Felt, Satin and Leather Soft Sole Sli 

For ihe Entire Family 

Trimmed Moccasin. 
One of - 1 —~ 
styles com- 
plete fine of fe felt slip- 
on! Made intwelve 


NEW ENGLAND D SLIPPER co. 
140 Green St., Worcester, Mass. 














Phillips Shoe Co., Inc. 

” Makers of 

Women’s Turn 

Slippers 

276 RIVER STREET 
Haverhill, Mass. 






Boston Office 
207 Essex Street 
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divided. This condition is probably due 
to the reduced prices. 

Spring patterns are gradually creeping 
into the windows and display cases. Strap 
patterns are most prominent; Colonials 
and gores having lost prestige with the 
local element. Airedale and Jack Rabbit 
appear to be the leading colors for spring 
footwear. These are featured in sandals 
with heels varying from 8-8 to 14-8. 
Merchants are counting on a volume 
business in low heeled sandals. 


Regal Under New Manage- 
ment 
H. J. Christensen of Worcester, Mass. 
is the new manager of the Regal Shoe 
Store here. Ed Roolf, the former manager, 
left Sunday for Cincinnati to take charge 
of the Regal Store at that place. 





Shoe Selesmen Elect 


The last meeting of the Shoe Salesmen’s 
Association of Pittsburgh was held in the 
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Regal Shoe Store. The main business of 
the evening was the organization for the 
year. The following officers were elected: 
A. H. Grossman, president; Mr. Murphy, 
vice-president; Mr. Burson, secretary; 
Mr. Mofsinger, treasurer. Harry Ritter 
was appointed chairman of the committee 
to draw up the constitution and by-laws. 
Arrangements were made to hold future 
meetings in the General Forbes Hotel. 


Buyer for Basement 


W. W. McFarlin has been named 
buyer of the men’s, women’s, and chil- 
dren’s shoe departments of The Certified 
Bargain Basement Store of The Rosen- 
baum Co., according to an announcement 
by that firm. He has been with the firm 
for a number of years in the capacity of 
assistant, and now succeeds P. W. 
Hamilton in the basement only. In 
recognition of Mr. McFarlin’s promotion 
he was recently given a banquet by his 
co-workers. 





BROCKTON 


Eager for Bigger High Shoe Sale 


Manufacturers Planning to Stimulate More Interest in Men’s 
High Shoes for Next Fall 


T is up to the manufacturer,” said a 
member of the Brockton trade, “to 

see that high patterns in men’s shoes are 
sold for the fall season to a greater extent 
than during the past two or three years. 
Formerly 75 or 80 per cent of our spring 
lines were of the oxford pattern with 
about the same proportion of high shoes in 
the fall samples. Now, we sell about the 
same amount of men’s oxfords for fall and 
winter as for spring and summer. The low 
cuts average three-quarters or more of 
our sales during the entire year. Light 
weights for spring and summer and heavy 
weights for fall and winter have prac- 
tically monopolized the men’s shoe pat- 
terns. This is not good business. The mer- 
chant needs the sale of more high shoes in 
order to sell an extra pair and give variety 
to his sales. We are planning to show for 
the fall season a full line of high cuts and 
we believe merchants will be in a receptive 
mood to place orders for these patterns. 
The interests of merchant and manu- 
facturer are identical. Any plan which 
benefits one is important to the other. 
High shoes call for additional leather, 
another favorable trade point, inasmuch 
as it gives the tanner greater opportuni- 
ties for selling than he has had during the 
past few seasons. I find that numerous 
manufacturers in Brockton and South 
Shore district are in sympathy with sell- 
ing men’s high-cut patterns this year. 
They will govern themselves accordingly 
in the preparation of new patterns.” 





New Yacht for Eaton 


C. Chester Eaton, president of C. A. 
Eaton Shoe Industries, who is an enthu- 
siastic yachtsman, is having built for him 
at Boston yards a new power yacht which 
he will use for racing purposes next sum- 
mer. Last season Mr. Eaton won the Dux- 
bury Yacht Club championship. 


Concern Plans Increase 


The Trojan Shoe Company is increasing 
its output of men’s welts to 30 dozen pairs 
daily. At a recent meeting of stockholders 
Julius Bornstein was re-elected as presi- 
dent and Lester Glassman was re-elected 
treasurer. 


Sport Shoes for Spring 


Brockton concerns are paying special 
attention in both men’s and women’s 
welts to sport models for spring and sum- 
mer. This class of footwear has come to 
the front rapidly during the past two or 
three years and is now being developed on 
a more extensive scale than ever. Effects 
which were originally brought out in 
women’s sport footwear are being trans- 
ferred almost bodily into the men’s sport 
shoes. As one manufacturer puts it: “It 
seems too bad to feminize men’s shoes as 
we are doing in our sport models. Just as 
an example, here is a pair of men’s sport 
oxfords with white buck uppers trimmed 
with yellow alligator and here is a similar 
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pair with lizard skin trimmings. These 
fanciful effects run into many combina- 
tions, and bring the expense of men’s sport 
footwear into the cost of women’s fancy 
patterns. However, we are up against a 
demand for this class of goods and if it 
makes one extra pair of shoes sold it is so 
much to the good from the standpoint 
both of merchant and manufacturer. We 
are after all the additional pairs of men’s 
shoes we can sell. The line of least resist- 
ance seems to be in the direction of sport 
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shoes. As retail merchants are buying to- 
day there is no actual division between 
season lines. We are making up sport 
shoes for spring and summer, also the 
heavier types of low-cut shoes for fall and 
winter. Our salesmen show these goods 
almost simultaneously and take orders for 
immediate or future deliveries at the same 
time. In my opinion the trade will never 
go back to two-season buying. Merchants 
will buy as they need and manufacturers 
must govern themselves accordingly.” 





LYNN 


Shoe Buying on Good Plane 


Blacks Continue to be Extremely Popular and Strap Designs 
Hold Firmly to Position as Favored Patterns 


ANUFACTURERS continue -to 

book good orders. One manufac- 
turer remarked: “It looks as if many 
stores are short on sizes.”” Shoemen here 
have been keenly interested in preparing 
for the N. S. R. A. convention at Chicago 
and plan to have plenty of smart-looking 
patterns ready as an incentive to influence 
merchants to order Lynn-made shoes. 


Sounder Style Selections 


“Styles are selling about as they are. 
I foresee no striking changes for the pres- 
ent.” That is from Albert N. Blake of the 
Watson Shoe Company. 

“But there is this big change, which I do 
foresee, and from which I have much hope: 
Buyers are selecting styles on a sounder 
basis. 

“They have a keener sense for distin- 
guishing between styles that sell, and 
styles that are left over. Those left-overs 
make a serious problem. 

“Also, buyers are choosing more sizes 
and fewer styles. For instance, here’s a 
strap pump, and a very good one at that. 
Why change it, to get something different? 
That’s the question buyers are asking 
them. 

“And good buyers choose a style that 
they are sure will sell, and buy shoes on it 
in a liberal assortment of sizes. So they 


have a shoe that fits the foot, as well as a 
style that fits the eye, when the customer 
comes into the store. 

“T believe,” concluded Mr. Blake, “that 
it is better to be long on sizes and short on 
styles, than it is to be long on styles and 
short on sizes.” 


Selling Kid Boots 


Boots are always mentioned at the fac- 
tory of Williams, Clark Co. They make 
them every day, and ship them every day. 
January sales of boots were good. New kid 
boots, in Rest Cure and regular styles, 
were added to the stock department. And 
they were selling well in early February. 

Four new light welt shoes have been 
added to the stock department for early 
spring sales. Two of them are of black 
glazed kid, one of black glazed and mat 
kid and the fourth of patent leather. They 
are made over new lasts, with a medium 
toe and a 13-8 heel. One is a prong strap 
pattern, with three buttons on either side, 
two are two-strap patterns, and one is a 
one-strap pattern. 

It is noted that buyers are restricting 
their patterns and are increasing their 
sizes. In other words, they are buying 
more sizes to each pattern. 

A new sample line is ready, and sales- 
men are starting on the road, to book 
additional spring orders. 





HAVERHILL 


Preparing for Easter Deliveries 


Manufacturing Companies Concentrating on Importance of 
Prompt Service on Early Spring Merchandise 


S a measure to remind him of an im- 
[portant subject, a member of one of 
the manufacturing companies here posted 
a memo on the wall of his office bearing 
the words: “Easter Sunday Comes This 
year on April 20.” 

Commenting on this notice the manu- 


facturer said: “It is a reminder to the 
members of our organization and our 
employees and we must begin right now 
to anticipate orders for the Easter trade. 
By keeping this date before us we will 
have a definite knowledge of the amount 
of time we have in which to produce and 
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Children’s Shoes 
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Soft Soles and Moccasins 


Ask your Jobber for our 
is. We DO NOT sell 
the retail trade. 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








AShoe for Boys 
That Wears 


Marston & Tapley Ce. 























Where to Buy 


Meccasins 

















FLEXIBLE 


Welts 
For Mon Worron, oa Children 
Carried in Stock and Distribu ted by 
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Where to Buy 


Standard Shoe Materials 
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F. E. JONES, Treas. 
JONALD, Vice-Pres. 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 
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deliver shoes for the best selling season of 
the year. Whether Easter comes early or 
late we are up against it regarding getting 
out orders. Working as closely as we do 
now on all business that comes to us we 
must, to a greater extent than at any other 
time invite customers to anticipate their 
demands for the Easter trade. Otherwise 
many orders will come at the last moment 
and deliveries will be difficult.” 


“The Haverhill Idea”’ at 
Chicago 


Secretary Cooper of the Haverhill Shoe 
Manufacturers’ Association is in Chicago 
during convention and style show week to 
assist in spreading ““The Haverhill Idea,”’ 
so called—that is, the fact that Haverhill is 
on a peace pact basis as regards the indus- 
trial situation. This is a follow-up of trade 
paper and other publicity given to this 
idea by the Association and its members. 
Following his stay in Chicago, Secretary 
Cooper will visit Milwaukee, St. Louis, 
Rochester, Brooklyn and other shoe cen- 
ters to study business conditions. 


A Successful Shoeman 


Under the heading of ““Who’s Who in 
Haverhill,’ the Gazette is featuring many 
leading business and professional men in 
the city, with biographical sketches and 
portraits. One of the latest to have pub- 
licity in this manner is George W. Dobbins 
president of Witherell & Dobbins Com- 
pany, one of Haverhill’s leading shoe 
manufacturing concerns. For 17 years he 
was a foreman in the S. B. McNamara fac- 
tory in Haverhill. In 1911 he began shoe 
manufacturing for himself with Edward 
A. Witherell as a partner, under the name 


February 9, 1924 


of Witherell, & Dobbins. The business wa: 
later incorporated. Mr. Witherell retired 
in 1915 and he was succeeded by Philip 
English, Jr. as president and head sales 
man. Mr. Dobbins became clerk anc 
treasurer, with Nap. Theriault as vice- 
president and superintendent. Four years 
ago the concern occupied a new building 
on Washington Street which is one of the 
largest and best equipped in New England. 
The concern occupies five floors with a 
daily capacity of 2500 pairs of women’s 
turn shoes. Mr. Dobbins is a former 
president of the Haverhill Shoe Manu- 
facturers’ Association and is affiliated with 
several fraternal, social and religious 
organizations. He is married and has 
one son who attends Phillips Andover 
Academy. 


Oxford Ties i in Women’s 
Turns 


A practical pattern in women’s foot- 
wear, which is receiving favorable atten- 
tion from retail shoe merchants, is the 
oxford tie. This style is one which lends 
itself to a combination of the sandal and 
oxford effects and is worked out in various 
combinations of materials. In this pattern 
the eyelets are done away with, the lacings 
being passed through the front cutouts. 
These latter are heavily reinforced so that 
there is no chance of the material giving 
way under the strain of walking. Kimball 
& Sherman Co., one of Haverhill’s leading 
concerns making women’s high-grade 
turns is featuring this oxford tie and re- 
ports favorable recognition on the part 
of many of its customers. Roger Sherman 
of the concern is in Chicago during the 
show with several new styles which he 
characterizes as “knockouts.” 





ROCHESTER 


Steady Buying in Shoe Stores 


Black Leading Color in Women’s Sales—Men Express Equal 
Interest in High Shoes and Oxfords 


HOE stores report a fairly steady trade 

in both men’s and women’s depart- 
ments. Clearance sales did much to clear 
the shelves of footwear that sold at re- 
duced prices. Good values were offered 
and the response was favorable. 

There is little change in the women’s 
shoe style subject. Black is the best color, 
satins and suedes being good sellers. The 
men’s trade is an even thing between 
oxfords and high shoes. 


Stickles Opens Store 


J. V. Stickles, well known in the local 
shoe trade, recently opened an upstairs 
shoe shop in the Central Building, an 
office building. The new shop will feature 
Rochester-made samples at popular prices. 


Years ago Mr. Stickles ran a shoe parlor in 
the same building which was probably the 
first upstairs shoe store in Rochester. 


Emerson Store to Move 


It is reported that the Emerson Shoe 
Shop, owned by “‘Billie’’ Brink, will soon 
remove to a new location after having 
been in the same stand for more than 10 
years. Recently the building in which this 
shoe store is located was sold to a national 
cigar store syndicate. 


To Make Infants’ Footwear 


The Easter Shoe Company have com- 
menced manufacturing infants’ footwear, 
moccasins, plain and hand-embroidered, 
under the trade name of “DeLuxe.” 
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NEW YORK 


Steady Improvement to Buying 


\dvance Spring Patterns on Display—Signs Point to Good 
Welt Season 


ONDITIONS in the local retail 
shoe trade appear to be improving 


steadily. Although many of the clearance 
sales have been discontinued, volume is 
keeping up fairly well without the stimu- 
lation of cut prices, according to many 
retail shoe merchants and the compara- 
tively mild weather has centered attention 
on spring footwear earlier than usual, it is 
believed. Practically all department stores 
are now displaying advance spring models 
in connection with the early showing of 
spring apparel, and the regular shoe stores 
have also devoted considerable window 
space to spring shoes. A few white shoes 
here and there have served to give the 
spring and summer atmosphere and in at 
least one case an entire show window has 
been devoted to white footwear alone. 


Looks Like Good Season for Welts 

There appears to be little doubt in the 
minds of most merchants here that welt 
shoes for women will have a better run 
this spring than they have had for many 
seasons past. One of the largest shoe 
stores here, which does a big volume of 
business, finds that sales of welt shoes are 
more than 10 per cent ahead of last year 
with the trend growing stronger. The 
vogue of the mannish tailored suit is 
being watched closely by the shoemen. So 
far there has been nothing to indicate 
that it will not attain such large propor- 
tions as to have a definite reaction on the 
shoe trade early this spring. Already some 
shoe merchants are suggesting calf or 
suede oxfords or simple one-strap models 
to accompany these tailored suits. One 
Fifth avenue retail merchant is showing a 
new style welt oxford in tan grain leather 
in which a wide throated blucher closes 
with a single wide strap and buckle. 
Suede oxfords in the new brown shades 
and daintily strapped with calf or kid as a 
trimming also are commanding the atten- 
tion of the general public as well as the 
retail shoe merchants. 


Tailored Suits May Stimulate Gores 
It is quite likely in the opinion of some 
of the style leaders here that the tailored 
suit vogue will help sell gored pumps, 
especially those in the less fancy style 
with either the side or front gorings. It is 
possible, it is said, that the Colonial 
pump also will be worn with suits, al- 
though the broad toed large tongue 

Colonial is decidedly on the wane here. 


Merchants at Chicago 


A ‘considerable number of New York 


retail shee merchants are going to the 





Satins Promise To Be 
Very Good 


While suede looms up as a good 
material for spring, there are many 
retail shoe merchants who believe 
that satin will run strongly this 
season. Among these is M. Cohn, 
manager and buyer for the shoe 
department at Stewart & Co., one 
of the Fifth avenue specialty shops. 
He is pinning considerable faith to 
brown satin, although recognizing 
the strength of suede at the same 
time. Suede he believes will outsell 
kid because of its wearing qualities. 

















Chicago convention. Most of them will 
join a special party making the trip in a 
body, headed by John Slater, president of 
the National Association. Mr. Slater is 
enthusiastic over the program for the 
convention and predicts one of the largest 
and best conventions and style shows the 
association ever has held. 


Standard Felt Co. Opens New 
York Office 


The Standard Felt Company of West 
Alhambra, California, has opened a New 
York sales office in Room 449, Marbridge 
Building, 34th Street and Broadway. The 
office is in charge of Arthur W. Weiss. 


Observing Shoe Styles in the 
South 


Markus Weingarten and Morris Wein- 
garten, president and vice-president re- 
spectively of the London Shoe Company, 
Inc., are spending the winter at Palm 
Beach and Miami, taking a well-earned 
rest after having gone through one of the 
busiest years in the history of the com- 
pany. 

They will use the opportunity, while at 
these resorts, to gauge the trend of style 
with regards to sport shoes and will bring 
back new ideas and creations for the com- 
ing year. 

Sonnenschein Joins Lion Shoe 
Company 


Milton Sonnenschein of A. Sonnenschein 
& Sons, has recently joined the Lion Shoe 
Company shoe wholesale house. Mr. Son- 
nenschein is a man of long experience in 
the shoe business. The Lion organization 
has increased its capital and is now in a 
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Latest Creations in Shoe Ornaments 
We make them in all colors. 


BEADED ROSETTES 
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Engraving and Printing 
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Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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better position than ever to serve its cus- 
tomers. The other members of the firm are 
Louis Edelstein and Joseph Levy. 

The house specializes in women’s, chil- 


February 9, 194 


dren’s, misses’ and growing girls’ novelties . 
and staples at popular prices. Sinc« 
December 1 their business has shown a 
marked increase over the previous year. 





SYRACUSE 


State Convention in March 


Expect Attendance of 1,000 at Annual Session—Buying in 
Shoe Stores Reported Fair 


LANS for the convention of the 
Retail Shoe Dealers of New York, 
which is to be held here March 10, 11 and 
12, are gradually taking a definite shape 
and indications point to an attendance of 
1,000. Ernest N. Park is chairman of the 
committee on arrangements and promises 
a most interesting convention. 

Efforts are being made to have the 
convention exceed the convention held 
here in 1920, and details of arrangements 
are being made. Several speakers of 
national prominence are being sought. 

One entire floor of the Onondaga hotel 
will be devoted largely to display booths. 
Each exhibitor is to have a sample room in 
other parts of the building. In a letter to 
exhibitors Mr. Parks says: “Six years of 
organization has taught us the value of 
co-operation between the wholesaler and 
retail shoe merchant. This year we have 
definitely decided that during the period of 
our convention, one day will be set aside 
for the benefit of the wholesalers. 

“We have decided on Tuesday, March 
11, the second day of the convention for 
inspection of lines with no convention 
matters to interfere with any opportunity 
of showing the retail shoe merchants. 
About 40 manufacturers have already 
bought space.” 


Douglas Store to Move 


The W. L. Douglas Shoe store at Fayette 
and Salina Streets is to move May 1 to the 
place now oecupied by the Emerson Shoe 
Company. The Douglas store for many 
years has been located at the intersection 
of two very busy streets. 


New Shoe Department 


Harry Prowda and Julius J. Gugen- 
heim are to open a shoe department in the 
Hopkins store at 121 and 123 So. Salina 
Street, featuring Crossett and Crawford 
shoes. Mr. Gugenheim has been in the 
shoe business for 20 years. 


Merchandising Plans 


Two big spring events for Syracuse 
retail merchants are near at hand, the 
first being Dollar Day. 

Merchants are also preparing for spring 
opening week March 18, 19 and 20, when 


all spring styles will be shown for the firs! 
time. Competition among shoe merchants 
in arranging windows is keen. Poehlman’s 
won the blue ribbon for several years. 


Lynchburg Notes 

The Lynchburg Shoe Company, one of 
the oldest wholesale and jobbing concerns 
here, recently held an election of officers. 
Richard A. Carrington, Jr., is the new 
president; E. L. Carrington is vice-presi- 
dent; William H. Farra, secretary treas- 
urer and Wirt H. Miller, chairman of the 
board of directors. 


Largest Sales in 1923 


The net sales of the Craddock-Terry 
Company, shoe manufacturers, totaled 
$20,000,000 for 1923, the largest volume 
in the history of the concern. Members of 
the board of directors were re-elected 
John H. Davis was elected assistant secre- 
tary and H. C. Miller, assistant treasurer. 


More Interest in Orthopedic 
Lines 


The K. W. Watters store. 
exclusive distributor in Buffalo of Arch- 
Preserver shoes, plans in the near future 
to go more extensively into the orthopedic 
phase of the shoe business. It is planned to 
employ a specialist in this line to take 
charge of that department, in the belief 
that this class of trade is less subject to 
the vicissitudes of the shoe trade in these 
days of rapid style fluctuations. 
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TUFHIKER Soles 
ARCH-REST Heels 





A wonderful combination for service and comfort. 


TUFHIKER soles are necessarily made in black color 
only, but edges can be finished in colors to match the 
welts. Write us for information on this feature. 


TUFHIKER soles are firm and non-resilient, and so con- 
structed as to give the maximum wear under the most 
strenuous uses. 


TUFHIKER soles are especially adapted for work or 
hiking shoes, and have proved economical and practical 
for school and play shoes. 


We are pleased to furnish further information upon 
request. 


See our many designs made from this wonderful ma- 
terial at 


Space 103 
CHICAGO SHOE STYLE SHOW 


Made only by the 


Avon Sole Company 


Avon, Massachusetts. 











Pioneer 
manufacturers 
of DU-FLEX soles 
and heels 
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Four New Trade Winners 
IN STOCK 


OUNCE 


R-304—Gray Nubuck, Gray Kid 
Trim, 14-8 pcmemuni Half Louis heel, 
ME nuewee . $5.65 


R-302—Black Satin, Dull Calf 
Trim, 12-8 covered Box heel, Welt. 
$5.00 





R-306—Brown Nubuck, Brown Kid 
Trim, 14-8 Spanish Half y 


heel, Welt Sizes and Widths 
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C. P. FORD & COMPANY | 2852222373 


ROCHESTER, N. Y. 


Smee tiie Menem mes Mie Mn ei 


R-305—Black Satin Turn, Dull 
Calf Trim, 14-8 Spanish ro 


Terms: Net 30 Days 
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The “PECK” Shoe 


You Can’t Beat It for 
a Spring Seller 


IN STOCK 


AVON LATEX CREPE SOLES 


Stock 841—Galluns, No. 3 Tan 
i eneeey ome Oxfe ord. Coach 
Last.. $5. 


Stock 842— Coffee ‘Elk Cube Ox- 


Wy 
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Dress Styles 
Sport Styles 





Arch Support Styles ford, Plain Toe, Trune Last. .$5.25 
Stock 837—Tan Scotch Grain 


College Models — = Oxford, Plain ™ 3s 


DUFLEX RUBBER SOLES 
Stock 800—Coffee Elk Saddle Ox- 
ford, Plain Toe, Trune Last. .$5.00 

cmnaee WIDTHS, B7-10 
}6-10 D 6-11 











FREDERIC S. PECK 


MANUFACTURER 
WORCESTER, MASS. 
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‘COMING TO BOSTON? 


Wire reservation for rooms at the 
“Essex.”” You will be at home in a hotel 
that makes a specialty of service to 
shoe tradesmen. Within the immediate 
vicinity of the Essex are more than 
1,000 shoe and leather firms. 


“ESSEX SERVICE SATISFIES” 


The Essex Hotel Co. 


J. J. McCarthy, Pres. 
T. A. McCarthy, Treas. 
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SHOR TRAVELER 


This Department is conducted by Helen M. Haney, Associate Editor 


Final Hearing on Pullman Surcharge March 15 


Favorable Results Anticipated—N. 8S. T. A. Fighting Reece Stamping Bill—Urge Protest 
to Congressmen and Senators—‘‘More Sizes—Fewer Styles” 


LOSE on the heels of the Supreme 

Court decision which set aside the 

interchangeable mileage book order 
of the Interstate Commerce Commission, 
a bill was introduced in the House by Rep- 
resentative Wolff of Missouri, to make a 
clear definition of the intention of Con- 
gress in this matter. The bill is known as 
H. R. 6074, and has been referred to the 
Committee on Interstate and Foreign 
Commerce. The bill reads as follows: 


“Be it enacted by the Senate and 
House of Representatives of the 
United States of America in Congress 
assembled, That the Interstate Com- 
merce Commission be, and it is 
hereby, authorized, empowered, and 
directed to fix and establish on all 
passenger-carrying railroads a system 
of interchangeable mileage books of 
one thousand and two thousand miles 
each for the use of commercial trav- 
elers, to be sold them by the railroad 
companies at a rate of 20 per centum 
less than the regular passenger-fare 
rates.” 


Not an “Order’’ but a “Law” 


It is reported that the next move will be 
to cause Interchangeable Mileage to be- 
come not an “order” of the Interstate 
Commerce Commission, but a law of the 
land. 

The National Shoe Travelers’ Associa- 
tion’s attorneys are meantime piling up 
data and further arguments to prove their 
contention that despite the claim of the 
railroads that they are running at a loss, 
they are nevertheless showing increased 
dividends, far in excess of those in exist- 
ence at the time of the order made in pur- 
suance of the Act of August 18, 1922, 
amending paragraph 22 of the Interstate 
Commerce Act. 

The next big legislative matter which 
looms up in the horizon is the Pullman sur- 
charge elimination, on which a hearing is 
scheduled for Washington, on March 15, 


next. 


Line of Least Resistance Wrong 


Ed. J. Macklin has charge of the Educa- 
tional Department of Foot Saver Shoes, 
manufactured by The Julian & Kokenge 
Co., of Cincinnati. Mr. Macklin has made 





EDWARD J. MACKLIN 


Head of the Foot Saver Educational Department 
of Julian ¢ Kokenge Co. 





a life study of fitting and promoting the 
corrective shoe business. He was formerly 
with Dr. Kahler and for many years in the 
service of J. S. Coward, the largest retailer 
of corrective shoes under one roof, having 
220 sales people on the floor all year round, 
and doing a business of almost seven mil- 
lion a year. Mr. Macklin here tells his ex- 
periences gained while traveling through- 
out the country and why many merchants 
fail. He believes the greatest mistake 
which merchants make is buying too many 
styles and not enough sizes, working along 
lines of least resistance. 

“Their argument is,” said he, “ “You got 
to buy a lot of styles.’ I reply to this ar- 


gument, ‘If you bought all the styles the 
public asks for, Madison Square Garden 
would not be big enough for your stock 
room.’ 

“T again say—Buy More Sizes and Less 
Styles. 

“If you are a salesman, sell what you 
have and not what they ask for. An auto- 
matic machine can sell what they want. 


Comfort and Style 


“In every city most all the merchants 
go after the novelty end and few the staple 
game. No merchant can control the noy- 
elty game, kecause a young girl buys 
here today and somewhere else tomorrow. 
On the other hand, women of 30 and over 
want comfort first and style second—if 
style can be incorporated in comfort. Now, 
if I give that class of trade more comfort 
than any other merchant in town, I'll not 
alone have this trade, but it will advertise 
me. There’s where Coward built up the 
greatest business in the world, and look at 
the location of his store—five miles from 
the big business district in New York City. 

“The day has come when all live manu- 
facturers use a system of aiding the mer- 
chant in disposing of his merchandise— 
that is real co-operation.” 

(To be continued next week) 


Blythe with Burdett 


“Jim” Blythe, of Rochester, formerly 
with Dugan & Hudson Co., has recently 
made arrangements to carry the Burdett 
Shoe Co.’s children’s line of turns and 
welts to the retail shoe merchants in 
Middle Western territory. His initial 
trip with the new line will commence after 
the N. S. R. A. Convention and Style 
Show, which he expects to attend. 

“Jim” is a big favorite with the shoe 
travelers; he is one of the R. A. T. S. S. 
and has all the aggressiveness and ability 
that characterizes the members of that 
“live wire’ bunch. He has a host of 
friends among merchants in his old 
“stamping ground,” the Middle West. 


































Sell More Than 


One Pair 


The many new and pleasing styles, 
fabrics and color combinations in which 
Daniel Green Felt Slippers are made 
has had a very interesting result. Many 
dealers find they can sell two pairs of 
slippers almost as easily as one. Women 
are_attracted by the idea of different 
slippers for different purposes. Bear 
this thought in mind the next time you 
are’ showing the new Daniel Green 
creations. 
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Every Man Who Sells Shoes 
Should ‘Read This Book 


DEAS are the motive power of business- 
j the force that makes the wheels go round. 


We have some new ideas in slipper selling that 
we believe will prove valuable to every retail 
shoe dealer, and his sales staff, who sell felt 
slippers. 


These ideas center around our new sales plan, 
which will enable you, with a minimum of 
effort, to grade up your slipper business, sell 
satisfaction with every pair of slippers that 
goes out of your store, and make more profit. 


We have put these ideas all in a little book, which we 
want you and every member of your sales force to read. 
We will send as many copies as you request, for this 
purpose. It points the way for you to side step grace- 
fully the pitfalls that come from selling cheap, shoddy 
felts, and how you can convince your customers 
quickly and without argument that “length of wear 
considered, Daniel Green Comfys are the cheapest 
felt slippers you can buy.” 


How many copies of this booklet shall we send 
you—write us today. 


Daniel Green 
Comfy Slippers 


DOLGEVILLE, N. Y. 


New York Sales Office Chicago Sales Office Boston Sales Office 
116 East 13th Street 189 West Madison Street 10 High Street 


eal 
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SAMUEL MALKIN 


of H. Malkin's Sons, now covering Eastern 
States establishing agencies. 





Samuel Malkin Traveling 
Eastern States 


Samuel Malkin of H. Malkin’s Sons, 
whose sales and stock department is at 
120 W. Broadway, New York, is now ona 
trip through the Eastern States establish- 
ing agencies for Dr. Malkin’s “Foot Kare” 
line of infants’ and children’s shoes. 

He reports that he is meeting with quite 
some success, and that wide-awake mer- 
chants in each community visited are 
eager to avail themselves of the advantages 
which an exclusive agency for the line 
offers. Mr. Malkin stated recently—“Dr. 
Malkin’s line today is one of the most ex- 
tensive in children’s footwear and com- 
prises over one hundred styles in stock. 
This affords the merchant ample oppor- 
tunity for selection in order to meet his 
customers’ requirements.” 


George Gregory at Chicago, 
February 11-14 


George Gregory, an authority on wom- 
en’s shoe styles, and who sells the Cahill 
Shoe Company’s line will show his samples 
at Booth 157 at the Chicago Style Show. 
Mr. Gregory will be in charge of the booth 
and says that he is bringing his latest and 
snappiest numbers to present to visiting 
merchants. And when George says a style 
is good, he knows whereof he speaks, as he 
has made a life-long study of the women’s 
style game. 

Harry Cahill, Chicago salesman for the 
company, will show his line at the perma- 
nent salesroom, 201 Security building. Mr. 
Ilach, Michigan salesman, and Mr. Olson, 
Wisconsin salesman for the Cahill Shoe 
Company, will have headquarters at the 
New Morrison Hotel. 
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President McWhirter Greets 
Chicago 

Buford McWhirter, president of the 
N.S. T. A., sends greetings to the Chicago 
Shoe Travelers. He says that he will be 
present with the boys in spirit at their ban- 
quet of February 10, but business élse- 
where prevents his attendance in person. 

President McWhirter’s inability to at- 
tend the Chicago boys’ banquet was made 
known to his old friend “Bo,” or B. C. 
Bowen, manager of the Recorder’s western 
office. ““Bo” on learning of Buford’s elec- 
tion as the “man at the helm’”’ of the N. S. 
T. A.’s “Good Ship Sales,” sent President 
McWhirter a letter of “congrats,” as the 
Texan expresses it. Buford wrote to “Bo” 
that the honor of the presidency he cer- 
tainly appreciates and will do “me best— 
no Irishman could do more.” 

Mr. McWhirter represents the Middle- 
sex Shoe Company’s line with office at 
Waco. 


Louis Greenwald and Saks on 
Trips 

Louis Greenwald, a member of M. J. 
Saks Shoe Corporation, and formerly for 
16 years connected with a New York 
jobbing house as buyer, is planning an 
extensive trip through his territory within 
the next several weeks with a fine line of 
smart new patterns. Mr. Greenwald is 
well known for his genial manner, and 
numbers a host of friends in the retail shoe 
trade. 

M. J. Saks, the other member of the 
firm, is also widely acquainted in the 
trade, having been in business heretofore 
as a partner in the old Saks-Meth Shoe 
Co. 

A 50 Per Cent Increase 

M. J. Saks Shoe Corporation, one of the 
fast growing wholesale houses in the New 
York market, reports an increase of fifty 
per cent over last year’s business and looks 
hopefully ahead to at least double this 
amount in 1924. 

Said Mr. Greenwald, ““M. J. Saks’ house 
specializes in the latest novelties only, 
and has acquired a reputation in the 
market as being a wide-awake style leader.” 


O’Neil Takes New Territory 
for Goodnow 

J. W. O'Neil, who has been covering a 
local territory for C. A. Goodnow Shoe 
Company, Boston, has now taken over 
New York State and Vermont. 

Mr. O’Neil has the faculty of making 
and holding friends, and it is believed that 
he will find this new field profitable and 
enjoyable. 


Dawley with Riley 


C. E. Dawley of Minneapolis, Minnesota, 
is now associated with the Riley Shoe 
Manufacturing Company of Columbus, 


81 





Cc. E. DAWLEY 


Who covers Wisconsin, upper Michigan, Min- 
nesota and the cain the Riley Shoe Mfg. 
20. 





Ohio, who manufactures a snappy line of 
medium priced welts and McKays. 

His territory will be Wisconsin, Upper 
Michigan, Minnesota and the Dakotas, 
which territory he has covered for many 
years, formerly with Lunn & Sweet Co., 
of Auburn, Maine, recently with Thomson- 
Crooker Shoe Company, 

He is enthusiastic about the line and 
feels he has an ideal representation. 


“Gene” Murphy with Watson 


“‘“Gene’’ Murphy has recently joined the 
sales force of the Watson Shoe Company 
and is now headed for the Chicago Con- 
vention, where he will establish head- 
quarters during the days of February 11- 
14, at Booth 115 in the New England Sec- 
tion. He will also have a sample room at 
the sixth floor of the Hotel La Salle, Room 
609. Here he and the other “live wire” 
New England hustlers cover six entire 
floors with New England made goods. 
“Gene”’ is past-president of the Pacific 
Coast Shoe Travelers’ Association. He is a 
splendid association worker. Many a legis- 
lative problem has he untangled; many a 
member has he added to the National and 
to his own association. 

The whole trade has heard about Gene 
on many occasions and always is he found 
in the front ranks of constructive activity. 
When Pullman surcharge was discussed at 
San Francisco on July 10 last, ‘““Gene’’ was 
“‘there’’ and proved himself an able repre- 
sentative of the industry. 

““Gene”’ will cover from Denver west 
for the Watson Shoe Company. He has in- 
spected his samples at the Lynn factory 
and so pleased is he with his new line that 
he says he can hardly wait until he opens 
up his sample case and then said he, “I am 
positive that my trade will want every one 
of my new numbers.” 


Te 6 ae 
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The A. H. BERRY CO. 


Line of Women’s Shoes 
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THESE CRUMBS 


NEW PROCESS 
LINES CARRIED “ 
CUSHION SOLE COMFORT 


McKAY IN STOCK (TURNS) 


DAVIS 




















IMPROVED CUSHION SOLE 
SHOES, DR. A. REED, PAT- 
ENTEE, 1900, 1901. THIS IS 
NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 
VIOUSLY PATENTED’ BUT 
HIS LATEST INVENTION. 











The coming season. as in the past, we shall try to combine honest material and workman- 
ship with selling features that are profitable, and in stock service that is appreciated. 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM :: 186 LINCOLN STREET :: (4th Floor) 
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“Dave” Aronson with Green 


Dave L. Aronson, who for nearly a 
quarter of a century minus one year, 
represented Cahn, Nickelsburg & Co. 
in San Francisco, in charge of the factory, 
and for the last eight years buyer for 
this house, recently made arrangements 
to represent the Green Shoe Mfg. Co., 
with factory at 75 Northampton Street, 
Soston. 

Mr. Aronson’s territory will be Denver, 
West, with headquarters at the Pacific 
3uilding, San Francisco. 

Mr. Aronson has a wide acquaintance 
among merchants on the Pacific Coast. 
He made a call at the Recorder office 
one day last week and expressed himself 
as very enthusiastic over his new line of 
misses’, children’s and growing girls’ 
Greenflex shoes. He believes that the 
public will ask the merchants for many 
bright colors, in blue, red, and green for 
the little folks; and as children’s shoes are 
now following women’s styles more than 
ever, there will be a good demand for 
“snappy” patterns. 

Green Shoe “* Hustlers” 


Among the other hustlers for the Green 
Shoe Mfg. Co. are; Charles De Marais, 
formerly with J. I. Melanson & Bro. for 
a great many years, covers Ohio and In- 
diana; Benjamin R. Slosberg covers Penn- 
sylvania, Virginia, West Virginia, the 
Middle Atlantic States, New Jersey and 
Maryland. 


George Rule with F. E. Adams 

George R. Rule, who recently repre- 
sented E. A. & M. C. Witherell Co. on the 
Pacific Coast, has recently made arrange- 
ments to represent F’. E. Adams Shoe Com- 
pany of Seabrook, N. H., in that territory 
and in the same capacity—style creator. 

Mr. Rule is now en route for the Chicago 
Style Show, where he will demonstrate the 
merits of his new line. Prior to leaving for 
Chicago he spent some time at the factory 
assisting the Adams organization in the 
development of a new and snappy line of 
samples. After February 15 he will be 
pursue his westward course out to the 
Golden Gate. 


Hoben with Jaques & Welch 


John W. Hoben, known to everyone in 
in shoedom, has recently made arrange- 
ments to represent Jaques & Welch (suc- 
cessors to Jaques & Clement), makers of 
high-grade turn footwear of Haverhill, 
Mass., with Boston office at 215 Essex 
Street. The Mr. Welch of the new firm is 
Richard E., formerly with the A. J. Ander- 
son Company of Amesbury, Mass. 

Mr. Hoben’s territory will be New Eng- 
land and the Central West. He is now on 
the road and will attend the Chicago 
Style Show, where he will spread the 
Jaques & Welch new creations before the 
Visiting merchants. 
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Salesmen Who 


“Al” Cerf on Western Trip 


““Al’ A. Cerf sells the line of the Novelty 
Slipper Company and the Leganis Shoe 
Company, the former a high style line of 
men’s and women’s house slippers and the 
latter a snappy line of misses’ and chil- 
dren’s McKays. “‘Al’s’”’ headquarters are at 
147 Lincoln Street, Boston, and he covers 
every territory to the jobbing trade, with 
the exception of the Pacific Coast, for the 
Novelty Slipper Company. He sells the 
entire output for the Laganis Shoe Com- 
pany. 

Some Snappy Numbers 

“Al” left Boston last Sunday night en 
route for the big Chicago Style Show, 
where the Novelty Slipper Company is to 
have a booth. He took with him some ex- 
quisite numbers. A peep into his sample 
case revealed many novel designs in ex- 
clusive effects—in satins, corduroys, alli- 
gator novelties, also metallic cloths, 
pressed side leather in sheep in brown and 
gray, piped daintily; cut-out effects and 
inlays were noted. Mr. Cerf stated that he 
notes a tendency toward buying slippers in 
colored leathers of soft texture, like suedes. 

Charles Price covers the Pacific Coast 
for this house. G. Rabin covers New Eng- 
land. 


“Stan” Wass with Lowell 

Stanley Wass, until recently salesman- 
ager for the Webber Shoe Company of 
Haverhill, is now located at 141 Lincoln 
Street, as salesmanager for William P. 
Lowell. 

Mr. Wass will sell the wholesale trade of 
the country the Lowell line of women’s 
fancy turn shoes and will develop the retail 
end of the business. William P. Lowell has 
a booth at the Chicago Style Show, with 
Mr. Wass in charge. He stated that he was 
well pleased with the results of the recent 
Style Review, held at Convention Hall, 
Boston. 


Harry Hamburger with E. 
Bottomley Co. 


Harry Hamburger, formerly with Harry 
E. Adams, on January 1 made arrange- 
ments to cover the jobbing trade of the 
country for E. Bottomley Company, of 
Boston, manufacturers of women’s welts 
and McKays. The Bottomley Company is 
composed of men from Haverhill and 
Lynn, who for ten years past have been 
engaged in high-grade shoemaking. 


Boosts New England Shoes 


Mr. Hamburger has been in the shoe 
manufacturing game all of his life, with a 
long line shoemaking ancestry back of him 
—his earliest industrial impressions were 
those of shoes. Harry’s birthplace is Cin- 


Sell Wholesale 


“AL” A, CERF 


Who sells the jobbing trade of the country with 

the exception of the Pacific Coast, jor the Novelty 

Slipper Co., also the output of the Laganis Shoe 
Co., Boston office, 147 Lincoln Street. 





cinnati and it was there he says that he 
received his first inspiration to go into the 
women’s shoe selling game. He came to 
Boston when a young man and now is 
listed as a “‘dyed-in-the-wool New Eng- 
lander.”” The chief topic of his conversa- 
tion at the present time is ‘““New England 
Style, Quality, and Values.” 


On lo Chicago 


Harry is headed for the Chicago Style 
Show, where he will probably put up at the 
Morrison Hotel. Before starting out for 
the West, he stated to a Recorder repre- 
sentative that he believed bright colors— 
greens, reds, and blues—are going to be 
good for late spring in sandal effects; for 
Easter, he thought that Jack Rabbit gray, 
taupe and brown leathers along the aire- 
dale and Bombay colors would be good. 
He also stated that he is now having calls 
for crepe rubber soled shoes and for sport 
oxfords with plain and creased vamps. 
Harry names all of his new shoes. One of 
his latest creations is a Sombrero suede 
sandal with many cut-outs and is called 
the “Peek-in.” 


Oratorical Salvage 

“Any excitement at the meeting last 
night?” 

“Well, Alldere made a speech and 
brought down the house?” 

“Did that break it up?” 

“The chairman took the floor.”—The 
Link. 
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Mr. Merchanit— GROPING IN THE DARK 


Time was when the purchase of advertising space was 
W e want your a “blind groping in the dark.’’ Advertisers had no means 
B | . ‘d : a checking a publisher’s statement of circulation and 
ougoir orders often these figures — ‘Ces . 

acts In six years the Audit Bureau of Circulations has 
on the basis of solved this perplexing problem. By a systematic analysis 
Ot \ LITY of distribution and methods this organization is able to 
_ supply just the data an advertiser needs. The darkness 
' . is dispelled and the bright light of verified facts takes its 
In Black or Colored Greeley Hits the place. Space buyers no longer find it necessary to grope 
Kid 


. 36 lots i in the dar 
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If Your Jobber Cannot Supply You, Write Us. = records are audited by the Audit Bureau 




















x A. W. GREELEY, Haverhill, Mass.55¢ 














Good Paper 


is an aid in obtaining business 


NEWTON FALLS BOND 


A fine texture paper of moderate price. Especially suited 
for business letters which the sender desires to have carry 
a splendid impression—without high cost to him. 


Made in WHITE From ADIRONDACK SPRUCE 


and ten colors 











BY 


NEWTON FALLS PAPER COMPANY 
NEWTON FALLS, N. Y. 
|] 


For Sale by 


Stone & Andrew 


Main Office and Warehouse 
Boston, Mass. 


Providence, R. I.—Springfield, Mass.—New Haven, Conn. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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DETROIT 


Shoe Stocks in Good Condition 


3uying in Stores Falls Off at Close of January Although 
Clearance Sales Continued in Effect 


7 ITH the end of January there was a 
W sluggish slump in shoe retailing. 
Clearance sales have been prolonged, 
until one merchant expressed it: “Detroit 
has been ‘saled’ to death.’’ In spite of the 
prolonging of the clearance sales beyond 
the usual periods there seems to be a feel- 
ing that stocks are in better condition than 
usual, and that the prospects for business 
for spring are good, and that the majority 
of stores will be in a good position to show 
the new unhampered by past 
season stocks. 

From showings made of women’s high 
cuts, it appears that there must have been 
enormous stocks of these on the shelves of 
the manufacturers, for these are still 
appearing in the “sale’’ stocks of depart- 
ment stores, as well as in the left-overs of 


styles 


the specialty stores. 


New Patterns Being Shown 

Spring styles are being gradually placed 
in stock. Suedes, patents and satins are 
among the best favored. At Frank & Sed- 
er’s side lace and button low shoes are 
being featured for early selling in black, 
brown and gray, having lizard insets in 
scroll effects. A velvet pump with large 
colonial steel buckle in flapper style is 
being featured also. The appearance of 
these Colonial buckles in the various dis- 
plays is quite general. 

Reports in stores selling to the better 
class trade are that “Everything is selling,” 
although there is little effort being made 
to force business on spring lines. 


Better Tone to Men’s Trade 


A noticeable increase in demand for 
men’s shoes was indicated in many stores. 
One buyer said: “Our stocks are clean, 
perhaps a little too clean, because men are 
asking for spring lines that have not yet 
come to hand.”’ At the E. & R. shoe store 
on Michigan Avenue a section of one of 
their large windows has been given to the 
showing of $6.00 lines. E. R. James, as- 
sistant manager, says he finds that by 
featuring a line at a single price in the 
window he can stimulate the sale of that 
line in particular and all lines in general. 


Detroit Notes 


Alterations are being made at Russeck’s 
I. Miller shoe department. A mezzanine 
balcony has been built at the rear of the 
sales room and the offices moved there, 
giving an additional capacity for storage 
of shoes amounting to at least 3,000 pairs. 

H. B. Ringold has taken the manager- 
ship of the shoe department of Frank & 
Seder’s, filling the position vacated by H. 


Hess, who has gone to the Baily Depart- 
ment store, Cleveland. 


R. F. Barnum, Secretary-treasurer, R. 
H. Fyfe & Co., has taken charge of the 
second floor children’s and growing girls’ 
department. J. A. Murphy, who has been 
in charge, was transferred to the women’s 
department on the third floor. 
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E. L. Dwyer, who has been with Um- 
lor’s department store, is now assistant to 
Leo Dillion in the basement shoe depart- 
ment of Newcomb-Endicott Company. 
Ted Richards the former assistant is now 
with Brogan & Danzer, Lansing, Mich. 

Schmidt & Schroder, clothiers, will 
add a men’s and boys’ shoe department 
this season. 

The E. J. Hickey Company is holding a 
removal sale as it is to vacate the Wood- 
ward Avenue stores. The children’s and 
men’s shoe departments of this store will 
be discontinued owing to lack of space in 
the new location on Washington Boule- 
vard. 





DENVER 


Business Conditions Very Good 


Crops Harvested in 1923 Promise Excellent Year—Farmers’ 
Financial Condition Best Since 1920 


USINESS for 1924 got away to a 
B good start in Denver and other parts 
of Colorado, according to retail shoe mer- 
chants. This year will be good, mainly 
because the crop acreage harvested in 
Colorado during 1923 shattered all 
records. The value of the crops last year 
was $130,022,070 as against $102,370,314 
in 1922. The farmers in the state are in 
better financial condition right now than 
they have been since 1920 and as a result 
there will be more money in circulation 
this year and all lines of business will profit 
as a result. 


D. Ward Brown Is Dead 


D. Ward Brown, general manager of 
the Tober Shoe Company, died recently. 
Mr. Brown, who was 55 years old, came to 
Denver 20 years ago from Omaha. Eight 
years ago he entered the Tober Shoe 
Company. 


Three-Day Sale 


The Gano-Downs Company during the 
past week featured a three-day sale of 
women’s pumps and oxfords at final clear- 
ance prices. The shoes formerly sold at 
from $10 to $15, were sold at $4.85 and 
$8.85 a pair. 


Constructive Ideals 


The Fontius Shoe Company, Sixteenth 
and Welton Streets, prides itself upon the 
morale of its organization. Each employee 
must express cheerfulness, courtesy and 
extreme willingness in his attitude toward 
the buying public. Borrowing a lesson 
from the army, the entire sales force are 
put through physical exercises imme- 
diately upon their arrival each morning. 
F. B. Zurick, advertising manager of the 
store, has charge of these daily exercises. 

Following the calisthenics comes the 


mental tryout; the group is brought to- 
gether into sort of a clinic, where shoe 
problems are dissected and the proper 
remedies suggested. This morning session 
is in charge of A. P. Spencer, floor mana- 
ger. Constructive suggestions are made 
by the various heads of departments and 
emphasis is brought upon the methods of 
making regular patrons of every buyer 
coming into the Fontius store. 


Feltman & Curme Growing 


The Feltman & Curme Shoe Stores 
Company has taken space in the Home 
Public Market at Fifteenth and Califor- 
nia Streets. This institution has just been 
enlarged by the taking over of an ad- 
joining store building. 





Tri-State Convention at Little 
Rock, Ark. 


Little Rock, Ark., February 6—The 
Tri-State Retailers will hold their annual 
convention here on March 10,11 and 12. 
Harry Saifer, chairman of the entertain- 
ment committee, and O. S. Poe, president, 
have been working hard on plans for the 
convention and promise the best ever. 

An important question that is to be 
taken up is the consolidation of the Texas 
Shoe Retailers, the Oklahoma Shoe Re- 
tailers, and the Tri-State Shoe Retailers, 
into one Association, to be known as the 
Southwestern Shoe Retailers. 

This is a very important issue, for if 
they do consolidate it will mean only one 
convention for the entire body, whereas 
now they each hold a separate convention, 
which means that the traveling men who 
make these various territories can attend 
just one big convention. 

In connection with the convention the 
Arkansas Shoe Travelers will also hold a 
meeting. 
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FORT WORTH 


Convention Promises Big Things 


Retail Shoe Merchants of Two States Gather at Fort Worth 
on March 3, 4 and 5 


TNWUBE retail shoe merchants of Texas 
and Oklahoma are going to hold their 
annual convention jointly here on March 
3, 4 and 5. Indications point to an enthusi- 
astic gathering. Last year the convention 
was immense. More than a thousand shoe 
retailers and travelers from Texas and 
Oklahoma attended. There were guests 
also from a number of other states. Out- 
side the national, the convention of shoe 
merchants that assemble in Fort Worth is 
one of the largest groups of shoemen that 
meet to discuss their interests and prob- 
lems. This year the Texas-Oklahoma con- 
vention is to be “Bigger and Better.” 


The Fort Worth committee is busy with 
the plans for a program even better than 
the one presented last year. 


Shoe Subjects for Open Forum 


It is planned to make the coming con- 
vention a real business session that will 


afford each shoe man an opportunity to 
discuss his problems. The open forum ses- 
sions will be discussions of shoe matters of 
vital interest. There will be some speeches 
and outstanding addresses by men whose 
position and experience enable them to 
give facts, advice and inspiration that will 
be of benefit to the individual shoe man. 

It would be impossible to judge of the 
far-reaching effects of the speeches of such 
men as John Slater, Alvin E. Dodd of the 
U.S. Chamber of Commerce, C. E. Fraser 
of the Harvard Bureau of Business Re- 
search, Major Charles T. Cahill of the 
United Shoe Machinery Company. 

L. E. Langston is the general conven- 
tion chairman for the coming convention. 
The change of the convention dates due 
to the conflict with the date set for the 
N. S. R. A. convention met with much 
favor. Already many reservations are 
coming in and more lines are expected 
here than were here last year. 





LOUISVILLE 


Sales Meet with Good Response 


Several New Shoe Stores Open—Interest Grows in Women’s 
Patterns for Spring 


equipment result in the store having a 
very attractive appearance. 


LEARANCE sales of the Louisville 

shoe merchants brought in excellent 
returns as a whole, although the weather 
was somewhat unfavorable to the mer- 
chants. There was more cold weather dur- 
ing the month than during any previous 
January in many years. 


Shoe Club Meeting 


The Louisville Shoe Club arranged an 
especially interesting program for its meet- 
ing held on February 4, the feature of 
which was a talk by Harry McLaughlin of 
the Potter Shoe Co., Cincinnati, O. Mr. 
McLaughlin, who is chairman of the Na- 
tional Shoe Style Committee, will talk on 
spring styles, and give reasons for believ- 
ing that certain styles will go. 


Jacobs’ New Store 


Joe T. Jacobs, manager for the Dan 
Cohen Co., Louisville, who has arranged 
to open a new shoe store of his own in 
Louisville, will secure possession of a store 
at 207 South Fourth street, about March 1. 


Hero Opens Store 
J. C. Hero, formerly on Fourth street, 
opened his new store at 214 South Fourth 
street, on January 31. New windows and 


Concerning Spring Styles 

J. C. Fedler, Jr., of J. C. Fedler & Sons 
Co., operating the three stores of the Bos- 
ton Shoe Company, after a two weeks’ 
visit to the eastern markets, is back on the 
job again. Mr. Fedler remarked that the 
factories appeared quiet, as the merchants 
are buying a little slowly. He stated that it 
looked as if Louisville was more generally 
prosperous than other cities at this time. 
Mr. Fedler bought a lot of stock. Discuss- 
ing new merchandise, he remarked that 
there were no radical changes, that the 
one-strap promised to remain good in 
pumps, with toes slightly rounder than 
they have been, with prospects for a big 
year in suede. Gray, jack rabbit and vari- 
ous tan shades are expected to be good. 
In men’s shoes, he remarked a tendency 
to a narrower toe again. 





Waterbury, Conn., Merchant 
Dead 
Waterbury, Conn., Feb. 6—Vincenzo 
Greco, head of the firm of Greco and Sons, 
retail shoe merchants, died at his home 
here on January 25. 
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MINNEAPOLIS 


Colonials and Strap 
Models 


| tpn in the shoe stores has been 
spotty. The weather, during the 
week ending February 2, was mild at 
intervals and resulted in a thaw that gave 
impetus to the rubber trade. In style the 
outstanding shoe for women is the Colonial 
pump, and is occupying the lion’s share of 
space in practically every shoe store win- 
dow and inside display. The Colonial is 
being shown in black patent and black 
satin; in gray and sand suede with several 
variations of these two shades; in gray and 
sand kid with alligator finish and in black 
calf with lizard finish. One store is dis- 
playing the style in tan calf skin. In high 
heels, black satin continues, as it has for 
months, to hold first place. 


Convention Plans 


Plans for the convention of the North- 
western Shoe Retailers’ Association, to be 
held here March 10, 11 and 12, are rapidly 
rounding into shape. While the program is 
not yet complete, the headline speakers 
have been obtained with one or two excep- 
tions. On the opening night a genuine 
“Sam Davis Pepfest’’ will be staged. Mr. 
Davis, field secretary for the N.S. R. A., 
will be in charge and will discuss important 
problems of the trade. Theodore H. Price, 
editor of Finance and Commerce, a 
nationally recognized authority, will speak 
on “Financial Conditions.’’ Norman E. 
Johnson, secretary of the Southern Retail 
Dry Goods Association, will be the speaker 
on the second afternoon on “Retail Mer- 
chandising.”’ A banquet will be held on the 
third night, and J. Adam Bede, humorist, 
will speak. More than a score of topics will 
be discussed and President C. M. Stendal 
announces that there ‘will be something 
worth while going on every minute. Spe- 
cial shopping tours and theater parties will 
be arranged for the ladies. Following the 
convention session the second night there 
will be a dinner dance given by the Twin 
City jobbers and manufacturers. 


New Nettleton Store 


The new Nettleton store on Seventh 
Street has taken over the entire Nettleton 
stock of the Clem Berns shoe store of St. 
Paul. Mr. Berns has closed out his stock 
and gone into the real estate business. The 
Nettleton store in Minneapolis is in one 
of the shops on the ground floor of the 
Dyckman hotel. It has been fitted out 
with club features, having heavy rugs, 
comfy chairs and smoking stands, and a 
Nettleton front. Jack E. Anderson, for- 
merly with the Poppe shoe store at the 
same stand is manager of the store. 
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BOOT AND SHOE RECORDER 


Changes in Business 


Current Events in Failures, Suspensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 

Dothan, Ala.—H. D. Knowles, shoes, etc., reported 
petitioned or petitioner in bankruptcy and re- 
ceiver appoin 

Elba, Ala.—E. Ww. Taylor, general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Higginson, Ark.—A. T. Slayton, general merchan- 
—" reported petitioned or petitioner in bank- 

uptcy. 

Little Rock, Ark.—Basement Shoe Co., Sol Riff, 

SS, reported petitioned or petitioner in 


Lake Village, Ark.—Ben Marcovitz, general mer- 
— alae petitioned or petitioner in 
bankrup 

North Litde _~ Ark.—David Hoffman, general 
merchandise, reported petitioned or petitioner in 
bankru: x. 

Richmond, al.—The Shoe Mart, J. O. Mixon, 
proprietor, shoes, etc., reported petitioned or 
petitioner in bankruptc 

Denver, Col.—Morris 3 (2041 Larimer street) 
shoes, etc.. aeons petitioned or petitioner in 
bankruptce 

Killingly, , —Raymond A. Lannigan, general 
merchandise, reported petitioned or petitioner in 
bankrup 

—— t, Steen. —Bufferd’s Shoe Store, B. J. and 

Bufferd d, reported offering to compromise at 
oo cents 

ANY ashington, D. C.—Clarence H. Kirstein (816 F 
street N W) shoes, reported meeting of creditors 
called. 

Claxton, Ga.—Louis Evans, shoes, etc., 
offering to compromise at 25 per cent. 

shy > erald, Ga.—Fitzgerald Drygoods Co., F. W. 

Schultz, proprietor, shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. 

( i xa.—Alex Levin, genera merchandise, 

reported petitioned or petitioner in bankruptcy. 

Wille, Ga.—R. L. Floyd & Co., shoes, a. re- 
ported petitioned or petitioner in bankruptc 

Chicago, [ll.—Geo. F. Holt (2901 W. ~_ 
street) shoes and repairing, reported assigned. 

Gary, Ind.—Michael Christofilis, shoes, reported 
o ering to compromise at 25 per cent. 

Bardwell, Ky.—J. S. Wright & Sons, shoes, etc., 
reported petitioned or petitioner in bankrupte y. 

Nowata, La.—Ivery E. Miller. general merchan- 
dise, reported petitioner or petitioned in bank- 
ruptcy. 

Rita, La.—Arthur L, Lerille, general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Boston, Mass.—Hermes Furnishing Shop, Inc., 
shoes, etc., reported assign: 

Grand Rapids, Mich.—Ragir Bros. (449 Bridge 
street) shoes, etc., reported petitioned or peti- 
tioner in bankruptc 

Ben Schechter & Son (453 Bridge street) shoes, 
etc. reported petitioned or petitioner in bank- 
upticy. 

St. Joseph, Mich.—Cleland’s Boot Shop (Frank 
Cleland, proprietor, shoes, reported offering to 
compromise at 33 1-3 per cent. 

Garvin, Minn.—Peterson & Spiess, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Henning, Minn.—Raymond A. Paulsen, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Comthannaliin, Mo.—J. P. Patterson, general mer- 
om ee reported petitioned or petitioner in 


reported 


ptc 

Steeleville, Mo. —A. J. Sanders & Son, general 
merchandice, reported petitioned or petitioner in 
bankruptc 

Norfolk, 
general soerghandie. rej 

Camden, J.—Harry 
meeting r creditors called 

Jersey City, J.—A. B. Rosenthal, Abraham 
Rosenthal, general merchandise, reported prti- 
tioned or petitioner in bankru eaeee 

Newark, N. J.—Max Hahn (250 pringtield avenue, 
shoes, meeting of creditors called. 

Union Hill, N. J.—Morris Cassell, shoes, reported 
meeting of creditors called. 

Buchanan, N. Y.—Enmil Heller, shoes, etc., reported 
meeting of creditors called. 

Ruffalo, N. Y.—James Thomas (404 Michigan 
avenue) shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

Far Rockaway, N: Y.—Nathans, Inc., shoes, 
reported petitioned or petitioner in bankruptcy 
and receiver appointed. 

Long Island City, N. Y.—David Amster (363 
Steinway avenue) shoes, reported meeting of 
creditors called. 

New York City—Minnie Black & Sons (not 
ompenaten, (796 Westchester avenue) shoes, 

reported meeting of creditors called. 

. Vernon, . Y¥.—Herman Wachtel, 

ported meeting of creditors 

Peekskill, N. Y¥.—Abe Markowitz, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 


= —L. C. Balfour, Farmers Supply Co., 
ted assign: 


feiner, shoes, reported 


shoes, 


Watertown, N. Y.—Isador Sacks (352 Court street, 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Henderson, C.—George A. Rose Co., general 
merchandise, reported meeting of creditors called. 

Robersonville, N. C.—Joseph Abrams, shoes, etc., 
coperted petitioned or petitioner in bankruptcy. 

Wilson, C.—J. M. Daniel, shoes, ecc., reported 
petitioned or = in bankruptcy. 

Hazen, N J. Sussman, general merchandise, 
reported ifr to compromise at 25 per cent 

Petersburg, b— —Petersburg Mercantile Co., 
general weniaating reported petitioned or 
ee in bankruptcy 

, N. D.— ‘Abraham "itartstein, gencral mer- 
wo reported ass' 

Duncan, Okla.—Harris _; Dry Goods Co., 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Three Sands, Okla. —Joe Christ, shoes, etc., re- 
ported petitioned or a in bankruptcy. 

Gaston, Ore.—McDonald Départmenc’ store, re- 
ported assigned. 

Nanty Glo, Penn.—L. Miller, —_ reported 

petitioned or petitioner in bankruptc 

Philadelphia, enn.—Charles “Golders (2137 
South street) shoes, reported petitioned or 
petitioner in bankruptcy. 

Harry G. Metz, 6804 Franklin street, shoes, 
etc., reported petitioned or petitioner in bank- 


Pittebuegh, Penn.—Wolf Lang, shoes, reported 
petitioned or petitioner in bankruptcy. 

——s Penn.—New Modern Store, Joseph 

oodgold, proprietor, general merchandise, 
cael petitioned or a4 in bankruptcy. 

Charleston, 5. C.—Sam Barshay, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Columbia, 8. C.—M. Erlich & Sons, Inc., shoes, 
reported offering to compromise at 20 per cent. 
Bake Creek, Texas—Combs & Williams, general 
merchandise, reported petitioned or petitioner in 

bankruptcy. 

Ottine, Texas—L. F. Karnstadt, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Wichita Falls, Texas—Salmon & Nutt, shoes, etc. 
reported meeting of creditors called. 

Hopewell, Va.—-George Chakoles, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 


BUSINESS CHANGES 


Albany, Ala.—Ory-Cohen Co., 
closing out business. 

Wilmot, Ark.—J. T. Turner, general merchandise, 
reported recently c 

Los Angeles, Cal.—Leon Fish ( (5106 Santa Monica 
boulevard, shoes, reported sold out to A. Diste- 
fano. 

Sanford, Fla.—S. M. Lloyd, shoes, etc., reported 
succeeded by Lloyd-Shoe Store Inc. 

Gomes, Ili.—B. J. Hodengraber, on. etc., 

seperted succeeded by Swan Dahlber, 

Kankakee, lll.—A. J. Wunderlich Co., — etc., 

reported sold out to W. 8S. Vanderwater Clothing 


o. 

Evanston, Ill.—s. Pool, shoes, 
succeeded by Pool & Piper. 

Evansville, Ind.—Miller’s Shoe Store, general 
merchandise, reported succeeded by Abe Z. 
Goldblatt. 

Rock Rapids, lowa—lLyons Shoe Co., shoes, etc., 
reported sold out branch store at Sibley, Iowa, to 
Hickman Shoe Co. 

, Mass.—Hyman Alpert, Alpert’s Shoe Shop, 
(60 Cross street) shoes, recently commenced 


business. 

Haverhill, Mass.— Fairfield Shoe Co., women’s 
shoe manufacturers, recently commenced busi- 
ness. 

Salem, Mass.—Sechovicz Shoe Co., shoe manu- 
facturers, reported advertising to sell out. 

Minden City, Mich.— Wellington Lloyd, shoes, etc., 
reported succeeded by W. Stephenson. 

=. uis, Mo.—Peoples Shoe Store Co., shoes, 

eported recently incorpora 

Franklin, Neb. —eaaiin Cc lothing Co., shoes, etc., 
reported succeeded by Touzalin & Murray. 

Hampton, N. H.—Greenman & Pethybri ees cut 
one, pe, Segantas retired and succeeded by C. FE. 


Boe ‘N. Y.—Augustino Imbarti, (148 Presi- 
dent -~—~S shoes, etc., reported selling or closed 
out 

Joseph _ (388 ~ reae avenue) shoes, 
re selling or sold o' 

jamin Stadler (1613 ‘Pitkin avenue) shoes, 

re succeeded by Benjamin Stadler & Son. 

Buffalo, N. ae shoes, etc., 

reported __~ 
Glen Falls, N. Y.—Glen Falls Jobbing House, 
jobbers, incorporated $75,000. 


shoes, reported 





etc., reported 


_ Heywood 5 cod- ‘Wakefield ld 
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9 es Se 








Neatest, s it, lightest and mest 
counuiuas alien stool on the market. 


Finished Golden Oak or 
Mahogany 
Price. ......000++2++ +8400 each 


Carried in stock. Available for shipment any- 
where by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For le years manufacturers 
Milbradt Rolling Step Ladders 
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1 time 7 times 13 times 
$5.00 $4.00 $3.50 
.. 10.00 8.00 . 7.00 
15.00 12.00 10.50 
. 20.00 16.00 14.00 


Payment in advance is required, 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per 


26 times 52 times 
$3.00 $2.50 
6.00 5.00 
9.00" 7.50 
12.00 10.00 


ONS WANTED—Four cents word for each 
infimum amount accepted, seven: ty live os 


cents. Fes cteen 














SALESMEN WANTED 


SALESMEN WANTED 





GAL JESMAN WANTED for Georgia, McKays, 
\ stitchdowns, logsings. Must know the trade and 
be constant worker. agerstown Shoe & Legging 
Co., Hagerstown, Maryland. 


GALESMEN WANTED—We have several op- 

portunities for A-l salesmen to carry our 
popular priced line of children’s turn shoes. Up to 
the minute in style. Sizes run from First Steps to 
Misses’ 11 '4-2's. We pay 6 per cent commission. 
This is a stock proposition. Samples now ready. 
Quality Shoe Company, Rochester, N. Y. 








soft sole slip; 





SIDE LINE SALESMEN <xomroxts 


Kozy Komforts represent the most complete line of Woolskin, Calf and Suede leather 
manufactured. To men who are capable of selling the largest 
stores, as well as the Family Shoe Stores we have a 
territory Wisconsin, Michigan, Illinois, Indiana, Iowa, 
and South Carolina, Tennessee, Kentucky, Virgin: 
Utah, Arizona, Wyoming and New Mexico. Write for full 
Kozy ‘Komfort Shoe Mfg. Co., 161 Center St., Milwaukee, Wis. 


yo 
‘er n 
issouri, sas, Louisiana, North 
ja, West Virginia, Maryland, Colorado, 

iculars and give references. 


table proposition to 








EXPE SRIENCED salesmen with established 
trade to sell well neo, in stock line of bo 
McKay and McKay bey ly will soon make 
Goodyear Welts. Strai cent commission 
basis. Can also get fine Women’s McKay 
novelties for some territories. Both mfgrs. lines. 
West Coast, Middle West, Texas, South, Ohio and 
Illinois. Address E 606, care —~ and Shoe 
Recorder, 207 South Street, Boston, Mass. 


GALESMEN WANTED—For some choice 

\ ritories on our Soft s it. ~~ Seif 

Starters” and 1 to 5 First Steps. High rate of 

compmntgeion paid. A real side line for real producers. 
. H. Hawkes & Son, Inc., Rochester, N. Y. 


SALESMEN WANTED—Wanted experienced 
salesmen who are acquainted in the states of 
Michigan, Missi Kentucky and 
Alabama, to sell our popular priced novelties in 
Children’s turn -_ made in sizes from First 











GALESMAN wanted for Eastern New York 
State exclusive of New York City. Stitchdowns, 
McKays, Must know the trade and be 
constant worker. —_y A Shoe & Legging Co., 
Hagerstown, Maryland. 


,—y~ WANTED for portion of Virginia, 

territory. State sections you 

wa. ~ working. Must know trade, be constant 

worker. H. wn Shoe & Legging Co., Hagers- 
town, Mary! ‘ 





ARGE General Line Shoe Manufacturer, in- 

ternationally known, operating in Cuba many 
years, desirous making change present representa- 
tion. Only interested in ex shoe salesman 
thoroughly familiar with Cuban trade and who can 
furnish satisfactory references. Must be AMERI- 
CAN, speaking Spanish fluently. All inquiries 
treated strictly confidential. Address, E 607, care 
Boot and Shoe Recorder, 207 South Street, Boston, 

ass. 





ALESMAN wanted western section Ohio, in- 
cluding Ci -—_ | and Toledo. Stitchdowns, 
McKays, Leggings. Must know the trade and be 
constant worker. Hagerstown Shoe & Legging Co., 





Steps to 11 '4-2 *. Strictly stock pi iti 

We pay 6 per omy commission, and pay ‘prompt. 

Samples a a. Flexible Shoe Company, 
ter, N. 


ANTED—Salesmen with established trade in 
Minnesota, lowa, Wisconsin, Texas and West- 
one Siages to conry Be -grade side line of children's 
turns. First step and 4 to 11 sizes. All attractive 
_ carried in stock. Seven per cent commission. 
te experience and nd references _ fully. Floverton 

She ca 516 Humboldt St., , N.Y. 


SAu -ESMAN wanted to sell our line of Women's 

es Children’s and Infants’ TacklessMcKay 
Goodyear Turn sewed, Stitchdown — 

Portege Welt Stitch Shoes in the State of Michi 

and the Pacific Coast States on commission. 

be sold with other non-conflicting line. Only bon 

we established trade need apply with references. 

H. 8. Albright & Co., Inc., Orwigsburg, Pa. 


NATIONALLY known manufacturer of Men's 
Women's and Children’s Shoes wants salesman 
of real ability to take care of long-established trade 
in southern Towa and n Missouri. All 
styles carried in stock. Applicant must have 
successful record and live on territory. Exceptional 
opportunity. Replies confidential. Address 608, 
care Boot and § Recorder, 207 South Street, 
ton, Mass. 














Hag n, Maryland. 
ALESMEN WANTED to sell our popular price 
line of women’s and children’s novelty shoes for 
New York, Connecticut and Pennsylvania. Kempe 
& Samuels, 115 W. Broadway, New York. 


AN well eoguaiates with wholesale trade in 

South and Middle West to carry side lines of 
women's medium grade turns. Address E-609, care 
Boot and Shoe Recorder Publishing Company, 207 
South Street, Boston, Mass. 


GALESM EN—This is an opportunity to represent 
a New York wholesale house. We want a sales- 
man in each s:ate: New York, Connectieut, Penn- 
sylvania. We have a trade in Fyeneysvenin. Only 
men with established trade will be 

Address K.609, care Boot and Shoe Recorder, 127 
Duane 5t., New York. 














XPERIENCED SALESMAN, gochey on 
ainted in southern terri to represent us 
in the following states—Arizona, New Mexico, part 
of Texas, isiana, Mississippi, Alabama and 
Arkansas. Want a man who has ability and well 
recommended, who can sell the largest and best 
retail Cm We have established trade in territory 
mentioned. J. E. Tilt Shoe Co., 512 W. Huron St., 
Chicago. 





Wisconsin, Minnesota, lowa 


We want experienced salesmen to cover the above territory on commission. We make 
unlined UNION STAMP WORK SHOES in Blucher, Outing and Moulder. Write for par- 
ticulars giving references. NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 











SHOE SALESMEN WANTED 


Two salesmen—one for lowa—one for Kentucky and Tennessee. Must be experienced 
in selling high-grade men’s shoes. Interview Mr. F. S. Farnum, Booth No. 74, New England 
Section, Shoe Convention, Coliseum, Chicago, February 12-14. 





oY for line of Men’s Slippers, Women’s 
. jt, 

eaten volume trade, commissien. 

E-624, care Boot and »hoe Recorder, 207 South 

Street, Boston, Mass. 


ALARGE Eastern shoe ation operating an 
extensive chain of price family shoe 
departments within _ de ment stores is 
ig its i hio, Indiana and Illinois 

and has an opening for ae energetic, aggressive 
shoe men with some department store experience. 
If you are resourceful, have initiative, keen and 
alert to competition, know shoe values, how to plan 
campaigns ahead, merchandise intelligently and 
intensively, you are the man we want! Please 
ogpeneee 8 in first letter. 











AINE—NEW HAMPSHIRE—VERMONT— 
Experienced shoe salesman acquainted in this 
territory to carry a short snappy, live wire line of 
infants’ and children’s turns. Twenty samples 
represent staples and novelties. = established 
business. Write full d references 
Address E-611 care Baot and Sh and d Shoe F oe 207 
South Street, Boston, Ba 


GALESMAN WANTED for Mississippi, must 
know the trade and be constant worker. Stitch- 








FELT and leather soft sole sli, manufacturer 

to carry as side line for volume 
trade. Any territory. Commission. Address E-613 
~~ t and Shoe Recorder, 207 South St., Bos- 
ton, ass. 





SALESMAN wanted for Western Pennsylvania, 
1 McKays, Leseings. . State territory 
Soup covertes. » the trade. 

& Legging = Hagerstown, 





Saree Cutty commission 
ienced salesm ior IN-STOCK LI of 
cm. NOVELTY AND EASY SHOES. 

wy : payable weekly. No advan- 
4 A t 70 samples; no objection to 
an conflicting side line. 


TERRITORY OPEN 


eferences 


West Virginia, Southern and Western Ohio, 
Mississi i, Alabama, Towa, Kansas, Ne- 
Kansas City, 
Virginia, New rw Me and San Francisco. 








WESTCOTT WHITMORE COMPANY 
Syracuse, N. Y. 
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SALESMEN WANTED 


TANTED—Sal ] 
W side line of baby soft one shoes. po ey E612 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 

ounNg. SHOE SALEEAN AND WINDOW 

MMER ANTED—Good Salary and 

aaa for alana, Must be neat and 
an > as reference. Jacob S. Segal, Atlantic 
ity 














GAL .ESMAN to carry as side line a big selling item 
for the shoe and department store trade. Liberal 
commission. Address E-614, care Boot and Shoe 
Recorder, 207 South Street, ‘Boston, Mass. 


ANTED—Sal for Michi, Indiana and 

‘Illinois with exception of Chi for line of 
Misses’ and Children’s medium priced McKays. Can 
be carried with non line. 7 per cent 
commission. Halifax Shoe Co., Halifax, Pa. 


Stans bee WATNED—We have several oppor- 

tunities for | 
with their terri lar Men's 
Bins Walt line <The beet $5.00 re il line on the 
~ One eee of “Cy = 8 a Fg my 

y shoe salesmen need apply. 

Ky; Shoe Mfg. Co., La Crosse, Wis 
Sioa iis ice carry as side line 
turn boudoir Leather soles soles and 


i p+ and will pay liberal 
Co., Haverhill, 




















WANTED 


Three salesmen, one for Vir- 
ginia and West Virginia, one for 
Maryland and one for Penn- 
sylvania. Apply by letter only, 
giving age and full details as to 
experience and selling ability 

THOMSON-CROOKER SHOE CO. 
18 Station St., Boston, Mass. 








SALESMEN OF 
CHILDREN’S SHOES 
FOR LARGE TRADE 


Good live wire salesmen for special 
Se vali children’s shoes, sizes 2 
and 84-11. M mey od shoes at 
cuamty ty prices. be ps e has the fast- 
est selling appeal of any pop’ priced 
spring heel shoes in the trade. Men 
must show a highly successful record 
of large volume sales to big retail and 
chain store papas. Liberal selling 
terms. Give full particulars of your 
experience, line sold, a and where 
traveled. Address E-615, care Boot and 
sees Recorder, 207 ot St., Boston, 
ass. 








Salesmen with established trade in 
the West and Middle-West wanted by 
Lynn manufacturer of women’s me- 
dium-priced welts. Staples, Novelties 
and Wide Ankle Shoes with built-in 
Crawford arch support 
in-stock department. Commission 
basis e ~—F. Er line if 
desired. 605, care Boot and 
ihee Recerder, 207 South St., Boston, 











to ANTED—Experionced shoe salesmen 
to sell on commission twenty-four styles 

women’s arch 
carried in stock. Carried as side line s agree- 
able. ye Rwy = Th Thli- 
nois, eo amg To and ‘vielnt fornia and 
The 


Norths -—- 
wane tise Ge Grenenn, Owego, N. Y. 











SALESMEN WANTED 





erences required, none other need apply. 
Edmonds Shoe Shoe Company Milwaukee, Wis. 


ANTED—Salesmen sellin, 





" Yy- 
i ag T— E-589, care Boot 
ecorder, 207 South St., Boston, Mass. 


SF ihort line OPN inate 
short line of M: 





trade, sv known. Salesman 
nish references. Address E-57 
der, 207 South St., Boston, 





Winn Chien aod carry our line of In- 
ed. Hy ay oy and Misses 


territory cov 
F. C. Gerber Shoe , a4 Orwigsburg, Pa. 





SALESMEN WANTED BY 
A MANUFACTURER OF 
WOMEN’S MEDIUM 
PRICED WELTS TO CAR- 
RY TWENTY-FIVE SAM- 
PLES OF IN-STOCK ARCH 
SUPPORT AND SUSPEN- 
SION ARCH OXFORDS, 
BLUCHER OXFORDS, ONE 
AND TWO STRAPS MADE 
TO RETAIL FOR $5.00 AND 
$6.00. SIX PER CENT COM- 
MISSION PAID WEEKLY. 
ALL TERRITORY OPEN 
EXCEPT NEW ENGLAND 
STATES, NEW YORK, 
PENSYLVANIA, MARY- 
LAND AND THE VIRGIN- 
IAS. Address E-625, care 
Boot and Shoe Recorder, 
207 South St., Boston, 
Mass. 








SPECIAL NOTICE 
TO SHOE SALESMEN 








portunity for the right man. Write 
Box E-623, care Boot and Shoe Recor- 
der, 207 South St., Boston, Mass. 





Se .a4—* for a real ey 


ante 1 the Dry Good, Show 


State terri a. F and 
—y K-596, care Boot and 
Duane 8t., New York City. 








A first class, aggressive salesman, liv- 
ing within the State, to sell our line 
of popular priced men’s welt shoes in 
Michigan. Commission basis. Only 
men of experience and acquaintance 
with the trade in this territory con- 
sidered. Give full information as to 
past records and ability in letter of 
application. 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 








AN UNUSUAL 
OPPORTUNITY 


For a high-grade salesman widely 
——— in the —_ a i 
ritory represent New "s 
—— eminaien Infants’ Shoe house 
pecialists in Stitch Downs. 

A . right man with a proven 

Ay annual sales, we will 
= ae an established trade. 
All applications whether by mail 
or in person will be treated strictly 
con: tial. 

H. MALKIN’S = 
120 W. Broadwa 
New York, N. 








Milwaukee Work Shoes 


STEVEN STRONG wants THREE more 

GIN I jOIS, IOWA. If 

SELL chee write. voted 

STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 














POSITION WANTED 


ETAIL STORE MANAGER, due to reasons 

















manager. {— 
ei. Adidas —s 
27 Duane St. 


care Boot 
Ohion x York City. 
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LINE WANTED 






POSITION WANTED POSITION WANTED 









ANAGER and shoe buyer, thoroughly experi- HOE MANAGER AND BUYER for men’s, ary -¥ desires line of ladies’ or children’s 
enced, desires connection either in New York women’s and children’s shoes. Ready February for New York and vicinity. Excellent 

or out-of-town. Wonderful systematizer. Highest of 15th. In shoe business 12 years; am twenty five years hy initiative and ability. Address K-606, c .re 
of age. Write 119 Church Street, Torrington, Conn. Boot and Shoe Recorder, 127 Duane St., New York. 







ae Joseph Spertell, 1306 Hoe Ave., Bronx, 






























































































YOUNG MAN desires to represent manufacturer 
TRavaane Fang pe now employed and ’ pra. * — yy > = 23. 
ing in territory, well acquainted an avin, ‘ess , care t an ecorder, | 27 
good - following with ~ trade. Seven od SALESMAN OR SALES Duane St., New York. 
experience selling high grade line Women's Brook- 
lyn shoes, wants popular priced line Women’s EXECUTIVE ALESMAN OPEN FOR CENTRAL AND 
novelty shoes for Texas and vicinity. Address E-618, NORTHERN MAINE E TERRITORY —1 ion 
care Boot and Shoe Recorder, 207 South Street, following amon: stores ve 
Boston, Mass. Have successfully covered Central and Roden Mene My sales are ee 
all large cities in East and for the amount of territory covered. I have repre- 
Esa wanted by ay my ea, forelad Middle West with line of women’s aented | a aw! large firm for Ca past two years but 
wr years’ experience in high-grade nov h Th hl f: iliar with am desirous of making a change or reasons. 
tice. alit ction teed. Address Gmece. Saereangy a Am looking fi live line of itable {c 
Ne care Boot pal eceodes, | 207 South St. this trade and can also handle this couutbery, Bes Up amet furnished. te 
Boston, Me ans. it as sales executive for manu- E-616, care Boot and Shoe Recorder, 207 South 
facturer of women’s footwear. Street, Boston, Mass. 
Wes yee with reliable shoe manu- Highest fi Open for Noes 
facturer. Had several years experience in de- ese reserences. LINE. W WANTED for Southern or southwest 
signing men’s popular priced shoes, factory pro- immediate contract. Address Ten years’ road Thirty- 
duction, factory costs, leather buying, office man- E-620, Boot and Shoe Recorder, five eS ane, Pe past two years with largest general 
—~ and selling. For t three years handled 207 South St.. Bost M line out of St. Louis. Prefer women's medium and 
larger trade in the cities of the middle West which is ” ay ee cheap McKays. Address St. Nicholas Hotel, Room 
de Chicago, Cincinnati, Kansas City, etc. 211, Oklahoma City, Okla. 
Would only consider substantial offer, but guaran- 
tee results. Employed at present. Address E-597, 
= sost and Shoe Recorder, 207 South 5St., 
ton, Mass. 
aa 25 a e lence with one SHOE 
m as = ern sa ——. ae ag 
as any fi m a position in tt ice, EN 
WOMEN’S SHOES || || Ses icuscict heme a yw creat 
9 cou an ice? not the 
and ‘Shoe Recorder, 207 South St. F An established Chicago Job- 
with gilt-edge record, open for Boston, Mass. ber, now handling one factory 
responsible position. For 4} years line of women’s high-grade 






shoes, has available floor space, 
cheap rent, desirable location, 
full equipment and organized 
sales force. Can handle another 


was buyer with one of the most 
successful mail-order houses. 
Was also women’s shoe buyer 
































fe d a half with a chain 

ab ems bovéan 400 out- OPPORTUNITY factory's surplus production up 

lets. Highest references. Ready to $250,000. 

to close at —¥ — —— WANTED resident oaleomen with og established Line must be oe my * re- 

care Boot and Shoe Recorder, to carry a tendown peat and give satisfaction. Pre- 

207 South St., Boston, Mass. pa — L, ry esi ne a fer men’s welts or women’s 
Recorder, 207 South St., Boston, Mass. McKays. 














What have you? Interview by 
appointment. Can start imme- 
diately. Address E-617, care 


BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. ad 




















































































After eighteen years of steady climbing to gain a complete 
knowledge of women’s shoe manufacture, I have given up my MANUFACTURERS 
position as Manager of a large factory making women’s foot- New York who hae» large following? 
wear. To any one interested in securing my services I can easily he se 
prove this action is in no way discreditable and is on account of > pote ae \entee _ pm oes 
reasons over which I had no control. ae 
Thus, at an age a little less than 40 years, Iam ready to throw 
all my experience in making any kind of women’s footwear to 
the manufacturer looking for a thoroughly trained manager. I FOR LEASE 
would prefer to make women’s Welts or McKays, but can suc- 
cessfully handle any factory which has a genuine future. That’s on a LEASE ts 
what I am most interested in. wear specialty concern in Lowell, Mase. 
ee 
I am a practical man. I know, from doing it, every detail of for a women’s and misses" high clase pope- 
. ‘ " ” lar line of shoes. Splendi 
handling processes, material, costs, relations with customers for strictly live, up-to-date SUCCESS SFUL 
a rty. Address Cherry & Webb Co., 275 
and with employes. estminster St., Providence, R. I. 
Show me a future with a reliable firm, and I am ready to 
start at the top—or down in the ranks. All I want is an oppor- 
tunity to get interested in your factory. Will go anywhere. If FOR SALE 
you want to interview me, address E-622, care Boot and Shoe R SALE—Up-to-date Ladies Shoe Store oa 
Recorder, 207 South St., Boston, Mass. 
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FOR RENT 


WANTED TO PURCHASE 











FOR RENT 


Desirable lofts with steam heat and 
electric elevator. 25x75. In the heart of 
the shoe center. B. Friedman, Shoes, 
109 Reade St., New York City. 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchan: Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N, Y. 
Phone Spring 1443 














RICHMOND, VIRGINIA 


Store for rent on one of the best shoe 
blocks in the heart of the best retail shop- 
ping center; exceptionally low rent and 
brand new front, i diate 
For full particulars write GORDON E. 
STRAUSE, National ~—_ a and 
Broad Streets, Richmond, V 





THE NEW YORK EXPORT 
PURCHASING CORPORATION 


S86 BROADWAY, Leone yoam, N.Y 
LOW me—Canal 6874 


WILL iW SELLERS FOR 
{Sur SURPLUS STOCKS } CASH 


BUY ENTIRE STOCKS 
Bargains in shoes always on hand Se special 
sales and bargain basemen 


























WANTED TO PURCHASE 


WANTED to buy good assortment of wood 
window fixtures for shoes. Describe and state 
ice in first letter. Address—Julius Wudel, 
arkston, S. Dak. 








and pay highest cash 


beak ae 


for retail Coq ty 
other merchandise. Quan 
Fer 80 yours our spoially. 


BROOKLYN PURCHASING SYNDICATE 
ER, Proprietor 














alter Cerf. Mercantile be Co. Inc. 
591 et Becaduae. & cay 
Phone Spring Sico-siel si 














MISCELLANEOUS 





MISCELLANEOUS 





Hotel 
Richmond 


70 West 46th Street 
Between Fifth Ave. and Broadway 
NEW YORK 
Convenient location 


For motorists in the heart of the 
Amusement section. 


Garage near by. | Moderate prices 


Winpow DisPLay FIXTURES 
ASK FOR CATALOG 


si; O-ie-0r00).1.43,0@6) 


Ltt WT. 47 ST. CINCINNATI.O. | 





" 


Step Ladders 


made in a grea 


i 
& 
5s 
te 
if 
PH 


Tred eres 
19 ea? 


E 
E 
2 


A ie 
é 
i 
F 


nF 
F 
Ei 


Priry. 


' 


H 

Fe 
a8 

g; 





Brit 
eh 
est 
te 


Milbradt 
| Manufacturing Co. 
2416 No. 10th Street 
ST, LOUIS, MO, 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


afel i THE CHICAGO 
WIRE CHAIR CO. 


€21 N. La Salle Street, Chicago, lll. 
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127 Duane St. H. Walter Scott, Manager, T: 


pprone 3626 

P HILADELPHIA OFFICE: ou 

HAVERHILL OFFICE: Cham 
» Lg National Bank Bldg. Geo 


CINCINNATI OF FFICE: 416 Gwynne Bldg. H.M. 








sen 
MILWAUKEE OFFIC cE: Leonard E.M B. 
C. Bowen, Ti 


6 , Je 


teenbwer } 
WASHINGTON ¢ OFFICE: William L. Daley, 26 


Jackson 
PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
LONDON OFFICE: P. V. Gartiag,: Manager 


AUSTRALIAN OFFICE: 439° ‘Li, Coline Bt, 


G. Jervis Manton. 
CONTIN STINENTAL, STHICE, Willian 


lergasse 12, V: 

ARGENTINA! Busnes his, “Aivadavia Sr 2721 

BRAZIL: Gore Gerenie, John 5 S. Fitch, 33 Rue Genera 

CHILE, Bentingo, Las Rosas 1123-1127. Otte- 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomes, Corrales 2A, Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 








BOOT AND SHOE RECORDER 


February 9, 1924 





BOOTS AND SHOES 
Adams, F. E., Shoe Co., Seabrook, N. H... 
Adler, Max M., Co., Boston 
Alden, C. H., Co., Abington, Mass 
Aiden, Walker & Wilde, Inc., E. Weymluth, 


Barnard, J. W., & Son, Andover, Mass... . 
Barry, T. D., Co., Brockton, Mass 
Barney's, New York City 

Bates, A. J., Co., Webster, Mass 

Beacon Falls Rubber Shoe Co., Beacon 


Berry, A. H., Shoe Co., Portland, Me 

Best-Ever Slipper Co., Inc., Brooklyn, N.Y. 72 
Bliss & Richardson Shoe Co., Portland, Me. 73 
Blog Shoe Findings Co., New York City... 69 
Brockton Co-operative Boot & Shoe Co., 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Clapp, Edwin & Son, Inc., E. Weymouth, 


Colcord & Walker, Inc., Haverhill, Mass... 69 
Concord Shoe Co., Inc., New York City.... 58 
Commonwealth Shoe & Leather Co., Whit- 


Elam, F. S., Shoe Co., Rochester, N. Y 
Elliott Shoe Co., Brockton, Mass 


General Footwear Corp., New York City. . 
Goldman Bros. Shoe Co., New York City. . 
Greeley, A. W., & Co., Haverhill, Mass... . 


Green, Daniel Felt Shoe Co., Dolgeville, 
Gustin, M., Co., New York City 


Hagerstown Shoe & Legging Co., Hagers- 





Kirkendall Shoe Co., Omaha, Neb. 3rd Cover 
Leavitt, Geo. B. Co., Haverhill, Mass 
Lilly, Hemry, New York City 

Lion Shoe Co., New York City 

Malkin’s, H., Sons, New York City 

Marion Shoe Co., Marion, Ind 

Marshall, C. S., Co., Brockton, Mass 
Marston & Tapley Co., Danvers, Mass 
Martin, A. H., Rochester, N. Y 

Miller, {., & Sons, Inc., Brooklyn, N. Y.... 
Mosher Shoe Co., New York City 
Nettleton, A. E., Syracuse, N. Y 
Newcomb-Anderson Shoe Co., Rochester. . 
New England Slipper Co., Worcester, Mass. 
Oriental Slipper Co., Haverhill, Mass 


Packard, M. A., Co., Brockton, Mass 
Paristyle Footwear Mfg. Co., Inc., Brook- 


Peck, Frederick S., Worcester, Mass... .71, 
Pfeiffer, Frank H., Co., Inc., Worcester, 
BRED. oo ccccccvcvevcscdcssevecesece goose OO 
Phillips Shoe Co., Inc., Haverhill, Mass.... 72 
Posner, Dr. A., Shoes, Inc., New York City. 


Reynolds, Bion F., Brockton, Mass 

Rice & Hutchins, Inc., Boston 

Saks, M. J., Shoe Corp., New York City... 
Schindler, L. B., Shoe Co., New York City. 
Smith, Wm. Sumner, Chicago 

Solgo Shoe Co., Inc., New York City 
Stacy-Adams Co., Brockton, Mass 
Stetson Shoe Co., So. Weymouth, Mass 
Stonefield-Evans Shoe Co., Rockford, Ill. . . 
Tessier & Bowdoin, Haverhill, Mass 
Thomson-Crooker Shoe Co., Boston 


United States Rubber Co., New York City. 
Utz & Dunn Co., Rochester, N. Y 


Weber Bros. Shoe Co., No. Adams, Mass... 
Weimer, Wright & Watkin Co., Philadel- 


Wright, E. T., & Co., Inc., Rockland, Mass. 28 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City 
Bicycle Step Ladder Co., Chicago 
Chicago Wire Chair Co., Chicago 
Ellis, W. E., Co., Haverhill, Mass 

Hey wood-Wakefield, Boston 
Hymes, H. L., Co., New York City 
Kahn & Buick, Inc., Brooklyn, N. Y 
Miller, O. A. Treeing Machine Co 
Miller, Robert E., Inc., New York City 
Milbradt Mfg. Co., St. Louis, Mo 
Onken, Oscar Co., Cincinnati, O 
Vanity Novelty Works, Brooklyn, N. Y.... 


HOSIERY 
Artcraft Silk Hosiery Mills, Philadelphia... 76 


Beaton, J. R., Co., Inc., New York City... . 
Harrington & Waring, New York City 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Companies, Phila- 


Chamberlain, B. F., Boston 

Creese & Cook Co., Boston 

Dryden Rubber Co., Chicago, Ill. .Front Cover 
Einstein, J., Inc., New York City 

Evans, John R., Co., Camden, N. J 

Geodyear Tire & Rubber Co., Akron,O.... 31 
Hunt, Rankin Leather Co., Boston 

Jones, F. E., Boston 

Levor, G., & Co., Inc., New York City 

Pfister & Vogel Leather Co., Milwaukee, Wis 14 


Rueping, Fred, Leather Co., Fond du Lac, 
Wis 


Thompson-Field Co., Inc., Brockton, Mass. 74 
Tolman, Dow & Co., Boston 


MACHINERY, LASTS, MFR’S SUPPLIES 
DRESSINGS, ETC 


Dunbar Pattern Co., Brockton, Mass 
Tubular Rivet & Stud Co., Boston 
United Fast Color Eyelet Co., Boston 


United Shoe Machinery Corp., Boston 
33-34, 93-94 


MISCELLANEOUS 


Hotel Essex, Boston 
Hotel Richmond, New York City 


Kalter Cerf. Co., Max, New York City 
Kirsch-Blacher Co., New York City 


New York Export Purchasing Corporation, 


University Electrotype Foundry 
Waskow Co., Inc., Chicago, Ill 
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Repco Makes Shoes Look New 


REPCO is a liquid enamel 
which restores that much 
desired newness to sole edges 


and to heels. 
Y our customers ayy Repco to 


any other brand of enamel be- 


- cause Repco is easily applied 


without danger of soiling hands 
or clothes. 
Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best ‘of all, Repco clings firml 

and evenly to the surface. It 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana ae. 


For Sale by Shoe Finding Jobbers 
UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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— 


‘The Crawford 


Arch Supporting Shank 
keeps the Arch Young 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 





The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 


porting Shank prolongs that youthful, sisi inate ieinitinsicaie eat ie 
springy walk in those who are leaving the shank to the insole, and which is 

P flush with the insole, you will find this 
youth behind. trade mark. Look for the trade mark. 


It is your protection. 
A valuable talking point for the retailer @ 
is the shoe with a Crawford Arch Sup- 
porting Shank. 






RIVET 
SPRING SHANK, 


“FOIN TRUSS 


The Crawford Arch Supporting Shank 
is built right into the shoe— fitted be- 
tween the inner and outer sole and 
locked to the insole. It cannot abrade 


the skin. Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. Vel. Oe 
ter Ap 
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CAP BLUCHER CREASED VAMP BLUCHER 


Pay THEM STRAIGHT ACROSS THE BOARD" 


e Exclusive Product of one of ourFour Large Specialty Factories 


CUT FROM 
RUEPING’S CALF LEATHERS 
BLACK WINNEBAGO CALF 


MAHOGANY (COLOR 35) WINNE- 
BAGO CALF 


BROWN (COLOR 34) SEMINOLE 
CALF 


MAHOGANY ELK 


1—2 BCD $3.35 
2144—6 BCD 3.60 
9—1314 CDE 3.00 


PLAIN OR BRANDED 


All styles carried on floor 


‘THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE~ MISSOURI 


Also stocked at original factory prices by our Authorized Distributors 


FITHIAN>BARKER SHOE (o~W H MILEs SHOE (o Inc-WILLIAMS-MARVIN SHOE Co 
Portland ~ ~ ~ Seattle Richmond ~Va San Francisco ~ Los Angeles 
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IN STOCK 


A-B-C-D Widths 







STYLES THAT COMPEL ATTENTION 


24X 25K 


BLACK LOTUS CALF MECCA LOTUS CALF 
Medium Brown Shade 













|| Your success for the coming season depends on having 
the wanted styles in your store when your customers 
start buying. These two handsome oxfords represent 
style tendencies that will be followed by stores who 
are recognized “style leaders.’ Your initial orders 
HH and reorders will be filled promptly from stock. UUL 
Varsity last. 13 edge. Wingfoot heel. a 


MARION SHOE CO. 
M ON, INDIANA 


= fie] 
i 


SS 
Tt ae 


[WESTERN QUALITY AND EASTERN STYLE 





































































HNL 
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TANNERS  _—_ 
LEVOR GRAIN KID 
Cabrettas 


, LEYOR GRAIN GOAT 
fv tv 


Fe hits Nouse of Umwica 
New York Gloversville Boston 


Distributing Force 


ARTHUR S.PATTEN LEATHER CO,,Stlouis GEQW.NEWMAN LEATHER CO, Cincinnati 
McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Frenciseo 
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The A. H. BERRY CO. 


Line of Women’s Shoes 





VANGELIN 
— 











Wenie 














DAVIS 
NEW PROCESS 
A FLEXIBLE 
CUSHION SOLE 
McKAY 





















THESE 
LINES CARRIED 
IN STOCK 





IMPROVED CUSHION SOLE 
SHOES, DR. A. REED, PAT- 
ENTEE, 1900, 1901. THIS IS 
NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 
VIOUSLY PATENTED BUT 








HIS LATEST INVENTION. 





BOSTON SALESROOM 


February 16, 1924 








CRUMBS 


of 


COMFORT 


(TURNS) 








The coming season, as in the past, we shall try to combine honest material and workman- 
ship with selling features that are profitable, and in stock service that is appreciated. 


A. H. BERRY SHOE Co. 


PORTLAND, MAINE 
186 LINCOLN STREET 


(4th Floor) 
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jy Showroom 607 Marbridge Bldg. New York. ¥, 
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\\ De Lipp Shoes /f; 


The “Cloverleaf” 


(Originated by Mr. William Lipp) gem 






Airedale Ooze with 
Field Mouse Kid Trimming 


One of Our Best Bets 
At the Show 


HIS model is one that is safe as well as at- 
tractive. Reflecting the cut-out motif, it 
nonetheless does not carry to extreme. 


According to materials used, it is the shoe. for 
the occasion, whether street wear, semi-formal 
or strictly evening function. 





D egenLipp,lne 


Brooklyn, ; 





DISPLAY Y 
CREATES 
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WHITE 
WILO 
SUEDE 
KIP 
















N making our WHITE WILO SUEDE KIP we 

have endeavored to producea leather that will 
look and wear in shoes like suede calf — but 
with a cutting value and selling price of buck. 











If your manufacturers cannot show you why 
this leather is different from other leathers that 
have been made before, write us and we will 
try to explain more fully than this limited space 
permits. 





C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of W i i Oo Leathers 


eee vt a 





10 Spruce Street, New York — BRANCHES — No. 401 Metropolitan Bidg. 
308 Leather Trades Bldg., St. Louis, Mo. Milwaukee, Wis. 
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No. B2930 Price $4.15 
ack Rabbit Suede Moseley 
Sandal. Grey 5 Sandal. 


No. 58 heel Price $4.15 
As above only Airedale Buck, 
Mouse Brown Calf Saddle. 


whe 


No. B5431 Price —¥ 
Patent Plaza. 15/8 hes 


No. BS430 rice $3.3 
As above $78 eo tnatation Tip. 





No. B5330 Price $3.35 
Blacx with Patent Straps 
8 >. heel. B to D 


No. 11 * Price $3.60 
As above oz Mouse Brown 
alf. 





No. BS434 Price $3.35 
Patent Ankle anes 
8/8 heel. 


No. B5930 Price $3.60 
As above only Grey Buck. 





No. BS432 Price $3.35 
Patent Arch Support. 
12/8 heel. EEE. 
No. B A Price $3.35 


As above nly =. 
Re. Bs732 rice 
Black Satin. 
“Black Suede Straps. 





No. BS002_ Price $3.35 
Dongola. 


to es 
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$5.00 and $6.00 Sellers (Women’s) 


DID YOU RECEIVE OUR FOLDER NO. 61 
IF NOT, WRITE FOR A COPY 


In Stock---Quick Shipment 


~~ 











No. B2445_ Price $3.75 
Patent fa Colonial. 8/8 
B to D. 


No. B2oas Price $4.00 


As above sey 4 iredale past. 
No. Price $4.00 
As clove ~ t Rabbit 
Buck. 





No. B5332 Price $3.15 
Black Calf Belmont 
Cross Perforation. 8/8 heel 


No. B5931 ome $3.75 
As above only ey 
Vamp and Jack Rabbit uede 

Quarter. 10/8 heel. 





No. B2300 Price $3.60 
Black Alligator —— Ox- 


. 8/8 heel. B to D. 
No. B Tan All $3.60 


As above only Grey ‘Alligator: 





Kid "Form 16 8 
sv 
ver : Grey i AwD f 


i, 
B6810 Price $4.00 
Ass above — Brown 





No. pecee | Price $3.25 


Black Calf eavy 
Sole. 8/8 heel. 
Price $3.25 
As above only Willo 














No. B2431 Price $3.75 
‘alf 


As above only Black Calf, 
Pat. Colt Saddle. 


as 


No. BS5441 Price ae 35 
Patent Mah Bt De 8/8 hee 


No. B ss32 rice $3. 
As above only Light Grey ork 
No. B5837 ice $3. 


As above only idem Elk, 





tent, Bigck ‘Suede hire 
Pa en ac 
Lazer. 8/8 heel. B ad 


BS831 Price i 
As above only all Grey\'Calf. 


a 


ge. Sas pie teat Strap. 


mr fs he heel A te to D . 
No. BS438 Price $3.50 


No. B2832__ Price $4.15 
lat osele: 


Platinum Alligator y 
8/8 heel. B to D. 
No. 3 Price $4.15 
As above only Chi jue 





As above only Patent, Black 
Suede Strap. 


No. B2820 © Price $4.35 
Platinum Alligator Blucher 


Crepe Rubber Sole and Heel. 
B to D. 





No. B2530 Price $4.00 
~ a 


Se. B2801 iy, 


Elk. 
°Sole and ‘Heel. B to D. 
No. B2900 Price $4.25 
only Airedale B: 


No. B2920 Price $4.25 
As above only,Grey Buck. 





arey'< noes Extes $0.0 


a Buck 
8 neck Aveo D. Stiae. 
te 7 3 Be 00 
above 0. ouse 
Calf andgBuck. 





uate Boone git” Srouser 
SESE 89 CSR ~~, 
DUNN & McCARTHY 


No. ia / Price ry 


AUBURN $3 


NEW YORK = Ranithyfietiee. 
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BEACON 
SHOES 


Fifty Beacon Salesmen are now on their territories with a 
complete line of Men’s, Boy’s and Women’s novelty welts. 

















wr Fey Atyee ~~ 
pies eae a 














Men’s BEACON 


oes 
No. R125 
RIALTO LAST 


Brown Calf Oxford, 
Wingfoot Rubber Heel. 


IN STOCK 
Price $4.40 








Women’s BEACON 
Shoes 
No. R7344 


Airedale Nubuck Ox- 
ford, Brown Calf Trim. 


IN STOCK 
Price $4.65 








The early Spring edition of our In Stock Catalog is just off the 
press, illustrating seventy different styles and patterns. A Copy 
will be mailed to you on request. 


F. M. Hoyt Shoe Company 
Manchester, N. H. 
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In 1921, Smith Shoe Co. started from 


“*scratch.”’ 


The factory, then in Lynn, had 5,000 
sq. feet of space. Today, with 1,600 
active customers profiting through 
the ready sale for “Lynn Maids,” a 
factory with 30,000 feet is required. 
All of which means that the produc- 
tion of a line of honest shoes, featur- 
ing appealing style and compelling 
price, is profitable to ourselves and 
our customers. 


’*Twill pay you to get acquainted 
with our unusual In-Stock Depart- 
ment, and see the other winners we 
can deliver on the “‘dot.” 


Our catalog? Certainly! 





TERMS: 5% 10 days—Net 30. 
Shoes illustrated ready for deliv- 
ery March ist—in ample time for 
the Sandal rush. 











BOSTON - - 


Smith Shoe Co., Inc. 


Cor. Albany 
MASS. 


Wareham Street =: 


Smith’s Seasonable Sandal Styles 
Are Winners! 





$4.00 


No. 602—Patent Sandal. Light Goodyear 
Welt. 9-8 heel with “Wingfoot” be or 


LSA xdasernenaneares ke anne 


No. 601—Same as above, in Jack Rabbit 
Grey Buck. B, C, D $4.25 


No. 603—Same as above, in Airedale 
Buck. B, C, D $4. 


No. 604—Same as above, in White Elk. 





$4.50 


No. 605—Jack Rabbit Grey Buck Sandal. 
Light Goodyear Welt, 13-8 covered Cuban 
heel, leather top-lift. B, Car int i $4.50 


No. y teu as above in Airedale 
Buck. B, $4.50 


No. 606—Same as above in Patent 


“Leather, 13-8 Cuban heel, with “Wing- 
00 


foot” top-lift. he ear ee $4. 
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DOUBETWILL 


SHOE LINING 


W. H.HOLBROOK 207 SOUTH ST a 
COMPANY — cok wee), F MASS. | 


— -——- - 2 
SSSeSSSsSSaSSSSSS5SS55853 35353 535555) -< 





% 











for the best of reasons. 


The MOST ATTRACTIVE 


by unanimous consent. 


PROFITABLE for the RETAILER 


because a source of actual profit and satisfaction to his customers. 


THE NEED FOR A SUPERIOR LINING cannot be over-stated 


The inner surface of a shoe naturally wears out first because it is subjected to the hardest 
wear; and is the one part which can neither be replaced nor repaired. 


Only by making special provision for meeting this unbalanced wear can well-balanced 
shoes be produced. 
Provide your customers with 


BETTER BALANCED SHOES 


‘by Specifying 








UBIETWILL 


SHOE LINING 


WAHMs Te) mci rtele).¢ 207 SOUTH ST. | 
(one), 827-4) m 4 BOSTON, MASS. 

















May we send ‘‘The Best of Reasons’’— a booklet including samples? 
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IN STOCK | Rightly Fashioned 
STYLES | | Correctly Made 


! Reasonably Priced 


Ra M, 





B 587-W 
Net 30 Days B 419-P 
Net 30 Days 
Women’s Airedale brown suede quarter and vamp, 
Berville cross-strap sandal, brown suede collar Women’s Patent quarter and vamp, black suede 
and —|~ Savery last, turn sole, 134 inch suede straps, 2-strap Coma sandal, Savery last, McKay 
covered Spanish Louis heel. sole, 134 inch patent covered Cuban heel 
AAA 5% tw8 
AA 5 to8 | tune 
aaxos FIN STOCK ~ 2 ?%e: 
1 
e 2 ae C 3%w8 





B 489-0 $5.75 B519-E $6.50 
Net 30 Days Net 30 Days 
Women’s Bombay ooze calf quarter and vamp, 
Cochin brown kid. collar and straps, 2-strap Arline Women’s Patent 4 and vamp, Berville cross- 
sandal, Inwood last, McKay sole, 1}4-inch military strap sandal, black ooze collar and straps, Savery 
heel. last, turn sole, 1% inch patent covered Cuban heel. 
AA 5 tw8 AAA 548 
A 4%to8 AA a to 8 
S8! IN STOCK  ‘“t ixk? 
C 3%w8 B ri to 8 
D 3%to7 Cc 3% = 8 


Shipments Made Same Day as Order Is Received 
Many Other Styles IN STOCK---Send for Catalogue 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Cate Bld Denver, Colo. Bush Terminal! Sales Building 709 Forrester Building 
& McN 130-132West 42nd St., Room 1521 > 
"eee S. A. McOMBER, Representative G. C. McATEE, Representative 
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You will find our 
berfect fitting lasts 
a powerful factor 
in making and 
retaining custom- 
ers. 


SAAN 
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A PROFITABLE PLEASURE 


‘‘For four years I have sold French, 
Shriner & Urner shoes to the 
retail trade for your agency in 
It always gives 
me considerable pleasure to offer 
your shoes to my customers. I 
have worn nothing but French, 
Shriner & Urner shoes since late 
1914.’’ 

—From a former shoe salesman 





The longer you sell French, 
Shriner & Urner shoes, the 
more you are impressed that 
these famous shoes make 
“long friends,” whose loyalty 
pays real dividends. 


Built into every pair of French, 
Shriner & Urner shoes are 
qualities that breed enthu- 
siasm and personal pride in 
the man who sells, as well as 
the man who buys them. 


We maintain a stock department as an aid to our dealers 


February 16, 1924 
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The Pep is one 
of our new lasts. 
Likeall F,S.& U. 
models it has in- 
stantly proved its 
popularity. 


SSS SSS ESS 








F ACTORY and SALES ROOMS, 63 MELCHER ST., BOSTON, MASS. 
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SUPERIORITY BUILT IN 


on} 
[NCH } URNE « 
(SHR jix ots ’ 
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NOT RUBBED i 
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CONVENTION WINNERS 


The universal acceptance of these style numbers by the 
leading buyers at the show convinces us that we have the 
right goods at the right prices and they are right in stock— 


Catalog sent on request. 


Ooo 


Oood oO 
Ooo 


Oood oO 


No. 174 
Price $5.00 


Black Suede One Strap, Dolly Cut-Out 
Quarter and Saddle, ingle Sole, Full 
Spanish Louis Heel, Euclid Last. 

AA to C. 


No. 173—Same in Patent..Price $4.65 


Levor White Kid Kiki Sandal, Cut-Out 
on Saddle and rter, Good —_ 
Welt, 8-8 White ingfoot Rub 
Heel, Belmont Last. AA to D. 





No. 139 
Price $4.85 


No. 167 
Price $3.65 
Surpass Black Kid Doris One Strap, Single 
Spanish 


Sole, Full Wood Covered 
Louis Heel, Beacon Last. AA to C. 


No. 168—Same in Patent.. .Price $3.65 


Silver Suede Patsy One a Cut-Out 
Vamp and Quarter, ie Sole, 
Military Wood Gis Heel, 
Newport Last. AA toC. 


OO OOOOOOOOOOOOOOOOOOooOooooo oo lo 


Oooo 
Oooo 


Ooo 
Ooo 


No. 171 
Price $5.00 


Peas Ris Sends. One oo Silyer Suede Dolly One Strap, Cut-Out on 


Quarter, Goodyear Welt, 8-8 
Wingfoot Rubber Fieel, Belmont — al Cool ee Si up so 


Last. AA to D. Heel, Beacon Last. yo Tm 


O 
Ol 
Ol 


Thomson-Crooker Shoe Co. 
18-26 Station Street Boston, Mass. 
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Why do they always sayRAJAH? 


Did you ever stop to think that the 
reason why the name RAJAH is so 
generally used in speaking of crepe 
soles is because it is the original 
erepe rubber sole? 


—not only that but because, as is 
nearly always the case with original 
ideas or inventions, the first is the 
best and remainsaboveimitation. 


Why should a salesman say, “It’s 
just as good as RAJAH,” or “It’s 


better than RAJAH?” 


Why should he mention RAJAH at 
all? 


Why doesn’t some other name eap- 
pear to take its place? 


Why do our sales keep advancing, 
and old customers keep on asking 
for more and more RAJAH Soles? 
Your common sense has already told 
you why. 


ALFRED HALE RUBBER CO. 


ATLANTIC, MASS. 
Established 1837 


Genuine Rajah Soles are 
branded with this mark 


@ 


ah Soles 
Po Nt se 
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Now the East 


turns to this favorite boot 
of the West 


We announce a surprising experi- 
ence in our national advertising 
of BUCKHECT Buckstrip—Cali- 
fornia’s favorite outdoor shoe. 


One short year ago we began national advertising of our 
BUCKHECT Buckstrip boot. 

In the Saturday Evening Post and other national maga- 
zines we told the story of how this wonderful shoe had 
become the favorite of the West. 

In. our advertising we submitted this verdict from out- 
door Westerners and offered our BUCKHECT Buckstrip 
for national distribution. 

We frankly acknowledge our surprise at the result. The 
reception accorded this shoe by men and women all over 
the United States has been the most remarkable and most 
satisfying experience in our 65 years of shoemaking. 

Many thousands of inquiries about these shoes have 
been received. We have filled thousands of orders from 
consumers in territory east of the Rockies where we have 
no local dealers. 

Until we can enlarge our dealer organization in eastern 
states we have been obliged to handle this business 
through a rapidly growing mail order department. 

We prefer to deal through retailers. We are anxious to 
secure these local dealers as quickly as possible. Since we 
have only a limited number of salesmen for this purpose 
we advise that you write us direct for samples at once. 
Ask for our Style Book and Price List. 

Thousands of people are waiting for these shoes. We are 
prepared to help you get this business. Don’t delay—write 


us today. 


The cut shows The Sierra, a BUCKHECT 
Buckstrip. No. 20—16-inch height, chocolate colored, 
oil storm tanned calfskin, Goodyear welt, Munson 

last, heavy double sole. Price, $9.50. 
No. 23—12-inch height, heavy single sole. Price, 

4 $7.65. 
Seteiied Oe aes 26—7-inch height, heavy single sole. Price, 
July 17, 1923 Sizes 5 to 11 and stocked in C and E widths. 


See our next advertisement in February 23, Saturday Evening Post 


> BUCKHECT “Buckstrips” 


Trade Mark Registered 


Buckingham & Hecht, 125 First Street, San Francisco, California 
Manufacturers since 1857 
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‘“Seasonable Shoes” 


@ If it be a statement of fact and truth that styles 
are created within the industry, the same to be 
presented to the public for their selection and pref- 
erence, why do we not give full consideration to 
the practical dictates of seasonable and healthful 
requirements? 


@ Every man, woman, and child should own at 
least one pair, if not more, of high shoes for outdoor 
service in the winter months in all sections of our 
country above the Mason and Dixon Line, and for 
inclement weather throughout the entire area. 
They serve the dual purpose of protecting the 
health and preserving the shapely form of the 
ankle. 


@. Shoes of this type are being presented today only 
for men, old ladies’ comfort shoes, and those spe- 





JS tandardize On [ 














E vans Brands 
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cially designed for arch preservers and are, to a 
large extent, without the ken of style. 


@. Last, pattern, fit, perforations, all play their part 
in making good sellers. Style artists‘of this indus- 
try have worked wonders with the high shoe in 
the past both for men and women. To bring them 
into seasonable and practical vogue with the public 
would be a master stroke at this time,—a boon 
and stabilizer to the entire industry from the 
leather man to the retailer of shoes. The co-opera- 
tive effort of those who have to do with these 
things, working to a common end, can bring this 
about just as soon as they see it is to their interest 
so to do. 


rs 
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A NOTABLE STYLE ACHIEVEMENT 





BARNET’S 
GLASS TAN 


TAN 
BROWN 
RED 
BLACK 


Samples of GLASS TAN, together with names of prom- 


inent manufacturers using it, gladly sent on request 
Made in Lynn 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 


LYNN, MASS., U. S. A. BOSTON," MASS., U. S. A. 
CABLE ADDRESS « - - ‘*TENRAB” 


“‘Maintain a Standard Reputation” 
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For Foot Health and 


Foot Protection 
on Ty Certified 


{ < —— | 
AS AS THE ONE iH = 
pace wane. 10 BAL > i} = Sho e 
SS i 


This shoe is designed to keep in shape all 
arches of the foot — relieving callous and other 
painful conditions arising from weakness of 
the Metatarsal arch across the ball of the foot, 
as well as supporting the long arch from heel to 
ball. It is the most advanced and most prac- 
tical type of arch support shoe and has in 
addition a resilient cushion cemented between 

insole and outsole. All this without sacrificing 

the dressy appearance which you have learned 
to look for in every Certified Shoe. 


STONEFIELD-EVANS 
Hall SHOE COMPANY 


ROCKFORD, ILL. 





PIE ZZ 
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CHICAGO Sales Office, 410 Security Bldg., J. Wurmser 
KANSAS CITY, MO., Sales Office, 444 Sheidley Bldg., R. W. Martin 


The PROVEN ARCH 
Shank is firmly built 
imto the shoe—can- 
not possibly work out 
of position. 
Cemented between 
insole and outsole is 
a soft, resilient cush- 
ion that can’t hump 
up. 


The PROVEN Arch 
Shank provides just 
enough elevation for 
the arches of the foot 
so that the bonescan- 
not sag down too far; 
yet mot enough to 
amper the foot mus- 
cles. No. 868 
Black kid — combination No. 2 
last, quarter lining—13 sole, 
rubber heel $6.25 


No. 867—Same in Tan Kid 
$6.75 
In Stock March 10th 
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PURE WHITENESS 
F 


FBaCWHITE 
GLAZED KID 
STYLE FROM 
ARTHUR 
BURT 
co. 


WASHINGTON 
oc 
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White Glazed Kid— 
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7 he Fashion Ruler in Sunny (limes 


This year the popularity 
of white glazed kid has 
risen to new heights in 
all the famous Southern 
watering places. 


This unquestionably assures corres- 
ponding national popularity for 
white glazed kid next spring and 
summer. 


As always, F. B. & C. WHITE 
GLAZED KID is the universal 
choice of leading designers. Nothing 
takes the place of this perfect white 
leather in the minds of these master 
craftsmen. 


Amalgamated Leather Companies 
INCORPORATED 


22-24 North 5th St., 


Factories: Wilmington, Del. 


Philadelphia, Pa. 


No other leather can ap- 
proach F. B. & C. White 
Glazed Kid for dainty 
loveliness and pure ele- 
gance. 


THE GLAZE 
THAT STAYS 


that inimitable highly 
glazed surface to which 
dust and dirt cannot ad- 
here produces shoe beauty 
that is also practical. 


We hope that all who wish 
F. B. & C. WHITE 
GLAZED KID in their 
spring and summer shoes 
will not delay their orders 
until too late. 


As usual, the demand is 
earlier and greater than 
ever. 
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Like a Meteor 
The ‘‘Star’’ 


Meets with Their Approval 








eee eee a a a 





Designed by the 
author of the fa- 
mous “Rebecca.” 





eg ogo o 5 ogo 5252626262625 252525262526262020-20 NNN. 
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he 
Best Evidence 
is the counter 
itself ~, 


The matter of quality, uniformity and 
economy need not be argued when IN 
THE COUNTER lies absolute and 
positive evidence. Opinions may differ 
on matters which are merely subjects 
of opinion, but the quality of MOUSAM 
COUNTERS is a definite, tangible thing 
of which any shoe manufacturer may 
satisfy himself beyond doubt. 


Mousant 


the backbone of the shoe 


HE “‘Star’’ is made on different 
lasts and in various combina- 
tions. 


Oooo ooooooOoOooOOOOOOOOOOO Oe CCC ae 


_———eee eee eee ee a a a: 


It will be offered by many leading 
Wholesalers — Write us for name of 
one nearest you. 


To Wholesalers who have not seen our 
line: Our Mr. Platz is ready to show 
you the “Star,” the “Rebecca,” and 
other exclusive patterns. Just drop 
him a line. 


‘*Shoes That Sell’’ 
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T. J. KIELY & CO. . 
266 Broad Street Fanny B 
LYNN :: MASS. nEOSTON 
PHILADELPHIA 
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What Every Athlete Knows 


Korxole will not burn the foot. 


the game. Athletic shoe comfort 
demands a smooth, flexible innersole 
that will not crack or become brittle, that 
remains pliable as long as the shoe lasts. 


And Korxole is that kind of innersole. 
That is why it is going into thousands of 
pairs of gym shoes every year. That is 
why athletes have come to look upon 
Korxole as a help for better playing. 


} wd that are comfortable help win 


ARMSTRONG CORK COMPANY 





Shoe Products Division 


Korxole will not chafe. 


Korxole remains smooth. It does not 
absorb perspiration. 

It is tough, strong, and pliable. 

Specify Korxole in your next order of 
athletic shoes, and tell your customers 
about the many added advantages of this 
innersole material. 


LANCASTER, PA. 





“THE FLEXIBLE CORK INNERSOLE”™ 


6 
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TLE JOURNEYS TO AND FROM FAMOUS 


Nid 


‘ ’ 
YY 


Mt. Washington 
in Winter 





An outstanding feature ot the New England landscape visible for miles 
around. Vim heels are a conspicuous triumph of New England industry, meeting the needs 
of a wide number of shoe manufacturers. Some makers of very high grade shoes prefer our 
Bull Dog heel with its superlative excellence; others who cut costs closely buy Ever Grip, our 
popular-priced heel of excellent value. Three qualities made in the same factory under the 
same expert supervision. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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A Steady Selling Feature Shoe 


One of the advantages of the Crawford Four-Season Plan 





ANITY FAIR is a splendid barom- 

eter of style in men’s wear. The 
March issue is out today. If you are 
not a subscriber get a copy from the 
nearest news stand and turn to the 
Crawford advertisement, part of which 
is reproduced on this page. 

During each of the four Crawford 
seasons, certain shoes from the “In 
Process’’ department are featured. They 
are advertised nationally—they are ad- 
vertised locally over the Crawford dis- 
tributor’s name and we provide the 
necessary merchandising material to 
enable you to take advantage of the 
style opportunity. 

There is our spring booklet—‘‘ Below 
the Mirror’’ which features this shoe— 
the Exeter—along with the other fea- 
ture shoes. Copies of “Below the 
Mirror”’ are available for your mailing 
list. The spring hunting panel and the 
window style cards are free to any 
Crawford distributor for his window 
tie-up. ' 

We are featuring the Exeter—a pat- 
ent leather dress shoe as one of three 
shoes every man should own. This 
special merchandising effort on a steady 
selling style will give Crawford distrib- 
utors something to reckon with in 
total sales on this shoe at the end of 
the year. 

Watch Vanity Fair, write for a copy 
of ‘‘Below the Mirror,” talk to the 
Crawford representative about apply- 
ing this plan to your store. If you 
would like to take, advantage of it 


quickly write to us for details. 
The rawford Shoe 




















This illustration is 
taken from Vanity 
Fair for March 


CHARLES A EATON (()}) SHOE INDUSTRIES 


Copyright 1924 
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NACO 


NACO will save your customers from lifting 
yearly tons of unnecessary weight 








The test illustrated opposite proves the great vitality saving 
which NACO now brings to men. 















No wonder men are tired of heavy shoes. No wonder that so 
many makers of men’s fine shoes are so enthusiastic over 
NACO. 


They know that men are going to be delighted with the 
much lighter, softer and handsomer shoes which they will - 
offer for the first time next spring—made from NACO. 


No other grain calfskin is so soft as NACO, and yet it has 
substance that prevents stretching. 


The colors—can’t be described. They have to be seen to be 
appreciated. 


*‘Have you felt of NACO?’’ 





A. C. LAWRENCE LEATHER CO. 


210 South Street, Boston, Mass. 


NEW YORK CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI PHILADELPHIA 






‘“*L_awrence Leathers are Reliable Leathers’’ 











February 16, 1924 


A man who walks five 


miles daily in shoes like 
this will lift 


each day 
11,550 lbs. 


or in a year 


4,215,750 lbs. 
A man who walks five 


miles daily in shoes like 
this (made of N ACO) 
will lift 
each day 
6,750 lbs. 


or in a year 


2,409,000 Ibs. 


Ora saving of a little less 
than half in weight 
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Shoe above pictured weighs only 12 ounces; a pair—1 1-2 pounds 


Both are reproduced from unretouched photographs 
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Quality Felt Footwear 


By “LL NL” 


LIND SHOE AND SLIPPER CO. 


Manufacturers of 


FELT SHOES AND SLIPPERS 


Main Office and Factory 106-108 Gold Street 
WORCESTER, MASS. 


Boston Office, 207 Essex Street, Room 204. J.M.P. Kingman 











ee ee 
| RRSSELL 
“IKE WALTON” 


puts four layers of leather 
‘between your foot and ground 


The fine workmanship = exireme light weight 
& staunchness appeal io out-ofi-door folks 
of the mosi discriminating taste. 


aes The Scout Special 


Made to measure out of imporied Has exira looks 
waterprooied veals Gives extra service 


SEND FOR CATALOG AND DEALERS DISCOUNTS 


The W.C.RUSSELL MOCCASIN CO. 
923 Capron $i., Berlin, Wis. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SUMMER _(OMFORT 








——s 


0.H 607—Ladder Lattice Strap 
White Canvas—Leather Trim 











Our Fabric Footwear combines 


good taste, quality and service-- 
all at a price that is of interest 


to, and will enable you to serve, 


the ma jority. 


We Sell to Wholesalers Only 


DINGLEY FOSS 
SHOE COMPANY 


fabric Shoe Manutacturers 
AUBURN ME 


BOSTON OFFICES 54 LINCOLN ST. 
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Dept. 5 


Styles Are Best 





Style 26 


Black Calf Oxford 


Arcade Last 





NE of the leading styles 
shown in stock book 
No. 34. 


The proper use of Dept. 5 
will increase your turnover 
and keep your stocks clean. 


Dept. 5 shoes are always 
salable. 


Write for your copy of Stock 
Book No. 34. 


Dept. 5 


The Stetson Shoe Co. 


Incorporated 
South Weymouth, Mass. 


BOSTON NEW YORK CHICAGO 


February 16, 192 












































One of Four 


Big Selling 
Goodyear Welt 


Moccasins 


—=—iN 52:0Ch.-— 








Stock No. 502 


Men's 5” Tan Oil Grain Blucher Moccasin, 
Uskide Sole 


This Blucher Moccasin is in big de- 
mand during the spring months for all 
kinds of outdoor service, both work 
and play. 


Trail-Moc Moccasins 


This is but one of a long line of men’s, 
women’s and children’s Goodyear Welt 
Moccasins we carry in stock for quick 
shipment. Send for samples and com- 
plete catalogue. 





It will pay you to tie up with Trail- 
Mocs this Season. 


BLISS & RICHARDSON 
SHOE COMPANY 
PORTLAND MAINE 
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Sales of “Prince” Prove that Men 
Like Style 


HE trim smartness and evident high quality of this 

pure silk sock have made it a winner with men every- 
where. They appreciate the long wearing advantages of 
the mercerized top, heel and toe and double sole. They are 
won at a glance by the irresistible appeal of pure, lustrous 
silk at such moderate cost. 


Your own customers know 
about “Prince.” They have seen 
the attractive advertisements 
in The Saturday Evening Post 
and The Country Gentleman. 
They are ready and anxious 
to buy. 





Style “Prince” is but one of 
the great selling values in the 
Arrowhead line of ankle-cling- 
ing hosiery for men, women 

and children, in pure silk, 

artificial silk, mercerized, 
worsted and cotton. Stock this 
line that is being sold for you 
to millions of buyers. Your | 
order will be filled promptly. 

Send it in today. 










“Prince” —fine gauge, medium 
weight, 12 strand pure Japan 
silk, mercerized top. heel and 
toe. high spliced heel and 
double sole. Black, White, Cor- 
dovan, Navy, ‘Grey, Tan, 
Pongee. Sizes 9% to 12. 6 pairs 
to the box. Retails for $.75 a 
pair. 







Maplin iis eREEE ‘savan 


Se ee 


RicHMonp Hosiery Mitts, Inc. 
Established 1896 
CHATTANOOGA TENNESSEE 


Arrow] 
HOS IERY 


‘MTNA | 














The lots shown below are typical 


of ROSENBERG Saving. 


The 
“ATLANTIC 





Made in Airedale or Gray Buck with Calf trimmings to 
match, covered Spanish Heel, McKay sewed—Also in 


Patent Leather. 
$2.90 





Misses’ and Children’s Creased Vamp Oxford in Tan 
Calf and Patent Leather, Top Grade Goodyear Welts. 


Misses—11 to 2, $2.50 
Childs—8% to 11, $2.35 
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Specialists in Saving Our Customers 


15% to 30% 


All are ‘‘on the floor,’ 
rush.—New lots always coming in. 


The ‘‘REEL” 








ready to 


Sandal 





On the floor for at once shipment. Made of High Grade 
elkskin leather in Blue, Gray, Red and Green Colors. 
Also Patent Leather New Rounded Toe Last, 8-8 Heel, 
McKay Sewed. Sizes 214-6, 3-7. 


$2.85 





Women’s Patent Combination Strap Sandals, Light 
Sole McKay, 8 Cut Outs. Very Snappy Shoe. One of the 
season’s best novelties. Sizes, 2! 5-6, 3-7, 3-8. 


$2.15 
Same shoe in Gray or Airedale, Covered 8-8 Heels. 


$2.60 


Sold in 36 Pair Case Lots Only 


S. Rosenberg & Son 


144 Essex Street, Boston, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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THE LATEST IN FEMININE FOOTWEAR 





A High Grade Hand Turned Shoe Fully 
French Corded with either 16-8 Spanish or 
13-8 Military Heels _— on Latest Modified 
st. 

No. 1946—Patent with gunmetal calf trim, 
Military. . . . $5.35 
No. 1947_—Patent with gunmetal calf trim, 
Spanish. . $5.35 
No. 1948—Satin with black suede trim, 
I gis ots co teeth cant OR aE $5.35 
No. 1949—Satin with black suede = 

3 


Spani 
No. 1950—Grey ooze calf with grey kid trim, 
Military $5.75 
No. 1951—Grey ooze calf with grey kid trim, 

. $5.75 


Spanish... 
B width 4.8 
C width 3-7 





A Very Flexible,|mitation Turn Shoe Genuine 
French Corded with either 16-8 Full Breasted 
Spanish or 13-8 Military Heels on a New 
Stage Last. 
No. 3836—Patent Military heel. ..... $4.35 
No. 3837—Patent Spanish heel... .. .. $4.35 
No. 3838—Black satin Military heel... $4.35 
No. 3839—Black satin Spanish heel... $4.35 
No. 3840—Grey buck Military heel ... . $4.60 
No. 3841—Grey buck Spanish heel $4.60 
C width 3-7 


MONARCH 





A High Grade Hand Turned Shoe Fully 
French Corded with either 16-8 Spanish or 
13-8 Military Heels Built on Popular Stage 


Last. 


black ooze trim, 


No. 1960—Black satin, 


ss ch ca eabaeened $5.50 
No. 1961—Black satin, black ooze trim, 
a io ata og 5.50 
No. 1962—All patent, Spanish........ $5.50 
No. 1963—All patent, Military. ....... $5.50 


No. 1964—Grey ooze calf, grey kid trim, 


CUS acd nn oind cacsannede sana’ $5.75 

No. 1965—Grey ooze calf, grey kid trim, 

WL &sabetn Cespawens $5.75 
C width 214-7 


WIRE, WRITE 
OR PHONE 
A TRIAL ORDER 









A Very Fine Imitation Turn French Corded 
with either 15-8 Half Breasted Spanish or 
13-8 Military Heels, on a Modified Last. 
No. 707—Patent with black suede trim, 
EE cri ich anh codedaWagaa ari $3.60 
No. 708—Patent with black suede trim, 
RR hs occ Seacea ay eae $3.60 
No. 709—Satin with black suede trim, 


No Pi nnckcae metus eames on $3.60 
No. 710—Satin with black suede trim. 
| ae eee $3.60 
No. 1528 Airedale buck tan calf trim, 
age IS ORG ER INI nae $4. 


No. 1525-Grey buck grey kid trim —. 
No. 715—Grey buck grey kid trim, Spend 
$4.00 

C width 3-7 





A High Grade Imitation Turn Fully French 
Corded with 16-8 Full Breasted Spanish Heel 
on the New Stage Last. 

No. 3848—Patent with gun calf trim. . . $4.35 
No. 3849—Black satin with patent trim $4.35 
No. 3850—Black satin with black suede 4 

$4 


No. 3851—Black ooze calf, patent trim $4.50 
C width 214-7 


SHOECO.Inc. 


‘omens Specialty footwear 
79 Reade Street NewYorkCity 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Pi = 
- Many times a new number has a tremendous sale predicted - 

for it. Probably it succeeds, probably it doesn’t. It depends = . 

on how well the style trend has been gauged. The two Rice + i 

& Hutchins quality numbers illustrated are dependable & ty 

sales makers—products of the careful estimating of Styles’ - a 

demands. They are neither ultra-stylish nor ultra-conserva- S ti 

tive, but they are NEW. No. 2202 is made in several leathers - E 

and combinations enabling every customer to make a = - 

selection. No. 8989 is a real snappy All America Shoe for - | 
Men. FS 

& tl 

2202 Patent colt one strap Thelma Pump, cut-outs, 9-8 Rubberheel, B—D. $ - Ce 

Also, in gray suede, blue kid, red kid, and green kid, white calf, and 4.15 : t 

smoked elk. = Yr 
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RICE & HUTCHINS 


Incorporated 


13 HIGH STREET BOSTON, U. S. A. 


Distributing Branches 





Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. he 
Rice & Hutchins Cleveland Co. 
| Rice & Hutchins New York Co. 


Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. 
Jos. I. Meany & Co., Inc., Phila., Pa. 
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What Good Is an Exposition Without Attendance 
or a Booth Without Shoes? 


A Frank Statement of the Function of Convention Expositions 


T was perfectly obvious that something 
| was wrong with the convention exposition 
of the industries from the minute it 
started. Never had greater effort been put 
in to make it a market-place, a gorgeous 
transformation of the old coliseum into a hall 
of color and lights, a complete muster of all 
trades showing their wares to the world. 
Everything sitting pretty except the attend- 
ance. 

Was it that the dating was wrong and that 
the habits of merchants to meet in January 
could not be changed to a February meeting 
time without a silent protest from the great 
merchant body which made itself articulate 
in rebellion by non attendance? Somebody 
blundered, for a year ago on the convention 
floor the members of* the National Shoe 
Retailers’ Association yelled for a January 
convention. Sometime last February directors 
of both National Associations decided arbi- 
trarily to experiment with a new dating. This 
was the first great error and both associations 
can share the blame. 


What good is an exposition without mer- 
chant attendance? What good is defiance of 
the wishes of members of the association? We 
hope the lesson will be learned. 


New problems of business have come up 
that demand national participation of 
merchants in future conventions. The 
wishes of the retail merchant must be 
heeded, sensed and followed. His voice 
nationally must be heard as to the time 


and place of convention, and the propor- 
tion of exposition to business convention. 
This experience is going to be a healthy 
thing for the entire industry, for the huge 
undertaking of bringing an industry and 
its selling and buying forces to any one 
city means that for such an outlay of 
money some return has got to come to 
those investing in it. There is a responsi- 
bility on the part of the associations to 
make it worth the while of a producing 
industry to appear in such array not 
necessarily in direct orders but interest 
and attendance. It is the responsibility 
of bigness of operation. 


In previous years the convention-exposition 
under the auspices of the National Shoe Re- 
tailers’ Association has justified its existence, 
for a diversity of merchandise has met the 
eyes of a great national group of men and 
merchants. This year the opening day there 
was every reason to expect a large and as 
interested an attendance this year. The old 
guard of top-liners were there, but the great 
middle group was missing. They surely needed 
the convention; they would have been greatly 
helped by the shop talk and open forum 
features and the personal contacts and in 
spite of the change of date should have been 
present. Surely the convention as a real 
meeting place and forum for expression of 
experience and suggestion never was better 
or more useful to those who sat in the sessions. 
Surely the fact that more merchants came 
to the Harvard bureau for financial and 
systematical advice ought to make the con- 
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vention itself a factor of great value to the 
merchant body. 

Do not misunderstand us in emphasizing 
attendance, because there were many mer- 
chants present. We have no official figures as 
to actual numbers of merchants present, but 
the directors of the National Association said 
the totals were approximately one-half those 
present a year ago. By this we mean actual 
shoe merchants and not the paid attendance 
of salesmen, manufacturers and allied trades- 
men. So much for attendance—the life blood 
of an exposition. 

When we come to the convention features 
themselves we have every measure of praise 
to bestow. An actual shoe store front was 
made the rostrum. Merchant talked to mer- 
chant, and not a man was bored by long and 
irrelevant speeches. It was a real convention 
and for proof thereof there are pages of this 
issue as to the practical substance of the 
meetings. It was a great success as a con- 
vention, but as an exposition it lacked fire 
that can only come through attendance. The 
thrill was lacking—for Chicago attractions 
have been dimmed by three successive con- 
vention expositions. 

One other great subject should be handled 
without gloves: The house which spends its 
money for a booth and then makes a gesture 
like that of sticking its fingers in its nose by 
putting therein a few passe styles. This is 
not doing the right thing by the merchants 
who would like to see the display of new styles. 
It is just as bad manners to accept an in- 
vitation to a party to be given to a certain 
man and then walking out on him when he 
arrives, so that all the man sees is the table 
and plates thereon. If an exposition is to be 
an exhibition of goods to sell, it should not 
be made a dummy front with the real stuff 
tucked away in a sample room of some hotel. 
There were many merchants a year ago, who 
resented the “false front,” for even if they 
were “small fry” they would like to be “‘wise”’ 
to the new things. Some day, they, too, 
wanted to be big merchants. They expected 
that the bigger vision of industry under one 
roof with everything above the table would 
enlarge their own opportunities and outlook. 

In the future the idea of an exposition in 
conjunction with a national convention has 
got to be put on a healthy, productive and 
inspirational basis if it’s to continue as such. 
The National Shoe Retailers’ Association is so 
firmly established as an instrument of good 
to its members that it will survive, prosper 
and expand without the prop of an exposition, 
and don’t you ever forget that fact. It is never 
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lacking in the ability and courage to stand 
for a principle or fight an evil and it has not 
needed a money chest to do it with. Have no 
solicitude on that point, nor fail to remember 
the merchant is the power behind the distri- 
bution of footwear, and that he and his 
organization will continue to be the primary 
source of sustenance of industry and respons- 
ible for its expansion and prosperity. 

Every standard by which an association is 
measured can be examined to the credit of the 
National Shoe Retailers’ Association for its 
work is not sectional nor narrow nor selfish. 
It has done much in its field work, its Harvard 
Research and its enlightenment of mer- 
chandising methods. 

It now has a moral responsibility to set its 
exposition in order—else the whole structure 
will tumble like a house of cards. 

The next convention-exposition must be 
either a convention or a real combination of 
business sesssion and buying session with the 
goods on the table, at the right time, in the 
right place and for the right purpose, with the 
balance of attendance to justify the invest- 
ment of both merchants and manufacturers 
time and money. Otherwise it will miserably 
fail as an economic and inspirational instru- 
ment of service to an industry responsible to 
the public for every dollar spent or wasted. 

Many share the common burden and all 
should be in a position to partake of its 
advantages for the betterment of the mer- 
chant is the commendable aim of every man 
in the industry whether he tans a hide or 
totes a trunk. We feel assured that the 
National Shoe Retailers’ Association stands 
ready to discharge its industrial obligations 
by eliminating all waste and unnecessary 
expense coincident with dual functions of a 
convention exposition and will so direct its 
executive officers to determine the best policies 
for the good of its members and the industry 
at large. 





Shoe Buckles Tax Exemption 


Washington, February 12—In a decision of the Com- 
missioner of Internal Revenue today, shoe buckles were 
declared untaxable, unless classified as jewelry. This 
decision was made after a series of conferences and con- 
siderable correspondence between the Bureau of Inter- 
nal Revenue and the retail shoe merchants. 

Article 22 of Section 905 of the Revenue Act of 1918 
and 1921 has been amended, exempting shoe trimmings 
(including buckles) from taxation, ‘‘unless ornamented. 
mounted, or fitted with precious metals, or imitations 
thereof; or ivory, or ornamented, mounted, or fitted 
with pearls, precious, or semi-precious stones.” 
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In This Issue 


NOTHER year has gone by and with it comes again the annual convention of 
AN ithe National Shoe Retailers’ Association, this time the thirteenth, a detailed 
report of which appears in this issue on pages 42 to 64d. The convention was 

held in Chicago, February 10—14. 

Subjects covered included everything which a retail merchant could wish to 
know — from what to buy, to how to sell at a profit. The value of system in busi- 
ness was stressed on the first day in an address by Richard Lennihan, assistant 
director of the Harvard Bureau of Business Research. General business conditions 
were treated by Harry A. Wheeler, president of the Union Trust Company of 
Chicago and twice president of the Chamber of Commerce of the United States. 


The proper way to approach and sell a customer was covered in detail by Sam 
Davis, field secretary of the N. S. R. A., on the second day of the convention which 
had been dedicated to him and his efforts. 


TYLES, salesmen’s compensation, stock records and other subjects were aired 

on the third day of the convention while the last day, Thursday, February 14, 
was given over to the announcement of officers and the routine business necessary 
to wind up the convention. 


Other features of this issue are the government report on shoe production for 1923 
which appears on page 59; what Harvard did at the convention on page 60; resolu- 
tions adopted at the convention on page 64; and a description of the shoe styles 
exhibited in booth, hotel and on the runway, on pages 64b and 64c. 


The Recorder Creed 


ETTING More Shoes Sold Right: not only ‘‘more”’ 

but “right”’ ; sold for the right purpose, to the right 
wearer, in the right fitting, for the right price, at the 
right profit. This is the great problem of the retail mer- 
chants. The chief purpose of the Boot and Shoe Recorder 
is to help solve it; for this is the basic problem upon 
which depends the progress of the entire allied indus- 
tries relating to shoes and leather; their production and 
distribution. 
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“Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Plainer Effects 

Brooklyn, Feb. 14.—A trend 
toward plainer effects in wo- 
men’s shoe patterns is notice- 
able. Suede, satin and patent 
are the leading materials in the 
order named for spring so far. 
White kid promises to be a 
leader in women’s shoes for 
late spring and early summer. 


Shoes Daintily Piped 

New York.—One of the new 
and dainty features of the 
shoes of I. Miller & Sons, Inc. 
are “‘line’’ pipings in pleasing 
contrast to the material form- 
ing the shoe itself. A white kid 
one strap, with center strap 
had a Chinese blue kid under- 
lay and piping, with a little 
circular cut out at instep and 
yendant motif on vamp. The 
1eel was 17/8 Spanish covered. 

Gov. Cox a Hiker, Too. 

Boston.—Gov. Cox of Mas- 
sachusetts finished first in a 
long snowshoe hike in the 
mountains last week. Like 
President Coolidge, his prede- 
cessor in the office as governor 
of Massachusetts, Gov. Cox is 
a follower of the slogan— 
“Walk and Be Healthy.” 
Singer Interested in Proper 

Fitting Shoes 

Lynn, Mass. — Madam 
Schumann-Heink, singer, be- 
loved by a multitude, has sent 
to A. E. Little & Co., her 
photograph, and in the corner 
of the picture she has written: 
“My Dear Sorosis: Thanks for 
the wonderfully fitting shoes. 
At last, I can walk easy and 
light, through the rest of my 
life. — Faithfully, Schumann- 
Heink.”’ 

To the slogan “Getting More 
Shoes Fitted Right” the great 
singer subscribes, for she 
praises the comfort of the fit 
of her shoes. 


Hosiery Sales Excellent 

Milwaukee, Feb. 15.—Re- 
ports from retail shoe stores 
here are to the effect that 
hosiery trade is excellent in 
almost every store. Sunset, 
blush, dawn and nude shades 
are most popular. 


Of White and Gold Cloth 


Philadelphia.—One of the 
very lovely models recently 
created by Laird, Schober 
Co., is a white and gold cloth, 
two strap gold kid trimmed. 
This shoe carries a 19/8 covered 
Spanish Louis heel. There are 
cut-outs on quarter and shank. 





Colonials Are Favored 

Chicago, Feb. 14.—Exclu- 
sive shoe stores here report a 
good call for Colonial pat- 
terns. Black calf is the most 
popular material and large 
silver buckles, either plain or 
hammered, are selling with the 
Colonials. There is some ques- 
tion whether Colonials will 
continue to be as popular dur- 
ing spring as they now are. 

Suedes for Spring 

St. Louis, Feb. 13.—Gray 
and airedale suedes sold freely 
at a recent advance spring 
sale. Black satin models in 
women’s shoes were also popu- 
lar. 





Gray and Brown Shades 


Atlanta, Feb. 14.—Gray and 
brown shades appear to be 
favored by retail shoe mer- 
chants for women’s models 
for spring. At present the 
demand for suede and satin 
——— is the most prominent 
ature in the shoe trade. 





Novel Brush for Suede 


Shoes 

Cambridge, Mass.—Whitte- 
more Bros. recently perfected 
a little brush for suede and 
other shoes of “nappy” ma- 
terial. In size this brush is 
about 1x2% inches and occu- 
pies but a minimum amount 
of space in a handbag or purse. 
This brush has especially tem- 
pered wire bristles in combina- 
tion with hair bristles. This 
novelty is attractively packed 
in cartons holding a dozen 
brushes each, and on account 
of quantity production a very 
low price can be made to the 
merchant, thus allowing him 
to make a liberal profit. 


A Twin-Button Strap 

New York.—A log cabin, 
suede twin button strap slip- 
per, with oval buckle in same 
material, gold beaded center, 
17/8 heel is proving a good 
seller in the leading stores here. 





Adjustable Shanks 

Chicago, Feb. 14.—N e w 
shoes for men have a shank, 
with a set screw adjustment, 
so that the shank may be set 
to fit the arch, anywhere from 
an elevation of from 1/1000 to 
3/8 of an inch. 





Bottle Green and Gold 

Boston, Mass. — Beautiful 
fabrics for shoes, brought 
recently from France, are of 
bottle green and gold. 





Dainty Kid Patterns 
Philadelphia.—Scroll work 
of patent leather on kid of 
lighter shades has been effec- 
tively employed in some of the 
dainty straps. A shoe recently 
shown by Laird, Schober 
Co., was a reddish brown kid, 
with narrow patent colt trim- 
ming, extending snake-like over 
the vamp, at top and on the 
quarter. It was called “The 
Cobra.” This shoe carried a 
19/8 Spanish Louis covered 
heel. 





Dutch Calf 
Boston, Mass.—Calf Leather 
is coming from Holland. The 
skins are broad, and “‘meaty”’ 
and have a fine finish. They 
are used for men’s shoes. 





Buckles in Leather Frame 

Boston, Mass., Feb. 14.— 
New shoe buckles of metal are 
set in a frame of plaited leather, 
the leather matching the vamp 
of the shoe. 





Snugly-Fitting Heels 

New York, Feb. 14. — 
Achilles was particular about 
his heels. So are New York 
women. They insist on shoes 
that hug their heels tight. That 
is so shoes won't slip off in a 
subway rush. Also, they insist 
on smooth linings. That is so 
shoes will not tear delicate silk 
stockings. 





Colors of Shoes and 
Stockings 

Lynn, Mass., Feb. 14.—A 
leading shoe firm has lately 
had a dozen letters from hosi- 
ery manufacturers and mer- 
chants, asking its opinion 
about colors of shoes and 
stockings. All of which shows 
that shoe and hosiery men are 
working together, for “my 
fair lady’’ insists on pretty 
colors for her footwear. 


Snakeskins for Shoes 


Lynn, Mass., Feb. 15.— 
Daughters of Eve are losing 
their proverbial fear of snakes. 
Lynn manufacturers are mak- 
ing shoes from snake skins, 
python skins from India; glass 
snake skins from Java; and 
cobra skins, too, as well as of 
the familiar lizard and alligator 
skins. 








Fabric and Leather 
Auburn, Me., Feb. 14.— 
White fabric shoes, with white 
leather trimmings, are being 
made for spring and summer 
by manufacturers here. 





Four-Button Kid Novelty 

New York.—A new oxford 
in brown kid, with 17/8 covered 
heel, is fastened with four but- 
tons. The edges of the button- 
holes are piped with a fine line 
of gold kid, also piping at top, 
and at the throat, extending 
down to the shank. 

A new model in a four-but- 
ton patent colt is piped daintily 
in white kid. This shoe carries 
a 17/8 covered heel. 

A brown kid pump, with 
short pointed tongue is orna- 
mented with three little pearl 
buttons on either side of the 
throat. This shoe has gold kid 
piping of about 1/16 of an 
inch in width. 

All of these shoes were noted 
in the new numbers of I. 
Miller & Sons, Inc. 





Early Spring Colors 

Detroit, Mich., Feb. 13— 
Red, green, blue and gray are 
among the colors shown in the 
strap patterns for spring wear. 
There is a tendency toward 
lighter weight shoes in the 
men’s buying 


Good Rubber Trade 

Buffalo, N. Y., Feb. 14— 
The advent of real winter 
weather which shows no signs 
of abating has stimulated to a 
great degree the trade on both 
men’s and women’s overshoes 
and rubbers, which heretofore 
has been very disappointing. 
Shoe buying is rather quiet. 
Lizard Trimmed Sport Shoe 

Los Angeles, Cal., Feb. 14— 
There are some new patterns 
in women’s footwear at Jes- 
berg’s new Walk-Over store at 
618 So. Broadway. A woman's 
sport shoe of brown calf, liz- 
ard trimmed, carrying a crepe 
rubber sole is a striking model. 


New Claflin Store 

Philadelphia, Feb. 13—A 
new Claflin shoe store will be 
opened at 1606 Chestnut Street 
in the center of an exclusive 
shopping district as soon as 
alterations to the building 
there are completed. 

New Hosiery Shades 

Philadelphia, February 15— 
Among the new hosiery colors 
for spring in chiffon on display 
at the Chestnut Street store of 
J. and T. Cousins are: French 
nude, Tan Bark, Mandarine, 
Tangerine, Gun Metal, Jack 
Rabbitt, dawn, beige, buff, 


graphite, moonlight, neutral, 


gray and illusion. 
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Who Are These Shoemen Anyway? 


HAT’S the question every person in Chicago is 
"T  etiog They are spilling over at all hotels. 

They've monopolized the taxis and stampeded 
the traffic. Trains are pouring into this great metropo- 
lis of the middle west the sole-sellers from every com- 
munity and corner of the United States. The N.S. R. A. 
Convention has opened with a salvo of approval. At 
the Coliseum crowds inhabit the lobby. The registra- 
tion office is here. You get jostled about in the milling 
mob and finally lay your $5.00 on the desk. With your 
badge on your lapel and your buttons straining at the 
vest, you brave the door-man who yells “Show ‘yer 
badge’. 

One step more and you're inside. You stop—blink 
your eyes and wonder at a gorgeous picture before you. 

There are 348 booths displaying the product of the 
best brains of each firm represented. Shoes of every 
description are here. Plenty of new styles are being 
snapped up by alert buyers. On the right of the main 
aisle are located the group displays of St. Louis, New 
England and Philadelphia. On the left is Brooklyn, 
with more New England, Cincinnati and Rochester. 
Many more individual manufacturers are here. Along 
the south wall you'll find that efficient group, the Har- 
vard Bureau of Business Research. The business-like 
atmosphere is flavored with efficiency. Keen well- 
trained business men from Harvard full of profitable 
advice. It’s yours for the asking. It will turn losses to 
profits, if you take advantage of it. 

The convention hall on the first floor where the 
sessions are held is an improvement over previous 
arrangements. In your wanderings through the Coli- 
seum you stumble into it naturally. All the district as- 
sociations are represented by a standard and shoe men 
gather under their banner. The speakers’ stage is 
unique in its construction. Two elaborate shoe store 
fronts flank either side of the officers and directors to- 
gether with the speakers who grace the platform. The 
fronts are perfect in appointment and display of shoes. 
The speakers’ voices are electrically amplified to the 
satisfaction of the late-comers in the back rows. The 
business sessions are bulwarks of information and the 
serious side of the convention asserts itself in these 
gatherings. Only the fellow who has reached the top 
rung on the ladder of success has a place on the pro- 
gram. 


Displays Suggestive of Spring 


You leave the business sessions a better retail shoe 
merchant and hit the shoe trail for style-stuff. They 
have a marathon band to keep your feet shuffling. One 
group of manufacturers have a display resembling a 
Florida resort. Palms arch the aisle of this section. 
Fragrant flowers bring a quick realization that spring 
is not far behind. Uncle Sam has something to tell 
retail shoe merchants in an interesting booth. 

Hosiery, leather, rubber, foot appliances, fixtures 
manufacturers all have attractive displays. The band 
blares and everyone rushes for the balcony. The Style 
Revue is about to begin. Here they come! There are 
125 stunning looking girls. Feminine beauty glorified 
scarcely describes the beautiful girls selected to display 
what has been announced as the most elaborate exhibi- 
tion of practical footwear ever placed on a runway. 
Fifth Avenue would halt its parade to allow this fashion 
fete to pass. 

It’s the supper hour and every one is rushing to the 
hotels crowded with sample rooms and salesmen. And 
in the evening the entertainment holds sway. A pro- 
gram of diversion has been arranged at the Coliseum. 
On the second floor of the building vaudeville followed 
by boxing and wrestling bouts rounds out the delegates’ 
convention day. If you dance you may have your fill 
of the light fantastic at any of the large hotels where 
this entertainment has been provided. 

This partly answers the question, “Who are these 
shoe men?” They are a group of alert, progressive, 
master-minded individuals with a capacity for absorb- 
ing at this great convention ideas and information 
which is going to build their business to greater heights 
and bigger profits. That's “Who These Shoe Men Are.” 





Have you ever actually counted the number of 
people who pass your store? The number who stopped 
to see your window display? Do this some time and 
get a definite idea of your chances for attracting cus- 
tomers. 





Certain customers insist on wearing the same make 
and style of shoe. Suppose you ask them why and 
tabulate their answers. This is the best kind of adver- 
tising material. It gives you the consumer’s viewpoint. 
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LSU ZENZA TAN TA 


SEATON ALEXANDER 
of Wheeling, W. Va. 
Newly-elected President of National Shoe Retailers’ Association 
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Atlantic to the Pacific—from Maine to Florida— 
from Portland to San Diego — retail shoe mer- 
chants gathered in Chicago this week for the thirteenth 
annual convention of the N.S. R. A., which, under the 
leadership of President John Slater, co-operating with 
an efficient board of directors, vice-presidents and com- 
mittees, has made wonderful strides during 1923. 
While most of the attendance was individual in char- 
acter, nevertheless, there were many solid delegations 
representing state and local associations. Even Chicago, 
the premier convention city of the country, cannot re- 
member the time when the Twentieth Century Limited 
out of New York, came into Chicago in five sections, as 
it did on Sunday, February 10, the day before the con- 
vention opened. From Milwaukee came a huge crowd. 
From St. Louis, too; also from Cincinnati, Boston and 
almost every city of any size in the country. 


IROM East, North, South and West—from the 


Many Pre-convention Meetings 


Pre-convention meetings were many. There was the 
banquet of the Chicago Shoe Travelers on Sunday 
night; a meeting of the St. Louis crowd in their home 
city just before they left; and a similar meeting in 
Cincinnati. 

More than 600 attended the first-mentioned meeting 
—twice the number whieh had been anticipated and it 
was necessary at the last minute for Milton Rubel, 
president of the association, to change over from the 
dining room which had been engaged to the largest 
banquet hall which the Hotel LaSalle has. 

After all had enjoyed a delicious dinner Mr. Rabel 
introduced Everit B. Terhune, publisher of the Boot 
and Shoe Recorder, as the toastmaster of the evening. 

A most appropriate address of welcome was made by 
Francis X. Busch, Corporation Counsel of the city of 
Chicago. Mr. Busch reminded Sir Edward Penton, 
guest of honor, and prominent British shoeman, that 
Chicago’s first convention had been held only 72 years 


ago while Britain’s first convention was held something 
like 1,900 years ago, and asked that he be indulgent and 
not criticise us too severely, having in mind, no doubt, 
the axiom “Practice makes perfect.” 


Address by Noted Englishman 


Sir Edward, the next speaker impressed upon Mr. 
Busch that he was not in America to criticise what he 
saw from a platform of assumed superiority but to learn 
some of the ways in which America worked to maintain 
its reputation for progressiveness. 

Sir Edward spoke further on the friendly rivalry that 
existed in the shoe and leather industry between Amer- 
ica and England and also lauded the splendid co-opera- 
tion America was lending in an effort to bring about 
universal peace. 

John C. McKeon, president of the’ Boot and Shoe 
Manufacturers’ Association, emphasized the need of 
educating Americans to wear “Shoes for the Occasion” 
and to “Walk and Be Healthy.”” Mr. McKeon brought 
out as an example the fact that the British gentleman 
dresses three times a day; he dresses in the morning for 
his walk in the park or to go to church, he dresses in the 
afternoon for his game of golf and then dresses again for 
the evening, selecting appropriate wearing apparel and 
footwear for each occasion. 


What It Means to Be Correctly Dressed 


“To be correctly dressed does not mean to be fop- 
pish,”’ said Mr. McKeon. Mr. McKeon also spoke on 
the traveling salesman as being one of the most im- 
portant factors in the shoe industry and stressed the 
point that the traveler was considered by the manu- 
facturer not merely as one of his salesmen, but as an 
associate, whose opinion and judgment was of great 
value at all times and who functions as one of the princi- 
pal cogs in this giant machine of industry. 

John Slater, retiring president of the N.S. R. A., gave 
his approval to everything Mr. McKeon had said re- 
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garding the relationship of the shoe traveler to the other as a center for staple shoes was no longer true. But 
branches of the industry. Mr. Slater spoke forcibly on through the development of a group of fine specialty 
the vast importance of the Harvard Bureau of Research manufacturers St. Louis shoes were being selected 
and called upon every traveler present to preach it to because of their style, stated the speaker. “The shoe 
the retail trade. And a well-rounded survey of condi- business in St. Louis to-day,” said Rand,“‘is better than 
tions in the shoe industry was given by James H. Stone, in any city of the United States. But with the con- 


editor and president of The Shoe Retailer. stant change of style which necessitates greater over- 
head cost it was increasing the cost of shoes. In fif- 
George E. Harrison Honored teen years previous to the past three or four the charge- 


down on lasts and patterns for the International Shoe 
Evans on behalf of the Chicago Shoe Travelers’ Asso- Company was $10,000, while in 1923 the charge-down 
ciation to the retiring president, George E. Harrison. Was $750,000.” John A. Bush, president of Brown Shoe 
Mr. Harrison was presented:with a fine Gladstone trav- Company, another speaker on the program, declared 
eling bag by the association as a mark of appreciation that retail shoe merchants had within their power the 
for his two years of activity as their president. influence of controlling the rapid style change and 

Very good vaudeville entertainment served to top off development. Much of the success of the St. Louis 
the evening. shoe market, Mr. Bush contended, was due to the 


Another great meeting was held in St. Louison Satur- Policy of its manufacturers in not only seeing how 
day when the St. Louis Shoe Manufacturers and Whole- Cheaply they could make shoes but how well they could 
salers’ Association acted as host to 150 retail shoe mer- ™ake them. 
chants from the Southwest who were passing through R. D. Chastain of Beaumont, Texas, and president 
that city on their way to Chicago. of the Texas-Oklahoma Shoe Retailers’ Associations 

Open house was held throughout the day at the thanked the manufacturers for their hospitality. 


Hotel Jefferson. The luncheon at which the highest 
executives of the St. Louis shoe industry were present 
as well as a number of the representative local retail Other speakers were C. A. West, J. T. Pedigo, 
shoe merchants and visitors was a brilliant success. Howard Stephens, Eugene Sloan, John Boyd, Maurice 
Wm. M. Sloan of the McElroy-Sloan Shoe Company Wright, Harry Vinsonhaler, Harry Johansen, A. J. 
was toastmaster and delighted the guests with his Brauer, Phil Becker, all of St. Louis, L. E. Langston, 
subtle humor. He welcomed the visitors from Texas, Fort Worth, Texas, and Director of the N. S. R. A. 
Oklahoma, Arkansas in behalf of the manufacturers. brought greetings from the Mayor of his City to the 
St. Louis Shoe manufacturers. E. C. Jordan, Secretary 
St. Louis’ Advantages Stressed of Texas-Oklahoma Shoe Retailers’ Association, ex- 
pressed his gratitude in behalf of his association for the 
reception given them. 


An address of appreciation was made by Charles 


Many Other Speakers 


Frank Rand, president of the International Shoe 
Company, in an address stressed the fact that St. 
Louis and the great Southwest had a mutual interest 
and friendship and in that they were neighbors. St. 
Louis was the natural market to serve their needs. One of the principal speakers of the Cincinnati meet- 

The fact that in former years St. Louis was regarded ing was Frank J. Weber, former president of the Na- 


Meeting Held in Cincinnati 
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The convention meetings were crowded. 


tional Shoe Travelers’ Association. Mr. Weber pointed 
out that the traveling salesman of today is a much 
more important link in the chain than he ever has been 
in the past. 

“The traveling man of today,” he said, “can do much 
to mold public opinion and the legislative branches of 
our country are giving much thought to the man who 
travels. Reflect for one moment what power 900,000 


traveling salesmen of this country could wield in form- 
ing the sentiment for or against any question that 
affects the welfare of the country. 

“Those in the industry must work together, whether 
he be traveler, manufacturer or retailer, in closer 
harmony with a fixed vision and purpose to some 
solution for a readjustment to economic sanity as to 


- styles.” 


Coliseum Beautifully Decorated for N.S. R. A. Convention 


HE Coliseum was opened at 10 A.M. Monday and 
the crowd poured in. The building had been con- 
verted by the art of the interior into a place of beauty. 
Columns, overhead beams and rafters—all had been 
draped while from the roof and the tops of the side 
walls hung draperies rich with colors—blue and gold. 
Even the chandeliers had been draped without in the 
least interfering with their efficiency as lighting units. 
New England, with its group exhibit, occupied a 
central position, flanked on one side by the group dis- 
plays of Brooklyn, Chicago, Cincinnati and Rochester 
and, on the other side by St. Louis and Philadelphia. 


Committee Appointments Announced 


The first meeting was called to order by President 
Slater and the assembled delegates, following the invoca- 
tion by Chaplain Elmer D. Gildersleeves of Pough- 
keepsie, N. Y., listened with interest to the welcome 
delivered by William E. Dever, mayor of Chicago. 
Committee appointments were then announced: 

Resolutions—H. A. Rosenbach with authority to 
choose his associates. 

Nominations—Seaton Alexander, chairman; K. W. 
Watters, Martin Murray, M. L. Chisholm, Otto Hassel, 
Frank Nebe and Frank Werner. 
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This was snapped at the opening session Monday. 


Elections—John Baird, chairman, with authority to 
select his associates. 
Economic conditions, not only as they apply to this 


country but to the world as well were stressed by Presi- 
dent Slater in his annual message to the industry. 


“Economic conditions,” he declared, “are dependent 
upon world-wide understanding and confidence. Watch 
always the great countries. Learn to recognize the im- 
port of trend, be it business or political. Conserve 
while you are confronted with uncertainty and be 
assured that just so surely as those agencies of economic 
pressure brought abnormal prosperity to us, so will they 
react and readjust. 


How National Events Affect Local Business 


‘While readjusting you will have cessation of inter- 
change, that means slow or slack business. Prices in 
everything will drop, but not without leaving a scar. 
And by these factors so also is your each individual 
business subject to those great influences. Do not think 
me an utter pessimist, it is only my earnest desire to 
promote the spirit and action of ‘to help all’ — I must 
emphasize — ‘to help ourselves we must help others.’ 


And if that is not so, for what use then is our wonderful 
National Shoe Retailers’ Association? 

“Charles E. Mitchell, President of the National City 
Bank of New York, at a recent convention in Chicago 
wisely and appropriately said, ‘We want enterprise 
relieved of the fearful penalties to which it is subjected. 
We want the oppressive hand of government taken off 
business and more freedom given to individual enter- 
prise because every experiment in government inter- 
ference has demonstrated its inability in that direc- 
tion.’ 


“*Itis far from our wish to ever evasively 
or willingly influence legislature when it 
is correctly constructed for the good of 
our citizens, but it is our aim to forcibly 
point out to the lawmaking bodies true 
points and sides of every issue. In that 
respect we have met with the greatest of 
consideration, and all this proves that it is 
very easy for us to realize that the good of 
all will be taken into consideration if 
properly presented by business represen- 
tatives of a unified industry. 
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“Ours is the fourth great collective enterprise of the 
country and there is no reason that it be tampered 
with by ‘Fly-by-night’ enthusiasm. 


‘““We changed the date of this conven- 
tidh from January to February. I did not 
favor the change and I am led to believe 
that the greater number of manufactur- 
ers are perfectly willing and anxious to 
return to the earlier dating and I believe 
these are the sentiments of most of you 
retailers. 


“Valuable and very constructive work has been 
accomplished by your directors, committees and your 
manager. It has been exacting, very interesting and [ 
hope productive. Matters of legislation and taxation, 





RICHARD LENNIHAN 


Of the Harvard Bureau of Business 
Research; one of the speakers on 
“Harvard Bureau—lIts Service” 


which, if carried through, would have only increased 
the burden of the many stigmas our trade now bears, 
were unearthed in time. 

“The real purpose and aim of our National Associa- 
tion is to render service for the benefit of its members. 
One important method of accomplishing this end is in 
the development of statistical service. 


The Value of Accurate Statistics 


“In considering the statistical service that our Na- 
tional Association strives to maintain for the benefit of 









its members, I believe it would help us all, first to have 
available in a practical concrete form for our own use 
the correct knowledge of our general business condi- 
tions throughout the country, also a knowledge of the 
probable future trend of these conditions; second, to 
have available the basic facts about our own industry, 
because, generally speaking, our particular business is 
influenced by conditions which affect the entire leather 
industry. Every individual shoe retailer should be in a 
position to study the particular problems of the indus- 
try, which will be open to him if brought to light 
through co-operation. In the third place, every retail 
shoe dealer in the country should have and know 
enough facts about his own business to afford him not 
merely a statistical basis for correct guidance in the 
shaping of his general policies, but use as a basis one 
founded on facts, and so to be enabled to eliminate the 
guess-work that now exists. I firmly believe that many 
of us, by the sensible use of worth-while data can 
substitute facts for guesses. 


Harvard’s Work Praised 


“T have been talking of the statistical service that 
our Association is striving to give its members, but in 
so doing I thoroughly appreciate the fact that it will 
take time to accomplish these results. However, I am 
glad to state that our Association has made an admir- 
able start toward this goal through its co-operation 
with the Harvard Bureau of Business Research. The 
workings of the Bureau are sharply defined. It gathers 
figures, and it is only through a disinterested organiza- 
tion of this character that highly confidential trade 
secrets can be collected and correlated. The interpreta- 
tion of the statistics can be undertaken by the Associa- 
tion for its members provided this interpretation does 
not lead to ridiculous forecasts or to the extreme of 


having any member believe that by statistics, common 


sense and sound business judgment can be eliminated. 

‘Economic distribution of footwear must be attained. 
At the present time all the different units of our trade 
are suffering from a lassitude in business, due to many 
causes. It is claimed over-production and under-con- 
sumption are the great faults. Have we too many 
manufacturers? Have we too many retailers? We do 
know that we have been over-styled, and we also know 
that the public has grown to realize that if it waits just 
a short while it will probably purchase shoes at much 
less than cost price. Premature reduction sales are to 
a very great degree the cause. Now what is the remedy 
for this chaotic condition? 
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Looking from the balcony down over the Philadelphia, New England and Si. Louis sections. 


‘The manufacturer should study the 
retailers’ problems; he should not relin- 
quish for one moment the care of his old 
clients; he should not branch out into 
new fields at the expense of those cus- 
tomers who have been ever faithful to 
him; he should not engage in any part 
of a retail distribution of his product 
which is inimical to the welfare of his cus- 
tomers. 


*‘In return the retailer should be faith- 
ful to those who have assisted in the 
building of his business. Let LOYALTY 
be his password. Affiliation and co-opera- 
tion will bring remuneration.” 


“The larger interests in our business are endeavoring 
to secure methods of making shoes which will cut the 
cost of production. Different processes are being 
developed which will eventually be used in the fac- 
tories. The whole trade must lend itself to this one 
great endeavor, economic distribution.” 


Important Changes in By-Laws 


Mr. Rosenbach then presented suggested changes in 
by-laws, all of which were adopted. 


“The first important change,”’ he said, “is in Article 
III, Section A, which changes the past custom of the 
State Associations’ paying a per capita tax into the 
treasury of the National. That is the reason for elimi- 
nating the paragraph which calls for affiliated mem- 
berships. It is an unnecessary drain on the treasuries 
of State Associations. 

“The second is the change in the scale of dues. Many 
of us have felt for some years that our scale of dues was 
entirely too complicated. We have adjusted it so that 
the minimum dues is now $10.00 (Ten Dollars) instead 
of $5.00 (Five Dollars), believing that the service which 
our members get is worth $10.00 or nothing at all, and 
the other scale is minor in importance and it affects 
comparatively few. 

“Rather important changes have been made in the 
Article covering the Advisory Board. Those changes 
are only important in this degree:—That heretofore 
the meetings of the State Presidents have been op- 
tional and it was up to somebody to get them together. 
Today it is mandatory and part of the duty of the 
Manager of the Association to arrange for those meet- 
ings. 

“The principal and most important change in the 
entire set of By-Laws is the Clause which has been 
inserted, which gives every State Association the right 
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to elect on the floor of its convention, any one of its 
members, and that act alone makes it mandatory on 
the part of the Board of Elections of the National 
Association to have printed on the ballot as a candidate 
for Director, the name of that State Association Mem- 
ber so chosen.” 


Shoe Store on Platform 


An unusual feature of the convention setting was the 
platform for speakers, at the rear and on both sides of 
which had been erected a store front with beautifully 
trimmed display windows installed through the cour- 
tesy of S. S. Newell, Chicago manager of Hugh Lyons 
and Company. Shoes were furnished by J. P. Smith 
and Company of Chicago, Grossman, I. Miller and 
J. Edwards and Company, and public acknowledg- 
ment of this was made from the platform by Manager 
“George M. Spangler, following Mr. Rosenbach’s address. 

The value of records properly kept was stressed by 
Richard Lennihan, who was in charge of a corps of a 
dozen or more men from the Harvard Bureau of Busi- 
ness Research and whose booths were centers of activity 
during the entire convention. There it was that mer- 
chant after merchant took his profit and loss statement 
and received generous assistance in making it out 
properly as well as expert advice as to how better to 
apportion his various costs in the interests of profit 
making. 
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“It is a fact,” said Mr. Lennihan, “that a retail mer- 
chant may have many of the other fundamentals of 
success—good location, good merchandise, courteous 
employees, but if he doesn’t know his costs of doing 
business his chances of remaining a successful mer- 
chant are slim. The common fault appears to be in 
every retail trade, carelessness in accounting and the 
lack of knowledge of those items that are true expenses. 
If you are operating a retail shoe store you should 
charge that store a salary for yourself. If you were not 
putting your brains as merchandisers and your energies 
into that store, you could go out and sell your services 
to somebody else for a fair figure and it is ridiculous 
to think that shoe merchants are eliminating their own 
salary, figuring their mark-up incorrectly and believe 
they are making money. 


Charge Rent Even If You Own Your Store 


“Another item that is overlooked is the rent of the 
store, if you own the store. It is perfectly apparent that 
if you didn’t operate a shoe store in the building that 
you own, you could lease it out for a fair figure. 
Every time that you leave out these two items of 
expense, you are fooling yourself in the mark-up that 
you ought to get, you are creating a competition that 
the merchant across the street who knows the facts 
about his business is unable to meet because he appreci- 
ates what it does cost to do business and is selling his 
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shoes at a fair price. One of the worst evils in the shoe 
trade today is the ignorant competition that legitimate 
retailers are confronted with. 

“TI have been talking about financial records, and in 
talking about records I have no idea of talking about 
the system of sale. We believe it is absolutely wrong. 
Double entry system of bookkeeping provides a check 
upon the accuracy of the accounts, and it is, of course, 
recommended. However, there are many retailers in 
the country who, for personal reasons or other reasons, 
are not either ready or willing to operate the double 
entry system. This necessarily does not mean that you 
can’t know the facts about your business. To the con- 
trary, you can put in a very simple set of records, irres- 
pective of the double entry system, and know from day 
to day exactly where you are headed. 

“Because of this situation, the Bureau has drawn up 
a very simple set of records. It consists of three sheets. 
A daily sheet which is nothing but a substitute for a 
cash book; a monthly sheet on which are lines provid- 
ing for each day of the month, and in these lines you 
enter totals of your daily sheet; the yearly sheet is 
nothing but carrying forward the totals of the monthly 
sheet. These, today, are being successfully operated 
by retail shoe merchants who are merely willing to 
spend from fifteen to thirty minutes a day on their 
books, depending upon their adaptability to handle 
figures. 

**The greatest loss today is occurring in 
selling shoes, practically in selling every 
commodity at retail, owing to the pro- 
prietor’s failure to realize the importance 
of stock turn, and what stock turn means 
in net profit figure. 

‘‘Left-over end sizes are the cause of many retailers 
showing red ink figures at the end of the year, and yet 
are shoe retailers taking the necessary worth while 
preventative methods to remedy this condition? 
Wouldn’t a simple stock-keeping system that would 
show currently the styles that were moving and the 
styles that are not moving, be of help? At the same 
time, wouldn’t some simple system that would help 
you in placing orders to avoid again purchasing those 
widths and sizes that are continually being grouped 
under the heading ‘left overs’? Provided this simple 
system is based upon your own personal experience. 


Analyze Styles as Well as Sizes 


“‘Now it also pays to analyze styles as well as sizes. 
A few progressive retailers are today, with success, 


establishing a policy of simplification in styles. I think 
the best way to explain what is meant by simplification 
in styles is to give you a concrete example of what has 
occurred in one retail shoe store. 

“Sometime ago this shoe store was investigated to 
determine why the profits were not adequate. The 
investigator, as a first step, grouped the stock under 
four headings and found the following conditions. There 
were 10,635 pairs of shoes in this store, and 182 styles. 
The four groups showed the following. In group one 
were listed those rapid and truly rapid moving styles. 
There were five styles with 345 pairs of shoes and that 
group -had a stock turn of 16 times a year. 

“In the second group or the average moving styles 
there were 40 different styles with 2,290 pairs of shoes 
and a stock turn of 6.3 times a year. In the third 
group, or the so-called slow moving group, there were 
105 styles with 7,050 pairs of shoes, a stock turn of 1.8 
times a year. In the fourth group, the non-sellers, there 
were 31 styles and 950 pairs of shoes. This meant that 
out of 10,000 pairs of shoes there were 7,000 in the slow 
moving group. 

“By the establishment of the simplification policy, 
the situation today is changed. Instead of 10,635 pairs 
of shoes, the store has 5,640 pairs and instead of 182 
styles it has 84 styles. Furthermore, a comparison of 
each group shows that instead of 32 styles, or 950 
pairs in the non-selling group, it has 8 such styles and 
only 351 pairs of shoes. In the third group, or the slow 
moving group, instead of 105 styles, with 7,050 pairs 
of shoes, it now has 40 styles with 2,551 pairs of shoes, 
and the average stock turn for that store has been 
increased from 2.8 times a year to 4.3 times a year.” 


Address by Sir Edward Penton 


A short, impromptu but nevertheless very graceful 
address by Sir Edward Penton, K. C. B., a prominent 
English shoeman, in which he congratulated America 
on her business methods and the calibre of her business 
men, was followed by some typical “Davisisms’’ from 
the brain and tongue of Sam Davis, field secretary and 
inspirer extraordinary of the N.S. R. A. And, follow- 
ing this was an impromptu open forum discussion on 
window fronts in which the general opinion seemed to 
be that the floor of the window should be from 18 to 
24 inches above the street level. Other questions dis- 
cussed but not completely were the percentage of adver- 
tising expenditures which should be devoted to window 
display, the number of times window trims should be 
changed per week, and stock departmentization. 
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The discussion was cut short by the arrival of Harry 
A. Wheeler, president of the Union Trust Company of 
Chicago and twice president of the United States 
Chamber of Commerce who spoke on “Retail Business.” 


What Makes Good Retail Business 


“Retail business,” he said, “is controlled by the 
prosperity of the locality, it is controlled by the general 
conditions perhaps beyond the confines of the com- 
munity in which the store is located, by those influences 
which are bound to affect A but do not likewise affect 
B in a different city, in a different state, or oftentimes 
even in a different location in the same city. 


Depend on Fundamental Conditions 


“So, to discuss retail problems would be to discuss 
a subject upon which we would have good reason to 
disagree with conclusions that might be reached, and 
about the only safe ground upon which we could dis- 
cuss the conditions of retail business and the problems 
that confront retail business would be in the broad 
general terms of what are the fundamental conditions 
which in Illinois or in Massachusetts, in Louisiana or in 


Minnesota must necessarily have their influence upon 
the prosperity of retail distribution rather than to 
endeavor to narrowly discuss this subject with respect 
to the broad or general conditions that might apply 
to the shoe business or to clothing or to general mer- 
chandising or any of the other special or general fac- 
tors in retail distribution. 

“It seems to me that good can come from such a dis- 
cussion in the broad general terms of what are the influ- 
ences at work upon retail distribution and upon general 
business as well as retail distribution, for there is an 
interlocking that cannot be disregarded and if business 
in the industrial sense is bad, business in the retail 
sense must also be affected. If any of the other funda- 
mental conditions affecting the business life of the 
country and the prosperity of the individual are dis- 
eased or dislocated, that disease and dislocation must 
necessarily find its way back to the individual store, 
whether it be in your line or any other. 

“If you want to find reasons for pes- 
simism, you can find them in abundance. 
If you want to try to prove that the con- 
ditions are such as to invite pessimism, 
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you can prove it. If, on the other hand, 
you wish to announce a policy construc- 
tive and hopeful, you can do so and find 
abundant proof for that condition as well. 

“So that what I am going to try to speak to you 
about this afternoon are the fundamental conditions 
that I believe bear directly upon every channel of 
retail distribution, although obviously by localities 
and by trades there are modifications of these general 
conditions to meet what are the localized conditions 
in the community in which the business is located. 

“Ten years is not a long time in the development of 
a business or in the development of a city, much less 
the larger political section or body of our country, and 
the last ten years in which this country has been 
through more of turmoil and in which the world has 
suffered more than at any other periods of its history 
has brought to this country and to our business certain 
fundamental changes and certain basic advantages that 
could not have been derived under the ordinary pro- 
cedure of national and international development in 
decades of ordinary operation. 


Increase in Population Encouraging 


“As affecting business generally and retail distribu- 
tion at least in part, maybe the first factor that I think 
we need to look at as a factor of promise in the ten 
years that I have referred to, the population of this 
country has increased fifteen million people. That is 
not the customary increase of an ordinary decade as 
we measure the time prior to 1913, because there have 
been influences at work, we have lost men in our par- 
ticipation in the war, we have lost men through their 
participation as nationals of other countries from which 
they came, feeling that it was necessary to go back 
and fight the battles of their home land; we have lost 
again by virtue of the number of people who have left 
the country and gone back to their own homes for 
various reasons, and finally, by the limitation of immi- 
gration which has stamped its influence upon the 
decrease in the number of new people who would come 
to our shores but in the face of it all, there have been 
in ten years fifteen million people added as customers 
of those who produce and distribute the commerce and 
the merchandise of this country. They are fifteen mil- 
lion consumers. 

“Of that fifteen million, more than half of them are 
also producers. In the production of added wealth, in 
making possible the employment of a larger number of 
people, in the wider distribution of the rewards of the 
industry, all bringing to bear factors that put money 
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at the disposal of those who furnished the medium by 


which merchandise is distributed,—fifteen million new 
consumers, fifteen million new customers! 
**Perhaps there has been an increase in 

the avenues of distribution more than 
equalling the increase in the number of 
customers, but that does not seem to me 
to offer any discouragement or any rea- 
son why we should think differently of 
the fact that we have a large, new clientele 
which, by and large over the country, 
should be a cause for hope as they offer 
the opportunity for wider distribution. 

“Or take the ability to buy, the willingness of this 
new population and of the old population to consume 
merchandise. We have there again a reason for enthu- 
siasm. Never was there a time when those who con- 
sume merchandise were better employed than they are 
today; never was there a time when the reward of 
industry on the part of any individual who would work 
was as great as it is today; never was there a time when 
the increase in buying power ran ahead of the increased 
cost of the total living elements in the country as today, 
and the willingness to buy has in the present time been 
definitely restored and is being definitely utilized. 


The Position of the Farmer 


“Perhaps only in those agricultural areas where, by 
virtue of the difference in the price of the commodities 
grown upon the farm, controlled by prices made not 
at home but in the markets of the world, can there be 
any thought of a decreased willingness to buy or of a 
decreased ability to buy. 

“Today we are struggling with the Northwestern 
condition. On Thursday of this week there is a confer- 
ence held here for the purpose of creating a corporation 
with a capital of ten millions of dollars to throw that 
money into the territories that are sadly affected by 
virtue of the high price of things to be bought and the 
low price of things to be sold, to see if, with an amount 
even so small as that against the aggregate need, there 
cannot be a new balance created whereby even in that 
distressed territory of the Dakotas and Montana and 
Idaho and western Nebraska and some of the other 
territories of the country, there can be restored the 
ability to buy and the willingness to buy. 

“How far that affects any of you I would not be able 
to say but it is only a temporary condition. The fact 
remains that we have the increased customers and the 
fact remains that the nation over, we have the increased 
ability to buy and the increased willingness to buy. 
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Bargaining and Thrift Go Together 


‘Along with these things is only one condition that 
I believe we have not yet quite fully accepted. That is 
the manner of buying. During the years of the war 
and especially the period that we were in the war, and 
during the months immediately following, when prices 
ran away with prices and when individuals thought 
they were reaping great rewards and paper profits were 
expended, there was little consideration of the amount 
that was paid for merchandise and the old thrifty con- 
dition of bargaining was rather abandoned. Thrift and 
bargaining go together and the day that there is a 
bargaining on the part of the buyer, no matter what 
commodity he may be seeking, even as Mr. Slater has 
suggested to the use of the hours of perfectly valuable 
time of the organization for the purchase of shoestrings 
carried on up through all of the commodities that men 
and women buy this nation will be in a better position 
for the solid stability of the retail interests of the coun- 
try. When there is again something of a return to that 
thrift which means a bargaining for commodities, a 
care in their selection, a care in the price paid to make 
sure that the quality offered and the price paid are in 
accordance with the value of the article offered for 
sale. 

“But these things of which I have been speaking have 
brought forward another most important factor. The 
national income represented by the income from dis- 
tribution and production and transportation has in- 
creased in these same ten years of which we are talking 
from thirty-three billions to perhaps nearly sixty bil- 
lions of dollars. No similar period of time in the his- 
tory of our country has ever seen an increase of annual 
income to compare with that. 


Big Increase in Savings 


“Now, how does it directly affect your business and 
mine? In that national income are many factors. One 
is the factor of savings, and in those years of which we 
are speaking, the savings deposits of the United States 
have increased from four billion dollars to seven billion 
dollars. 


“If savings increase, they increase out of surplus. 
They do not increase by depriving the saver of the 
wherewithal to live and live comfortably but they con- 
stitute the surplus of funds after living costs have been 
paid, a little put aside for a rainy day, the purchase of 
a home or interest upon investment, the interest on 
which will take care of the saver in his later days. 


Still Bigger Increase in Deposits 


“And this fact brings about the peculiar situation 
that an increase of four to seven billions of saving, the 
interest on which as a surplus is available for redistribu- 
tion, constitutes a fundamental underlying the pros- 
perity of your business and mine that may not be dis- 
regarded. 

“Or, if* you want to go further afield and you will 
take the total of the deposits of the people of this coun- 
try in their commerical as well as in their savings banks, 
that instead of being nearly double in the ten year 
period will be found to be practically 250% increase in 
the same period of time and what does that mean? Not 
money, the income upon which, going back into the 
markets for the purpose of things, will increase the 
retail business—it means money available for carrying 
on business, the assurance of capital and the assurance 
of credit to meet the requirements of any business 
operation that the country may have to undertake. 


My objection today to business men is 
that they are too keen to try and find out 
what somebody else is thinking, they are 
too often swayed by the pessimistic note 
of those who have reason to be pessi- 
mistic or by the ultra-optimism of those 
who make profit out of optimism. Every 
man in business is entitled to his own 
stable judgment, to be swayed not by 
the howlings and the carpings of those 
who are paid to do the howling and the 
carping, not to be swayed by the agitator 
and by the argument, but to know the 

+» fundamental condition and to rest his 

judgment upon those conditions and to 
visualize those influences that are affect- 
ing the fundamental conditions, and as 
a citizen of a great country do his part 
and accept his responsibility in correct- 
ing those influences that are antagonistic 
to his own prosperity. 

“Tf the business men of this great country, organized 
as they are today in serried ranks, by trades and by 
territories, will awaken to the sense of responsibility 
and accept it and affect the influences which they can 
bring about, then the fundamentals will always be with 
us and year by year they will become more substanti- 
ally planted, and year by year greater stability will 
result and year by year inevitable profits will come into 
our coffers.” 
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known as Sam Davis Day, in honor of the hard- 

worked and extremely popular field secretary of 
the N. S. R. A. Instead of being presided over by Cal 
Mensch as originally planned, however, L. E. Langston, 
of Fort Worth, Texas, was called to the chair by Presi- 
dent Slater, as Mr. Mensch was confined to his hotel 
room with tonsilitis 


§ pone the second day of the convention, was 


In his opening address Secretary Davis 
stressed the importance of the positive 
rather than the negative way of making 
sales. Agreeing with the customer will 
gain a customer’s good will much more 
quickly, he declared, than will an argu- 
mentative way of getting at the deal. 

In part he said: 

“The merchant, the salesman, the individual, who 
can listen patiently, nod smilingly, while the customer 
or the complainant is talking to you—you are going to 
win every time, as against the fellow who reveals on his 
count. 

“Tt is a strong point in business—yes! You cannot 
antagonize and influence at the same time. 


Keeping Track of the Walk-ouls 


‘In Los Angeles a couple of weeks ago one of the 
most successful merchants there showed me his weekly 
chart of calls, sales, walk-outs, the batting average of 
each salesman and how he stood. Every week they 
analyze that. 

“A shoe merchant in New York State had occasion to 
compliment a young man for making a $32 or $36 sale 
in a very short time, and he says, “That is very good 
work, very nice 20 minutes’ work.’ 

“*Twenty minutes—don’t forget I gave that woman 
an hour and a quarter of my time yesterday.’ 

“Without that proper dismissal there 
would not have been a come-back for 
that walk-out. One of the highest grade 
stores on Euclid Avenue in Cleveland told 
me that, ‘We have the greatest percent- 
age of walk-outs of any store in the city 
because we do not importune, but we 
have a far greater percentage of call-backs 
because we dismiss each and every looker 
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so as not to make them feel that they 
took up our time.’ 


“T heard a fellow trying to sell a shovel. He said, 
‘Here's a shovel that won’t bend. This shovel won't 
break, nor it won’t get rusty.’ I was waiting to hear 
him tell the customer something the shovel would do 
but he didn’t tell it to him. 

“A very prominent shoe merchant in New York City 
told me recently that they listen with a smile to the 
complaint of the customer and when they get through, 
he says, “Yes, now what would you like us to do?’ ”’ 

Then followed an open forum discussion on the sub- 
ject of store location. 

M. A. CONDON, of Charleston, S. Car.: “In your 
estimation, how much more value is there to a corner 
shoe store, than to a store next to the corner, or in 
the block?” 


MR. WILLIAMS, of St. Louis: “A hundred per cent 
in favor of the corner. I will qualify by saying that the 
corner should corner on two important streets. My 
store is on the corner of two busy streets. Mine is 50 
feet frontage.” 


MORRIS ELLISON, Nashville, Tenn.: “You have 
two chances to one to start with and if they stop they 
generally stop on the corner to catch a car, if it is a 
station. You have just got 200 per cent over the man 
that is in the middle of the block.” 


MR. LANGSTON: “I don’t agree with you folks. 
It is my experience for the average size shoe store, 
there is a very small difference, if you are on the main 
thoroughfare and the main shopping street, for the 
average size shoe store between the corner and the 
center of your block, I wouldn’t give you 15 per cent 
difference. In handling some real estate which we often 
do in addition to our own store location, we find it 
much to the advantage of a jewelry concern or other 
business, but very little to the advantage of our store, to 
be on the corner, and we have tried it both ways, that 
is for a store 19 to 20 feet in width.” 


MR. SLATER: “J. & J. Slater were on the corner of 
28th Street and Broadway for 19 years. We were on the 
corner of 25th Street and Broadway for 19 years. For 
four years I tried to get a corner on Fifth Avenue, 
that 1 thought I could afford to pay the rent of and 
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make money. When I moved to Fifth Avenue, eight 
years ago, I took a store in the middle of the block and I 
want to tell you right now I made no mistake. | am 


perfectly satisfied with my location. 


““My business doubled in four years. 
It is the service that you give and the 
manner that you make your store 
attractive. 

“While we are looking for a store on Fifth Avenue 
today, I doubt if I would go to a corner unless the rent 
were very attractive. You lose, on a corner store, to my 
mind, a great deal of wall space. Now I don’t mean to 
tel] you that my experience should govern all you men. 
A great many men in this country don’t think that I 
use my windows at all. Some days we put one pair in, 
some days two pairs, some days three pairs. We have 
been known to digress and put in six pairs. That is as 
many as we ever put in, so my problem is a little dif- 
ferent, but [I did want to let you know my experience.” 


JESSE ADLER, of New York: “I disagree some- 
what with the speakers that say corner stores are not 
any better than inside stores. When you misconstrue 
service, reputation, etc. for reliability and the prestige 
that has been built up for years and if you are in a high 
price game inside stores are just as good as any others. 
but if you are in a medium price merchandise, and you 
are looking to get the prestige and the trade that your 
windows bring, a corner store stands out by far fully 
75 per cent to 100 per cent or double what an inside 
store does. 

“We had a store adjoining a cross-town street, an 
inside store, second store from the corner. We were 
forced out; we lost our lease and we moved to a corner 
store one block away from the good cross-street and 
our business increased about 30 per cent as soon as we 
took possession and I feel that corner stores are by far 
better for a man building up his business where with 
high-priced shoes, high-grade shoes and reputation you 
can go into a side street and still have your trade com- 
ing to you. That, to my mind, is the difference, the way 
corner stores and inside stores must be looked at.” 


Inside Store Best, Says Teras Man 


MIR. BUCKLEY, of Houston, Texas: “I believe 
that an inside store is the best proposition of any that 
have been mentioned today. We have an inside store, 
in the middle of the block, 30 feet front, 157 feet deep, 
probably one of the longest stores in Texas. We are 
right next to the largest ready-to-wear store in the 
city. Now I believe from observation that shoe stores 
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situated on the corner are more or less hampered by 
the crowd that hangs about. I have heard shoe proprie- 
tors complain that they obtained very little trade from 
people who passed by merely looking at the styles. | 
am strictly for the inside store or in the middle of the 
block, next to a large dry-goods store.” 


LEW TUFFLY, of Houston, Texas: “‘Our firm has 
been in business 40 odd years and always on a corner. 
We think that a corner location is at least half of your 
advertising. If you have the difference to spend on in- 
side locations or newspaper advertising, spe nd it ona 
corner location. We have our corner so situated that in 
turning the corner you must pass right into our window. 
It isn’t an abrupt corner, it is at an angle. We are 
bothered, as Mr. Buckley says, by jelly beans who hang 
on the corner. 

“We took care in arranging our windows. Our de- 
partment allows for an offset, and we think and are 
told by other display men in town, that one of our 
windows is the most observed window in town and that, 
we think, is due to a corner. We wouldn’t go inside un- 
less we were forced away from the corner.” 


How to Pay Salesmen 


Diverging for a moment, the question of the per- 
centage of gross sales applicable to rental was brought 
up. 

A. H. GEUTING, Philadelphia: “Our rental per- 
centage is a little less than four. I agree with Mr. Langs- 
ton that when a man has a good lease or has bought his 
property cheap, he is entitled to charge that amount of 
rental on his merchandise. The trouble with retailers of 
the country at large is that they do not take advantage 
of the opportunities that might be given them. It is 
really discouraging in spite of all our efforts to build up 
the profits of shoe stores of the United States to make 
you more prosperous merchants, to, for instance, gel 
the report of the Harvard Bureau to show that in 1921, 
for instance, you haven’t made any money. There are 
many ways of making money and many ways of letting 
it slip by. We pay too much attention to our competi- 
tors. We don’t mind our own business enough. If you 
have any stores, I would say that the rental is valued al 
more than what you charge up or that you would know 
of that. I should say you ought to correct it as Mr. 
Langston has suggested. 

“I'd say that the average rental of shoe 
stores throughout the United States, at 
least, the body assembled here, is over 
3 per cent. I think it would average 
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pretty close to 4 per cent or 5 per cent. I 
think it would be perfectly fair for any- 
body in the room here to charge his 
rental up at 5 per cent in his expenses.” 


How Much for Reni? 


C. E. WILLIAMS, St. Louis: “What do you figure a 
man can afford to pay for rental in percentage of his 
gross sales?” 

W. W. WILLSON, Boston: “When he goes above 5 
per cent, it is becoming harder all the time. If he can 
keep his rental to 5, it is not bad; if he can get under 
that it is so much better. When he goes above 5 per 
cent it makes it that much harder, although a man 
starting in business in a new location might start out 
with an 8 per cent rent during the first year’s business, 
but if he can in two or three years work it down to 5 
per cent and possibly down to 4 or 314, he is working in 
the right direction.” 

MR. WILLIAMS: “Mr. Willson, as I understand, 
you run stores in Boston and New York, two metropoli- 
tan cities and you endeavor to get in prominent loca- 
tion. What would be the point of saturation beyond 
which you wouldn’t feel justified in paying for a loca- 
tion on an anticipated amount of sales?” 


MR. WILLSON: “I don’t know as I quite under- 


stand you.” 


MR. WILLIAMS: “You pick out a store, size up the 
location and you figure you can probably do about a 
certain volume of business there the first year and 
increase it the second and third to the maximum. Where 
would you be willing to start your rental based on that 
first year’s anticipation? The highest percentage that 
you'd stand?” 


MR. WILLSON: “It depends upon how bad you 


want to be in that location.” 
MR. WILLIAMS: “Would you go 10 per cent?” 
MR. WILLSON: “That would be the maximum, and 


as much less as you could get. Eight would be high 
enough, but 10 per cent would be the limit.” 


CHAIRMAN LANGSTON: “Let’s hear from some- 
one who has a question in mind regarding store front 
and window trim. What percentage should a man pay 
on his gross sales for taking care of his window? How 
many figure in that way, or do you carry it with your 
advertising? How many carry it with your advertising? 
What per cent of your advertising appropriation do 
you spend for window trim?” 
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How to Charge Salary of Window Trimmer 


MR. ROSENTHAL, New York: “One very im- 
portant factor in window trim which you probably 
overlook in the cost is the man that trims your windows. 
That is an expense. You have to detail someone to do 
that. This man is not selling merchandise when he is 
getting your window ready. That is an expense for 
trimming the window. We all have that expense. We 
may not figure background or things we put in our 
window but the people in charge of the window are 
giving their time and are being paid for this work so 
you have a fundamental expense in trimming your 
window.” 

MR. HEROLD: “We are going from now on to 
start our advertising with our window. In other words, 
we don’t care what it costs; we haven’t any idea of 
caring what it costs because that window has got to be 
right, it has to be constructed right, it has to have a 
background that is right, it has to be decorated, but 
understand it cannot be over decorated. It isn’t like 
taking a whole page space in the paper as against a two- 
columns. But no matter how big your front is, it cannot 
be over-decorated, but it must be done right.” 


Unbreakable Rules Are Wrong 


“| have always found that when I tried to bind my- 
self down to a definite percentage which ranges from 10 
to 15 per cent of the appropriation, I find I am bewil- 
dered for this reason. It all depends on how soon I 
expect to reconstruct that front. We have a front now 
that we think will last us—it should last us for 10 years, 
where our rule has been in the past that every seven 
years we figure on changing something. It doesn’t make 
any difference how good it is, we change it any way, 
spend the money anyway. 

“You can’t really tell what the per- 
centage of advertising is in your windows, 
in my estimation, until you have arrived 
at that period that you want to charge it 
off. Our windows at the present time we 
estimate from the line of our window 
which runs back 191% feet, the cost was 
approximately $9,000. Now whether we’re 
going to write that off in 10 years or not 
we don’t know, but you must remember, 
in my estimation, that the matter of 
writing off the amount of money that 
is spent in your front, the depreciation 
of materials and fixtures that you buy, 
is a very large factor. The matter of 


charging up the expense of a decorator in 
the window is only incidental, in my 
estimation. 


“You have certain fixed, permanent fixtures that you 
know you have to put in there, but you don’t, know 
when you buy them how long they're going to last. You 
cannot figure that against the length of your lease 
because you're figuring against pulling power. 


Says Windows Better Than Newspapers 


“That is why we have made up our minds that if we 
are going to be extravagant at all in advertising, our 
window advertising has simply got to come first. That 
is the way I feel about it, and we cut down our news- 
paper appropriations and our direct advertising ap- 
propriations to measure up with the depreciations and 
the expenses that we go to for special displays. 

“If we were to start in to try to analyze every item 
of our window displays, I think we'd have a big job on 
our hands. We have some salesmen in our store who 
are very good at forming shoes, but they do not know 
how to decorate. We use them to form shoes. We do 
not let those men get into our windows.” 


How Potter Does It 


MISS ENGLEHARDT, Potter Shoe Co.: ““We have 
our windows operated on what we call the feature plan. 
The background itself, the stationary background, is 
seldom changed except for cleaning, but we have inau- 
gurated a sort of a scheme where we have panels painted 
according to whatever the attraction is in the town. 

“For instance, we have the races, you know, across 
the river in Kentucky and Miss Steelman has a large 
panel painted and set in the back with a horse on it. 
Then for the hunting season we had a woman dressed 
in a riding habit, with dogs, etc. They are all oil paint- 
ings. In each one there is featured something of interest 
that has come to the city. Sometimes the windows are 
changed every two weeks, the background,—just when- 
ever a certain thing comes to the city. 

“It has been so very successful that we have had a 
number of retailers come into the store—not shoe 
retailers but department store people, come after the 
same young man and ask him to do this work for them. 
It really is a wonderful thing, the attraction that comes 
to the windows from that kind of trimming. Then we 
are always looking around for some very beautiful 
piece of tinsel, etc., to make the windows attractive to 
women. You can’t have them cold.” 
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P, M.’s and P. E.'s 


The subject then was switched to Salesmen’s 
Compensation. 

W. W. WILLSON: “I have very exact records back 
to 1912 and have used several different systems. We 
are today using a system that I call the P. E. system. 
What do I mean by “P. E.” system? Personal Effort. 
| have said right along we want more personal effort 
in our business, back of our sales. How am I going to 
get it? Pay a man $25 or $30 a week, so much in P.M.’s. 
He works hard for the P. M.’s. He does not work for 
his $25 thoughtfully. So knowing our percentages right 
through, we have arrived at something like this: An 
$8.00 pair of shoes, brand new, right from the factory, 
we will probably spend 40 cents or 50 cents to sell the 
shoes under ordinary circumstances. If he sells one pair 
we give him forty cents, if he sells two pairs, he gets 
eighty. When you have but sixty pairs of those shoes 
left, you may move it up to 55 cents; when you have 
only six, or eight, or ten pairs, you may put sixty or 
seventy cents on it. 


Sold Many Overshoes in October 


“I have tried a number of different schemes and 
while this is based on the P. M. idea to a certain extent 
it takes everything in the store. A pair of overshoes 
has 25 cents to 30 cents on it and we sold more over- 
shoes in October and particularly in November than 
we ever sold before in our history because of the 25 
cents or 30 cents, as the case may be, on that pair of 
overshoes. The system has worked fine. 

“It is worked somewhat on the piece system that is 
worked so successfully in the shoe industry. You pay 
them so much for doing this and so much to do that in 
making a pair of shoes and they make hundreds of 
pairs quicker.” 

MISS ENGLEHARDT: “No one has 
touched on the same method we have. 
For the information of all the people 
here I want to say that we carry a certain 
percentage on each shoe in the store, 
two, three, four, five, six, or seven per 
cent as the case may be, and the clerk gets 
absolutely what he sells, he gets the per- 
centage on just what he sells. If he picks 
out a new style shoe and it carried 3 per 
cent, he gets 3 per cent on that. If itisa 
hard selling line the percentage is 7 per 
cent and he makes 7 per cent on it. That 
works out very well.” 
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MELVILLE .KAUFMANN, San Francisco: “We 
pay our men on a combined salary and 2% on their 
sales basis and we find naturally that when a man is on 
that basis, he prefers to sell a regular $15 shoe at 2% 
than a $10 shoe, because naturally as our lines become 
broken and our shoes become less saleable we reduce 
our selling prices. Therefore he prefers to sell a $15 
shoe with a 2% commission on it rather than a $10 
shoe with a P. M. on it because until very recently we 
had no P. M.’s in our store over 25 cents per pair. 

‘However, in order to stimulate a real spirit of com- 
petition among our sales force and in order to stimulate 
the sales of our P. M.’s, we have recently inaugurated 
during our regular selling periods, not sale periods, what 
I term a ringer system and this is how our ringer system 
works. 


Bigger Percentage on Ringers 


“In addition to giving a man a 25 cents P. M. for the 
sale of every pair of P. M. shoes, so termed, we give a 
man 10 cents a pair for the sale of the first forty ringers 
but not less than forty ringers. Now what does a ringer 
mean? We go through our stock and we take certain 
lines of P. M.’s which we believe are fairly salable and 
we assign to them the unit called ‘single ringer.’ In 
other words, every time a man sells a pair of those shoes 
in addition to the regular 25 cent P. M., a check of one 
is put against his record. If he, however, sells a pair of 
less salable shoes, such as all of us occasionally have 
on our shelves, he receives what we term a double 
ringer and gets a check of two against his record. He 
must at the end of a thirty day period have at least 
forty of these checks against his record in order to be 
in on the money and our system is subject to variation, 
depending upon the condition of our P. M. stock. We'll 
say for the sake of illustration that for the sale of forty 
ringer business, not less than forty, the man received 
ten cents a pair additional; from the forty-first to the 
sixty-fifth ringer he receives fifteen cents a pair addi- 
tional and for each ringer sold over 65, he receives 
twenty-five cents a pair additional. So you see that 
actually after he has sold sixty-five ringers during the 
month, if he sells a double ringer after the sixty-fifth 
pair he is in truth receiving seventy-five cents a pair 
additional and for each single ringer, he receives fifty 
cents a pair additional. 


Divide Salesmen into Classes 


“This is what it does: at least, the way it has worked 
out in our store and I am sure it would work out the 
same in all other stores. You have certain men in your 
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store who are particularly good ringer men, P. M. men. 
You have a second group of men just moderately suc- 
cessful at the sale of P. M.’s and you have a third group 
of men whom you might term not successful P. M. 
salesmen. This is what it has done in our store. We 
have about five men who are always toward the top on 
the sale of P. M.’s and there is real competition among 
them. They have little wagers among themselves, 
which I don’t discourage to see who can sell the most 
ringers in that first classification. The same thing hap- 
pens in the second classification and in the third classifi- 
cation. The result is that we have almost doubled the 
sale of our P. M.’s by the inauguration of this ringer 
system and we always make our lower limit the first 
forty, we always analyze our stock and our salesmen so 
carefully that at least even the poorest P. M. salesman 
in our store can sell those forty ringers. That is another 
way in which we have solved this P. M. problem.” 


What About the Color Situation? 


The only set speech of the afternoon was made by 
Margaret Hayden Rorke of the Textile Color Card 
Association. In speaking of the color situation she said: 

“The Orient we have drawn on for color inspiration. 
Fashion is decreeing that the Chinese is very much to 
the fore in vogue. Now, we have Chinese colors which 
must come into a motif of this unique pageant and color 
picture. Of these Chinese colors, yellow is the dominat- 
ing note. Fashion demands that yellow will be one of 
the biggest colors of the coming Spring and Summer 
season. Yellow, not only in its soft tones but through 
the whole gamut of its range into the orange tones and 
the vibrant yellows of the Chinese Empire. 


The Vogue of Green 


“Next to yellow, greens stand out,—almond greens, 
soft, gray tones which will go in suits and dresses and 
every kind of apparel, and as a contra-theme to that, 
you have the more vivid tones of the Chinese jade type 
of green which offsets the grayer tone to enliven it 
and make it more of the sport element of color. 

“Next to green, blues come. Blues have been very 
dead in the past. One reason was because blacks be- 
came so strong and so dominant in the past two years 
that it simply put navy blue out of business. The two 
never run together. But black has had its deathknell— 
I don’t mean to say that it isn’t still a styles factor. It 
is, but color has been knocking at the door for so long 
for admittance in its glory that black has been relegated 
as merely an incident rather than the dominating note. 


“Much white will be worn, not only in all white 
attire but as I see it now there ismuch more a dominant 
call for the note of color. 


Black and White V. ery Smart 


“Now, black and white together is a very smart 
thing and it is demanding recognition and is getting it 
today. Paris has been using black and white for quite 
some time and we are getting the reflections of it here 
in this country. 

“Now there you have a little picture that I have 
thrown on the screen for you'in color and fashion. 

‘Perhaps while I came merely to talk of color, still 
[ cannot help but talk on the various vogue of attiring 
that I feel must fit into the picture of the shoe. The 
silhouette, as we call it, has changed materially. The 
day was when the tailored costume was passé, but now 
it has come back with a bang. The tailored gown and 
the tailored suit is the smartest thing of the moment. 
The strictly mannish tailored suit has come with a re- 
birth. That influences your shoe styles. 

“T noticed last night at that fashion show that you 
have very well taken care of that, and I am very glad 
to see that you have sensed the approach and the com- 
ing of that smart, mannish style in the shoes that you 
show. 

**Let color be the messenger which sells 
your goods. When you put it in the win- 
dow, put it there with the idea and the 
psychology back of it that it’s going to 
bring a message to the outside, to the 
passer-by in the street. There isn’t any- 
thing that a woman responds to quicker 
than she does to color. 

“Men respond to it, too, but they don’t know it. A 
great many men are color blind but that is, perhaps we 
will say, more a therapeutical idea of color than the 
scientific or the practical or the effervescent side of 
color. 

‘But remember that color will help to sell your mer- 
chandise, as I say, quicker than anything else. Back of 
all this color propaganda, if you want to call it that, 
although that is not a good name for it, this color educa- 
tion is perhaps better,—there stands a phalanx of 
industry working to help you and your industry solve 
your color problems. In America today there has been 
built up by the co-ordinated efforts of every hranch of 
industry which uses color, the great fabric branch. The 
silk, the wool, the cotton and now the shoe and leather 
industry are working to make color appreciated in in- 
dustry, to make it put across its merchandise.” 
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Shoe Production in 1923 Exceeded That of 


Previous Y ears 


Figures Show 351,114,273 Pairs, a Marked Gain Over 
1919, the Big Year 


at Washington, D. C. show that production of 

footwear (other than rubber) amounted to 
351,114,273 pairs during 1923, which is approximately 
an increase of 20,000,000 pairs over 1919. The latter 
was considered the banner year. 

The census figures show that the 1923 production 
exceeded that of 1922 by 27,237,815 pairs. The output 
of women’s shoes during 1923 amounted to 109,776,409 
pairs as against 105,367,667 pairs in 1922. There were 
100,282,892 pairs of men’s shoes produced in 1923, an 
increase of more than 10,000,000 pairs over the preced- 
ing year. An increase of approximately more than 
3,000,000 pairs is noted for infants’ boots and shoes 
which numbered 27,015,445 pairs in 1923. 

ao rs rease was sans in the production of —_ 


YIGURES compiled by the Bureau of the Census 


in 1923, nl misses’ and children’s 40,135, 924 pairs. 


The output of athletic and sporting boots and shoes 
(leather) showed a sharp decrease in 1923, as compared 
with the previous year. The production aggregated 
6,433,693 pairs in 1923, as against 8,448,308 in 1922 
However, a gain was registered in the manufacture of 
shoes made of canvas and other textile fabrics as 
8,346,705 pairs were produced in 1923, as compared 
with 6,739,339 pairs in 1922. 

The December production amounted to 22,676,436 
pairs and comprised, men’s 6,773,217 pairs; boys’ and 
youths’ 1,367,459 pairs; women’s 6,881,703 pairs; 
misses’ and children’s 2,666,342 pairs; infants’ 1,732,185 
pairs; athletic (leather) 318, 109 pairs; canvas and other 
textile 432,682 pairs; all other 2,504,739 pairs. 

The following table shows by class the number of 
pairs of footwear (other than rubber) manufactured in 
the United States during 1923, 1922, 1921, 1919 and 
191 4. 











“United States Production of Footwear (Other than Rubber) 19 23, 1922, 1921, 1919, 1914 
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Kind 











| 
Boots and Shoes: | 
| 100,282,892 | 
| 
| 


Men’ Mone dse aces eeceeseseesseeenesecevers 

Boys’ ES SEER ON ..| 22,238,666 

i ha ge wh Giaarwrs ..| 109,676,409 

Misses’ and Children’s. . ee Sm We eee 10,135,924 

are er ak hs on 5 wn ule gii.wa |} 27,015,445 
Athletic and Sporting (leather)............... 6,433,693 


8,346,705 


Canvas and other Textile fabrics Pas 
36,984,539 


All other (Slippers and Miscellaneous Footwear) 





| 351,114,273 


(1) Not Separately Shown. 








1929 1921 1919 1914 
89,984,065 69,457,535 | 95,017,356 | 98,031,144 
21,631,905 | 18,462,032 26,503,432 | 22,895,719 

105,367,667 | 101,473,985 104,812,505 | 80,916,239 
39,443,554 | 35,065,527 18,538,203 | 18,322,395 
23,939,001 17,379,147 16,668,912 15,476,763 

8,448,308 5,546,898 | 585,710 | (1) 

6,739,339 | 8,601,582 11,056,363 | (1) 
28,322,619 30,784,395 | 28,042,147 27,024,208 
323,876,458 286, 771, 101 5 331,224,628 292,666,468 








David J. Crowley Is Dead 


Lynn, Mass., Feb. 12.—David J. Crowley, office and 
production manager of the Cotter Shoe Co., of this 
city, died on Feb. 8 after a brief illness. Mr. Crowley 
contracted a cold a few days prior to his death and it 
developed into pneumonia. 

Mr. Crowley had a wide experience in the shoe in- 
dustry, being associated with several Lynn concerns at 
different periods. Mr: Crowley was regarded as an 
expert in his capacity in the shoe business and was held 
in the highest esteem by his associates in the industry. 
He was prominent in civic affairs and held an office on 
the sinking fund commission when he died. He was a 
member of the Elks and Knights of Columbus. He 
leaves a wife, Mrs. Elizabeth H., two sons, James and 
John; and a mother, Mrs. Margaret Crowley, all of 
Lynn. 


Marcus Boshe Is Dead 


Boston, Mass., Feb. 8—Marcus Beebe, prominent 
leather merchant of this city, died on Sunday, Jan. 27, 
at his home in Malden, a suburb of this city. He had 
been ill a long time. Mr. Beebe was 73 years of age and 
resided in Malden since 1878. 

For many years he had been president of the firm 
of Lucius Beebe & Sons, Inc., leather merchants and 
tanners, of 129 South street, Boston. He also was presi- 
dent of the Brockton Gas Light Company and the 
Ayer Tanning Company. 

He was a director of the Bunker Hill branch of the 
American Trust Company, the First National Bank of | 
Boston, the Keystone Telephone Company of Phila- 
delphia, the Wakefield Building Association and the 
Cotton and Woolen Manufacturers’ Mutual Insurance 
Company. 
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Where the Harvard Bureau of Business Research Advised Merchants. 


What Harvard Did at the Convention 


HAT is the biggest weakness of the retail shoe 
\ merchant? This question was asked one of 
the experts of the Harvard Bureau of Business 
Research at the N.S. R. A. Convention. The answer 
was, “Failure to realize what turnover means.”’ Leading 
the way to a chart displayed on the wall, the Harvard 
Bureau man pointed out the truth of this assertion. 
Average figures of 83 identical shoe stores for four 
years showed a turnover too small to make retailing of 
footwear an inviting business. It also showed that if 
merchants fail to adjust their expenses to decreasing 
sales, a loss is sure to follow. 


Never a Two-Time Turnover 


At no time was there a two-time turnover of stock, 
although in 1920, the peak year, everyone was sup- 
posed to be doing a wonderful business and making 
money. An increase in sales of three thousand dollars 
was more than offset by an increase in expense of 
$1,852.00—extravagance and waste, sacrificing the 
possible chance of making an actual profit. 

Apparently the profit of 1919 was too much pros- 
perity for the average retail merchant to control. 


Lack of Records Responsible 


In 1920, with volume slightly better, extravagance 
had obtained the upper hand and a drop of six thou- 
sand dollars in profit was the answer. All this time no 


attention was paid to turnover of stock. Business was 
good and as long as profit was made, that was taken as 
evidence of good business management. Had these 83 
stores installed proper records to guide them in the 
conduct of their affeirs, they would not have fallen 
into the path of wastefulness which the figures of 1920 
indicate so clearly. 

The records would have disclosed the tremendous 
increase of cost of merchandise sold, which is also an 
item of importance too often overlooked. When the 
merchant realizes that volume does not indicate success, 
he will begin to look into the other vital factors that 
govern results. 


What Figures for 1921 Show 


Figures for 1921 show a falling off in every item 
including profit, but the percentage of cost of mer- 
chandise sold to net sales did not. Less business was 
done and this created a smaller amount for cost of 
merchandise sold but the high percentage was still 
maintained. This is reflected in the reduction of gross 
margin which, even by reducing expenses by $2,200.00, 
was too great to have the year’s business show a net 
profit. The rate of stock turnover was only 1-10 of one 
per cent below that of 1920 even with a drop in sales 
of $1,400.00. This shows a reduction of merchandise on 
hand because stock decreased 18 per cent during this 
year. 
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FIGURES COVERING 83 STORES 

1919 1920 1921 1922 
i ed els $77,000 $80,000 $66,000 $59,000 
Cost of Merchandise Sold...... . 50,897 38,000 48,246 41,890 
RE as picvecccascthoadssan ie 22,000 17,754 17,110 
Total Expense 18,788 20,640 18,414 17,228 
Net Profit or Loss $7,315 $1,360 $660 $118 

Profit Profit Loss Loss 
i sok dds bc Vevedeensneue 1.7 1.9 1.8 1.6 














Analysis of 1922 Figures 


In 1922 we still find plenty of evidence of lack of good 
business judgment which had found its way into the 
business in 1920—seven thousand dollars less sales, 
seven thousand dollars less for cost of merchandise 
sold, six hundred dollars less gross margin and twelve 
hundred dollars less expense. Turnover 1.6 times. 
These are the only figures showing a ray of hope for the 
ultimate solution of these problems. A reduction of cost 
of merchandise sold equal to the decrease in sales is a 
good sign and indicates a step in the right direction. 
Maintenance of the gross margin, in spite of the drop 
in sales, is also to be commended, as is also the de- 
crease in Total Expense. The sad part of these figures 
is the drop in percentage of turnover. 


Stocks Out of Proportion 


What is the solution? The cause is evident. Lack of 
necessary information in the form of records for proper 
analysis is the prime factor or reason for these condi- 
tions, but having the figures before us isn’t it a simple 
matter to see that stocks were entirely out of propor- 
tion to business done? Too many merchants guess at 
their turnover and are quick to tell you that they turn 
their stock at least three times a year, but not one of 
them can prove it to you by proper records. 


Less Guess—More Head Work 


There is altogether too much guesswork in the 
retail shoe business. Too much self-confidence for the 
retail merchants’ own good. When these merchants 
realize that money and brains are being utilized for 
their advantage, they will begin to look around and 


ask where such help can be obtained. That is the pur- 
pose of the Harvard Bureau of Business Research: 
To tell you what your turnover should be and why it is 
what it is; to help you systematize your business and 
place it on a basis from which an analysis is possible, 
for only by knowing every detail of your business in cold 
figures can you ever hope to succeed. 
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Chart containing vital statistics to retail shoe merchants 
Composed by Harvard Bureau 
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Here Are N.S. R. 


HE following officers were elected: president, 

Seaton Alexander of Wheeling, W. Va.; first vice- 

president, H. A. Rosenbach, Chicago, IIl.; second 
vice-president, Lee Langston, Fort Worth, Texas; third 
vice-president, Frank H. Meyer, Danville, Ill.; fourth 
vice-president, N. E. Jacobs, New Orleans, La. 


Board of Directors 


Past Presidents: John Slater, New York, N. Y.; 
James P. Orr, Cincinnati, O.; C. K. Chisholm, Cleve- 
land, O. 

Directors for three years: Percy Hart, New York 
city; Victor Vail, Kokomo, Ind.; Charles Fedler, Jr., 
Louisville, Ky.; 1. H. Howe, Boston, Mass.; M. M. 
McCain, St. Louis, Mo.; Martin Murray, Wilkesbarre, 
Pa.; Fred S. Stewart, Atlanta, Ga.; D. F. Sullivan, 
Fall River, Mass. 

Directors for two years: Harry W. Hahn, Washington, 
D. C.; N. E. Jacobs, New Orleans, La.; Chester Herold, 
San Jose, Cal.; L. E. Langston, Fort Worth, Tex.; C. 
Ludebuehl, Pittsburgh, Pa.; H. A. Rosenbach, Chicago, 
Ill.; Roy E. Stevens, Ottumwa, Ia.; Reuben Stiefel, 
Memphis, Tenn.; L. F. Tuffly, Houston, Tex. 
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A. Officers Elected 


Directors for one year: John J. Baird, Columbus, O.; 
A. B. Caspari, Milwaukee, Wis.; F. E. Foster, Chicago, 
Ill.; H. C. McLaughlin, Cincinnati, O.; Cal Mensch, 
Pittsburgh, Pa.; Frank P. Meyer, Danville, Ill.; J. J. 
Sensenbrenner, St. Louis, Mo.; John Slater, New York 
City; K. W. Watters, Buffalo, N. Y. 


W. W. Willson Elected a Director 
John Slater, whose term as a director would have 
expired in 1925, resigned from the board and the vacan- 
cy was filled by the election of W. W. Willson of Boston. 


The 1925 Convention 


The directors passed a resolution that 
the 1925 convention be held either at 
Boston, New York City or Atlantic City, 
the final decision depending upon which 
city has the best hotel and exposition 
accommodations. 


A. H. Geuting of Philadelphia automatically retires 
as a director, the result of a by-law in the constitution 
providing that only the three last presidents serve on 
the board. 
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Tax Reduction 


That we are in favor of and recommend the adoption 
of a plan for reducing, effective for the year 1923 and 
thereafter, the United States revenue income tax but 
not below a basic level, necessary to produce sufficient 
revenue to fully meet economical government opera- 
tions. 


* * * * 


Four Season Styles 

That the manufacturers of footwear give great 
thought to developing styles on the basis of four seasons 
during the year so that some thought or plan may be 
worked out among all branches of the shoe trade for 
reasonable control of styles and eliminating so far as 
possible such rapid development of styles that cannot 
be profitably distributed, and further that more atten- 
tion be given to the development of practical style that 
can be more safely merchandised. Further, that the 
campaign “Shoes for the Occasion”’ be so promoted at 
every possible opportunity by our national, state and 
local associations and individual merchants, so that 
this will be an economic help to the consumer and a 
benefit to the trade in establishing styles as has been 


so ably done by apparel makers. 
* * * * 


Style Publicity 
That the styles committee of the N.S. R. A. consider 
some effective method of disseminating information 
concerning styles as developed from time to time, to the 
general public for their enlightenment and recommend 
a plan to accomplish this result to the board of directors 


or the executive committee. 
* * A 7 


Better Buying 


That every buyer of shoes give special attention to 
the detailing of sizes and widths in such proportions 
that will tend to reduce the manufacturing and carrying 
of an excess amount of merchandise particularly in the 
end sizes and give special attention to the amount of 
stock on hand, as to style, sizes and widths wherever 
practical, before placing additional orders, thereby sav- 
ing duplication of styles and purchasing of excess 
amount of merchandise which proves harmful to all 
branches of trade. 
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Study Local Conditions 


That buyers of shoes guard themselves against being 
unwisely influenced by reports too often given and 
sometimes exaggerated as to the quantities and kinds 
of shoes being purchased by other shoe merchants as 
this has led the buyer many times to purchase in excess 
of his selling ability and selecting styles not always 
adapted to his own trade, and that each merchant study 
carefully his own local conditions and not try to follow 
every other merchant who has made a success in a dif- 
ferent locality often under different conditions. 


* * * * 


Avoid Over Buying 

That buyers give better attention when ordering 
their shoes to the end that they may keep their orders 
down to the minimum and avoid, so far as possible. 
over buying, which in the end has a demoralizing effect 
upon the entire industry due to extra sales and sacrifice 
of merchandise that could not be consumed when it 
was in style, thereby reducing his turnover to a point 
that eliminates possibility of a profit and keeping the 
retail store or department in a sound and healthy 
condition. Turnover is recognized as being the secret 
to success in any business, and the average turnover 
throughout the United States in the retail shoe busi- 
ness is deplorably low and often the cause of busi- 
ness failures. 


* * * 


Stamping of Rubber Footwear 


That the National Retailers Association’ hereby recom- 
mend to all rubber footwear manufacturers the stamp- 
ing of all merchandise produced by them in such a man- 
ner as will clearly indicate to the merchants and con- 
suming public the different qualities of the merchandise 
so produced, such stamp to be indicated by the words 
“first quality,” “second quality,” “third quality,” 
“damaged” or “imperfect.” 

That the rubber committee of the N. S. R. A. be 
requested by the president and executive committee of 
this association to immediately take up this important 
question with the rubber footwear manufacturers to 
the end that the word “‘first quality” will carry the same 
value to rubber footwear as does the word “sterling” to 
silverware. 
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Harvard Bureau of Business Research 


That the N. S. R. A. is deeply appreciative of the 
excellent work that has been done by the Harvard 
Bureau of Business Research at this convention and 
during the year, and most strongly recommend all mem- 
bers of our association to fully co-operate with the 


Bureau in its further expansion. 
* + * * 


Future Development 


That the N. S. R. A. Directors shall consider plans 
for further co-operation and development of this work 
for the benefit of our membership and thereby promote 
greater efficiency in the average shoe store. 

* * * * 


District Conventions 


That the N.S. R. A. directors shall give careful con- 
sideration to a plan proposed by the state presidents’ 
association for dividing the country up into nine dis- 
tricts, for the purpose of consolidating states and. local 
conventions into larger units for the benefit of the trade 
in general. 

oo * *K * 


Directors’ Meeting 


That the presidents of the N. S. R. A. shall daily 
call a meeting of the directors during the annual N. S. 
R. A. conventions for the consideration of such busi- 
ness as may properly come before it. 

* * * ok 


Nominating Committee 


That no member of the nominating committee shall 
be a director or official whose term of office is expiring 
at the annual meeting in which the nominating com- 
mittee functions. 


Ohio Valley Shoe Merchants Meet In 
March 


Dayton, O., Feb. 12.—Plans are gradually assuming 
a definite shape for the Ohio Valley Retail Shoe Dealers 
Association convention to be held here on March 10, 11 
and 12. Theodore Gutwein of the Buck-Gutwein Co. 
is chairman of the convention committee. J. H. Hol- 
land of the Lloyd Co. is vice-chairman. C. B. Klingen- 
smith is president. 

Indications point to a big and enthusiastic gathering, 
as plans for instructive and entertaining features are 
almost completed. 
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Who Is Seaton Alexander? 


Well, they added West Virginia to the Ohio Valley 
Association several years ago just to get it in as 
presidential timber for that regional association. 
When Seaton Alexander was proposed for the direc- 
torate of the National Shoe Retailers Association two 
years ago by John Baird of Columbus, the question 
was asked: “‘Who is he?” Baird answered: ‘He is my 
friend.”’ These two incidents lend curiousity to our 
story particularly when the National Shoe Retailers 
Association passes its leadership on to a family shoe 
store man with a store on Main Street in a West 
Virginia town after having had the leading shoe 
merchant of America on Fifth Avenue as its chief 
executive. That is the great democracy of the associa- 
tion. It is the most hopeful sign of the power and 
prestige of the National Shoe Retailers Association 
and it is a rare stroke of good luck. It makes the small- 
est merchant feel that he can aspire to that office. 


Seaton Alexander is a quiet, reserved, conscientious 
and conservative shoe merchant. He’s big enough in 
his own town to have been able to develop a yearly 
total sale of shoes for men, women and children of a 
quarter million dollars and to have done it in a location 
not of the best. He does a lot of thinking in a little 
office on the back balcony, from the windows of which 
overlook the Ohio river. 

When he gets a problem that needs thinking he 
wrestles with it. He as one of the cleanest shoe stocks 
in America with practically no odds and ends. He 
knows his customers, his store and the possibilities 
of his community. He is no stranger to association 
work. He helped build the Ohio association to its 
present position of being a leading sectional associa- 
tion of the country. Whenever he said anything in the 
National Shoe Retailers Association it was to the point— 
brief and pertinent and of all things, constructive. He 
is no provincial merchant of the hill country for he has 
travelled all over. The club is his one great hobby. 
He is a self-made man and the story of how he did it is 
reserved for later reading. He has a little more gray 
hair than Calvin Coolidge—is about the same height 
and build, but he is softened a trifle by being Virginian 
with a dash of southern humor and hospitality. With 
all these qualifications he’s a man fitted for the job 
and truly representative of the average successful shoe 
merchant in a moderately speedy community. But 
don’t you ever forget Seaton will just merely hold the 
reins. 
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WHAT WAS SHOWN 


Style highlights on footwear 
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7 HEY'RE buying whites and talking colors.” 

T “They're talking whites and buying colors.” 

This represents the two extremes of opinion 

as to what merchants were interested in and what they 

bought at Chicago during convention week. The fact 

of the matter is that both whites and colors were 
bought——in sandals, strap effects and Colonials. 

No Radically New Styles 

No radically new style tendency was noted, even 
among the semi-private exhibits at hotels by firms 
which reserved the best of their numbers for sample 
rooms and showed in the Coliseum only their more 
average stuff. Nor was there noted any “one best bet” 
unless that honor could be accorded to black in satin 
and patent which, so far as could be’ learned, far out- 
sold any of the other colors. As one manufacturer put 
it: 

“In every order for 100 pairs, about 
thirty pairs are in browns, grays and the 
pastel shades. The rest are black.”’ 

The strongest tendency noted was the absence of 
colored trim on white footwear—white kid, that is. 
Few and far between were the numbers even piped 
in black and still fewer and still farther between were 
the white numbers which showed any trace of the 
green, red and green trim seen at this time last year. 
That does not mean, however, that bright colors are 
taboo for there were many shoes of the sandal type in 
all over bright colors, in alligator skin effects and in 
lizard skin effects of embossed calf. 


Colors Just Before Whites 

These numbers have been cast into the style mael- 
strom for a specific purpose—to bridge the gap be- 
tween Easter, by which time the retail shoe merchant 
will have sold the shoes which he has now ordered, and 
the time, still farther in the future, when he will have 
recourse to whites for the summer season. They are 
an extra pair proposition. 

The styles shown were remarkable mostly for the 
fidelity with which they followed the program laid 
down by the last meeting of the National Styles Con- 
ference. Here and there extreme novelties were noted, 
such as gypsy seam effects, some genuine and some 
achieved by a narrow strip overlay of a contrasting 
color or material. Slashed foreparts were also much in 
evidence as well as patterns with slashed quarters. In 





some numbers the slashes went clear through. In 
others they revealed an underlay of contrasting color. 
Surprising in the frequency with which it was seen, 
not alone among the exhibits but on the runway as 
well, was gray glazed kid. Gorings beneath buckles 


‘ were seen as well as some side gores. 


Colonials—Straps—Sandals 

Manufacturers of style shoes were by no means 
unanimous in their opinions as to just what combina- 
tions of leathers and colors would prove the best 
sellers. Unanimity there was as to types—Colonials, 
straps and sandals—but these were shown in a wide 
variety of materials—black satin, black patent, gray 
and champagne kid, the lighter browns and a few of 
the high colors, plus the so-called lizard and alligator 
effects mentioned before. New buckle effects on the 
Colonial type shoes were much in evidence. Instead of 
the length of the buckle extending across the width of 
the forepart of the foot, they have been turned at right 
angles. Many of these buckles were in exquisitely 
chased metal effects and some in hammered silver, 
bronze and even brass treated to give it the color of 


fine gold. 
Side Button Oxfords 


Side button oxfords with high throats were displayed 
in a number of the Brooklyn exhibits and found their 
counterparts in the shoes from Haverhill and St. 
Louis as well as from Cincinnati. These were mostly 
of suede, black and brown, with black heavily in the 
lead, though some there were of black satin. Brown 
satin seems almost to have disappeared from the 
surface of the earth. 

The obvious lesson is that pretty shoes, 
somewhat simplified in pattern, are to 
remain with us; that retail merchants, 
if they have bought pretty shoes and have 
retained their faith in them, can dispose 
of them at a profit during the Spring 
selling season. High colors, if the mer- 
chant deems it advisable, can be used to 
sweeten the stock for selling between just 
after Easter and the start of the white 
season. After that, say several style au- 
thorities, look out for the biggest white 
kid season which the country has seen 
for many a moon. 
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THE EXPOSITION 


from the great shoe markets 






















Runway Styles and Costumes Elaborate 


HE story on the Style Revue is the same as in 

past years except the models were more glorified 
and the presentation of footwear more elaborate. The 
shoes shown during the convention, twice a day, repre- 
sented the last word in style and color. The facts 
checked accurately are, that black satin and patent 
leather surpassed all other materials and styles dis- 
played. The dominant note to recognize in this state- 
ment is that on all models where these two materials 
were shown, without exception the new peach-bloom 
hose or light shades of this realm were worn. 


Hosiery’s Influence on Shoes 


The women’s fondness for the new shade of hosiery 
has forced the demand of black footwear. Contrast is 
prevalent at the convention and the runway proved 
this development. Never before have the cut-outs and 
slashes in the vamp and around the collar been so 
well emphasized as they were on the light hose. 

In the showing there was little choice between black 
satin and patent. The honors were so closely divided 
in this field that the small margin held by black satin 
was negligible. Airedale suede ranked second. The 
brown shades blending from Airedale were all in the 
lighter tones. 

Grey Kid Prominent 


One note that was unusual was grey kid of which 
little has been mentioned in predictions for Easter 
selling. Not a few pairs were shown on the runway 
and their frequency caused comment among the many 
buyers present. 

Grey suede was not profusely shown, due to the 
very good reason that much of this color has been 
bought and is on the floor or on order for later delivery. 
There was a sparse showing of colored kids of the high 
shades. The principal color deriving its prominence 
from the Oriental influence in wearing apparel was 
Chinese blue. This applied mostly to kid although some 
calf was used. The pastel shades received little con- 
sideration in the shoes shown. A few shoes of cham- 
pagne and ivory kid were in the revue. 


Satin Shoes Plainer in Pattern 


In the trimmings satins were practically all plain. 
On patent leather a sprinkling of red was seen. Occa- 





sionally grey kid was used. Where trimmings were 
employed a covered heel of the same material was 
carried. On grey kid some trimmings of black were 
effective. 

The patterns all lean to the sandal type. Colonial 
effects with oblong buckles and slashed sides were 
numerous and this fashion was most popular in the 
choice of manufacturers when presenting their best 
bets. For the most part these shoes were front gores 
concealed by the large buckles of metal effects. The 
front strap patterns abounded as well as cut-out 
vamps. Two and three buckle straps were shown. 
Junior Spanish and French Louis heels were in the 
majority as well as a number of military heels. 

White kid was shown to the exclusion of almost 
everything else in this field. No colored trimmed shoes 
were observed. Occasionally a shoe with a very deli- 
cate trimming of reptile was seen. Alligator and lizard 
patterns were seen frequently: 





Style Show at the New York State 
Convention 


Syracuse, N. Y.—Jesse L. Patton, chairman of the 
speakers’ committee for the convention of the New York 
State Shoe Retailers Association, announces that he 
has signed up a number of speakers who will bring 
messages of vital interest to the Empire State retail 
shoe merchants when they gather at Syracuse for their 
three days’ meeting on March 10, 11 and 12. 

Ernest N. Park, chairman of the general committee 
in charge of arrangements for the convention, has 
booked more than 40 manufacturers of shoes, findings, 
fixtures and other accessories who have contracted to 
display their products at the style show. 

An innovation will be introduced in this state con- 
vention by setting apart one entire day, Tuesday, for 
inspection of the exhibits, thus meeting the complaint 
which the exhibitors frequently raise that the retail 
shoe merchants are so busy with convention meetings 
that they don’t have time to buy shoes. 

The program features will be held on Monday and 
Wednesday. In addition to the business sessions of the 
convention and the addresses on educational topics, 
there will be many enjoyable entertainment features. 
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Jim Writes a 


LE Bizness Partner: 

1 kina slipped into the tornado city B.V.D. 
unawears of the mare and the guys whats got 
a handshake like an insurance nusance what aint sold 
a 1 of them documents that looks like it should ought 
to be argued over after your six enemies give two harps 
what used to be sewer diggers an afternoon’s work at 

mud _ slinging. 

“Spangles” Done a Shenadoah 


A bozo whats name is Spangles done a “Shenadoah” 
in a storm when | gived the inception committee the 
fall because the boys what hold the horns two their 
lips and make there cheeks heave backwards and for- 
wards demanded their penshun. Spangles is the shin- 
ing lite that dazzles us guys what keeps them shoe 
manufacturers changing their Rolls-Hamberger each 
season, just to brag about the new obese tires thats on 
‘em. This guy noes his job like the register on one of 
them son-kist tackseys, whats droven by them movie 
fellers what swings from the express as she passes under 
the bridge. 

Some Sardine Packing 

The canary what droved me from the depot said he 
may not be long lived driving but he at least got a 
chanct of killing somebody besides hisself. The ways 
them shoe men are crowded in the hotels is something 
to call to the intention of the sardine packers. Sardines 
are as free as Tea Pot Dome leases when compeared 
with what Mister Yale slipped me for $3.50 which was 
called a room. 1 must have to get up at six a.m. because 
the lady what keeps house for all them “‘shoe expense 
accts."’ must put her brooms and buckets in where i 
pray for the morning sun to come up each night. 


Life at the Coliseum 

This Colicseum what got its name from the time they 
held the food show there is a wholes lots bigger than 
-the Opera House at home. You never saw so many 
bozoes what trying to pay five sinkers to look over a 
bunch of lines of shoes. The insides of the bungalow is 
fixed up with fancy scenery something like which was 
in that burlap show which had that run of two nites 
last sept. I no more was inside when them “manufac- 
turers expense accts.”’ starts pulling my coatsleeve out 
at the shoulder, just like the girls did last summer at 
the home comeing when we played spinning the skillet. 
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Letter Home 


Coarse ‘ole bizness partner you should ought to 
remember that big buyers like your humble superior is 
known no soqner than when he steps out. You never 
saw shoes whats finer than whats here. These guys 
whats got shoes shown certainly are the Cake Bakers. 
And I says to some uvem that peoples will surely be 
glad to put their feet in the shoes which should ought 
make them Hollywood Headliners. 

These kollege goofs wanted to wise me up on turn- 
overs and | tuned in with a 400 meet-her quip that | 
aint much on pastry. But I disagreed to sit down and 
listen to what I already knowed was better than what 
they could think. I gived em an hr. and ‘ole bizness 
partner the money which should have ought to gone 
to improving your “disposition spoiler” and her figger 
is sleeping in them boxes on the fore top shelves with 
the louis boots. This Harvard Burow of Bizness Find- 
ing Out will have to ao our report next year even over 
your last quart. I lets the boys down quick by inviting 
em to cut themselves a piece 0 cake. That was a pepper 
pod and they retarts that they did’nt expect me or 
else they should have ought to fixes coffee. 


Spilling the “ Nitro News” 


They got a lot of talking machine horns stairing you 
in the face, but I showed my ignorance by saying 
nothing. | knewed what they were for when some feller 
starts to put the mob to sleep with soft words. He just 
opens his mouth like the boy what sings a song on the 
fellers knees and is made of wood. You known what I 
mean one of them van twitter twists. But when these 
records on the phonographs starts doing their stuff I 
gets wised up. Thems exemplifiers. 

Ole bizness partner I must lay my pen in hand down 
so as to get some sleep, as when you hit the big scan- 
dals, late lirs. is the clock word. Last nite it was 9.15 
p.m. and to-nite nearly 10.03 and you no this speed 
will break the best of constituents. 


Wailing for “Stile Scenters”’ 


About the shoes I came here to buy for when we 
will need them, [ wish to advise it will be plenty of 
time should we have to wait until there is no more 
less developement in the stile scenters. 

Better send me an xtra $50.00. 


Your bizness partner. 
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Sure-Trip with the 
Pasted Intersheet 


1. All sheets joined when re- 
moved from book. 


2. Three or four copies in one 
writing. 


3. All copies in alignment. 


4. Combines sets of records. 


Sure-Trip and Sure- 
Quad for the Shoe 
Merchant 


[] 1. Provide system of filling in 
store stock. 


[] 2. Supply basis of accurate 
stock keeping. 

] 3. Prevent lost, forgotten or 
duplicated charges. 


[] 4. Provide simple statement 
system. 


[] 5. Provide a receipt for deliv- 
ery. 


C] 6. Check up activity of em- 
ployees. 


LC) 7. Prevent disputes. 


[ | 8. Supply customer mailing 
list. 
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Later— 


He Demanded It 


Brown had a ground floor shoe store. He was paying 
big rent. His store was getting overcrowded, he couldn’t 
display his shoes properly and then again he wanted to 
show a larger variety. None of these could be done 
unless he enlarged his store considerably—something 
impossible. 

He had been’shown a simple system of filling in sizes 
that would give him more room and allow him to carry 
on the improvements desired. But he was skeptical. 
In a short time, however, conditions grew so desperate 
he demanded the system with immediate delivery. 


It was the Sure-Trip System of filling in stock, made 
possible by the unique features of this book—more 
copies in one writing and all copies joined when re- 
moved from the book. The extra copy of the sales slip 
went to the stock room and as frequently as Brown 
desired, the stock in the store was filled in. This per- 
mitted Brown to reduce the duplicate sizes in his show 
room and make room for a wider variety. 


Sure-Trip and Sure-Quad have grown from our 
leadership in making over 95 per cent of the worth- 
while improvements in the sales book industry. For it 
was way back in 1884 that Samuel J. Moore, our presi- 
dent, established the first sales book factory in America. 


Hundreds of shoe merchants have helped design 
the Sure-Trip forms and the system behind each. Our 
men know the best methods of the leading shoe men. 
Why not profit by these ideas? 


Fill out the coupon, attach to your letterhead, tell 
us what use you are thinking of for these books, and 
mail to our nearest plant. Our organization will do its 
best for you without obligation. 


American Sales Book Company, L4., Elmira, N. Y. 


West of Rockies 


Pacific Manifolding Book Co. 
Emeryville, Cal. 





3943) L HRERES 
Forty years ago Samuel =e 
J. Moore, our president, 
set up the first factory 
devoted to the manu 
facture of sales books 





Pacific Coast Sales Book Co. 


In Canada 
F. N. Burt Company, Ld. 


Los Angeles, Cal. Toronto, Ont., Can. 








COUPON 









Toronto. Can. 19 2 + 


American Sales Book Company, Ld., 
Dept. 7142, Elmira, N. Y. 


lowing uses. 





Without incurring obligation I would like to know more about your 
Sure-Trip and Sure-Quad Sales Books, as described above, for the fol- 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 475 retail stores in 33 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 59 stores in 1922 and 
104 stores in 1923. 


By industry, study, and determination your progress will 
be rapid in our organization. Under our experienced managers 
you are trained to me a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business 


Experience has taught us that some of the test suc- 
cesses come from the ranks of av men. at we need 
are young, healthy, and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
= this is our proposition— tested and proven over a 
period of 21 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 
ou are sold a one-third interest in a new store and 
me its manager. You may afterward acquire a 
partnership in other stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase a 
one-third interest in a new store, the money is loaned 
ou by the J. C. Penney Company, and you repay it 
rom subsequent profits of the store. 


Write today for our booklet, “Your Opportunity,” which 
fully explains our plan. Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview fater. 
All correspondence strictly confidential. 


Address your letter to 


J. C. PENNEY COMPANY, Inc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 







































Tan Willow Calf 


Color 101 
No. 110. Seamless Lace 
Oxford, arvel Last, 
Bleached Calf Lining. 
Price 





Terms 2% 30; net 60 
days. 





It’s A BROAD 
STATEMENT 


to make when we claim to have 
the best values to retail at $6.00 
and $7.00 in Calf shoes all solid 
and with oak soles. When you 
see the line you will agree with 
us that we have what we claim. 





Let’s get acquainted. Write today. 


UNION MADE BY 


Weber Bros. Shoe Co. 
North Adams,' Mass. 


New York Office, H. Harris, 1328 Broadway. 
Marbridge Building 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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| SOLES 
Make Good Shoes Better Sellers! 


Because— 


They outwear other soles of 
equal thickness and compara- 
tive cost. 


They are waterproof, skid- 
proof, flexible and comfort- 


able. 


They are made like a CORD 
tire and equally durable. 


They are made of gum-coated 
cords and provide a cushion 
for the foot. 


They are economical and 
durable and give unusual 
service and satisfaction. 


Retailers who are interested 
in increased sales and better 
service to the trade will inves- 
tigate “GRO CORD” Soles 
NOW. Ask the sales- 
man who calls on you 
to show you his shoe 
samples equipped 
with GRO CORD 


Soles. 


THE LIMA CORD SOLE AND HEEL 
LIMA, OHIO, U. S. A. 





February 16, 1924 






































me 
Wwol 
bla 
sily 
sor 
oni 


seas 


\ 
Co. 
um 
tou 
the 
Col 
trin 
dres 
ilso 
leat 


sole 





—EE_—l—C(it rr —_ —— Ee eS 


“a eee, ee EE EERE ee Oe Er lil 








February 16, 1924 


BOOT AND SHOE RECORDER 


69 
















BOOT AND SHOE 


RECORDER 


the Great National Shoe Ueehly 


ESTABLISHED APRIL I, 1882 


CHICAGO 


Snow Storm Stimulates Trade 
Colonials in Black Calf, Carrying Large Buckles, Selling 





Freely 


T is quite apparent, throughout the 

trade, that January sales did not quite 
serve their purpose in Chicago. Shelves 
have not been cleared in the most desir- 
able manner of broken sizes and styles 
which are expected to be obsolete as the 
season advances. This is shown by the 
continuance of clearance sales well up into 
this month. One cannot help but notice 
the absence of the steady buyer. She is 
evidently holding off until the annual 
spring openings. Just now the shops are 
being besieged by “bargain hunters”’ and 
their purchases are hardly satisfactory. 


Snow Storm Good Stimulus 

A severe snow storm during the early 
part of the week ending February 9 
brought with it an excellent volume of 
business on warm goods. Transportation 
was crippled throughout the city and a 
great demand for warm outdoor footwear 
of all kinds was created. The result is that 
nearly every stock of that type of foot- 
wear in the city is depleted. 


Continued Demand for Colonials 

The more exclusive shops and depart- 
ments report a very good volume on 
women’s shoes. The Colonial pattern in 
black calf with either plain or hammered 
silver buckles is still a leader. There is 
some speculation as to whether the Col- 
onial will continue good during the spring 
season or not. 


Palm Beach Trade Good 
Alfred J. Ruby, Inc., C. H. Wolfelt & 


Co. and Foster’s report an excellent vol- 
ume on summer shoes for the southern 
tourist trade and for those journeying to 
the popular southern resorts. Straps and 
Colonials in white kid and buck with tan 
trim are most popular for dress, semi- 
lress and street wear. Novelty oxfords, 
ilso in white, with either black kid, patent 
leather or tan trim and with crepe rubber 
soles or plain rubber soles together with 


Good Call for Whites for Wear at Southern Resorts 


a variety of sandal effect patterns, are 
being bought for sport wear. Alfred J. 
Ruby is offering a beautiful line of fancy 
colored buckles to be worn with the white 
Colonials. 


Amalgamated Shoe Stores 
Meet 


The Amalgamated Retail Shoe Stores 
Association held its third weekly meeting 
February 3rd at the Wicker Park Hall on 
the northwest side of the city. Frank 
Emerick, newspaper editor and economic 
student, Timothy Kelleher and W. H. 
Brown of the Chas. H. Fuller Co. and Mr. 
Hamberg were speakers. 

Mr. Emerick, although not a shoeman, 
showed a thorough knowledge of the indus- 
try in all its phases and outlined in a gen- 
eral way the reason for and the benefits 
derived from this idea of amalgamation. 















Mr. Kelleher, who is widely known in the 
shoe trade, spoke very clearly and con- 
clusively on the success of similar organi- 
zations, pointing out the reasons why they 
were successful and handled his subject as 
only one experienced as an organizer can. 
Mr. Brown discussed at length the advan- 
tages of unified advertising and its influ- 
ence on the public, while Mr. Hamberg 
closed the meeting with a general discus- 
sion on the merits of the association and 
giving an outline of the progress made to 
this time. 


Interstate Merchants Coun- 
cil Meets in Chicago 


That merchants are not downhearted as 
to the 1924 business outlook was brought 
out strongly at the opening meeting of the 
Interstate Merchants Council at the Hotel 
La Salle Tuesday. Paul Davis of Waterloo, 
Ia., retiring president of the Merchants 
Council, said: “‘Present conditions afford 
the merchant absolutely no alibi for not 
making his business good. An adequate 
organization, with plenty of push behind 
it, can’t fail. Conditions are not satisfac- 
tory, but they are improving.” 





ST. LOUIS 


Airedale and Gray Suedes Popular 


Advance Spring Sales Meet with Approval and Suedes Prove 
Favorable—Black Satins Good 


ending February 9 was unchanged 
from that of the previous few weeks. No 
increased business was noted in the trade 
and the dullness which has pervaded some 
of the stores continued. This, however, 
was the exception in those stores where 
advanced spring sales have been con- 
ducted. Good business has resulted from 
this type of sale and in addition supplies 
the manager of the department with defi- 
nite information on the style trend. An 
other of these sales was conducted by one 
of the large department stores and pro- 
nounced by the buyer as satisfactory in 
every respect. 


| CTIVITY in the shoe trade the week 


The trend of style selection was some- 
what different from that of the sale 
launched the previous week by another 
contemporary, where black satin out- 
stripped all other materials and styles. 
The sale conducted during the past week 
found the demand for airedale and gray 
suede on the increase. Airedale received 
the greater prestige in the call. Gray was 
good and better than the previous week. 
Black satin shared equally with the col- 
ored suedes which gave this material a 
considerable margin in point of sales. 

Pigskin fancy strap patterns were not 
received enthusiastically. This same state- 
ment applies to the reptile trimmed shoes. 
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There has been some faltering in the sales 
for this type of footwear and reports from 
retail shoe stores are none too favorable 
concerning shoes of this type. High-heeled 
footwear is being eagerly sought. Low 
heels have found a welcome in the Colo- 
nials with large tongues and this applies 
solely to the higher priced stores. ° 
Strap Patterns Are Leaders 

Strap patterns without a doubt con- 
tinue to hold front rank among the choice 
patterns being shown. 

Federal Reserve Report 

The report on general business condi- 
tions in the Eighth Federal District just 
issued indicates that optimism prevails 
throughout the district regarding business 
development during the next few months. 
The report in part is as follows: “The 
principal change in the aspect of general 
business in this district during the past 30 
days as reflected by current reports to this 
bank, is a greater degree of optimism on 
the part of business men regarding pros- 
pects for the next few months. Manufac- 
turing and wholesale have recovered at a 
normal rate from the holiday let-down. 
The financial and banking situation at the 
opening of this year displays great strength. 
Employment in both the large and smaller 
communities is at high levels. 

The end of the inventory period dis- 
closes generally moderate stocks of both 
raw materials and finished goods. 

Future orders on the books of reporting 
wholesale establishments in almost all 
lines are considerably smaller than at the 
corresponding period a year ago. 


F. C. Church Dies 


Frederick Clark Church, president of 
the F. C. Church Shoe Co., died recently 
following an illness of several months. 

For many years he was a shoe salesman. 
He came to St. Louis about seven years 
ago. Not long after his arrival he organ- 
ized the F. C. Church Shoe Company, a 
manufacturing concern at 2801 Benton 
street and had since served as president 
and general manager of the company. 

He was a member of the National Asso- 
ciation of Boot & Shoe Manufacturers, 
The St. Louis Shoe Manufacturers and 
Wholesalers Associations and a number of 
prominent social clubs in the city. 


Move Offices 


The general offices of the Lund Wil- 
liams Shoe Company at 1519 Washington 
Ave., St. Louis, have been moved to the 
factory located at Vandalia, Illinois. A 
change in the selling policies caused the 
change. 


Increases Capitalization 


The Marx-Albrecht Shoe Co., which 
was originally incorporated for $110,000, 
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recently increased its capitalization to 
$200,000. with $140,000 paid up. F. P. 
Marx is president; Jacob Brems, vice- 
president, E. M. Steffen, treasurer; A. 


February 16, 192% 


Brems secretary; and William Albrecht, 
general manager. 

The company is specializing in women’s 
medium grade novelty McKays and turns. 





CINCINNATI 


Leaders of Industry Meet 


Shoe and Leather Club Promotes Enthusiastic Meeting— 
“Talk Cincinnati’ Slogan of the Session 


NE of the most enthusiastic gather- 

ings in the history of the Cincinnati 
shoe industry was held on Friday evening, 
February 8, under the auspices of the Shoe 
and Leather Club of Cincinnati, when close 
to 200 manufacturers, retail shoe mer- 
chants, leather dealers, and members of 
allied trades assembled at the Business 
Men’s Club to plan for the future growth 
of the shoe industry of Cincinnati. 

“If we are going to succeed and maintain 
the prestige of Cincinnati’s shoe manufac- 
turing industry,” stated Herbert N. Lape, 
newly elected president of the Shoe and 
Leather Club, and vice-president of the 
Julian-Kokenge Company, “we must get 
together and talk Cincinnati. We must not 
place so much stress upon our individual 
shoes, but must emphasize the outstanding 
qualities of Cincinnati shoes. Unity, co- 
operation and the will to do, will put over 
Cincinnati shoes as they have never been 
put over before.” 

Mr. Lape pointed out that the retail 
merchant today is purchasing merchan- 
dise rather than a particular make of shoes. 
“This is an additional and potent reason 
why Cincinnati manufacturers should co- 
operate as they never have done before. 
Merchants are beginning to realize that 
they must get back to standardization,” 
continued Mr. Lape, “‘or their odds and 
ends will continue to eat them up as they 
are doing now.” 


Club to Move to New Quarters 


George Springmeier, recently elected 
vice-president, announced that the club 
will soon move to new quarters. The new 
home of the club will undoubtedly be in 
one of the leading hotels. 

John G. Holters, president of the United 
Shoe Company, said that the local shoe 
market has wonderful possibilities. 


Prominent Men are Speakers 


Other speakers included: Sidney Eisman 
of the Charles Meiss Shoe Company; 
George Vollman, president of the Vollman- 
Lawrence Company; Frank Weber, former 
president of the National Shoe Travelers’ 
Association; George Smith, sales manager 
of the E. S. Gahagan Company, automo- 
bile dealers; Jacob Jonas, retiring presi- 
dent of the club; Ernest Furstenau, secre- 
tary-treasurer; William Taylor, of the 
Holters Company, chairman of the board 





of governors; Everett Perry, of the Bett 
man-Dunlap Company, member of the 
board of governors; and Milton Adler, 
president of the Julian-Kokenge Company. 

Richard Prather, president of the 
Prather-Allen Advertising Company, and 
long connected with the shoe industry of 
Cincinnati, was toastmaster. 


Rollman Employees Enter- 
tained 


More than 1,000 men and women, all 
employees of the Rollman and Sons Com- 
pany, Cincinnati’s department store, par- 
ticipated in a get-together frolic Thursday 
evening, February 7. The frolic, although 
an annual affair, was the first to be held in 
the new Rollman store building. A radio 
station, not only broadcasted the news of 
the frolic, but provided music, by distant 
bands, as a part of the orchestral accom- 
paniment to the dancing. Justin A. Roll- 
man, secretary and treasurer of the firm, 
presided and introduced Harry L. Gardner 
as the chief speaker. 


Henry B. Sachs Is Dead 


Henry B. Sachs, vice-president and 
treasurer of the Sachs Shoe Manufacturing 
Company, died at his home here recently, 
after an illness of several months. He was 
prominent in shoe manufacturing circles. 
He is survived by his widow and two 
daughters. The Sachs Shoe Manufacturing 
Company was reorganized several weeks 
ago and incorporated as the Arch Triumph 
Shoe Company. 


Price Should Have Been $5 


In the advertisements of the Irving 
Drew Company of Portsmouth, Ohio, 
appearing in the issues of Feb. 2 and Jan. 
19, styles No. 5393 in a black kid dova, 
two strap slipper, welt sole, last 206, with 
a 13/8 Wingfoot heel, AAA to D, sizes up 
to 10, was quoted at $5.50. The price 
should have been $5. 


Josephs Joins Smith-Kasson 
Company 

Milton Josephs, for the last two years 

with the I. Miller & Sons, Inc., as assistant 

manager of Miller’s 42nd Street store in 

New York, is now in charge of the wom- 

en’s department of the Smith-Kasson Co. 
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MILWAUKEE 


Clearance Sales Holding On 


Some Shoe Stores Showing New Spring’Models—Heavy Snow- 
fall Retards Buying to Some Degree 


ILWAUKEE shoe merchants seem- 

M ingly cannot break away from the 
clearance sales at this time of the year. 
Most of the big stores on Grand avenue 
are indulging in clean-sweep events in- 
tended to reduce stock to a minimum for 
the spring selling. Spring displays, none of 
them startling in their showing of new 
modes, are plentifully sprinkled about the 
downtown and outlying districts, and are 
evoking some interest from the consumers. 
Attention of the buyers of all classes, 
however, is now concentrated upon the 
sale offerings which they realize are usually 
bargain events at this time of the year. 
Offerings include practically everything 
that has been popular during the past few 
months. Straps in all leathers and pump 
effects in many varying patterns are 
offered at prices ranging from $6 to $8. 
“Bargain rates” and “slashed prices” the 
merchants call them, and the public evi- 
dently has confidence in the terms used. 


Weather Hurts Business 


A severe snowstorm and blizzard which 
swept down on Wisconsin during early 
February greatly hindered business and 
resulted in an almost complete tie-up in 
freight and express shipments. However, 
the rubber and overshoe sales were stimu- 
lated by the snowfall. 


Pioneer Leather Merchant 
Dies 

Frank C. Metz, one of the pioneer 
leather merchants of Oshkosh, Wis., and 
member of one of the early families of that 
city, died at his home there at the age of 
72. The end came after an illness of five 
months. Mr. Metz was for many years 
associated with Otto Schloerb in the hide 
and leather business of Metz & Schloerb. 


Installs X-Ray Fitter 


The shoe department in the H. C. 
Prange Company department store in 
Sheboygan, Wis., has announced installa- 
tion of an Adrian X-Ray Shoe Fitter, 
which is the first of its kind to make an 
appearance in Sheboygan. The machine is 
offered free to customers as an additional 
Prange service. 

Rueping Report Optimistic 

The biggest production in its history, 
the largest number of employees and the 
biggest payroll since its organization, not 
excepting the “‘peak”’ years of 1919-1920 
is now being experienced by the Fred 
Rueping Leather Company, of Fond du 


Lac, Wis., according to an announcement 
by F. J. Rueping, president of the concern. 
There are at present more than 1,200 men 
employed at the tannery and the record 
payroll of 1923 totaling $1,400,000 will be 
even larger this year. Larger quarters have 
been taken during the past months and 
expansion is planned by the company for 
1924. 


Shoe Firm Opens 


Despite the severity of the weather, 
more than 1,000 persons attended the 
opening of the new plant of the Davies 
Shoe Company at Horicon, Wis. The even- 
ing was given over to demonstrations of 
various machines used in shoe manufac- 
turing, and a display of company products 
and raw materials. A dance and entertain- 
ment was held to complete the opening. 
The shoe factory is now operating with 
about 100 employees. The main factory 
of the Davies Shoe Company is located at 
Racine, Wis. 


Kastens Sell Stock 


Kasten Brothers, who have been con- 
ducting a shoe sale at their store, 928 Col- 
lege avenue, Appleton, Wis., have sold the 
remainder of their stock to a Milwaukee 
merchant, and have commenced work on a 
new store to be located in the Insurance 
building in that city. An entirely new 
stock of footwear will grace the remodeled 
and redecorated store. Negotiations are in 
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Hosiery Business Excel- 
lent 


Milwaukee shoe merchants are 
doing a heavy business at the pres- 
ent time, in various types of 
hosiery. Many merchants, caught 
with full stocks of silk and wool 
combination hosiery which failed 
to display selling qualities during 
the past months, are cleaning house 
of this type, at prices averaging 
about $1.45. Most merchants will 
lose the legitimate profit through 
such sales, but will be protected 
against loss through overstock. 

Losses that may ensue, or profit 
that does not come from the com- 
bination silk and wool hosiery, will 
be derived from the sale of chiffon. 
This hosiery in bright colors such 
as sunset, dawn, blush, and to a 
lesser extent, nude, is in heavy 
demand here, and is being rapidly 
disposed of by the merchants. 

















progress to sell the building which the 
former store occupied. 


Phoenix Reduces Prices 


Increased production facilities have 
made possible new low prices on Phoenix 
Hosiery, according to officials of the 
Phoenix Hosiery Company, of Milwaukee, 
who announced a reduction of 15-20-25 
cents per pair on the retail price of their 
hosiery and a dealer reduction from $1.50 
up per dozen. The Everwear Hosiery Com- 
pany has announced a reduction of approx- 
imately five per cent on both lockseam and 
full-fashioned hosiery. 





SAN FRANCISCO 


Weather Retards the Buying 


Shoe Sales During Latter Part of First Month in the Year 
Show Improvement Over Early Part 


RADE in the retail shoe stores 

during the last part of January showed 
marked improvement over the same period 
a year ago. During the greater part of the 
month buying was light and the weather 
was unusually dry. However, rain during 
the last part of the month stimulated 
trade. 


Rosenthal’s Removal Sale 


Daniel Marx and Melville Marx, who 
entered the business 30 years ago, have 
purchased I. L. Rosenthal’s interest in the 
Rosenthal Inc., and will continue under 
the trade name. The new owners plan to 
move the Rosenthal business to 241 and 
243 Geary Street, an excellent location in 
the shopping district. 


Rosenthal’s is holding a removal sale- 
The big retail shoe house had a notice 
across the front, stating that the lease 
closes on May 1. The Woolworth interests 
have purchased I. L. Rosenthal’s lease 
which will net him, it is stated, the yearly 
difference between his $50,000 rental and 
the $72,000 which the Woolworth Com- 
pany will pay. The lease has 10 years to 
run. 


Adds Hosiery Counter 


The White House recently installed a 
women’s hosiery counter which is giving 
good service to customers. Adjoining this 
counter is a new show case containing a 
large assortment of buckles, sterling silver 
shoe ornaments and beaded heels. The 





men’s hosiery counter at the other side of 
the department shows a wide choice, 
ranging from silk socks to sport hose. 


Wochos Joins Emporium 

“Steve’’ Wochos, formerly for a num- 
ber of years with Mayer & Frank, Port- 
land, Ore., is assistant buyer to. J. R. 
Fleming, manager of the Emporium Shoe 
department. 


Salesmen Present Entertain- 
ment 


The Retail Shoe Salesmen’s Union 
Local 410 held a vaudeville and dance in 
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Knights of Columbus Hall recently. The 
entertainment consisted of a musical 
program, a vaudeville farce and juvenile 
acts followed by dancing. The members of 
the committee in charge were: David 
Cohn, H. J. Patton, W. J. Beck, Abe 
Schwartz, S. D. Price, Ben Miller, W. T. 
Powers, H. Rosenthal and J. P. Griffin. 


New Shoe Store 


Work is in progress on the new shoe 
store of the Frank Werner Company on 
Geary Street, fronting Union Square. 
Many changes are being made. The open- 
ing will probably be early in March. 





CLEVELAND 
Healthy Complexion Characterizes Trade 


All Branches of Industries in Good Condition and Wages Are 
Good—Sandals Selling Freely 


HERE has been a general increase of 

sales in all retail lines in this city 
during the past two weeks. Shoe mer- 
chants have felt it, and so have mer- 
chants in practically all other lines of 
goods. 

D. C. Willis, chairman of the Federal 
Reserve Bank, and author of business 
reviews that are accepted as “gospel’’ by 
business and industry in the Cleveland 
district, says, ““The present cheerful out- 
look for 1924 is not alone due to the fact 
that it is popular to be optimistic just now 
or to the fact that authorities after making 
careful surveys predict that business will 
be good in 1924.” 

Mr. Willis says that the steel industry 
here has been on the upgrade in the last 
month; the agricultural implement busi- 
ness has been enlivened; the oil industry is 
starting the new year in much better 
spirit than prevailed throughout the most 
of last year; while the rubber industry 
has been working toward a more stable 


basis. 


January Shows Gain 
Shoe merchants of Cleveland in both 
the downtown and outer shopping dis- 
tricts with few exceptions rolled up a 
lirger volume of sales in January, 1924, 
than they did in the same month last 
year. There has been evidenced a pru- 
dence in buying, however, that has been 
felt by factory representatives. But with 
sales going up, the factories and salesmen 
are certain to experience an increased 
demand. While some of the larger mer- 
chants have bought heavily for Easter and 
the spring there are many, many other 

merchants who have not done do. 


Buying Better Grades 
Zak Brothers, who operate a string of 10 
retail shoe stores that are situated in all 


parts of the city, experienced a good in” 
crease in cash receipts in January, 1924’ 
over the corresponding month last year. 
These stores are situated mostly in the 
districts that are removed from the down- 
town shopping district, and their state- 
ment is a “‘straw’’ which shows how the 
wind is blowing in the outer ring of shop- 
ping districts. 

Mr. Zak stated that there is a tendency 
to purchase a better class of merchandise, 
and that everyone seems to have the 
money to pay cash for what he purchases. 
Men and women in the districts that are 
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Sn 
served by the Zak stores have plenty of 
work and wages are reported to be fairly 
good. 


Likes California Stores 

D. W. Brill, the genial representative of 
the Brown Shoe Company, has returned 
from a two-month’s visit to California. 
with most of his time spent in Hollywood 
and Los Angeles. “‘Dave,”’ as heisfamiliar- 
ly known, says that California was never 
more prosperous than it is at the present 
time. The stores in Hollywood and Los 
Angeles made a splendid impression on 
Dave. 


Sandals Selling Well 


The Hollywood sandal has been gather- 
ing momentum in this city through Jan- 
uary and merchants interviewed report 
that sales in it have been surprisingly 
large. Open-work shoes also continue to be 
sold at a very good rate. Merchants report 
there has been an increase in sales of men’s 
shoes in the last two weeks. Cold weather, 
with the thermometer dropping to five 
degrees below zero and remaining there 
for several days, had an influence. 


Enlarging Shoe Department 


The shoe basement of the Bailey Com- 
pany, a department store, will be enlarged 
and a campaign will be carried on to in- 
crease the volume of business this year. 
Mr. Scheiderlein is in charge of the 
department. 





SALT LAKE CITY 


Optimistic Tone Is Reported 


Black Materials Most Popular in Women’s Lines, and Grays 
° Gain Strength 


T is the opinion of most proprietors of 
local shoe stores that the first few 
weeks of the new year have been better 
from the viewpoint of shoemen than the 
corresponding period for last year. Clear- 
ance sales commenced to taper off near 
the end of January. 

Here are a few reports from shoemen 
on the status of business. “Business is 
fine!’’ said Jesse Thompson, head of the 
Hunter-Thompson Shoe Company, a 
Main Street firm selling men’s and wom- 
en’s shoes of the better grades. ‘Good 
business right now,”’ said Booterie people 
on East Broadway, catering to the 
medium-priced novelty trade. ‘“‘We made 
a 23 per cent gain over January of last 
year,’ replied Herbert Hirschman, head 
of the Hirschman Shoe Company, an old 
established concern, specializing in the 
family shoe trade. 

Black shoes are still very popular. 
Black satins and patents are both in 


demand, but, as Jess Thompson put it, 
“We are now beginning to get a touch of 
grays.’ The Booterie reported an interest 
in satins and suedes, but reported “All 
styles were selling.” 


Moving to Larger Store 


Bluefield, W. Va., February 13—The 
Shoe Market, a retail shoe store here, will 
move to larger and more attractive 
quarters at 245 Princeton Street about 
March 1. The business has expended and 
the concern reports it needs larger space 
to carry on. 


Traxler Store to Open Feb- 
ruary 19. 

Dayton, O., Feb. 13—The Louis Trax- 
ler Co. will formally open its new building 
on February 19. The store possesses ever) 
modern convenience. 
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lL. Wholesalers now sell- 
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This twin, two-bution, patent leather turn, with 
lattice front and full Louts heel, is a rapid retailer 
and substantial profit producer. Like works of great 
masters, its artistic excellence touches that chord 
in human nature which responds to the beautiful. 
Women enthuse over it. Buyers can order with 
assurance of a turnover. Made up also in solid 
colors, any leathers. 


Witherell 8 Dobbins Company 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 
Boston Office, ro Lincoln Street 


The W & D Line is featured in the Chicago 
market by Harper Kirschten Shoe Co. 


In the Boston market by The Hub Shoe Co. 


In the Philadelphia market by the 
Brav Shoe Company 


























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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NEW YORK 


Calls for New Season Footwear 


Cut-Out Effects in More Conservative Designs in Demand— 
Prices Back to Normal Basis 


ECIDED improvement in the re- 
tail shoe trade is reported by most 
of the leading merchants here. With the 
end of clearance sales and continued fair 
weather, there has been an early call for 
new season footwear. Prices have snapped 
back to their normal level, and customers 
in search of high-grade shoes appear to be 
willing to pay the current level of prices. 
The general price level runs from $8 to $10 
in the medium grades and from $12 to $14 
in the higher grades on volume business. 
Vore Conservatism in Design 
Although the public taste is shifting to- 
ward plainer types of footwear, there is no 
slackening in the demand for beauty in 
shoes, the merchants assert. The beauty, 
however, takes the form of line and 
quality, rather than of elaborate decora- 
tion. There are fewer calls for the multiple 
cut-out types, lattice work effect in straps, 
etc. The public is now demanding more 
conservative cut-out work, principally 
applied to the quarters and to neat strap 
effects. The light strap overlay on suede 
oxfords or pumps appears to have struck 
popular favor and some retail merchants 
have been compelled to re-order on shoes 
of this type. 


New Committees for Shoe 
Dealers’ Association 


The next regular monthly meeting of 
the Retail Shoe Dealers’ Association of 
New York will be held at noon at the 
Cafe Boulevard on February 19. This 
will be the first meeting under the new 
president, Jesse Adler, who was elected at 
the annual meeting in January. 

New committees have now been ap- 
pointed for the year 1924. These are: 

Legislative committee—Thomas J. Fitz- 


harris, chairman; Edward Friedman, 
H. C. Kimball, Walter Latz, W. F. 
Samson. 


Arbitration and grievance: Alfred A. 
Kohn, chairman; Leo Hart, R. Bloom, 
J. Sommers, M. G. Friedman. 

Finance: Louis Livingston, chairman; 
Louis A. Leopold, J. E. Meade. 


Publicity: C. E. Hutchinson, chairman; 
Harry M. Swarts, William Steinhardt. 

Entertainment: Maurice Miller, chair- 
man; M. A. Weiss, Leon Cracovaner, Max 
Tand. 

Harry Rosenthal has been appointed 
chairman of the new field and membership 
secretaries appointed to look after the as- 
sociation’s work in the various sections of 
town. The secretaries for the Bronx are 
Samuel Fox and Lew Zinn; for the Harlem 
district, A. W. Wildfeuer; for the York- 
ville district, Gus Pick; for the mid-town 
section, Benjamin F. Barmann, Frank 
Young and Ralph J. Lederer; for the 
down-town section, Louis Edelstein, and 
for Brooklyn, H. Triebitz and Clement 
Kaufman. 


Annual Dinner on February 26 


The annual dinner of the Allied Shoe 
and Leather Industries of Greater New 
York promises to be the largest this or- 
ganization, whose sole function is to bring 
together the shoe and leather men of New 
York in a grand affair once a year, ever 
has held. The dinner will be held on the 
night of February 26 at the Hotel Com- 
modore. From the rate at which reserva- 
tions are coming into the committee’s 
hands it is evident that the attendance 
will run far above the 700 mark set as a 
record last year. Speaking on behalf of 
the committee, S. A. McOmber, urged all 
those who intend going to the dinner to 
send in their requests for reservations, with 
check or cash immediately. The committee 
this year is making no reservations unless 
accompanied by check or cash in advance, 
in order to simplify the bookkeeping work 
following the dinner. Reservations may be 
had from S. A. McOmber, 130 West 42nd 
Street; A. Gabriel, L. M. Hirsch Shoe 
Company, 670 Sixth Avenue, or Justus 
Lattemann, 74 St. Edwards Place, 
Brooklyn. 

One or two speakers of national im- 
portance will be heard. An elaborate en- 
tertainment will be provided. The com- 
plete program is expected to be ready for 
announcement next week. 





BROOKLYN 


Trend Toward Plainer Effects 


New Business Coming into Factories in Steady Volume— 
Indications Point to Women’s Oxfords for Fall 


EW business coming: into the 
Brooklyn shoe factories in the last 
three weeks has shown a decided im- 
provement, although in most cases it is 


still below the volume that was received 
up to this time a year ago. There is some 
apprehension that retail shoe merchants 
will wait too long before placing orders 
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HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 
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T. D. Barry Co. 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U. S.A 
MEN’S FINE SHOES EXCLUSIVELY 























Where to Buy 


Men’s Shoes 

















Stock Dept. 5 
Is At Your Service ay 


THE STETSON SHOE CO. (Inc.) 
: South Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednes ay and Friday 





















FOR MEN ON TREIR FEET 
THIS SHOE CAW'T 8€ SEAT 


MERSON INC 
MASS 





Boston Office: Room 214 United States Hotel 


LINN FREDERICK S. PECK 


Worcester, Mass. 





Men’s and Women’s 
Sport ann College Shoes 


Boston Salesroom 


7 ea7 Benee Girce 
weotesves 207 Essex Street 
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for shoes that will be wanted for Easter. 
Some of the factories already are sold up 
to April 1 and most of the orders now 
coming in are for delivery before that 
date. 
Trend Toward Plainer Effects 

The trend of trade, however, is most 
encouraging to the Brooklyn shoe men. 
One phase that is considered highly im- 
portant, is the trend toward plainer effects, 
a greater stability in style than has been 
seen in the Brooklyn section for a long 
time. This is the result of efforts of some of 
the leading manufacturers to hold styles 
within reasonable limits, and also the first 
effect of the vogue for women’s suits 
which is apparently sweeping the country. 

The suit vogue has not yet been reflected 
in much of an increased demand for ox- 
fords; manufacturers, however, are of unan- 
imous opinion that suits will sweep ox- 
fords into fashion for the fall season with- 
out a doubt and preparations are being 
made along this line. Some of the manu- 
facturers here are of the opinion that grain 
leathers and heavier soles are likely to be 
wanted by next fall and may make their 
appearance even earlier, perhaps in sport 
shoes for summer wear. 

Re-Orders Encourage Manufacturers 

Another phase that has attracted con- 
siderable attention in the Brooklyn sec- 
tion is that. of re-orders. It has been only 
infrequently in the last few seasons that 
retail merchants have placed re-orders on 
any particular style. The usual method has 
been to change styles with each suc- 
cessive order. The fact that some styles 
have been re-ordered once, twice and 
even three and four times so far this 
year, has given considerable encourage- 
ment to the makers of high grade shoes. 
They welcome this development, not 
only because of its advantages in manu- 
facturing, long runs in production, etc., 
but because they feel it will solve some of 
the financial ills in the retail trade. It is 
an open secret that many retail shoe mer- 
chants and some large ones among them 
are carrying rather heavy stocks of a 
multiplicity of styles at present, on which 
some sizable losses are being taken in 
price reduction sales. With fewer styles 
and more ample stocks of these, the 
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Leading Materials for 
Spring 

Suede, satin and patent are the 
leading materials so far this spring. 
The swing toward more mannish 
types is cutting down the call for 
kid in the darker shades. White kid, 
however, looks promising for the 
summer season and some of the 
Brooklyn people are now working on 
advance orders for white kid shoes. 

Strapped and small gored models 
prevail in the style run with most 
manufacturers reporting a stronger 
swing toward the plain one and two 
strapped variety. 

















manufacturers believe that the retail mer- 
chants will do a more profitable business. 


Styles Becoming More Stabilized 

That styles are becoming more stabilized 
is an accepted fact and one reaction is 
found in the number of small manu- 
facturers in Brooklyn who are finding it 
difficult to make both ends meet. The 
plainer styles of footwear with more re- 
gard to quality and fitting is hurting the 
smaller producers, who, to quote some of 
the older manufacturers, “operate on a 
shoe string,”’ and a change over to welt 
shoes would put most of them com- 
pletely out of business, it is believed, as 
few of them are equipped either in ex- 
perience or capital to undertake the manu- 
facture of welt shoes. 

Not only are re-orders on styles point- 
ing to greater stability, but the size orders 
on individual styles are being considerably 
enlarged over what they were in recent 
seasons. Orders calling for 60 to 100 pairs, 
a rather unusual incident until recently, 
are now becoming more frequent. Busi- 
ness, too, seems to be gravitating to the 
larger and older established firms, those 
with a reputation for high quality foot- 
wear producing. 

Brooklyn manufacturers report less 
complaint among buyers on prices and 
fewer calls to take something out of a 
shoe to bring it down within a certain 
price range. 





BOSTON 


Blacks Hold Place as Leaders 


Satins and Suedes Sell More Freely Than Other Materials in 
Women’s Shoe Styles 


HERE was no decided change in the 

conditions pertaining to business in 
the retail shoe stores during the week end- 
ing February 9. Buying was on a fair basis 
but most reports stated there was an 
erratic tendency on the part of both men 
and women. Rain and snow stimulated 


the rubber trade to some degree during 
the latter part of the week. 

Several stores are displaying odds and 
ends as a measure to clean up what re- 
mains of stocks that were offered during 
clearance sales. 

Blacks are meeting with favor in wom- 
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en’s departments. Black satin appears 
to be the most favorite material, while 
black suedes are also selling freely. Most 
merchants place the leading sellers in this 
order, with oxfords coming third. 

Stores selling women’s apparel are 
showing tailored suits for women and in- 
dications point to that type being worn 
freely in the spring. This means that 
women’s welt shoes, tailored oxfords and 
plain pumps will be the proper footwear 
for such garments. 

Stores that have received early spring 
patterns in women’s lines have generous 
black models among the merchandise. 

Hosiery sales in most every store con- 
tinue to hold up very well. Many de- 
partments have received new merchan- 
dise for spring selling and blond shades 
comprise the bulk of the consignments. 

Men’s trade is about an even thing be- 
tween high and low shoes. Several men’s 
stores, including those selling high grade 
footwear, are holding sales. 


Queen Quality Sale 
The Queen Quality Boot Shop, 158 
Tremont Street, held its clearance sale 
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recently and sold its merchandise at one 
price, $4.95. All sizes were included and 
the response was good. 








A woman's novelty sandal pattern, made in 
Jack Rabbit Gray ooze. Patterns, carrying lines 
similar to these, are erpected to sell freely in 
women’s stores during early spring. Made by E 
Bottomley Co., Boston. Mass. 





Opens New Store 
Frank C. Stuart, Lynn leather mer- 
chant, has leased a store at 145 South 
Street and will carry upper leathers, es- 
pecially kid and sheep. 





HAVERHILL 


Carry Fewer Shoe $ 


Samples 


Manufacturers Now Show Their Models More Frequently, 
Sut in Less Volume 


MANUFACTURER of: Haverhill- 
A made footwear in speaking of a 
forthcoming trip to large trade centers, 
said: “‘In former years I thought it neces- 
sary when I went on a selling trip to take a 
sample trunk which would contain not 
less than 100 different styles, and often 
many more. This was in the days of ad- 
vance selling, when merchants bought 
their shoes far ahead of their needs and 
were ready to make selections in ac- 
cordance with that idea. During the past 
year I have cut my sample showing to the 
bone. On this trip that I am about to 
make I shall carry from 20 to 25 samples. 
No more. These can all be contained in a 
moderate sized suit case. They represent 
the cream of our new styles which in my 
opinion are the only styles which the mer- 
chant wants to see. The old plan of carry- 
ing a big lot of samples and making only 
occasional trips is gone forever. I am visit- 
ing my trade practically on a continuous 
basis. After showing on one trip a few new 
styles and taking orders from them I get 
out new styles and make ready for 
another trip. That’s the way novelty shoes 
are made and sold today and in my opin- 
ion will be made and sold for an indefinite 
period. 


Haverhill’s New Arbitrator 
Edwin Newdick of Scituate, Mass., who 
was recently chosen as arbitrator of the 


Haverhill shoe industry, has assumed his 
duties. His salary is $10,000 a year, to be 
paid quarterly in equal amounts by the 
Haverhill Shoe Manufacturers’ Associa- 
tion and The Shoe Workers’ Protective 
Union. He will devote his entire time to 
this work. His decision is final on all mat- 
ters arising between the manufacturers 
and the union whether in regard to wages, 
hours or other local conditions. Mr. New- 
dick is a graduate of Dartmouth College 
and of Amos Tuck School of Business Ad- 
ministration of Finance. He attended the 
Chicago Style Show the past week. 
Commenting on this new departure the 
Haverhill Gazette says, editorially: 

“The Haverhill Idea is complete. 
The new peace pact has found its 
directing head. The future pros- 
perity of the city lies, ingreat measure, 
in the hands of our first industrial 
arbitrator. It will work out the better 
and the sooner because sensible rep- 
resentatives of labor and capital, 
who favor steady and sustained pro- 
duction, are rallying to lend a hand.” 


Hannahsons in New Plant 


Six floors and a basement, comprising 
the entire building on Duncan Street 
formerly known as the Fox Factory, are 
now being occupied by Hannahsons Shoe 
Company. The entire building has been 
equipped with new machinery, electrical 
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Where to Buy 


Men’s and Women’s Slippers 




















owe Shoe Co., Inc. 
Makers of 

Women’s Turn 

Slippers 


276 RIVER STREET 
Haverhill, Mass. 
Boston Office 

207 Easex Street 













PARISTYLE FOOTWEAR MFG. CO., ae. 
41-45 Washington Ave. Brooklyn, N. Y 
HIGH GRADE MULES AND D’ORSAYS 


Made of Satin, Quilted Satin, Embossed 
Leather, Tinsel and Brocade 
Prices from $23.00 per doz. up 



















SLIPPERS for MEN, WOMEN 
and CHILDREN 
Bedroom and house 
slippers in a wide 
variety of styles and 

prices. 

SATIN SLIPPERS 

noted for quality. 
FRANK H. PFEIFFER CO., Inc. 

24 Washington Square “t- Worcester, Mass. 
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Imported Satin Brocadevand Metal Cloths. 
$2.10 per pair and up 
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BEST-EVER 
Soft-Sole Leather 

Boudoirsand Novelty 
Kimona dals 


Write for Prices 











owling 
326 W.Monroe St. 
s Chicago 

i WM. SUMNER SMITH CO. 








MULES and D’ORSAYS 
Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
quest. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 








Felt, Satin and Leather Rees Sole Spee 
he Entire Ponily 

_ 401— Ribbo: 
Trimmed coun 
One of the popular 
styles in our com- 
plete line of felt slip- 
pers. Made intwelve 


A colors 
NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass. 
























Where to Buy 


Women’s Shoes 














FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are etepcting — 
favorable attention. Hand turn gqere end 
pamps in the latest designs and od facet leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








J. W. BARNARD & SON 
Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 

COMFORT 
SHOE 
For Ladies 
IN STOCK 












Colcord & Walker, Inc. 
) 


Turn Footwear for Women 
HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 














Where to Buy 


Ballet Slippers 

















Ladies $1.40 

Sizes 24 to 8 

BLOG SHOE FINDING CO., INC. 
147 Duane St., New York,’ N.Y. 








BALLET SLIPPERS in Stock 





kand Pink Satin, Black Kid officially adopted 

as the best made professional and ballet slipper in 
America by Inter ia th Masters of 
Dancing. Sises 

from 6 smal) to 7 

large in all widths. 

AMICUS “Span 
NEW YORK, 
N.Y. 


Only one exclusive agency in a town 








BALLET SLIPPERS 
all styles and 
colors— Black 


Kid Soft Toe 
$1.60 — Box 
Toe $2.85 — 
Pink Satin 
$3.50. 


FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 














BALLET SLIPPERS in Stock 


Endorsed by the World's Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women’s 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 
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fixtures and in fact, every device and 
machine necessary to the operation of a 
large, modern shoe-making plant. All the 
work has been done under the supervision 
of the Messrs. Hartman of the concern, 
while nothing has been left undone which 
will increase the efficiency and production 
of Hannahsons footwear. Novelty foot- 
wear for women will be available at all 
times for immediate delivery, to mer- 
chants. Hannahsons Shoe Company is 
now all under on roof. 


Manufacturer Bank President 

William A. Knipe of William A. Knipe 
Shoe Company of Ward Hill, one of the 
old established concerns in the Haverhill 


district, was recently elected president of 
the Haverhill Morris Plan Bank. Shoemen 








on its board of directors include: Everett 
Bradley, Bradley Shoe Company; George 
W. Dobbins, Witherell & Dobbins Com- 
pany; William H. Butler, W. H. Butler 
Shoe Company; Edmund C. Wentworth, 
Harding Shoe Company; S. A. Mce- 
Gregor, Fred W. Mears, Sherman H. 
Marshall. 


Ira H. Woodman Dead 


Ira H. Woodman, formerly a shoe manu- 
facturer in Haverhill, died recently at his 
home in this city at the age of 83 years. 
Mr. Woodman was a native of New Hamp- 
shire. He came to Haverhill many years 
ago and began manufacturing shoes. The 
concern was known as the Woodman Shoe 
Company, also Woodman & Howes with 
plant on Washington Street. 





LYNN 


Sales Show Steady Gains 


Long List of Women’s Novelties Feature Shoes for Spring— 
Colors in Many Shades 


TYLES are swiftly rising to a new 

high tide, and sales are following. 
Sales of shoes for Easter are already 
booming and prospects for orders for spring 
and summer footwear never were brighter. 
A score of Lynn salesmen are in Chicago 
this week, booking additional orders. 


New Millinery Era 


A high rolling wave of millinery fash- 
ions in footwear is coming along. New 
samples show footwear made with the 
exquisite attention to detail that is 
characteristic of the making of women’s 
hats. Colors never were more gay, and 
patterns more intricate, while a new era of 
trimmed footwear is looming up. 

Individuality is the key to the situation. 
Women who appreciate fine apparel, are 
not going to wear shoes like the other 





Points on Styles 


“Seventy-five per cent are straps.” 
That’s the report from one firm. 

“Tt’s not enough,” says another. 
“Straps will be 80 per cent of the 
spring’s business.” 

“Gore patterns are not plentiful 
enough.” That comes from a buyer. 

“Tongue and buckle shoes are 
more worn in New York than I ex- 
pected.”” That is from a manufac- 
turer who was in New York re- 
cently. 

“Sport oxfords are not selling as 
they should,” says one salesman. 
“But wait until the buyers see our 
new line.” 














women wear this Easter time any more 
than they are going to wear hats as alike 
as crackers in a box. That’s the way it 
looks to Lynn manufacturers, for their 
samples never showed so many types of 
shoes, in striking individuality, as this 
spring. 
Colors to the Front 

It looks as if a rainbow got smashed 
and its colors spread over shoes. Colors 
were never before such a feature of Lynn 
footwear as they are now. Colors range 
all the way from the dull black of suede 
leather to the lustrous hue of flame red. 
The latter is better than a bonfire red. 
Lacquer red is tame beside it. Besides, 
there is Chinese green, and Chinese blue, 
and grays of several tones, and wine, 
wistaria and mulberry, the browns, and 
the white, too. 


Patterns at a New Pace 

Patterns, which have been jogging 
along for a while, have taken a new pace. 
Plain effects have yielded first place to the 
intricate straps, Chinese straps, which are 
the newest, Egyptian straps and Califor- 
nian straps, and, also, those intricate 
Parisian straps which are of bewildering 
design. 


Beautiful Footwear 


For a specimen of Lynn’s beautiful 
shoes, consider the samples which A. E. 
Little Company has just made up for dis- 
play at the Chicago show and elsewhere. 
For instance, there is a Chinese shoe, of 
Chinese blue kid, ornamented with gray 
straps, of Chinese character, three of these 
straps being imposed on the vamp, 
lengthwise, and three being imposed, like 
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the sticks of a fan, on the quarter, at the 
base of the instep strap. 

Another shoe shows a combination of 
alligator and lizard leathers, both im- 
ported stock, the vamps and quarters 
being of alligator and the trimmings of 
lizard. 

An Egyptian sandal is made of white 
calf, or kid. In its vamp is cut a Lotus de- 
sign. It has Egyptian straps. Another 
sandal pattern of Grecian character has 
perforations which are cut out by hand. 
They are too intricate for machine work. 

Wooden buckles have been brought 
from Paris to adorn new shoes. They are 
hand carved. Also, there are buckles of 
white enamel set in glass. They, too, 
come from Paris. Besides, there are hand 
wrought ornaments, of metals, set with 
stone, or framed in leather. To adorn 
shoes seems a growing idea, and many 
gore style shoes are wanted, for they 
readily lend themselves to ornamentation. 


Gorman’s New Line 


Jack Gorman has started across the 
continent with the handsomest line of 
samples that Murphy, Gorman & Water- 
house has yet produced. He is as enthus- 
iastic over them as a boy is enthusiastic 
over the opening of the baseball season. 

Colors run the range from the shiny 
black of patent leather, the sheen of satin, 
and the dull of suede to the whitest of 
whites, and includes the reds, greens and 
blues, and the wines, the wistaries, the 
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mulberries and the purples, too. Mr. Gor- 
man never carried such a line of colors. 

Patterns show straps, mostly. Yet gores 
are on the gain, for, whereas the firm had 
but one gore pattern last fall, it now has 
three gore patterns, all selling. These 
gore patterns may be covered with 
buckles, or slides. 


Grading-Up Again 

A strong grading-up movement is 
setting in again. Lynn designers have sur- 
passed all previous achievements in 
creating new patterns. And manufacturers 
have followed the pace. Shoes, as shown 
in the sample lines, have ceased to be 
coverings for the feet. They are adorn- 
ments for the feet, and, doubtless, a host 
of women will prize them as such. Fol- 
low the new Lynn grade-up movement. It 
will lead to a new era in beautiful footwear. 


Leather, the Style Maker 


“For styles, there’s nothing like leather.” 
So said George Laemmle, of the Lorraine 
Tanning Company, just before he started 
for the big style show. “It’s about time the 
tanner has his innings in the style making 
game,” said he. “The upper leather is the 
main part of the shoe. Leather can be 
made beautiful, to make the shoe beauti- 
ful and the foot beautiful. Look over the 
new samples of upper leather, my line or 
any other line. Did ever you see such 
beauty in leather?” 





PHILADELPHIA 


Shoe Production Is Increasing 


Straps and Cut-Outs Get Preference in Orders Being 
Received—Expect Good White Season 


HILE shoe factories report that 

buying is still cautious and on a 
hand-to-mouth basis, their day-to-day 
business is steadily growing. Factories are 
still operating considerably under capacity, 
but their production is increasing and 
manufacturers are optimistic. According 
to several manufacturers here a good 
percentage of the orders now coming in 
come from the department and chain 
stores. There is also considerable buying 
for sizing up. 


Straps the Most Popular Patterns 


Straps and cut-outs continue to have 
the call. One manufacturer is selling some 
black and brown kid boots and oxfords to 
department stores. Another finds some 
call for gores and tongues are still being 
asked for in some quarters. In the main, 
however, demand is concentrated on an 
infinite variety of straps and cut-outs. 

Patents and suedes seem to lead at 
present. It is quite generally predicted 
that satins will be much more active a 


little later on. Just how long the run on 
them will continue is uncertain, according 
to one manufacturer, who points out the 
fact that satin shoes are not very ser- 
viceable for street wear. While it is too 
early for any demand for whites to be ap- 
parent a good season in them is expected. 
Features in the Wanamaker 
Store 


Among the features of the John Wana- 
maker store are several models of strap 
slippers for women who want medium 
Cuban heels. One of them is a soft black 
kid one-strap with plain toes amd per- 
forations. It is priced at $9. The same 
thing may be had in brown leather at $10. 
Another style is of black or tan calfskin 
with plenty of perforations and is priced 
at $12.50. This store recently held a sale 
of thousands of pairs of women’s low shoes 
at $3.45. The models included strap 
pumps, gore pumps, dress pumps, sandals, 
plain oxfords, and fancy oxfords. Included 
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“ELAM” 
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Do You Know 


That you can buy or sell it through 
the “‘Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Standard Shoe Materials 
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among the materials were satins, patents, 
suedes, calfskins, elks, and kidskins. The 
colors were gray, tan, black, white, brown, 
and ivory. The heels were either high 
Louis, Spanish Louis, baby Louis, military, 
Cuban, or low. 


Wholesale Trade Slow 


Wholesalers report their trade rather 
quiet. While style uncertainties are re- 
sponsible for a considerable part of the 
dullness, the weather has also been a re- 
tarding factor. With the passing of January 
and the continuance of mild weather quite 
a few jobbers are beginning to feel anxious 
about winter stocks. One jobber finds good 
demand for grays and for airedale. Black 
satin is also becoming more active. Prices 
remain unchanged except for such ad- 
vances as are necessitated by extra work 
on especially fancy patterns. 


Call for Colored Kid 


One glazed kid manufacturer here re- 
ports increased demand for gray and blue 
kid. There is also some demand for red 
kid but very little for green. The glazed kid 
trade, however, is watching these colors 
very carefully as it realizes that demand 
for them may cease very abruptly. With 
black dresses being shown for spring, manu- 
facturers are expecting more demand for 
black kid. In spite of the increased activity 
in glazed kid, however, it still finds its 
chief outlet in trimming. 


Silk Hosiery in Demand 


Good demand for silk hosiery is re- 
ported by local mills. Cotton and wool 
hose are quiet except for some buying for 
immediate needs. Though some merchants 
are still indoubt about colors in silk hosiery, 
manufacturers are going ahead on good- 
sized stock orders for delivery in spring. 
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McKeon Sees Colors 


John C. McKeon, of Laird, 
Schober and Company and recently 
elected president of the National 
Boot and Shoe Manufacturers’ As- 
sociation, says that demand for 
fancy shoes continues unabated. 
Cut-outs and combinations in strap 
effects still have the call. Mr. Mc- 
Keon sees a leaning towards colored 
kids, especially medium brown and 
beige. There is very good demand 
for patent leather, black and brown 
satin, and suedes with calf, kid and 
patent trim. Mr. McKeon thinks 
there should be a less slavish fol- 
lowing of Parisian styles and a more 
pronounced recognition of the fact 
that America has always led the 
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style in shoes. He also reports that 
the trade is giving more serious at- 
tention to the problem of over pro- 
duction and under consumption. 
Pamphlets and placards featuring 
the slogans “‘Walk and Be Healthy” 
and “Shoes for the Occasion” will 
be used much more extensively than 
heretofore. 














The trade is expecting better business than 
last year. Early indications point to the 
fact that full-fashioned chiffon with lisle 
feet and tops will sell as well as anything. 


Closing Out Stock 


Cantor Brothers, who have a store 
handling men’s, women’s, and children’s 
shoes at 4453 Frankford Avenue, are 
going out of business. They have an- 
nounced a sale at which they want to sell 
their entire stock. 





BROCKTON 


Chain Store Company Incorporates 


John Bright Shoe Company Operates 41 Stores in All Parts of 
Country 


HE John Bright Shoe Stores Com- 

pany is a Massachusetts Corporation 
capitalized at $20,000, paid in, which has 
been formed in the neighboring town of 
Bridgewater, Mass. The officers are: presi- 
dent, James B. Stewart of Philadelphia; 
secretary, Estella B. Gummow of Bridge- 
water; treasurer, Edward MacMaster of 
Bridgewater. This company is formed for 
the purpose of operating a chain of retail 
shoe stores of which 41 are already in 
operation and under the new corporation 
will be added to from time to time. The 
headquarters of this company is in Bridge- 
water and handles in its retail stores the 
product of L. Q. White Shoe Company, 
with factory in Bridgewater. 





Shoe Merchant's Charity 


W. Fred Allen, proprietor of Allen's 
Boot Shop in the Olympia Building, has 
answered in a practical way the action 
taken at the recent convention of the Na- 
tional Manufacturers’ Boot and Shoe 
Association at New York. Learning 
through a report from a speaker at that 
meeting that there are nearly 2,000,000 
refugees in Greece sadly in need of foot 
covering of some sort, Mr. Allen has 
opened his store as a depository for worn 
footwear donated to the relief of the Near 
East sufferers. Mr. Allen has requested 
that old shoes be left at his store at any 
time during business hours. He will see 
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that this footwear is promptly delivered 
to the proper authorities. 


New Shoemaking Process 


Cc. A. Eaton Shoe Industries are sending 
out to the trade an announcement entitled 
“The Last Word in Shoes,”’ which illus- 
trates and describes the Eaton Shoe as 
constructed under A. E. Little patents. 
This type of construction, it is stated, is 
designed for the comfort and support of 
the feet as an improvement in orthopedic 
and anatomic footwear. Smart style and 
graceful lines are retained in this shoe, to- 
gether with the fitting qualities demanded 
by well dressed men. Illustrations show 
the methods by which this footwear is 
produced, also its many desirable features. 


Style Show Chairman at 
Chicago 

Frank E. Packard, chairman of the 
Brockton Fair style show, attended the 
style show and style revue in Chicago the 
past week. Mr. Packard, in his capacity 
as head of the style show at the Brockton 
Fair has obtained many new ideas, some 
of which will no doubt be put into opera- 
tion at the Brockton Fair style show next 
October. 
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Douglas Company Con- 
vention 

Following a convention of salesmen and 
heads of departments of W. L. Douglas 
Shoe Company a banquet was held at 
Castle Inn, North Abington, Mass. About 
85 were present. There was entertainment, 
community singing and addresses by 
executives. Treasurer Herbert L. Tinkham 
presided. 


Lasts Well at Lasting 


As evidence that shoe factory work is a 
healthful occupation there is a laster in 
Brockton who for 45 years has lasted 
shoes in this city and is still going strong. 
His name is Edward McGrath, and he 
began lasting shoes with Stacy-Adams 
Company in 1879. At that time Brockton 
was a town just finished with its North 
Bridgewater name. McKay shoes com- 
prised practically all the sewed shoes pro- 
duced in Brockton. Mr. McGrath believes 
he was the first laster in the city to have 
the opportunity to learn lasting on Good- 
year welt shoes. He has spent most of his 
working time in Brockton and is now last- 
ing shoes for C. S. Marshall Company. He 
is 69 years old, doesn’t look it, and says 
he doesn’t feel it. 





BUFFALO 


Spotty Trend to Buying 


January Sales Very Well Patronized—Merchants Receive 
Some Early Spring Patterns 


LTHOUGH of a spotty character, 

business generally during January 
was decidedly gratifying to most retail 
shoe merchants and in many instances 
sales exceeded those of the same month a 
year ago. From the standpoint of profits 
the first month of the year did not break 
any records. On the other hand, had the 
shoe merchant been unable to unload his 
stock of fall footwear even at reduced 
prices, a much more serious situation 
would have resulted. 

January sales were exceptionally well 
patronized and served to move quite a 
number of stagnant lines and make room 
for spring footwear. This applies not only 
to the downtown stores, but to the smaller 
merchant outside the shopping district. 
Intermittent periods of cold and wet 
weather helped reduce the rubber foot- 
wear stocks and with the prospects of two 
months more at least, of seasonable tem- 
peratures, merchants have ceased worry- 
ing over the possibility of having to carry 
over a large quantity of overshoes. 


Spring Shoes Are Received 


All of the downtown stores have re- 
ceived their initial shipments of spring 
shoes and will commence displaying them 


immediately. Most merchants anticipate 
a brisk demand for the new styles and 
shades and a spring business better than 
usual, chiefly because of the mediocre 
autumn. Industrial conditions in Buffalo 
are in a decidedly healthy state. Wages are 
higher in some trades than during the war 
and in only a few instances lower than at 
that time. Building is on a scale greater 
than ever before in the city’s history and 
there is a marked shortage of labor in this 
trade. Besides, the Chamber of Commerce 
is bringing to the city many large indus- 
tries which will employ.several thousands 
of persons. 


Open New Store 


Fred J. Eichenger, for the past two 
years orthopedic specialist with K. W. 
Watters, and prior to that time a retail 
shoe merchant in Batavia, has formed a 
partnership with E. J. Traut, with the 
Walk-Over store for the past 17 years 
doing foot correction work. The firm of 
Eichenger & Traut has opened orthopedic 
parlors in the Childs building, 485 Main 
Street. They are at present occupying 
temporary quarters on the third floor of 
the building. On March 1 they will take 
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COLONIAL BUCKLES Six 
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per doz. pr. Buckles with fillers 
without Tongues, $5.00 per doz. 
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days. F. O. B. New York City. 
Delivery One Week. 
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New York City 
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Engraving and Printing 
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over the entire second floor of the building 
specializing in Wizard shoes for men and 
women, an orthopedic product of a St. 
Louis factory for which they have exclu- 
sive rights in Buffalo. 


Marsh in New Quarters 


C. B. Marsh’s removal sale at his old 
location, 475 Main Street, came to a close 
on February 1. Patrons of this store will 
now be served at the new location in the 
Main Central Market building between 
Chippewa and Tupper Streets on the west 
side of Main Street. 


At N.S. R. A. Convention 


About one dozen local shoe merchants, 
all members of the Buffalo Retail Shoe 
Dealers’ Association are attending the 
N. S. R. A. convention and style show in 
Chicago. 


Stelley Is President of B. A. 
T. S. S. 


James H. Stelley, representative of Rice 
& Hutchins, outlucked Charles W. Martin 
of the Weinberg Shoe Company, for the 
presidency of the B. A. T. S. S., at the 
annual meeting of the Travelers’ Associa- 
tion held at the Statler Hotel on February 
2 when the toss of a coin broke a tie 
created as the result of the balloting. This 


method of determining the winner was de- 
cided upon by the members present when 
it was discovered that no provision had 
been made for such a contingency in the 
constitution. 

T. W. Furlong, of L. A. Crosset Com- 
pany, was elected first vice-president; 
George Hess and Ed. Diffine of W. H. 
Walker & Co., second and third vice- 
presidents, respectively; Victor Zorn of 
W. B. Coon & Co., was chosen fourth vice- 
president. Roland J. McDonald, who has 
served as secretary of the organization 
since its inception, was not only re-elected 
to this office, but was elected treasurer as 
well, succeeding to the duties formerly 
cared for by Charles Reis of the U. S. 
Rubber Company. 

The members adopted a resolution of 
sympathy in the recent demise of the 
mother of their popular secretary, thanked 
the retiring president, Fred Zorn, for his 
devotion to the interests of the association 
during his two years in office and also 
adopted a resolution of appreciation for 
the publicity given the association’s activ- 
ities by the Boot and Shoe Recorder. 

Plans for the association’s annual dinner 
dance were tentatively discussed. It will 
be held as in former years on Easter Mon- 
day night. One of the Statler’s private ball 
rooms will be obtained for the occasion 
and a committee to work out final details 
will be named at the March meeting. 





ROCHESTER 


Spring Footwear Makes Appearance 


Clearance Sales Met with Favorable Response—Black Most 
Popular Color in Women’s Lines 


ITH the conclusion of most all of 
the clearance sales being held in the 
shoe stores there is some interest being 
shown in the new spring footwear which 
has made its appearance in some stores. 
The sales met with favorable response. 
Good values were offered and they were 
recognized. 
Buying in both men’s and women’s lines 
is only fair. Black is still the most favored 
color in women’s footwear. 


One Clay Store Closes 
The Henry Clay Shoe Store at 87 Main 
Street East will close its store and discon- 
tinue business. There are two other Henry 
Clay stores here. 


At the Convention 


The local shoe trade, both manufactur- 
ers and merchants, last week made a 
grand rush for the annual convention of 
the National Shoe Retailers’ Association 
of the United States. Don Burke, president 
of the Rochester shoe merchants, accom- 
panied by Jim H. Olmstead, Harry H. 
Phelan, P. M. Van Deventer and William 
Pidgeon, Jr., the shoe delegation, went 





prepared to absorb all the shoe style in- 
formation and gossip that is always in the 
air at such gatherings. Practically every 
Rochester shoe factory will display at the 
convention. 


New Shoe Department 


Gold’s, a Main street women’s apparel 
shop, will soon open a new shoe depart- 
ment, according to Louis Cohen, resident 
manager. Several Brooklyn and New York 
concerns have inspected the recently re- 
modeled apparel shop and are dickering 
for part of the main floor to be used as a 
shoe department. 


Hear University Professor 

Professor V. M: Palmer of the Univer- 
sity of Rochester and Efficiency Engineer of 
Kodak Park Works of the Eastman Kodak 
Company of Rochester, N. Y., was the 
speaker at a dinner of the Rochester Asso- 
ciation of Shoe Superintendents and Fore- 
men. 

The dinner was given under the auspices 
of the educational committee and the sub- 
ject of the speaker was, “Training of Fore- 
men” the importance and need of training. 
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ATLANTA 


Suedes and Satins Lead 


Early Reports Point to Increased Spring Trade Over 1923— 
Grays Promise to be Strong 


ETAIL shoe merchants report that 

business during January of the 
present year was somewhat better than 
the same month im 1923, and that the 
outlook for the spring season is even more 
promising than was the case a month or so 
ago. In fact, most of the merchants seem 
to be anticipating as good a spring busi- 
ness this year as they have enjoyed in the 
past three or four seasons, and for the 
most part they are doing their spring 
buying accordingly. 

That merchants in the smaller towns 
are also looking for a considerable im- 
provement is indicated by the fact that 
salesmen report they are buying more 
freely for spring than they have in the 
past two or three years, with the result 
that January wholesale volume through- 
out the district will probably show a very 
substantial improvement over the same 
month of either 1922 or 1923, when 
definite figures are available. There are 
some sections, however, where business is 
not on so satisfactory a basis, principally 
those few districts where last year’s cotton 
crop proved a failure, and where money is 
therefore much less plentiful than in other 
sections. Principally these districts seem 
to be in the extreme southern part of the 
territory, save in South Georgia where the 
big money made on tobacco production 
more than offset the losses on the cotton 
failure. 

Suede and Satin Slippers 


The prevailing colors this spring in the 
section, it appears, will be gray and brown 
buck, and these are the colors in women’s 
footwear being purchased by the retail 
shoe merchants. 

At present the biggest demand continues 
for suede and satin slippers, the former in 
various colors and selling very well, while 


satin slippers are second on the preferred 
list. 


Visitors in Shoe Market 

There have been an unusually large 
number of out-of-town merchants visiting 
the Atlanta shoe market during the past 
two or three weeks, and for the most part 
they have been making some good pur- 
chases while in the city, replenishing 
stocks they found were going to be a little 
short before the spring season opens, due 
to the excellent business most sections of 
the South are enjoying. The principal 
visitors have been from the smaller towns 
where the cotton crop was a success last 
season, a fact which has been resulting in a 
considerable volume of buying by farm- 
ers. Most of these merchants have been 
giving very enthusiastic opinions over the 
outlook for the spring season in the smaller 
towns of the district this year, and seem 
to be generally expecting one of the best 
seasons the trade has enjoyed in the past 
three or four years. 


Wilensky & Co. Moves 


The well-known wholesale findings and 
leather firm of H. Wilensky & Co., of 
Atlanta, one of the oldest companies in 
this field in the South, announce the re- 
moval of the firm recently to newer and 
larger quarters at 40 West Alabama Street. 


Orr Elected Director 


J. K. Orr, president of the J. K. Orr 
Shoe Company, manufacturers and job- 
bers of shoes in the southern field, advises 
that P. C. Gregory, field sales manager 
for the company the past year, with head- 
quarters at Greenville, S. C., has been 
elected a member of the board of directors, 





RALEIGH, N. C. 


Novelties for Spring Sales 


Light Tans, Suedes in Grays and Black Materials Will Lead 
in Women’s Patterns for Early Season 


ETAIL shoe merchants have stimu- 

lated business by selling shoes at re- 
ductions to get ready for spring. Leading 
merchants predict big sales on light tans, 
suedes and pearl gray, blacks in patent 
leather and fancy straps in satins to come 
second. Mostly sport patterns with the 
inch heel will lead in selling spring 
novelties. 


Raleigh shoe stores are showing spi ag 
pumps. In colors, tan bark and light grays 
seem to lead. However, all are showing 
patent leather in the flat and Spanish 
heels. Colonial pumps have been dis- 
played by one shoe concern. They have 
not taken so well in the South generally. 
People at Pinehurst say that it has been 
milder than any previous winter. 

















Where to Buy 


Moccasins 














Goodyear Welts 
For Men Women and Children 
Carried in Stock and Distributed by 
Bliss & Richardson Shoe Co. 














Where to Buy 


Men’s Shoes 
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Coburn Stores Look for An- 
other Big Year 


At the meeting of the Coburn Chain 
Shoe Stores, Dexter Otey, vice-president 
of the George D. Witt Shoe Company, 
Lynchburg, Virginia, and Frank West, 
secretary and treasurer of the same con- 
cern, were present. The Coburn Chain 
which consists of fourteen exclusive shoe 
stores buy practically fifty per cent of its 
shoes from the above corporation. Each 
store was represented at the meeting and 
reported a very successful year. These 
stores did over a million dollars worth of 
business in 1923. All these stores are lo- 
cated in North Carolina, in towns ranging 
in population from 2500 to 40,000 people. 
The Winston Shoe Store, of Winston- 
Salem, made the biggest gain for the year 
and was presented with the loving cup 
given each year to the store making the 
biggest gain, by R. T. Coburn, founder 
of the Coburn Chain. Every store that 
did over one hundred thousand dollars for 
the year was presented with one share of 
the Craddock-Terry Shoe Company, Inc., 
Stock. These were, Roscoe Griffin Shoe 
Store, Rocky Mount; Winston Shoe Store, 
Winston-Salem; Durham Shoe Company, 
Durham, and F. M. Coburn Shoe Com- 
pany, Roanoke Rapids, N. C. 


Spring Best Season for Stores 

Spring months are now the best months 
for the retail stores. The co-operative 
marketing plan now being carried out by 
farmers is attributed as the reason for the 
change. 
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‘uende 


A suede calf of pre-eminent richness 

and beauty, pridefully produced 
by master craftsmen, whose efforts 
are concentrated always on 
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Quality—not Quantity 


Our new line of fine Grain Calfskins 
in fancy shades has a delightful soft- 
ness and lightness that commends it 
at once to makers of finest turn foot- 
wear for ladies. 
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Samuel Shapiro 


Spruce & WiLLiaM Sts.New York 








Sole Distributor for 


HYGRADE TANNING CO. Peabody, Mass. 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








te 
— 


Pelletier lrrererereres 





SOIC et Ie Ie 


Sc 


CIC ICC CIC ICI IC I 
Tl oC 


So 200 ILI Ie 
62 925252S2Se525c 


1 
"= 





1 ed I 
be a 


lo ls 
ge oe oe oe Sr 65) 


iM 
- 6262 o ebb 


ILL JL IC IC Ie 
CoC IC 3 IC 


IC Ic 
icc 


iJ Le 
Tl! 


go Oe Oe bebe or 3c 3c 


Ts 


IL Lc It 
ge oc bebe 5c 


CI 3c 
eocor 3c 


IL JL IC IC It 
see Ie 


3c 1c 
ac T=: 


7 


IL ee I 
T=": Ts 


gobo ebeSrococ 











iit. It 





| ae 


February 16, 1924 

















BOOT AND SHOE RECORDER 
Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
December, yoee Tod 
Calf, suede, top grade................. $0.32 , $1.40 @$1.50 $0.65 $0.7 $0.60 $0. 65 
Calf, smooth colored, top grade. -28 .30 1.40 1.50 45 30 35 45 
Calf, smooth, black, top grade... .26 @ .28 1.30 1.40 43 45 40 40 
Side leathers, colors, top grade.......... 18 @ .22 -75 1.00 -26 .30 28 @ .30 
Side leather, black, top grade........... 16 @ .20 65 -90 -24 $ .26 .26 -28 
TD, in oc0s eeetecdekeatbeces 45 @ 50 1.40 1.60 65 80 .60 .70 
White buck, top grade (side leather).. -28 @ .30 .90 1.00 35 @ .40 35 42 
i i ns6ennteteodetececce -24@ .26 65 @ .70 24 @ .26 -28 @ .32 
Elk. ED, ccbactcccebscbhesve .30 42 
id, colors, best fancy................- 35 @ .40 1.40 1.65 80 @ .90 85 -90 
Kid. CE, SEM cccccccoecstocee -28@ .30 1.35 1.60 .70 .80 -70 .80 
es, Cs CHD MONIES 50cass00csseeesee 28 @ .30 1.35 1.50 -60 -70 65 @ .75 
Kid. medium, colors.............+..+++ .20 -24 .70 1.10 35 55 35 @ .60 
Kid, Sy Eves ctsevecsesesésee 18 -22 -60 4 1.00 30 50 35 50 
| EEE EE .06 12 -20 .36 os 18 on .20 
Chrome, patent sides and kip........... -25 .30 85 @ 1.05 45 50 .40 45 
PN 6aceudkeseensaedwesecenes 40@ .. 1.40 @ 1.60 -70 .80 65 -75 
Sole Leather (Price Per Pound) 
Green hide sole (sides)................- $0.32 @$0.33 $0.56 @$0.58 $0.34 ai $0.26 @ .30 
66th theRKSO60466cnncesves cence os 36 90 ie 46 $0.50 43 44 
ON .38 $ .39 92 95 55 58 .35 45 
No. 1 oak bends, shoe mfrs.” use........ 46 47 .98 1.05 60 65 40 55 
No. 1 oak bends, finders’ use........... -@ 48 1.15 @ 1.25 -70 -80 60 -70 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
Native steers, as used in sole leather, Sage. 1, 1922 Today 
ROGET, GOB. cc cncccesegcegeccoocs @$0.1834 $0.52 @$0.55 ‘ .204% -- @.15 
Heavy Texas steers, for sole leather... . . --@ .18 - 50 iss -- @.14 
Light native cows, for side upper leather .. 4 17 i 62 - @.11% 
Thkitiotamalts — @ is 45 @ 30 $0.13K%@ 16 08 6 09 
°o uffs for heavy an le lea. ° ° ¢ P x e ‘ @ .0 
No. 1 Chicago City yalfekins for fine calf 
ia stuceunen tikdwenahs eangeae-s @ .17% 80 1.02% 15 @ .21% $15 @.21% 
Kips for upper eer @ .16% 65 80 15 -20 14 @.18% 
B. A. hides for sole leather hetcessenenne @ .30 A42@ .26 16% 17% o- aa 











Sole and Upper Leather Sales Show an Increase 


HE demand for shoe and leather 

products which is generally broad- 

ening is already reflected in an im- 
proved demand for leather. The outlook 
is decidedly brighter from what it was a 
few weeks ago and there is a generally 
larger of sales both of sole 
leather and upper leather. The volume of 
sole leather business was not quite what 
was expected for January but the differ- 
ence in conditions as compared with the 
latter part of 1923 is apparent. 

More confidence is shown in the various 
reports from tanners and while no one 
will admit that the business was as large as 
could be desired, there was a healthy tone to 
the market and the movement is steadily 
towagds better business. There is a firm- 
ness to quotations which did not prevail 
before the first of the year. Top market 
values are being more rigidly adhered to 
and where sales were made at concessions 
and private terms a couple of months ago, 
tanners are strongly maintaining their 
position today. 

Raw material values are still on a con- 
siderably lower level than a year ago but 
there is a steadily advancing tendency and 
even at prices prevailing at present, there 
is not much profit at existing leather 
quotations. 

This situation does not appertain to 
calfskins, however. There have been sharp 
advances in raw calfskins and considerable 
active trading. The prohibiting of exports 


aggregate 


of hides and skins from France has had an 
exciting effect on the domestic calfskin 
market as will be seen from the following 
comparative quotations as presented by 
“Hide and Leather.” 


Month Year 
Today ago ago Pre-War 
Feb. 2, Jan. 5, Feb. 3, Jan. 31, 
1924 1924 1923 1914 
CALFSKINS AND KIPSKINS 
Packer calf- 
skins @21% @isgy @185% £@21% 
Chicago city 
calfskins . @20 @17% @18% 21@21% 
Packer kipskins @18'4 @ is @17% 18@18 14 
Chicago cit 
kipskins.. .17}4@18 @15% @17 18@18% 


Sole Leather Situation 

The sole leather situation, while not 
materially changed from our last report, 
shows a continuance of the improvement 
which has been going on for some weeks. 
There are larger sales of union sole, oak 
sole and dry hides, and while the call for 
backs and bends is moderate, there is a 
firmer tone to the market. Packer steer 
union backs are quoted at 43 to 45c per 
pound for heavy, 41 to 43c for medium. 
Number one oak backs are quoted at 40c 
to 47c per pound, shoe manufacturers’ 
bends, 48c to 55c and finders’ bends 65c to 
80c. 

Upper leather tanners are busier with 
indications pointing to a gradual increase 
in volume of business. While individual 
sales are not large, the aggregate shows a 
good volume divided among more buyers. 
Shoe factories which were quiet before the 
first of the year, are resuming operations 


and cutting more leather. Prices of calf 
upper leathers show no material change in 
quotations excepting that the quotations 
mean more than they did some weeks ago 
and are firmly held by tanners. 

The top selections of smooth finished 
calf are quoted at 45c per foot for the first 
selection, 40c for medium and 30c to 35c 
per foot for third selections; lower grades 
under 30c according to quality. Suede 
calf leathers continue in fair demand with 
a rather wide range of prices. Top selec- 
tions are quoted at 60c to 70c per foot, 
medium selections of suede from 40c to 
55e. 

Side upper leather is in fair call with a 
wide range of prices for the different 
grades, finishes and selections. Colored 
chrome, full grain sides range from 24c to 
30c per foot. For choice elk and buck 
leathers according to quality range from 
34c to 40c. Cheaper selections of snuffed 
leathers vary in price according to quality 
and selection. 

There is little change in the patent 
leather situation although tanners main- 
tain that a good business is in sight for this 
year. What is needed is a stronger demand 

on the top selections. The tendency here- 
tofore has been to neglect the better 
grades in favor of medium and cheaper 
tannages. 

Tanners of glazed kid report a larger 
volume and tanneries are running at 
greater capacity. 
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Facts for Eight Million 


Farmers 


Selling to the farmer means talking cold facts. 
He is practical—he wants to know the truth 
about merchandise before he buys. 

“U. S.”” Rubber Footwear is being advertised 
now in thirty-one farm papers covering every 
state in the country. These papers reach more 
than eight million subscribers with the most 
extensive rubber footwear campaign ever con- 
ducted. 

The story of “‘U. S.’”’ Rubber Footwear is told 
simply and forcefully, presenting plainly the 
actual facts. It is creating in the mind of the 
farmer a strong desire for “‘U. S.”’ goods. 

Dealers who carry “U. S.’”’ Rubber Footwear 
are getting real profits from this campaign. 








United States Rubber Company 
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Winter and Winter Sports Sell More 


INTER carnivals are on! And 
with winter carnivals and cold, 
and snow, and ice—rubber shoes 

of every kind and variety appear. Recent 
reports received at the Recorder office 
from the Middle West are to the effect 
that retail shoe merchants have re-ordered 
on both rubbers and galoshes. From Mil- 
waukee comes the news that ‘‘snow drifts 
during the past few weeks did much to 
augment the sale of arctics to men and 
women. Feminine feet that had hitherto 
resisted the blandishments of the galosh 
yielded, when compelled to wade through 
snow-swept sidewalks almost knee-high in 
snow.” News from some of the high-grade 
Boston shoe stores is that re-orders on 
four-buckle arctics have been given. 

From Maine, New Hampshire, Ver- 
mont, and all the other New England sec- 
tions, where winter sports are now in full 
swing, come reports of many four-buckle 
arctics and moccasins being worn. Wash- 
ington’s Birthday coming on Friday has 
caused many week end and longer trips to 
the cold North country. The ice carnival 
and out-door winter parties at old Quebec 
draw thousands from the States each year 
at this time. Winter sports are on the 
increase and also the sale of rubber shoes. 


A Study in “Psychology” 

While rubber footwear has not moved 
as well so far this year as in many corres- 
ponding periods with some merchants, 
with others, it has moved exceedingly 
well and at good prices. True it is, we have 
heard sad tales of bargain basement and 
job lot sales of overshoes at $1.95 and 
other ‘“‘below par” figures. But it is to be 
hoped that no merchant was foolish 
enough to sell other than “below par” 
goods in such reduction sales. Investiga- 
tions of several of these sales showed that 
the goods were either inferior; that there 
was a shortage of wanted sizes; or that 
they were offered by some cut price house 
merely as a leader, with salesmen instruct- 
ed not to make any effort to sell same. 


“Bad News Travels Quickly” 

It is an old adage and a true one that 
“‘Bad news travels quickly.’’ Ten per 
uent of a community which is wayward 
u,sually furnishes the scandal for the other 

nety per cent—the ways of the wicked 
are broadcasted—the good deeds of the 
great majority of the righteous are taken 
as a matter of course and are unheralded. 
And so it is with the “bargain prices” on 
rubber footwear. The first cut this season 
made in overshoe prices to the consumer 


Rubber Shoes 


By HELEN M. HANEY 


was announced, not only in the daily 
press of the merchant’s local city, but in 
other papers throughout the land; mer- 
chants in some far away section heard of 
the “‘less-than-cost” prices and threw up 
their hands, horrified. “‘And these prices 
at the beginning of a season,” they said. 
They were unduly alarmed by the spectac- 
ular and the exceptional, forgetting that 
“It is the exception which proves therule.”’ 

These panic stricken merchants forgot 
that way back last October they were 
offered through the initialing plan a won- 
derful stimulant to early selling. And at 
a good profit; they forgot that if snow 


i 
SLT Par 


or winter sports—made of Jack Rabbit 


A shoe 
ion white rubber trimmed; thick rub- 


ray r 

r sportsman’ s soles, while rawhide lacing. 

Fils over heavy woolen ‘stockings. Made by Cam- 
bri ‘ubber Co., Cambridge, Mass. 


storms do not come with November, they 
are bound to come in February; that with 
snow and cold, overshoes are bound to sell 
and that the overshoe season extends as 
far into the spring as cold and snow may 
extend, which is the middle of April. 

When good overshoes are purchased, 
and a fair price paid for same, no real 
merchandiser should for one moment 
think of sacrificing these good goods. No 
matter if some other merchant, through 
his bargain basement, offers them at 
“heart-breaking”’ prices, it will be noted 
that his regular shoe department, up- 
stairs, where real goods, and real service, 
are rendered, is selling them at a good prof- 
it; and is not afraid to ask the price. 


We are reminded again of this fact 
through a recent ad of a large Boston 
store, which had previously advertised 
odds and ends of overshoes at reduced 
prices. The ad to which we have reference 


read as follows: 

We charge $3.75 and $4.50 for OVERSHOES 
—and we believe they’re worth the price. The 
tops are of a finer, firmer fabric than you find on 
— overshoes—and consequently less bulky, 

nearly waterproof, and lore wearing. 
Sizes 11% lo 2, $3.75—24 to 8, $4.50 
For Good Goods Get Good Profit 

Ninety per cent of the retail shoe mer- 
chants and shoe departments of this 
country are selling overshoes at from $3.75 
to $4.50 the pair—but this fact is not 
emphasized and re-emphasized to the 
shoe world. 


Addition to Article on Mark- 
ing Rubber Goods 


In a recent issue of the Recorder an article 
entitled: ‘How Grades of Rubber Goods 
Are Marked by Various Companies” 
appeared. Attention has been called that 
the article did not differentiate between 
perfect and imperfect goods and as a mea- 
sure to treat the subject as fully as possible 
the following data, coming from a most 
valuable source, is printed: 

“Most of the manufacturers of rubber 
footwear put out three, and sometimes 
four qualities or grades of perfect goods. 
These are generally characterized by the 
names Super Quality, First Quality, 
Second Quality and sometimes Third 
Quality. Each hasa brand name, and 
shoe merchants know the quality by 
the brand name. Because an article 
is first, second or third quality does 
not mean that it is imperfect. 

“Boots or shoes coming from the fac- 
tory are classified as firsts, seconds, thirds 
or scraps, according to whether they are 
perfect, slightly blemished, badly defec- 
tive or fit for no use whatever. This 
damaged merchandise is usually punched 
with one hole indicating a second, or two 
holes indicating a third, or with some un- 
mistakable mark differentiating the goods 
from perfect merchandise. An article may 
be quite perfect in one of the lower classi- 
fications without being classified as either 
a second or a third. The difference in 
class qualifications is determined largely 
by cost considerations. An article is 
classified as a first, a second, or a third, 
according to whether it has been well or 
poorly manufactured.” 
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Reg. U. S. Pat. Off. 








EEEEE Width 


R13—Black glazed kid, 
“outsize” top 61% in. 
height, Goodyear welted 
sole, long arch support- 
ing counter, broad rub- 
ber heel. Re-inforced steel 
arch supporting shank. 


Stocked EEEEE width 
only. Sizes 31% to 12. 
Price $6.50 
8\4 and 9, $0.35 extra 
il is and 12, 1.00 extra 
Carried for the conven- 
ience of women who would 


otherwise be compelled to 


wear men’s shoes. 














The Widest Available in Ready-Made Footwear 


IN STOCK 


50 extra 
.75 extra 








—— 


ROCHESTER, N. Y. 


506 Security Building 


Chicago Office: 105 w. Madison Street 
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SHOR TRAVELER 


This Department is Conducted by Helen M. Haney Associate Editor 


N. S. T. A. Working Hard for More Members 


L. D. Ream of the Iowa Shoe Travelers’ Association, Chairman of National Membership 
Committee—Chicago Shoe Travelers Gracious Hosts 


. D. REAM of the Iowa Shoe Trav- 

elers’ Association has been appointed 

chairman of the committee on mem- 
bership of the N. S. T. A. and has out- 
lined a very progressive campaign. Chair- 
man Ream’s suggestions have been for- 
warded to the chairman of the various 
local associations. They have been earn- 
estly asked to work in conjunction with 
him, they to report to him every month, 
increases or decreases. Mr. Ream’s idea is 
to hold all the present members and to go 
after more most strongly. 

The National Office is to be congratu- 
lated in securing Mr. Ream’s services as 
chairman of this committee. He is both 
progressive and aggressive and his activi- 
ties in behalf of the Iowa Association 
have caused him to be widely known. He 
is, therefore, exceedingly well qualified 
for the Chairmanship of this important 
committee. 


Fine Work of National 


It will be noted from a reading of the 
many legislative activities in which the 
National Association is engaged for the 
benefit of the trade how important is 
membership in this great organization. 
And the N. S. T. A. does all of this work 
out of membership dues only, each asso- 
ciation being taxed $2.50 per capita. At 
no time has the association gone outside 
of its membership dues in the solicitation 
of funds, nor does it so intend. But the 
larger the membership of the locals, the 
larger the membership of the National 
and the larger the fund to carry on its 
broad scope of work for the industry. 


National Secretary Visits Chicago 


A larger number of salesmen were 
present at the Chicago Convention and 
Style Show, the big events of which were 
most auspiciously ushered in by the Good 
Fellowship Dinner of Sunday evening, 
February 10. Already reports are daily 
being received of the splendid event staged 
by the Chicago Shoe Travelers’ Associa- 
tion. They proved again what all had pre- 


viously known that Chicago has a big 
heart and that Chicago Shoe Travelers 
are most gracious hosts. The banquet was 
honored by the presence of three of the 
National’s officers, Dave Davis, “the 
watchdog of the N. S. T. A. Treasury,” 
Vice-President James Scanlon and Secre- 
tary T. A. Delany. 

Wm. Noll, Secretary of the Boston Shoe 
Travelers, was also present. 


Secretary Delany on Handshaking Trip 


By the way, Secretary Delany left on 
February 8 for Cleveland where, on Satur- 





~ 
L. D. REAM 
N.S. T. A. Chairman on Membership 


day noon, February 9, he gave a talk to 
the Cleveland Shoe Travelers’ Association. 
The Cleveland boys held their annual 
meeting at the Hotel Winton on that date. 
Mr. Delany’s talk was for the purpose of 
stimulating more interest in the local 
association work and also for the purpose 
of informing the local association of the 
activities of the National body. Secretary 
Noll of the Boston Shoe Travelers joined 


National Secretary Delany at Cleveland, 
Mr. Noll, for 24 years secretary of the 
B.S.T. A., gave a very clear talk on what 
had brought about the success of the Bos- 
ton Association and its splendid co-opera- 
tion with the National body, tracing the 
growth of the B. S. T. A. from its incep- 
tion. Among the points which he brought 
out was a plan for a death benefit, to be 
paid to members of the National. He told 
about the insurance feature of the Boston 
Shoe Travelers’ Association; its method of 
securing new members and of decreasing 
the number of delinquents. The National 
Secretary and Boston Secretary also told 
about the recent National meet in Boston. 


Delany at Detroit and Rochester 


From Chicago, Mr. Delany’s route was 
on to Detroit, where he visited and ad- 
dressed a group of the Detroit Shoe Travel- 
ers’ Association; then on to Rochester, 
where the R. A. T. S. S. gave him a splen- 
did reception, and which association he 
also addressed. He arrived in Boston yes- 
terday, February 15. 


More Sizes—Fewer Styles 


In last week’s issue, we published part 
of an excellent paper by Edward J. Mack- 
lin, head of the Foot Saver Educational 
Department of the Julian & Kokenge 
Company. We are continuing this article 
herewith. 


Three Selling Arguments 


“There are three important points in 
my educational talk to our agents: 

1—Confidence in the merchandise we 
sell. 

2—Co-operation with the organization 
we work for. 

3—Service to the customer, because 
without customers we would have no 
job. 

Educate Store Salesmen 


“The war has spoiled many salesmen and 
education is now necessary and should be 
taken up by the merchant—Round Table 








90 BOOT AND SHOE RECORDER February 16, 1924 

































4 } 
Dictated/ 
by fashion Ggood taste | | - 
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DIAMOND BRAND (Visible) FAST COLOR EYELETS | 

Diamond Brand (Visible) | are 





Specify, always, “visible eye- 
lets on ail laced shoes” 





<— a Jo 0! 
St 
Time has proved that the invisible eyelet_on footwear was merely a 
passing fad, a whim of fashion. The shoe without visible eyelets was of 
unfinished—incomplete, and therefore bad in style and imperfect in t 
appearance. i 
1 
Visible eyelets are dictated by fashion and good taste by necessity! 
They give to shoes a convincing exactness of fit and finish that the 
| buyer is constantly seeking and instantly recognizes. ec 
| In fulfilling their function of improving the appearance and wear of r 
| good shoes, visible eyelets have become such an indication of good fr: 
| style and quality in footwear that customers look for them, demand th 
| them, and pay tribute to the thoughtfulness of the retailer who has be 
them on his footwear by coming back, eventually, to buy again! 7 
| UNITED FAST COLOR EYELET COMPANY - 
| Manufacturers of do 
| 


Ge 
chi 


Fast Color Eyelets have gen- 
uine celluloid tops which re- 
tain their original finish 
indefinitely. They promote 
easy lacing and actua‘ly out- 
wear the shoe. 
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DAVE L. ARONSON 


Who represents the Green Shoe Mfg. Co. of Boston, 
with lerritory from Denver, west. 


talks every ten days, good selling talks; a 
discussion of why lines don’t sell (don’t use 
alibis—they result only in failure—bosses 
can’t accept them forever). 

“Price is no argument if you have a good 
selling talk on staple shoes. 

“They don’t question price on dentistry 
or optical work—why should they in a 
scientific fitting of shoes? 

“Many salesmen take a dislike to a piece 
of merchandise and they will not show it— 
the buyer does not buy it for them. If a 
restaurant keeper bought only the food he 
liked, only a few would patronize him?” 


Advice to Store Salesmen 


“Then again, you'll hear clerks say of 
some persons—‘they are crabs’—that’s be- 
cause the salespersons don’t humor cus- 
tomers; they do not get them into a good 
frame of mind and bring them around to 
their way of thinking. They must remem- 
ber that this ‘soreness’ was caused by some 
salesperson—a smile will bring them 
around. Study your customers—also your 
merchandise; get a selling talk and get to 
work. If you like your job, it’s play—if you 
don’t, it’s h——. 

Service is What Counts 


“A very large percentage of merchants 
are failures, government statistics show. 
Get out of that class and be a live mer- 
chant. 


“T have found that the reason large de- 
partment stores are successful is due to the 
fact that “The customer is always right’ — 
arguing with customers is not tolerated. 
Complaints are generally adjusted to the 
satisfaction of the customer. That’s what 
boosts a store.” 


“Service is a wonderful asset, but is 
lacking in many stores. 
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5. HOROWITZ 


Representing the Marion Shoe Co., has had the 
whole of Eastern Pennsylvania added to his ter- 
ritory. He has been selling Marion shoes in 
Philadelphia and a few neighboring cities. Mr. 
Horowitz is a capable shoe man who is building 
reperting stvles for his customers. 


Cahill Men and Territories 


George Gregory and Robert Cahill of 
the Cahill Shoe Company, Cincinnati, are 
making a trip through the Northwest. 
A number of the Cahill Shoe Company’s 
salesmen attended the Chicago Conven- 
tion and are again in their respective ter- 
ritories. A great many new styles have 
been added to the line since the Conven- 
tion and as a result the men are sending in 
a large volume of business. The following is 
a list of the Cahill Shoe Company salesmen 
who are traveling in their territories: 

George Gregory, large cities; Robert F. 


Cahill, Minneapolis and Northwest; 
Robert. A. Booth, Cleveland; Clarence N. 
Cahill, Pennsylvania; John A. Hach, 


Michigan; John H. Goodwin, Kentucky 
and Tennessee; B. W. McKeown, North- 
eastern Ohio; Uric Randolph, Pennsyl- 
vania; Geo. Schuette, Indiana and Ohio; 
Finley Sheets, Texas; James Srail, Cleve- 
land; H. F. Stevenson, Mississippi; Henry 
Theiss, Iowa; R. J. Patrick, Virginia, 
North Carolina and South Carolina; C. A. 
Magnuson, Illinois; S. F. Lamensdorf, 
Oklahoma and Arkansas; V. C. Olsen, 
Wisconsin; Harry S. Cahill, Chicago; 
J. G. Coleman, Alabama, Georgia and 
Florida. 


Robert Anderson Is Dead 


Robert Anderson, who formerly traveled 
for Emery-Marshall Company, one of 
“the old guard” of the shoe travelers, for 
forty years covering the trade, died at his 
home on Newbury Street, Boston, re- 
cently. Funeral took place on Sunday, 
February 3. He leaves a widow who is 
blind and very ill. 
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GEORGE R. RULE 


Who covers Pacific Coast territory for F. E. 
Adams Shoe Company, Seabrook, N. H. 





P. Sullivan Men on Trips 


The salesmen of P. Sullivan Company, 
Cincinnati, started on their pre-Easter 
trips on January 5, last. The “line up’’ of 
these Sullivan Shoe Hustlers is as fol- 
lows: W. T. Dickerson, James Cowen, 
Edward Hughes, Jr., Jeff E. Miller, J. P. 
Gorman, William P. Hennessey, O. H. 
Dickerson, Clay M. Herring, Harold 
Meyers, John P. Murphy, and A. C. La 
Bonte. All cover the same territories as 
last year. 

This concern recently issued a “Shoe 
Store Calendar and Show Window Guide” 
for January, February, March, which tied 
up some important event for every day in 
these three months, thus offering numerous 
suggestions for attractive trims. 


Thomas T. Merrill Is Dead 


Thomas T. Merrill, former Boston busi- 
ness man and a Civil War veteran, died on 
January 27 in San Diego, Cal., where he 
went with his family to live last July. He 
was born in New Gloucester, Me., Decem- 
ber 13, 1842, and when a young man came 
to Boston. He served two years in the Civil 
War as a member of company H, 44th 
Massachusetts volunteers. 

For several years following the war, Mr. 
Merrill was employed by the firm of Burr, 
Taft & Co. He then became associated 
with his brother-in-law, J. S. Turner, in 
the shoe business in Rockland and more 
recently with the Regal Shoe Company, 
traveling through the South. 

He is survived by his widow, a son, a 
brother and a sister. Burial was in the 
family lot at Rockland, Maine. 

Even a simple tailor may get a ripping 
idea.— H. Devarco in “Direct Reflections.” 
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A BUY! MORE OF THIS POPULAR, 
WOMEN’S BLACK CALF BLUCHER, READY 
FOR IMMEDIATE DELIVERY. Order Now!— 


Today! Made up in a manner to please the particular. 


Stock No. 1050 
Tan Willow Calf 


Stock No. 1000 
Black Calf 


Price $4. Q() Black or 


Tan 


P. B. KEITH SHOE CO. :: BROCKTON, MASS. 


MANUFACTURERS OF MEN’S AND WOMEN’S FINE SHOES 





























GARDINER’S “600”_—A LINE FOR PROFIT 


The safest combination for profit is style plus comfort. Here are shoes with just 
enough style to please any woman of mature sense—and such fillers that many 
women who have bought style only are quickly won over. 








Made on Order 
only, in 12 pair 
Lots or More. 


Delivery in 
About Three 














Weeks. 
No. 641—Black Gun-Metal Calf One- 
No. 651—Black Kid One-Strap Inmi- Strap Cut-Out Sandal, “Wingfoot” 
tation Tip, “Wingfoot” Top-Lift $3.30 pee eee, 








H. K. GARDINER CO., PITTSFIELD, N. H. 
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RAY C. GROON 


Well-known Alabama shoe traveler, has recently 

joined the salesforce of Steven Strong Shoe Co. 

Mr. Groon has been reporting good business from 

his territory. His company state that from the in- 

tensive way which he has been pushing No. 811 
he is called “811 Groon” 


Adds New Salesmen 





Holters 


The salesmen of the Holters Company 
branch of the United States Shoe Com- 
pany are now out on their spring selling 
trips. The following new men have been 
added to the sales staff: H. B. Durnam, 
who will cover Colorado, Wyoming and 
Nebraska; C. W. Emrich, Texas; J. B. 
Gresham, Oklahoma, and northern Texas; 
J.S. Lincoln, southern California, Arizona 
and New Mexico; T. L. Mathews, South 
Carolina, Florida and portion of Georgia; 
N. W. Violette, Washington, Oregon and 
northern California; John P. Wilkus, state 
of Iowa. 

The Rest of the Boys 

The remainder of the salesforce of the 
Holters Company consists of J. H. Carroll, 
Michigan; (¢ Corbin, Western Ohio; 
James Donohoe, Chicago and vicinity; 
A. R. Goodwin, Arkansas, Mississippi and 
Louisiana; C. S. Hopkinson, Illinois; Otto 
Kaufman, Cincinnati, portion of Ken- 
tucky and portion of West Virginia; T. L. 
Mattox, Tennessee, Kentucky and portion 
of Georgia and Alabama; C. S. Mueller, 
Milwaukee, Cincinnati and portion of 
Illinois; M. E. McNaught, North Caro- 
lina, Virginia and Washington, D. C.; L. J. 
Niehoff, Indiana and Louisville, Ken- 
tucky; G. S. Sanders, North Dakota, 
Northern Minnesota and Northern Wis- 
consin; A. C. Thomas, Missouri and 
John F. Twohig, Pennsylvania, 
New Jersey, Maryland and Delaware and 
portion of West Virginia; John F. Twohig, 
Jr., Pennsylvania; Harold Twohig, portion 
of New York and Eastern Ohio. 


Kansas: 


\ germ of an idea isn’t necessarily in- 


fectious.—“‘Direct Reflections.” 
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Fishing wiih “Tom Merrill’’ 
The following is a tribute to the late Thomas T* 
Merrill by Elizabeth Jacobi (Mrs. Edgar M. Daniels)- 


Ever since hearing the sorrowful news from 
California of the passing of dear old Tom 
Merrill, we have been oppressed by a sense of 
overwhelming loss and regret. Among all the 
fraternity of “Travelers” his was a unique 
personality. The glance of his eye, the sweet- 
ness of his speaking voice, won people at once, 
even before they knew him. And once having 
met him, he made an indelible impression, so 
winning was his manner, so sympathetic his 
understanding of ali who were associated with 
him. He can never be forgotten, nor cease to 
be regretted. 


“He was a man. Take him for all in all 
We ne'er shall look upon his like again.” 


So we have been heavy hearted, that our 
dear old friend has packed his grip for the last 
time, and departed for a far country. 


Remarkable Skill 


And we have been living over again, a sum- 
mer spent in his company. fishing at the Bei- 
grade Lakes in Maine. Fishing, with Tom 
Merrill, was a fine art. There was nothing or- 
dinarv about it. None of that careless, hit-or- 
miss method of lesser sportsmen. He made a 
study of his lures, he make his casts with 
precision. He played his fish with such delicate 
skill and “sang froid”’ that he never failed to 
have a “gallery” watching him. The guides 
very quickly recognized his skill, they liked to 
linger near his boat and observe his prowess. 
He could stand, balanced in the boat, on the 

“choppiest” water, and put out‘hisline straight 
to the spot he wanted to strike. 

It was a revelation to one who was a be- 
ginner, and who watched him with a mixture 
of admiration and despair! For dear. genial, 
friendly Tom had undertaken to coach the be- 
ginner on a few essential points of angling. 
And he did so 

I can almost hear his voice now, in alow and 
gentle monologue, the while he was making a 
cast, or recovering, explaining why one must 
not do this or that, and telling the reason 
why, with exhaustless patience. 

remember he was not feeling the best ever 

that summer, he had always a very sensitive 

“tummy,” —and how almost pathetically de- 

lighted he was to find that owing to the out of 

doors life, fresh air and exercise, he had im- 

proved so much that he could eat a doughnut 
at lunch without suffering! 

Life in the Open 

ind those luncheons! Out in the open, in 
Tom's company, with his good fellowship, and 
his fund of entertaining stories! We were often 
loth to break camp and embark for the after- 
noon’s sport, though I think he, himself, 
grudged every moment he was not on the 
water. 

4s an illustration of how wholly he gave his 
mind to the business in hand: One intenselv 
hot day, when we had had no luck we went 
ashore on a sandy beach below a meadow. 
There, in thelong grass.'were myriads of bright 
green grasshoppers with scarlet legs. Very 
showy they were! Tom at once began catching 
them, and we, guides and all hands, fell to. 
and soon we had dozens of them imprisoned 
in the “grass” boxes which held the frogs we 
had been using for bait. We scrambled back 
into our boats in a hurry. for the afternoon 
was waning, and under Tom's direction we 
cast those grasshopners as if they had heen 
flies. The results were amazing. to the guides, 
as well as we others, We caught bass so fast 
that we were fairly dizzy, reeling them in! And 
we were “top hole” for the day's catch. 


Value of Concentration 

That is only one little incident as an ex- 
ample of his wisdom as an angler. As for his 
art, and grace, there is no describing it! 

e was a true discinle of Izaak Walton in his 
gentle philosophy. I can remember his saying 
once, that the secret of making a lar¢e catch 
of fish (after haitineg un). was in “KEEPING 
YOUR LINES IN THE WATER.” And perhaps 
that is the secret of ALL success, in fishing, 
or in busness. 

Wherever Tom Merrili may be, and it 
doesn’t seem far away, somehow, I know that 
there are green pastures. And if there are still 
waters, I hope that I may sometime fish them 
in his company. 


B.S. T. A. Held “Pep’’ Meet 


E. J. Andrews, President of the Boston 
Shoe Travelers’ Association, held a meet- 
ing on January 30, of his various com- 
mittees. A “pep” policy for increased 
membership and general advancement was 
outlined. 
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W. R. Rehkugel, representing Thompson Bros. 
on the Pacific Coast, and J. Kalisky of Chicago, 
also representing Thompson Bros. Mr. Kalisky 
is spending the winter at Los Angeles. This 
picture was snapped when these two good fellows 
met in the beautiful garden known as Ramona’s 
Marriage Place, near San Diego. 


Roster of Lewis Salesmen 


Joseph J. Berlin, General Sales Mana- 
ger for Herman E. Lewis, Inc., was at the 
Chicago Convention during the past week. 
Here he had charge of the booth of the 
company in the New England Section of 
the Coliseum, as well as an exhibit at 
Rooms 611-12-13 and-14 at the La Salle 
Hotel. One of the graceful numbers which 
attracted much attention in the Lewis 
exhibit was the original “Chas. K. Fox’s 
Melba.” 

A list of the Lewis’ salesmen and terri- 
tories covered by them is, as follows: 


M. E. Frank, New York City; H. Loughin’ 
Pacific Coast and Denver west; J. 7 Morrisette, 
Southern States; T. C. Roch, Ohio, Pennsylvania, 
New York and Michigan; F. J. Reinbolt, North- 
west; J. P. Echols, Texas and Southwest; R. I 
Davis, Mezico. 


George Smith Is Dead 


George H. Smith, formerly for many 
years with the old Batchelder Lincoln Co. 
and afterwards with other houses in the 
shoe trade and a member of the Boston 
Shoe Travelers’ Association, passed away 
recently at Wakefield, Mass. The end 
came suddenly as he had apparently been 
in good health until stricken 

Mr. Smith was well known to the shoe 
trade and shoe travelers of New England. 
He was one of “the old guard,” and was 
loved and respected by his many friends. 
Burial took place on January 29. The 
Boston Shoe Travelers sent flowers. Mr. 
Smith leaves a widow and two daughters. 


Berkowitz with 


Phillip Berkowitzis the outside salesman 
for the Paristyle Footwear Mfg. Co. of 
Brooklyn. This concern has _ recently 
started to manufacture women’s high- 
grade turns, in addition to their regular line 
of high-grade mules and D’Orsays. G. E. 
Briggs is vice-president of the organization. 


aristyle 
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iwREPCO DYE 


Ng black, all kinds of ese 
leather shoes. | 


oa DIRECTIONS" 
Eg before using. Clean ater surface: 

ee: * Hey ih Apply the dye freely and ¢ 

with a hand or machine brush. 

*atlace’ leathers 
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Mater the can to stand open any longer tham 

Re Fn If, however, evaporation takes place as 
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For Sale by Shoe Findings Jobbers 






UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Pacific Coast Elects Officers 


The annual meeting of the Pacific 
Coast Shoe Travelers’ Association was 
held recently at the St. Francis Hotel, 
San Francisco. A very interesting and 
constructive program was rendered. 

Officers for 1924 are: President, Saul 
Berner, representing the Krohn-Fech- 
heimer Co.; vice-president, Will McLaren, 
representing Rice & MHutchins, Inc.; 
secretary-treasurer, Sol Peiser, Room 250, 
Pacific building, and directors, M. C. 
Black and Frank D. Mullin. 


Meade with Frederick S. Peck 


Thomas H. Meade, better known as 
“Tommie” Meade, recently returned to 
Boston from his initial trip with the 
Frederick S. Peck line. Mr. Meade’s 
territory consists of Pennsylvania and 
Ohio, in which section he reports busi- 
ness as being fair. ““Tommie,’’ when in- 
terviewed last week, reported that he had 
just run home to “‘rest up’’ and look over 
samples for Easter trade. He also stated 
that merchants were not overstocked with 
salable shoes. He found that most retail 
shoe merchants showed a gain of a general 
average of 30 per cent over that of a 
year ago. 


“Pete” Long with Douglas 


“Pete” Long of Duncan, Oklahoma, 
represents the W. L. Douglas Shoe Co. 
in Oklahoma territory. “‘Pete’’ is well and 
favorably known to the trade. He has 
been a traveler for some years past and 
is considered one of the hustlers in that 
particular section. 


W. T. Mitchell a Southwest- 
ern Booster 

W. T. Mitchell, the President of the 
Southwestern Shoe Travelers’ Associa- 
tion, travels for Julian & Kokenge Shoe 
Co., Cincinnati, in the States of Texas and 
New Mexico. President Mitchell attended 
the N. S. T. A. Convention in Boston 
and stated that his association was co- 
operating strongly with the retail shoe 
merchants of Texas and Oklahoma in 
helping them to put over their next con- 
vention, to be held at Fort Worth, 
March 3, 4 and 5. The annual meeting of 
the Southwestern Shoe Travelers Associa- 
tion will be held at the same time and 
place. 


Death of Robert A. Carson 

Robert A. “Bob’’ Carson of Long 
Beach, California, died on January 27. 
Mr. Carson was born in Dublin, Ireland, 
49 years ago and came to this country 
when about 24 years of age. Mr. Carson 
traveled for many years for the firm of C. 
Gotzian & Company of St. Paul. . 

lie was a member of Cataract (Masonic 
Lodge) No. 2 of Minneapolis, Minnesota 
and was loved by all who knew him. 
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Salesmen Who Sell Wholesale 








“Joe” Ham with Lynn Firms 


Joseph N. Ham, commonly known as 
“‘Joe’’ Ham to the shoe trade of the coun- 
try, and formerly President and salesman 
for the Stockbridge Shoe Company has 
recently joined the salesforce of Cruise- 
Sullivan Company and T. J. Sullivan, 
Lynn. “Joe” dropped into the Recorder 
office just to say “howdy” prior to boarding 
the train for the big Chicago Style Show. 
His grip was packed full of strictly “up-to- 
date stuff,” for Easter business. His lines 
are women’s novelty McKays. When 
“Joe” says “up-to-date stuff,” he knows 
whereof he speaks, as he enjoys an ex- 
perience in the shoe business of many a 
year. His wide circle of customer friends 
among the wholesale and chain store 
trade of the country are already hanging 
out for him the latch string of welcome. 
Between trips “‘Joe’s’’ headquarters will be 
Room 217, 207 Essex Street, Boston. 


Alden Wood with Tuttle 


Alden K. Wood, who for fourteen years 
was with the Monadnock Shoe Company, 
recently made arrangements to cover the 
big trade of the country, with the excep- 
tion of New York State, for the Tuttle 
Shoe Company with headquarters at 113 
Lincoln Street, Boston. Mr. Wood is one 
of the most popular salesmen covering the 
wholesale trade. He was one of the good 
workers at the Chicago Style Show, where 
he displayed his new creations for spring, 
and is now covering the Middle and North- 
west. 

Mr. Wood has always covered the big 
trade of the country and has always 
specialized on women’s fancy McKays. He 
believes that gray bucks are going to be 
good sellers this spring, more so than Aire- 
dales, although Airedales will be strong. 
He believes that for the later days of 
spring, black satin will be good; also pat- 
ent leather models, perhaps trimmed 
with white, or some lighter color. An 
Airedale buck, with red kid, he considers 
a good combination. 


“Sol”? Gardner with Muskin 


“Sol” Gardner, for many yeats cover- 
ing the South for R. P. Hazzard Company, 
has made a change. He now represents 
the Muskin Shoe Company. “Sol” was 
recently “spied” by John E. O’Brien, way 
down in the Everglade State. Both of 
these two fellows met at the Hotel Roberts, 
Miami, and John was so glad to see his old 
friend that he immediately wrote to the 
Recorder of “Sol’s’”” new connection. He 
also stated that ‘‘Sol’”’ was looking just as 
“debonair” as ever and that his old cus- 





JOSEPH N. HAM 


Known everywhere in the shoe world asV‘Joe” 
Ham. He sells the big trade of the country for 
Cruise-Sullivan Co. and T. J. Sullivan, Lynn. 





tomer-friends were “coming across” in 
good shape. 


Salvage Sells Atlantic Line 


Louis H. Salvage is one of Boston’s most 
popular salesmen. For the past nine years 
he has been selling shoes to the jobbing 
trade. He is well versed in the shoe game 
and has a wide acquaintance among buy- 
ers. He is now representing the Atlantic 
Shoe Company of South Boston, with a 
fine line of women’s wood heeled McKays 
in a wide range of leathers and up-to-date 
patterns and colors. 

The Atlantic Shoe Company started in 
business about the first of last November 
and make for the jobbing trade. The man 
who owns the business has been making 
shoes for 25 years. Mr. Salvage reports 
that his trade is very enthusiastic about 
the Atlantic line. 


Fricke is Peters’ Cincinnati 
Representative 

Henry L. Fricke Company has been 
recently selected by the Peters Manufac- 
turing Company as its Cincinnati repre- 
sentative. The Fricke Co’s office is located 
at 529 Sycamore Street. Mr. Fricke is very 
well known throughout the trade, having 
been calling on the shoe manufacturers for 
twenty years. His territory comprises 
Ohio, Kentucky and Huntington, W. Va. 
Mr. Fricke states th t his company is 
handling a full line of the Peters Mfg. Co. 
as well as stock in Cincinnati to take care 
of rush orders. 

The careless chooser is the steady loser. 
— H. Devarco in “Direct Reflections.” 
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eevuuirt, on =| The “PECK” Shoe 


ical discovery, = 
as ae You Can’t Beat It for 
makes them wa- e 

ter-proof, and a Spring Seller 


adds 50°, or more 
to durability. 








IN STOCK 


Dress Styles AVON LATEX CREPE SOLES 
Stock 841—Galluns, No. 3 Tan 
Sport Styles —ppeney oe Oxford. Coach 

on . $5.85 


Last.. 
Stock 842— Coffee Elk ‘Cube Ox- 
Arch Support Styles ford, Plain Toe, Trune Last. .$5.25 


Stock 837—Tan Scotch Grain 
College Models | pmsl Oxford, Plain Toe, pa 


DUFLEX RUBBER SOLES 
Stock 800—Coffee Elk Saddle Ox- 
ford, Plain Toe, Trune Last. .$5.00 


eet WIDTHS, B 7-10 
C 6-10 D6-11 











Let Us Prove 
What RE-NULIFE Will Do 


Without Cost to You FREDERIC S. PECK 


We want to prove to you that RE-NULIFE MANUFACTURER 
makes shoes absolutely waterproof—adds greatly WORCESTER MASS 
> e 


to their durability—preserves their shape and 











appearance—contains no greasy or injurious sub- 
stances—does not affect ventilation and permits 


shoes to be polished as usual. FS 
F BEEBE SBSBESEEREHEEREHEHREEBEHREHREHREHE EBS 





We proved this to America’s largest shoe retailer, 
and now, they are selling RE-NULIFE to their éé 99 GEM 
customers, using it in their repair department, DUCK 


and having thousands of shoes treated with RE- 
NULIFE by manufacturers. 

Preferred Because Most Perfect 
Write for a sample and treat the shoes you are 
wearing, or send the shoes to us and let us treat 
them for you. Then you will know what RE- 
NULIFE will do, and once you know, we believe 
you will want to do just as America’s largest shoe 
retailer is doing. 


Used with our wet process it produces a 
perfect innersole, as it is easily formed 
in and hugs the lip providing strength 
where strength is most needed 


You'll Always Specify 
“CLIFTON” Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping cloths 
- recommended for satisfactory re- 
sults. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 

* SEBS SBS BBR BERS RBERBRBRBRB BBE 
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Sold in lots of one dozen and up for supply- 

ing the retail trade; in 1,2, 3and 5 gallon cans 

for shoe departments; and in bulk for manu- 
facturers. Write for prices 


WATERPROOFING, INC. 


546 South Meridian Street 
INDIANAPOLIS, INDIANA 


RE-NULIFE 


Waterproofs and 
Increases Shoe-Life 50% or More 
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gence HE EXCLUSIVE SHOE 


<3) 7) DESERVES AN EXCLUSIVE HEEL 
r 





Such a heel—a trade-marked 
heel of the highest quality, sold 


to makers of fine shoes only—is 
the Seiberling Rubber Heel. 


SEIBERLING RUBBER COMPANY, AKRON, OHI O 


«(@ SEIBERLIN 
ss) RUBBER HEELS 
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for the Converse man 

before placing your or- 
der for gaiters — he’s 
on the way with the new 


Onverse 


the latest word in 
novelty gaiters,-combining 
style appeal and genuine good looks 
with an ingenious yet thoroughly practical, 
adjustable, and ‘fool-proof” fastening device. 


r prte 
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guy don't buy until 
you have seen this 


Yookless Gaitey 


at is 
* adjustable 


allowing for move take-up 
in leg and ankle than the ‘hook 


and-ladder” of the 4-buckle type. 
- fool- prool 


with nothing that can pos-~ 
sibly get out of order. 


- easy to fasten 


or unfasten with a single 
motion of the hands. 


WAIT FOR THE CONVERSE MAN 
(Converse Rubber Shoe (0. 


AND GENERAL OFFICES AT MALDEN, MASS 


Boston Chicago NewYork Philadelphia 
Makers of the famous QBigg Heavy Duty Rubber 
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CALF & SIDE 
LEATHER 





“AMERICAN 
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CHROME SIDES 











Royal. 


Ask for latest shades. 


TAN ROYAL 
CALF 


A Leader of Chrome Calf Leathers:— 
Unsurpassed in Color, desirable grain, 
smooth character. 


Service and Comfort for the wearer. 


No shoe making is too fine for Tan 


Produced in the best popular Colors. 
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The Sole of the Foot has 
been neglected ~ until now. 


For years, manufacturers have ceaselessly striven to 
embody in their shoes, features that make for foot 
health and comfort. The ankle and sides of the foot 
had been fitted; the forepart has been shaped for all 
kinds of toes, and there are a hundred and one ways 
of supporting the arch. BuT—the curves of the bot- 
tom of the foot with its soft flesh and tender muscles 
had been forgotten, for the innersoles of shoes have 
been, until the advent of the MATRIX, made flat. 


In the MATRIX Shoe you will find the innersole 
moulded to conform to the bottom of the foot. 
From toe to heel every natural line and curve of the 
sole is duplicated. 


The MATRIX Shoe 


FOR MEN 


“ales ALDEN. WALKER & WILDE ING. 
nx EAST WEYMOUTH, MASS. 


ROCHESTER.N.Y. 
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McKays and Stitchdowns 
FOR SPRING 


In Stock 


MecKays 


5-8 8'-ll 11%2 
B222—Pat. 2-button—Wedge $1.20 $1.40 
B202— Rubber heel 1.40 §8=$1.60 
B102—Eng. toe, rubber heel 1.60 


52—Patent Strap, foxed gray 
quarter and strap 


152—Patent Strap, —_ = 
quarter and strap, En: 
toe 


67—Patent Strap, 2 button 
fawn strap, patent inlay 
167—Patent Strap, 2 button 
fawn strap, patent inlay, 
English toe 


Stitchdowns 


5-8 8%-l1l 11%2 2%8 
2733—-Mahogany Elk Sandal $0.80 $0.90 $1.05 
733—Tan Lotus Sandal -90 1.00 1.15 
RUBBER HEELS ON MISSES SIZES 5-8 
571—Patent Tut, Smoke strap $1.15 $1.35 $1.60 
572—Patent Tut, Red strap 1.15 1.35 1.60 
516—Cherry Oxford, Smoke 
saddle 1.15 1.35 1.60 


536—Tan Oxford, Cherry sad- 
dle 1.15 . 1.60 


586—Smoke Oxford, Cherry 
saddle 1.15 35 1.60 


Hagerstown Shoe & Legging Company, Ince. 
Hagerstown, Maryland, U.S. A. 
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LOS ANGELES 
Heavy Rains Act as Stimulus 


Shoe Stores Report First of New Year Shows Gains Over 
Same Period in 1923 


ALIFORNIA shoe merchants as well 
as the farmers welcomed the heavy 
rains recently as they acted as a stimulus 
to the buying of shoes and rubbers. The 
dry weather during the two months pre- 
vious to the rain had a tendency to slow 
up sales to some extent, but nevertheless 
all reports from the retail merchants are 
the same, that shoe buying commenced 
this year with a substantial increase over 
the beginning of 1923. 


Much Building Expected 


Building operations reached the phe- 
nomenal figure of more than $200,000,000 
during 1923 in Los Angeles. J. J. Backus, 
chief building superintendent, declared 
that many tall buildings will be erected 
this year. Retail shoe merchants are tak- 
ing advantage of this and moving into new 
and more spacious quarters. 


Increased Business 


Mr. Anderson, manager of the children’s 
Shoe Store which is now doing business in 
its new location on Hill Street, near 
Seventh, says that the store is doing a 
great deal more business in this new and 


more up-to-date store. The business in 
orthopedic footwear is increasing steadily. 


Lizard Leather Shoes 


The Ville de Paris had an attractive 
window display last week of lizard shoes 
in new designs from I. Miller. These were 
shown in black, brown, beige and gray. 
They have gained quite a popularity in 
Los Angeles, and are selling well. Some 
other models were shown in suede with 


‘lizard trim, also in the four colors men- 


tioned. This store also received many new 
models for spring, among them being a 
slipper of patent trimmed and piped with 
white and colors, with military and box 
heel. 

In the near future the Ville will move 
the shoe section from its present location 
to the first floor, where it will occupy the 
whole Olive Street side of the building. 


Reports Good Business 


The C. H. Baker Company reports a 
splendid business since the first of the year. 
Mr. Phillips is now associated with them. 
He was formerly with the College Boot 
Shops. Mr. Wells, who recently came from 
Chicago, is also with the store. 





AKRON-CANTON 


Little Change in Retail Buying 


End of Clearance Sales Finds Interest Lagging—Attention 
Focused on Early Spring Patterns 


HERE has been no marked change 

during the past month in business 
conditions in the retail shoes of the Can- 
ton-Akron district. While a few of the 
stores appear to have experienced good 
results with clearance sales, the majority 
of the retail shoe merchants find that the 
appeal of lower prices find the public un- 
responsive. 

A considerable volume of business is 
being placed for spring. In Akron where a 
street car tie-up is now in progress retail 
shoe merchants have complained that 
since the tie-up became effective business 
has been off fully 20 per cent and they 
have joined with retail merchants of 
other lines and will seek to have the 
Street cars restored. 


For Pre-Easter Selling 
Easter indications in this territory are 
that light, airy pattern pumps in suedes, 
Satins and patents will play a big part in 
the pre-Easter trade. 


In New Location 


The Morris Gardner Shoe store has 
been moved from its location in the 
Alhambra block, in Cuyahoga Falls, O., 
to another downtown location, formerly 
occupied by the National Shoe Company. 


Changes at Zanesville 


The Walk-Over Shoe store, Main Street 
at Fourth, Zanesville, O., has been sold to 
R. J. Coleman and Walter D. Gilbert of 
the firm of the Coleman-Gilbert Company, 
proprietors of a chain of Walk-Over Shoe 
stores in Ohio and West Virginia. 

The Manning brothers will retire from 
business in Zanesville and will devote 
their entire time to operation of the 
Newark, O., store. The Coleman-Gilbert 
Company obtains immediate possession 
of the store. The store will retain the old 
name of the Walk-Over Shoe store. 

Mr. Coleman is manager of the firm’s 


103 


Akron, O., store and Mr. Gilbert looks 
after affairs of the company at Wheeling 
and Huntington, W. Va. 


To Open Men’s Store 


Nathan Scholnik, proprietor of a wo- 
men’s furnishings store in Canton, has ob- 
tained a 25-year lease on a location at 333 
Tuscarawas Street, and will remodel the 
interior and open a men’s shoe store. 


Robert Speidel Dead 


Robert Speidel, 84, prominent retired 
retail shoe merchant, of Salem, O., died 
recently at his home in that city. He 
opened a shoe store in Salem in 1888, re- 
tiring seven years ago. 


The History of Cabretta 


About 50 years ago, or thereabouts, 
Guido Ziffer, now resident at Naples, 
Italy, was in Brazil, So. America, as a 
scout for Abe Stein. He was in search of 
goatskins. He got his goatskins and with 
them a type of skin that he knew was not 
goatskin. He knew it couldn’t be deerskin 
and probably was not sheepskin. He sent 
’em along to New York and wrote Mr. 
Stein in Spanish that he had forwarded a 
skin that seemed to come in fair quanti- 
ties from Bahia, Brazil, north to the Par- 
nahyba River; and, they were almost 
like a goatskin but still were not goat- 
skins. He christened those skins for iden- 
tification purposes in correspondence 
“Cabra,” being Spanish for Goat and 
“etta’’ as a diminutive suffix, and reached 
the word “‘Cabra-etta,”’ viz. “a little goat.” 
We have shortened this today to “Cab- 
retta.” 

Cabretta as we shoe men know it, is a 
leather, not a raw skin, that in recent 
years, due to long strides forward in tan- 
ning practices, has shook off in the minds 
of most of us the stigma of “‘sheepskin” 
that attached itself to this leather con- 
currently with loose practices in selection 
of raw stock and cheap tanning; and to- 
day, with the production of Cabretta cen- 
tered in very few large factors who realize 
the importance of retaining for it the 
present day favorble acceptance of this 
leather, we are assured of a worthy leather, 
economical as to price and fitting, as to- 
color and substance, into a fair share of the 
footwear production of our country. G. 
Levor & Co. Inc. of Gloversville, N. Y., 
has produced Cabrettas continuously for 
practically half a century. 








Buys Rowan Store in Malvern, 
Arkansas 


Malvern, Ark., Feb. 13—T. C. Rushing 
of Sheridan, Ark., recently bought out the 
shoe store operated here under the name 
J. Rowan’s Shoe Store. W. A. Lea has 
been manager of the Rowan store for five 
years. 
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The HYGIENIC SHANK 
is selling more Corrective Shoes 


The proof of the effectiveness of the Hygienic 
Shank is found in the ready sale of shoes in 
which it is installed. 


The Hygienic Shank is scientifically designed 
to give firm but gentle support to the most 
sensitive foot. 

Manufacturers building this shank into their 
shoes find they can do so and still maintain 
the fine lines of style. 


Hygienic Shank shoes mean more foot comfort 
for the wearer and additional business for the 
manufacturer and the retailer. 


TO THE MANUFACTURER: 
If you will send us your lasted shoe 
inseamed, we will be glad to fit it 
with the proper style of Hygienic 
Shank. 


Patented 


United Shoe Machinery Corporation 


BOSTON. MASSACHUSETTS 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SCHERERS 
flower (it 


Personal observation of the best selling 
shades exhibited at the Chicago Style 
Show confirms our belief in the follow- 
ing Scherer colors as safe and sure for 
early spring and summer shoes. 


Color 40 Color 42 
RACQUET AIREDALE 


Color 23 Color 5 
ORIENTAL PEARL MAN DALAY 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 


29 Spruce St., New York 
Factory at Newark, N. J. 


(Colors of Absolute © & : . Fashion Authority 


SSP TIA LIF DEN DODMEN GHEE SOPRA IONS : 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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hittemore’s 


SHOE POLISHES ARE SUPERIOR 


IN VIEW OF THE ACTIVE DEMAND FOR NAPPY LEATHER 
SHOES, WE ADVISE THE TRADE TO MAINTAIN A GENER- 
OUS STOCK OF WHITTEMORE NAPPY LEATHER CLEANERS 


These NAPPY LEATHER ot 
cleaning preparations, <—— 
together with our MT 


— 


RAVEN DYE ee sEDEDENY 
FOR NAPPY LEATHER Ml Ww 
| Mull 
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mT 
Shoes, will enable dealers I | 
to fill every need of their | 
trade. 
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ALSO BAG POWDER AND BUCK POWDER IN COLORS TO MATCH MARKET SHADES, AND A NEW COMBINATION 
WIRE AND BRISTLE SUEDE BRUSH 


If Unable to Obtain It Through Jobbers, Notify Us 
WHITTEMORE BROS. (“Shee Polish Since 188°") CAMBRIDGE, MASS. 
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“Smooth Inside as a Miller’s Wing’’ 


Creased Vamp Oxford 

IN STOCK ] 

Patent Leather—234-7. ..$2.45 * Sell one with every co 
Tan Elk 254-7 ams pair of Suede shoes a 


THE VOGUE OF SUEDE 


| Terms:—3% 10 days | Means that you will have to supply your customers with 
SUEDE-NAP Brushes so that they may properly clean 

their suede shoes. 

— Mary Jene—IN STOCK No Findings Department is complete without “Gilco” 

Leather } so F56 -- 02.28 Suede Naps. 





ee 
Our new catalog is yours | 
or the asking 








Only 34—5-8. 


35—8%-il... 1.85 

$2.00 Per Dozen 
IF YOU SELL GOOD SHOES, you won’t “sniff” at 
stitchdowns like these. 


No metal is used—fastened with stitches only. Best ma- E. ) a GILBERT MFG. CO. 


terials, properly assembled, in every sense, GOOD shoes. 
‘*When better shoes are made we will make them.” 228-36 South Avenue, Rochester, N. Y. 
There's a chance in Southern New England for.a good salesman 


MILLER SHOE CO., Salem, Mass. OC Rep Me Caen egy ts Cet 
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THE HIGH STANDARD 
OF LIVING 


—Never in the history of our Country has such a high 
standard of living been enjoyed by the American people 
as today. 


—A. high standard of living is never to be associated 
with inferior merchandise. 


—The American people want good, honest shoes made 
of good, honest materials—nothing else will satisfy them. 


Norwegian Veals and Calf 


have, for over a quarter of a Century, been made up into 
good, honest shoes that always appeal to an exacting 
public. 


—This famous Gallun Quality Leather was originated 
and named by us long years ago. 
—It has always been consistent in quality, consistent in 
service and consistent in demand. 


—Norwegian Veals and Calf will be one of the best 
selling brands of leather during 1924. 


re ms re os oh Oe es 


A smooth finished leather that is pliable, 
Aztec Calf strong and pleasing to the eye. Offered in the 


Fashionable shades. 


Viking Calf Available in black and five colors. A smooth 


finished leather of superior merit. 


tt ms oe es ers 


A. F.GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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Trade Mark Reg. 


‘Not Expensive 


nen, Wnts == Would You?| EMME nooms- 
Vics Plat Pearl Button, Per Large comfortable and well-furnished : 
ae If a customer came in for : * 83 Rooms, hot and cold running water, $2.50 
laces, would you send her = _—— pe = tet with bath, suae ° 4 50 
away? 160 Rooms, double, with bath, $5.00 - $6.00 
If she came in for shoes for par one me Se Soa 
infants, would you have to = ~ 
send her to another shop? Sie) BREAKFASTS—Club Breakfasts with 
Lots of merchants gather = generous portions at 65c, '75¢ and $1.00. 
in additional profits sell- : LUNCHEONS=—A la Carte in four 
ing Ideal Baby Shoes. IS nationally famous restaurants. 
i =A la Carte. Special Sunday 
We will gladly send il- j Table d'Hote dinner at $2.00. Special 
lustrated color catalog } dinner in the Grill only, every evening 


No. 461—First Step Tackless e = excepting Sunday, at $1.50. 
Stitchdow o Blucher Boot. White, peal ey Ag _— = ree 
Tan or Smoked Elk, Flexible and First Steps. ‘= CAFETERIA Hollenden cooking and 


Sole. Per Dozen $16.50 4 service at Cafeteria prices. 


Ideal Baby Shoe Company | £ BEUSRD Cie! Repe’s Heoleaden Cuunteite 


MRS. A. L. DAY, Pres. ; | evenings. 
Danvers, Massachusetts = Roscosz J. Tompxins, Manager 


New York Office: 310 Fifth Avenue 


LOL @SLOL LOL LOL LOLLO) LOL) 10) 10110) LOL10)) 


(@)' 
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HOW TO 
ADVERTISE 


While the earth is covered with 
snow and ice, our Everlasting 
Narcissus, Tulips, Roses, Plants, 1W, We picture our very newest design— 
Trees, etc., are always in full bloom. > r- 

Get our SPRING CATALOGUE ' best with a front goring pattern, but is 
No. 32 mailed FREE FOR THE SS ae ee ee oe 


ASKING; make a selection of When ordering new gori <y from 
> ecor: your manufacturer, specify this orna- 
wenger yy A. see ment. It I. obtainable through _— 
, , source only. Also your manufac- 
create Easter Air and business No. 1771 turer to communicate with us for such 
ahead of your slow competitor = vy DY. Cs. 4 
- a4 b any 

You can resell any article, make Actual Size, 214" long original and handsome designs. 
100 per cent profit and have by 2” at top by 1%" at We specialize in “The Rigat Orna 


decoration and advertisement free. bottom. ments for the Right Shoes 


FRANK NETSCHERT, Inc. THE VANITY NOVELTY WORKS 


61 Barclay St. 
Pe... st at Gaal tn. 1261 ATLANTIC AVE., BROOKLYN, N. Y. 


THE{LATEST IN 
GORING BUCKLES! 














The World’s Largest and Most 
APPROVED BY tf Beautiful Hotel For Men 
MEDICAL MEN ee, HOTEL CLAMAN 
TIMES SQUARE 
43d St. West of Broadway 
fake ° oy ot ee NEW YORK CITY 
WENTILATIONS- conghte Oy canine oi “at a i on E 1000 Rooms and 1000 Baths 
, Brockton’ 2133 ~ * Fee BF ! 


for immediate action. : ves a 2? Pe men in New York City. Geist co 
~~ Li finement holds sway. 


oer ga ND oss hs te 


SHOE CO. piRX $12 to $18 $2 to $3 
1156 No. Main Street | Weekly Daily 





v= Absolutely Fireproof <= 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 


South Manchester, Conn.—Samuel L. Barrabee, 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

St. Augustine, Fla.—M. I. Pincus, shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Lavonia, Ga.—Beasley & Co., general merchandise, 
reported — or petitioner in bankruptcy. 

Sycamore, Ga.—Warren Simmons Co., Inc., gen- 
eral merchandise, reported petitioned or peti- 
tioner in bankrup’ yo 

Ss Ga. — troff, general merchandise, 
_—— offering to compromise at 15 per cent. 

ankfort, Ti —Arm “ ne Store, Frock 
Salvage Co. "and G. E. ~ —" ree general 
merchandise reported assign 

Indianapolis, Ind.—Mark C. Piven, Myers’ Shoe 
Store, (306 West ‘yp ~~ street) shoes and 
repairing, reported offering to compromise at 


33% cent. 
Terre Haute, Ind.—H: Schiff, (13 So. Fourth 
street) (branch—E. Wabash avenue) shoes, etc., 
reported offering to compromise at eee cent. 
Haverhill, Mass.—American Wood H Inc., 

wood heel manufacturers, reported assigned. 
Hilliard- a Shoe Co., manufacturers 
of shoes, reported assigned. 
Lynn, Mass. —Ash & & Nichols, Inc., shoes, etc., 


reported assigned. 
North i Mass.—Matthew L. Dempsey, 
—_ reported petitioned or petitioner in bank- 


Baten ‘Minn. Fa a un Ne Cc. . aattean, general mer- 
chandise, reported ass 

Clara City, — ~-Clara ie se Speers Co., 
general merchandise, reported assign 

Elysian, Minn.—Henry Heller, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Havre, Mont.—L. Arnocih, shoes, C= reported 
ay or petitioner in bankru piey- 

izabeth, N. J.—Frank Roderick (202 First street) 

“a reported petitioned or petitioner in bank- 


tcy and sooeiver appointed. 
Pecth —aah S. Abrams, Boston 


Amboy, N 

Store, shoes, ~%, ” reported petitioned or peti- 

— in bankruptcy and receiver appointed. 
burg, N arry J. Bro, general mer- 


“7 andise, reported petitioned or petitioner in 


Niagara Falls, N. Y.—The og rise Store, Harry 
Lunken, proprietor, (1206 E alls street) shoes, 
reported petitioned or egy in ers 

New York city— Minnie Black & Sons (796 est- 
chester avenue) ee - petitioned or 
petitioner in bankru 

Old Forge, Y.—4J. oe * Pelletier, Inc., general 
oy reported petitioned or petitioner in 


bankruptc 
C_—E. E. Bragg Co., reported in hands 


Durham, 

of receiver. 

—~y- O.—Abraham W. Becker, =, re- 

—— or petitioner in bankruptcy. 

civeend "O —Kirkpatrick Boot Shop. (1109 
Euclid avenue) shoes, reported petitioned or 
petitioner in bankruptcy. 

Sapula. Okla.—Plater Mercantile Co., Charles L. 

later, proprietor, shoes, etc., reported asking 

general extension. 

Wapanucka, Okla.—Riley Co., general merchan- 
— reported petitioned or petitioner in bank- 


ptcy. 

Philadelphia, Penn.—Dunbar Bargain Shop, Ben- 
jamin Rabinowitz, proprietor, (518 So. Broad 
street) leather oaalh, reported petitioned or 


petitioner in bankruptcy. 


uakertown, Penn.—lIsrael Britten, general mer- 
andise, reported petitioned or petitioner in bank- 


ruptcy. 
Brookland, Texas.—J. H. Litney, general merchan- 
dise, ae petitioned or petivioner in bank- 


Norfolk, ik, “Va. —Benjamin Goodman, shoes, etc., 
Oe ering to compromise at 25 cent. 
Beckley, W 


Va. ma Py arus, s — etc., 

re petition or petitioner in ban ruptecy. 

Black River Falls, Wis.—Monsos Bros., general 

merchandise, reported petitioned or petitioner 
in bankruptcy. 
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“MANCHESTER” 


(Trade Mark Reg. U.S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Nail 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


**Manchester’’ 
Trade Mark Reg. U.S. 
Pat. Off. 


bie are made of 
ade tool steel, 

plated, with a 
pono A jaw that en- 
ables you to cut the 
tacks close to the in- 








“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if your 
dealer cannot supply 
you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. mwLe 


A smart-looking one-strap made by a Brooklyn 

manufacturer of women's shoes. The shoe is made 

of “alligator” calf made by Barnet’s, tanners of 
“Little Falls Leathers.” 
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*“VARNUM” 


(Trade Mark) 


SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply ? 


THREE STYLES 
No. 1, 2,3 . 


English, French, American 
Standard Measures 


Price No. 3 
MOST POPULAR 


$1.50 Each 


“Varnum”™ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac 
tive fixture for the store, also a 
long wearing and useful one as 
well. 
Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 


BRANCH, CHICAGO, ILL. 








BK 


In Black or Colored 
Kid. 36 pair lots 
only. 





GREELEY 
BOUDOIRS 


The good taste shown in 
the design, manufacture 
and finish of my boudoirs 
has earned endorsement 
of some of the most par- 
ticular buyers in the 
trade. If you want the 
best in boudoirs address 
your orders to me. 


If Your Jobber Cannot Supply You, Write Me. 


yx A. W. GREELEY, Haverhill, Mass.5xf 








Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 


Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 
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. $4.00 $3.50 

seee 8.00 - 7.00 

3 icccecen nae 12.00 10.50 
4 in........20.00 16.00 14.00 


Payment in advance is required, 





Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per 
jum amount ——y— seventy five cents. For other a 


ts, seven cents per 
mum amount accepted, $1.25. ‘Ade under this head 
up to noon on Tuesday of week of publication date. When advertisers 
eo qame le case of thie oilen, Gueive wands must be 
hen advertisers 


$3.00 $2.50 
6.00 5.00 
9.00 ° 7.50 
12.00 10.00 


except when regular advertisers, as amounts are too small to open accounts 


advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 


word for each 


will be recei 





desire 
the address 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





E want salesmen with established trade on high 

grade shoes to carry our high grade infants’ 
and children's turns as a side line on commission 
basis. We carry stock. Give particulars regarding 
lines now carried and territory covered. Address 
P. 22, Boot and Shoe Recorder, 1420 Widener Bldg., 
Philadelphia, Pa. 


ALESMAN for eastern Pa. and N. Y. state to 

carry side line of misses’, child's and infants’ 
McKay and McKay Welt shoes to retail trade on 
commission. Address E-627, care —~ and Shoe 
Recorder, 207 South Street, Boston, Mass. 











SHOE SALESMAN WANTED 


Here is a real opportunity for a live progressive shoe 
established distributoc of Men’s and Women’s shoes. The territory open is well developed 
and is located in western Pennsylvania. Write fully in strict confidence, giving full partic- 
ulars. Address K-614, care Boot and Shoe Recorder, 127 Duane St., New York. 


} to t with an old 














ANTED—By a wholesale shoe house, an 
experienced salesman to travel in southern 
Michigan. One who lives in Jackson or Kalamazoo 
eferred. 241 West Jefferson Avenue, Detroit, 
Michigan. 


ALESMEN, experienced, by mfrs. popular 

priced line fel satin boudoir dveue. © well 

uainted jobbers, dept. stores, big shoe operators, 
following territories: Michigan, Minneapolis, 
Nebraska, Indiana, Nevada, Oregon, Dakotas, 
jp cunanen, Eentacty. Cc. arolinas, Georgia, Texas, 
Wonderful side line for shoe 
men; aan basis. Write giving line carried, 
references, S. H. Koffler, 152 W. 42nd St., New 
York City. 











soft sole slip 





SIDE LINE SALESMEN <comrorts 


Kozy Komforts represent the most complete line of Woolskin, Calf and Suede leather 
manufactured. To men who are capable of coins the largest department 
stores, as well as the Family Shoe Stores we have a ——_ le proposition to offer. Open 
territory Wisconsin, Michigan, Illinois, Indiana, Iowa, , Louisiana, North 
and South Carolina, Tennessee, Kentucky, Virginia, West Virginia, Maryland, Colorado, 
Utah, Arizona, Wyoming and New Mexico. Write for ma 

Kozy ‘Komfort Shoe Mfg. Co., 161 Center St., Milwaukee, W 





iculars give references. 








SALESMAN wanted for Eastern New York 
State exclusive of New York City. Stitchdowns, 
Must a a, the trade =, ~ 


McKays, 
constant wor lagerstown Shoe 
Hagerstown, Maryl 


& Legging Co. 


S'North Cos WANTED for portion of Virginia, 
Cerolina territory. Sta y 
t. working. Must know trade, be constant 
aan H Shoe & Leggi 
town, Mary b> 





A FIRM making a line of Women's di 
priced Welts, carried in-stock, has —— 
open territories at present. Line to be 

straight commission basis of 6 per cent. haem, 
E-636, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


SALESMAN WANTED for Georgia, McKays 
stitchdowns, . Must know the trade and 
be engetant worker. agerstown Shoe & Legging 
Co., Hagerstown, Maryland. 








ALESMEN WANTED—Wanted experienced 
salesmen who are acquainted in the states of 
Michigan, Mississippi, Tennessee, | and 
Alabama, to sell our popular priced novelties in 
Children’s turn shoes, made in sizes from First 
Steps to 11 14-2 misses’. Strictly stock a 
Foe, oe ot ee prompt. 
Sam now ready. xible om ’ 
Rochester, N. Y. — 





ALESMAN wanted to sell our 


sewed, sewed, 
Puritan War Beitch Sho Shoes in the State of ae 
and the Pacific Coast States on commission. 


established tr Te RES 


| 
H. 8S. Albright & Co., Inc., Orwigsburg, Pa. 


line of Women’s 
Misses’ 4G aioe) 's and Tnfants’ TacklessMcKay 
itchdown and 





GALESMAN wanted western section Ohio, in- 
cluding Cincinnati and Toledo. Stitchdowns, 
gings. Must know the trade and be 
constant worker. Hagerstown Shoe & Legging Co. 


McKays, 
Hagerstown, Maryland. 





ay with wholesale trade in 


South =, 
women’s medium ~~ &. turns. Address F-609, care 


Boot and Shoe Recorder Publishing Company, 207 
South Street, 


Boston, Mass. 


er 7 WANTED for Mississippi, must 
; gt - trade and ay ot worker. yt 
owns, s, Leggings. 

Legging Co. , Mepunteaen Meee 


ANTED—Sal 

side line of baby soft sole shoes Address E612, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


LA ARGE General Line Shoe Manufacturer, in- 
ternationally known, operating in Cuba many 
ue desirous making change 
} a. D interested in e 
Ae familiar with a trade and who can 
feeniete satisfactory references. Must be AMERI- 











7, care 








WANTED—Resident Salesmen with 
established trade in large centers, to 
sell volume buyers only. Well-known 
Haverhill ne turns; price range $4.00 
to $4.50. n efer 
Address, E628, care Boot and Shoe 
Recorder, 207 South Street, Boston, 
asa. 





SALESMAN WANTED by Rochester 
house making women’s high grade 
shoes. Must be a high class man who 
is acquainted with the trade in the 
South and Southwest including Texns 
and Oklahoma. Give full detasis, 
rgenence and_ references. Address, 
E-629, care Boot and Shoe Recorder, 
626 easy Bidg., Rochester, N. Y. 


SIDE LINE WORK SHOES, SEVERAL 
GOOD TERRITORIES OPEN. MIL- 
WAUKEE WORK SHOE, SHORT LINE, 
EASY SELLERS. WRITE GIVING 
REFERENCES, WEISFELDT SHOE 
CO., 347 11TH ST., MILWAUKEE, 
U.S. A. 











SALESMAN 
WANTED 


By one of Rochester’ 's oldest houses 
making women’s high grade shoes. 
Man with wide acquaintance in states 
of Virginia, West Virginia, Nerth and 
South Carolina, T: 
Georgia and Florida. One Sie is cap- 
able of taking a territory that has been 

me backward and putting it in 

Ithy condition. With such a man 
we will make satisfactory financial 
quvemgumnense. Address, E-630, care 
Boot and Shoe Recorder, 626 Powers 
Bidg., Rochester, N. Y. 














Salesmen Wanted 


To sell Well-known line of “‘Milwau- 


kee’? Work shoes, Nailed and Welt. 
Territories 


Iowa Indiana 
Kansas Wisconsin 
Illinois Pennsylvania 
Kentucky West Virginia 
Nebraska North Carolina 
Northern Texas 


Men looking for money-m Ppropo- 
sition will be interested. Forward 
> with application. Address 
E-592, care Boot and Shoe Recorder, 
207 South $ Street, Boston, Mass. 








SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an 


of first quality, solid leather. A factory 
that is recognized as foremost in 


construct 
Immediate attention given to appli- 
a record of 


sonal in 


and 
South St., Boston, Mass. 


_—- ete ao Gee 6 Geese oe, 6 ee a 


Seneoews 6 as 41 =e ee oe soe ee 
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SALESMEN WANTED 


ALESMEN WANTED—We have several op- 

portunities for A-l salesmen to carry our 
popular priced line of children’s turn shoes. Up to 
the minute in style. Sizes run from First Steps to 
Misses’ 11 44-2’s. We pay 6 per cent commission. 
This is a stock proposition. Samples now ready. 
Quality Shoe Company, Rochester, N. Y. 


OUNG SHOE SALESMAN AND WINDOW 
TRIMMER WANTED—Good Salary and 
opportunity for advancement. Must be neat and 
4 > reference. Jacob S. Segal, Atlantic 

ity, N. J. 


GALESMAN wanted for Western Pennsylvania, 
Stitchdowns, McKays, Leggings. State territory 
ou have m covering. Must know the trade. 

agerstown Shoe & Legging Co., Hagerstown, 
Maryland. 


ALESMEN WANTED—To carry as side line 
our turn boudoir slippers. Leather soles and 
heels. Six samples. Prices right and will pay liberal 
qe. Vogue Slipper Co., Haverhill, 
ass. 

















WANTED Salesmen to carry our line of In- 
fants’, Children’s and Misses’ turns on com- 
mission basis in the following states: Iowa, Indiana, 
Illinois, North and South Dakota, Georgia, Vir- 
ginia, West Virginia and Pennsylvania. May 
carried with another non-conflicting line. We solicit 
applications from experienced salesmen who know 

are capable of producing busi In first let- 
ter give all particulars as to experience, lines sold 
and territory covered, together with references. 
F. C. Gerber Shoe Company, Orwigsburg, Pa. 


WANTED-~Salesmen selling non-conflicting lines 
to carry best-known Rochester make of First 
Walk Turns and Soft Soles. 10 cent commission 
on Soft Soles, 7 cent on Turns. Strictly stock 
proposition enables salesmen to secure early pay- 
ment of earnings. Samples ready. References re- 
quired with application. Address E-589, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 











SALESMEN WANTED BY 
A MANUFACTURER OF 
WOMEN’S MEDIUM 
PRICED WELTS TO CAR- 
RY TWENTY-FIVE SAM- 
PLES OF IN-STOCK ARCH 
SUPPORT AND SUSPEN- 
SION ARCH OXFORDS, 
BLUCHER OXFORDS, ONE 
AND TWO STRAPS MADE 
TO RETAIL FOR $5.00 AND 
$6.00. SLX PER CENT COM- 
MISSION PAID WEEKLY. 
ALL TERRITORY OPEN 
EXCEPT NEW ENGLAND 
STATES, NEW YORK, 
PENSYLVANIA, MAR Y- 
LAND AND THE VIRGIN- 
IAS. Address E-625, care 
Boot and Shoe Recorder, 
207 South St., Boston, 
Mass. 





SALESMEN WANTED 


POSITION WANTED 





ANTED—First-class salesman to represent 

factory line of men's high-class dress welts, 6 

per cent straight commission. Must have at least 6 

ears’ experience. Age limit between 33 and 45. 

© that can furnish list of accounts sold in the 

t two years. Must be able to finance himself. 

t of references required, none other need apply. 
Edmonda Shoe Company. Milwaukee. Wis. 


ALESMEN WANTED for Manhattten and 

Bronx. Stitchdowns , McKays and Leggings. 

Hagerstown Shoeand Legging Co., Hagerstown, 
Maryland. 


GALESMEN WATNED—We have several oppor- 
tunities for experienced salesmen, acquainted 
with their territories, to sell our popular Men's 
Dress Welt line. The best $5.00 retail line on the 
market. One tray of samples. Strictly commission. 
Only ienced shoe salesmen need apply. La 
Crosse t and Shoe Mfe. Co., La Crosse, Wis 


GALESMEN fora conkoneny condense: specialty 
line branded ladies’ sil Lostery. Sold with a 

arantee to the Dry . Shoes and —— 
Shope throughout the country. Easily carried. 
State territory covering and line now handling. 
Address K-596, care Boot and Shoe Recorder, 127 
Duane St.. New York City. 


WANTED —Salesmen to sell popular priced line 
infants 1-6 flexible turn shoes of merit, in con- 
nection with line now handling; fifty styles in 
stock; 7 cent commission. itories open. 
Give references, how long sold present line, age, 
annual sales, etc. Elam Shoe Mfg. Co. 16 Columbia 
St., Boston. Mass. 

















POSITION WANTED 


HOE MAN—Fifteen years of thorough experi- 
ence managing stores, desires similar position. 





Good cagusense and address. Near East only. 
-616, care Boot and Shoe Recorder, 127 
Duane St., New York. 


RETAIL shoe salesman desires position with 


** manufacturer or jobber where opportunity is 
is given. Address K-611, care Boot and Shoe 
corder, 127 Duane St., New York. 


WANTED-— Position as retail shoe salesman or 

.can manage shoe store or dept. 14 years ex- 
perience in shoe game. Can give A-1l references. 
Address E-626, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


BUYER OF 
WOMEN’S SHOES 


with gilt-edge record, open for 
responsible position. For44 years 
was buyer with one of the most 
successful mail-order houses. 
Was also women’s shoe buyer 
for year and a half with a chain 
store company having 400 out- 
lets. Highest references. Ready 
to close at once. Address E-621, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 




















TRAVELING SALESMAN, now employed and 

living in territory, well acquainted and having 
good following with Texas trade. Seven years 
experience selling high grade line Women’s Brook- 
lyn shoes, wants popular priced line Women's 
novelty shoes for Texas and vicinity. Address E-618, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





QWANTED~— sition with reliable shoe manu- 
facturer. Had several years experience in de- 
signing men’s popular priced shoes, factory pro- 
duction, factory costs, leather buying, office man- 
agement and selling. For J three years handled 
= trade in the cities of the middle West which 
include Chicago, Cincinnati, Kansas City, etc. 
Would only consider substantial offer, but guaran- 
tee results. Employed at present. Address E-597, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





SALESMAN OR SALES 
EXECUTIVE 


Have successfully covered 
all large cities in East and 
MiddleWest with line of women’s 
shoes. Thoroughly familiar with 
this trade and can also handle 
it as sales executive for manu- 
facturer of women’s footwear. 
Highest references. Open for 
immediate contract. Address 
E-620, Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














MANAGER & BUYER WANTED 





A} MAN wanted to take charge of new Ladies 
Shoe Shop in Philadelphia as buyer and 
+ 100 per cent location. Will give interest 


to right party or with investment will consider a 
artnership. Strictly confidential. Address P-20, 

t and Shoe Recorder, 1420 Widener Bidg., 
Philadelphia, Pa. 





HELP WANTED 





WANTED A SHOE MAN 

Shoe man with factory experience, 
capable of taking part in managing a 
shoe manufacturing plant. Must fur- 
nish best of reference and invest some 
capital. Manufacturers of omen’s 
novelties, Turns and McKays. Marx- 
Albrecht Shoe Company, 1329 Wash- 
ington Ave., St. Louis, Mo. 





LEGAL NOTICE 


LEGAL NOTICE 





Salesmen with established trade in 
the West and Middie-West wanted by 
Lynn manufacturer of women’s me- 
dium-priced welts. Staples, Novelties 
and Wide Ankle Shoes with built-in 
Crawford arch support shanks. Large 
in-stock department. Commission 
basis only. Any t as side line if 
desired. Address E-605, care Boot and 
= Recorder, 207 South St., Boston, 

ass. 








SIDE-LINE SALESMEN WANTED 
All territories, Bath Slippers made of 
Beacon Blanket & Washable Terry 
Cloth, (Carpet & Leather Soles) Five 
models, compact and handy. For job- 
bers, bargain basements or retail shoe 
stores. EXTRAORDINARY VALUES. 
Quick Action. Furnish all necessa 
information. THE RABHOR CO., INC. 
115University Place,New YorkCity,N.Y. 








TO THE CREDITORS OF SCHREIER & VENOR, AND ALL OTHERS 


WHOM IT MAY CONCERN: 


YOU WILL PLEASE TAKE NOTICE, That I have this day purchased 
all the right, title and interest of Edmund Venor in and to the assets of 
Schreier & Venor, a co-partnership, formerly conducted by Joseph A. 
Schreier and Edmund Venor, and that from and after this date said 
business will be conducted by the undersigned alone. The said Edmund 
Venor is not authorized to incur any obligation on my account or on 
account of Schreier & Venor. All persons who have heretofore dealt with 
said co-partnership are hereby notified that said co-partnership was 
dissolved by the death of Joseph A. Schreier on igen | ape 1923 and 


that neither the undersigned, nor Schreier & Venor, will 


responsible 


for any debts or obligations hereafter contracted by said Edmund Venor. 
Dated at Rochester, N. Y. this 28th day of January, 1924. 
FRANCES M. SCHREIER 


as Executrix of the Last Will and Testament 
f ~ph A. Sch sed 


ier, deceased. 
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BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 


LINE WANTED 





Available March Ist 


A Successful 
Sales Manager 


Now operating with 65 sal 


in D 





tic and Foreign fields for a large wholesale 
shoe distributing company. His 1923 vol- 
ume increased 35% over 1922 volume. For 
interview—address E-637, Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








and with employes. 





After eighteen years of steady climbing to gain a complete 
knowledge of women’s shoe manufacture, I have given up my 
position as Manager of a large factory making women’s foot- 
wear. To any one interested in securing my services I can easily 
prove this action is in no way discreditable and is on account of 
reasons over which I had no control. 


Thus, at an age a little less than 40 years, I am ready to throw 
all my experience in making any kind of women’s footwear to 
the manufacturer looking for a thoroughly trained manager. I 
would prefer to make women’s Welts or McKays, but can suc- 
cessfully handle any factory which has a genuine future. That’s 
what I am most interested in. 


I am a practical man. I know, from doing it, every detail of 
handling processes, material, costs, relations with customers 


Show me a future with a reliable firm, and I am ready to 
start at the top—or down in the ranks. All I want is an oppor- 
tunity to get interested in your factory. Will go anywhere. If 
you want to interview me, address E-622, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








OMEWHERE in the east there is located a man 

in some large organization who is desirous of 
entering business for himself to share in the profits 
of his efforts. In his present position he may be 
handicapped from expanding or advancement by 
circumstances othe his control. An old estab- 
lished concern making men's popular-priced welts 
with an A No. 1 credit desires the association of a 
first-class man to take the factory end of the 
business. He must invest $5,000 to show his 
sincerity and ability as we are not looking for a job 
seeker but a permanent fixture. Address E-635, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





LINE WANTED 


W ANTED—Live-wire line of Womens Flexible 
McKays and Turns, for wholesale trade on a 
commission basis from dependable factories, by 
long-established Boston Selling Agents. Address 
E-604, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








LINE WANTED 


fet ay ey H line of shoes for 
retail trade. Greater New York and vicinity. 





pene pro in ev branch. Have large following 
of good accounts. Hustler and travels with own 
car, Address K-603 care Boot and Shoe 


ecorder, 127 Duane St., New York. 











FLEXIBLE SHANK — a 
If you have an op 

familia with a ri require- 
ments, and an acquaintance with 
buyers of this class of merchandise— 
would like to get in touch with you. At 
present have a connection with a 
prominent factory, but will be free to 
accept a proposition after March Ist. 
Address, K-612, care Boot and Shoe 
Recorder, 127 Duane St., New York. 














Has Your Line a Future? 


If so—I want it 


For 10 years I’ve devoted my 
life to'shoes and leather—selling 
shoes from the Mississippi River 
—West. Now I want the right 
line and when I get it—Dll 
please the manufacturer mak- 
ing it by steady sales to the right 
people. It must be a line not 
too high priced and yet with 
Quality and Style. I have a 
reputation as a hard worker 
who knows shoe values and the 
best trade in the West. If you 
have the line I want, we can 
talk business at once. Address 
E-634, Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














TO LEASE 


T GARY, INDIANA A NEW DEPARTMENT 
STORE OPENING EARLY in March. Will 
lease a shoe department selling to women's, misses’, 
children’s and infants, on main floor with promin- 
ent window ce ag | and basement selling space. On 
centage Write or wire Wards, Inc., 6229 
th Halsted ‘St., Chicago, Ill. 








FOR RENT 








RICHMOND, VIRGINIA 


Store for rent on one of the best shoe 
blocks in the heart of the best retail shop- 
img center; exceptionally low rent and 
—t new front, immediate jon. 
For full particulars write RDON E. 
STRAUSE, National Building, nag and 
Broad Streets, Richmond, Virginia 














FOR SALE 


Hey forsale. b ERS’ Opportunity, Snappy Boot- 
t location in Southwest, health 





ee plight | work. Price $6,000. 
E-631, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


STOCK OF SHOES FOR SALE—We are dis- 

continuing our shoe department, and os 
for sale a clean up-to-date well tock 
Men's, Women’s, Boy’s and Children’s shoes. 
They are medium-priced Welts and McKays— 
bought this season. Entire stock will 
approximately $50,000 and can be bou 
bargain. Address Gray & Dudley 
Nashville, Tennessee. 





~ +94 
ht at a 
pany, 





FOR SALE—Exclusive Men and Boys 
Shoe Store, EMERSON SHOES; in the 
heart of the city of Dayton, Ohio. A 
good oppoctunity for a live shoe man; 
with a five year lease, low rent. Hl 
heaith cause for selling. Stock and 
fixtures about $5,000.00. Address, E-633 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








FOR SALE—High Grade Shoe Store 
in Ohio, established over twenty years. 
In a Co-Ed University town, student 
body 1,500, trading centre 40,000. Large 
Hosiery Dept. Fine ~1-y Address, 
E-632, care Boot and Shoe Recorders, 
207 South Street, Boston, Mass. 
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FOR SALE SALESMEN WANTED 


TEWLY equipped ladies’ turn shoe factory in 
+‘ New York City. First class building and loca- 








tion. Daily capacity 400 pairs. Address K-610, SALESMEN WANTED 
care Boot and Shoe Recorder, 127 Duane S&t., Live wire salesmen to carry our line of 
New York. extreme stitchdown novelties and staples 


on a commission basis. To those who 
we will take on, it will mean a real money 


maker for the present and the future. 
Once our staples are put in a store, we 
receive mail orders repeatedly. Address, 
K-615, care Boot and Shoe Recorder, 127 
Men’s-Women’s Specialty Shoe Duane street, New York. 
Shop, Heart of Trenton, N. J.. 4 year 
lease, doing $10,000. Rent $300 month. 
All new Fixtures, clean stock about 


$7,500. Best of reasons for selling. MISCELLANEOUS 


M. G. Allen, Trenton, N. J 
MYERS 922" 
TIRE 


FACTORY FOR SALE eo] [awa 15 
AT PUBLIC AUCTION 


Factory and land of the Harrisburg Shoe 
Manufacturing Company to be auctioned 
off February 25th at Courthouse, Harris- 
burg, Pa. Excellent labor conditions and 
an efficient plant with capable labor and 
opportunity for expansion. 


















































WANTED TO PURCHASE 


V ANTED—Men’s and ladies’ shoes and oxfords 

in E widths for export. Can use any quantity. 
Address Haber, 226 Newark Ave., Jersey City, 
New Jersey. 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. Quantity no object. 


sy 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


610 Broadway. Brooklyn Milbradt Rolling 
Step Ladders 























HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your sur- 
plus or slow sellers. Quantities no object. Retail 
or wholesale. Short term leases taken off your 
hands. Wire or phone us. Correspondence con- 
fidential. Established 1890 

MAX GLAUBERG 

52 Lispenard Street, New York City 
We also purchase clothing, hats, furnish- 
ing goods, etc. Phone Canal 9633 


CASH PAID 


for shoe stores or surplus stocks of shoes or 





Write for our latest 
catalog showing 18 
styles of ladders as well 
as other store fixtures. 











~ 4 merchandise. Leases om ome. We Milbra dt 
will send a representative to inves’ te and 

make efer apen coquest. ” Manufacturing Co. 
Kalter Cerf. Mercantile Co., Inc. 2416 No. 10th Street 


Phone Seeing 5160-S161-i6: ST. LOUIS, MO. 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 























THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N Y 
Phone—Canal 6874 


Winpow DIsPLay FIXTURES 


WILL ow See. FOR ASK FOR CATALOG 
BUY lENTIRE STOCKS § CASH i) mOl1e-00 0). 1.45.0 G8) 


Bargains in shoes alw hand f 
sales and Saogetn | 4 o ——— 








es Be ee ee 
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PUBLISHER'S NOTICE 


SUBSCRIPTION—The subscription price ‘of the 
Boot and Shoe Recorder is $5.00 a year in ad- 


vance, which includes in the United 
States, Cuba, Hawaiian I Philippine 
Islands, vgs Islands, Alaska, Canada, Mexi- 
co, Costa Rica, Dominican “Republi Hon- 


ic, 
duras, N El Salvador, A ‘tina, 
Bolivia, Brasil. Colombia, Eouedor. Pera. 
Uruguay, Spain, The Balearic Islands and the 
Canary Islands. 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 per 
ear, including postage. 
ll subscriptions are payable in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT AND 
SHOE RECORDER to avoid printing any 
statement tikely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Geo. 


W.R. Hill, es Telep 507. 
CHICAGO OFFICE: 189 West Madison St. Tele- 
hone Main 1089. B. C. Bowen, M " 
st LOUIS OFFICE: Leather Trades Bldg. H, 
M. Bowen (B. C. Bowen, scenage). 

NEW YORK OFFICE: Room 101, Graham Bidg., 
127 Duane St. H. Walter Scott, Manager, T: 

hone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Bubdieg H. Walter Scott, Man 4 

HAVERHILL OFFICE: Chamber 
Rooms, Haverhill National Bank Bidg. Geo. 
W. R. Hill Menem. 

CINCINNATI OFFICE: 416 Gwynne Bidg. H. M. 

wen . C. wen, b 

ROCHESTER OFFICE: 626 Powers Bldg. Ro- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 1133, 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer (B. 
C. Bowen, Manager), 405 Broadway. Telephone 
Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 26 
Jackson Place N. W. a 

— OFFICE: 2 Rue des Italiens. L. Hubbard, 

LONDON Operas: P. ¥ Gute . Manager, 

a et, jo Wee be le 

AUSTRALIAN: OFFICE, 439 Li, Colt 8t., 

CONTINENTAL OFFICE: William Salaman, 

ARGENTINA: Buenos Aires, Rivadavia, 2721 
P. Sabazzini, Gerente. 

BRAZIL: Geren = S. Fitch, 33 Rue Genera 

CHILE: tiago, Las Rosas 1123-1127. Otte- 
Fu Gerente. 

CUBA: Mr. H. Gomes, Corrales 2A, Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 

SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 
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Silent Salesmen on Footwear! 


Lacing hooks are silent salesmen on your footwear. 
To men they speak with a silent eloquence of the 
convenience and comfort which they add to good 
shoes. And after a man has worn shoes with lacing 
hooks and daily experienced the time and temper 
they save and the all ’round comfort which they 
bring to his boots, he demands them on all his foot- 
wear from thatt ime on. So one pair sells another— 
lacing hooks bring immediate profits and future 
sales! 
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No. B4615—Jack Rabbit Gray Buck, Gray 
, panes, Imitation Turn, 8-8 CG 
A to( 


$4.50 
As Illustrated in Airedale, Black Satin, Black 
Velvet Patent and White and Gray Kid . $4.50 
(25e. per pair less in 36 pair lots) 


Airedale Buck. Russia Calf Trim- 
15-8 Full Covered Spanish Heel. 


No. B4553- 
med Turn, 
A to C $5.00 
No. B4554—As Tliustrated, Black Satin Gun 
Metal Calf Trimmed. A to ¢ $5.00 
(25e. per pair less in 36 pair ‘lost) 


No. B4829—Black Satin, Black Suede" Trim- 
med, Hand beaded silk buckle; 14-8 Full 
Covered Spanish Heel. Turn, A to C.. . .85.50 
No. B4830—As Illustrated, Black Velvet, 
Black Suede Trimmed. A to C $5. 
(25e. per pair less in 36 pair lots) 


Rogers’ Novelties Were Big Sellers 


at Chicago 





ALL HAND 
PICKED 
ROGERS 

CREATIONS 


Every pair of these shoes 
are “wrap-ups’ that will 
turn the buying tide to 


your store. 


emma 


IMMEDIATE 
DELIVERIES 


1) eran ji 
Write or Wire 
NOW! 


Terms—2% 10 
Net 30 
F. 0. B. Boston 





No. B4725—Patent 


Leather Loop Sandal, 
Imitation Turn, 6-8 Leather Heel. 


C width 
3.25 


No. |. antes illustrated, Black Vici Kia. 

Cc 

No. B4727— -As Illustrated, All Gray Airedale 

and White Buck. C Width $3.50 

No. B4730—All ons ‘also Red, Green 

and Blue Kid. C width -60 
(25c. per pair less in 36 pair lots) 


‘ 





\ 


No. B4627—Black Satin, Black Suede y 
med, Imitation Turn, 12-8 Covered Heel. A to 
C. Also in Black Velvet, All Patent, Gray Buck, 
Airedale and White and Gray Ki $4.50 
(25e. per pair less in 36 pair lots) 


No. B1t550—Gray Buck, Gray Calf Front, 
Lattice, Turn, 8-8 Covered Heel. A to C. . $4. 73 
No. B1552—As [IIlustrated, Airedale ri 
— Cah Trimmed, 8-8 Heel. AtoC.. .$4.75 
B1555—-As — wT _Black Satin. Gun 
Metal Calf Trimmed. A $4.75 
(25c. per pair iy in 36 pair lots) 


B4831—Black Satin, Black Suede Trim- 
—" Turn; 14-8 Full Covered Spanish Heel. 
i.’ to C $5.25 

No. se Illustrated, Gray Suede, ak 
_ Trimmed. A to C 5.50 
+ Tiastraied, a 5 
Pil mouse Kid Trimmed. A to C 
Also in Patent Laggher; White, Red, Green 
and Blue Kid. A to C 5.50 
(25e. per pair less in 36 pair lots) @ 





ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 











PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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Here is shown the “West Wind,” an “Adora” semi-sport sandal in 
patent chrome. This pattern fits the foot, and hugs the heel. Like 
other “Adora” shoes, it has distinctive features of excellence. Ap- 
peals to the ladies. It’s “a shoe they’ll adore.” We commend it to 
buyers who want that which will back their efforts to give service 
and satisfaction. Can be had in white leathers, black and colored 
calfskins, also Alligator and Lizard effects. Carries an 8-8 heel. 


7 
F. E. Adams Shoe Compan 


idtmeck. N. t. 


Boston New York Chicago 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bidg., Room 810 


Address all correspondence to the factory 
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SALESMEN 


Pacific Coast —Geo. R. Rule New York—Frank Harris 
New England—Louis Bonin Chicago District—Frank Parxer 
Middle States—Chas. Reedholm 
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Southern States—Ernest and Harry White 
Eastern States—Frank Law 
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Janners . 
Levor Grain Kid 
(Cabretias) 
Levor Grain Goat 
wretles 
EDWARD ZOHRLAUT. San Francisco NewYork. Gloversville, Boston. 
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THESE LITTLE SHOES ARE SPECIALLY DE- 
SIGNED FOR TENDER LITTLE FEET,.AND ARE 
TO BE BABY’S FIRST SHOES. 


THEY HAVE A SLIGHT EXTENSION TO PROTECT 
THE LITTLE TOES. 


EVERY PAIR IS HAND LASTED, PRACTICALLY 
HAND MADE. COME IN ALL PATTERNS, SOME 
WITH A LITTLE SOLE LEATHER BOX, SOME 
WITH SOFT TOES. 


THE SLIPPER LINE IS ATTRACTIVE AND TASTY. 


MADE IN NEWEST SHADES OF BUCKS, CALF, 
ELKS AND ALL PATENT. 


SAMPLES OF THE ENTIRE LINE GLADLY SENT 
PREPAID WITHOUT ANY OBLIGATIONS ON YOUR 
PART. 


PRICES 
SHOES SLIPPERS 


2-5 $1.85 2-5 $1.75 
54-8 2.35 54-8 2.25 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE ~MISSOURI 


Also stocked at original factory prices by our Authorized Distributors 
PITHAN-B BARKER SHOE Co -WH MLE Ste Co ine-Watiams-MARVIN SH06 Cb 


hmond ~Va 
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F. W. Rauskolb 


16 Franklin Street 


GOLD—The METAL of KINGS 





After three thousand years, the gold leaf ornaments of King Tut-Ankh-Amen of Eygpt have 
been brought to light. Untarnished and brilliant, unequalled by the other metals and colors, it 
remains as pure today as when sealed from the eyes long ages ago. 


Have your trade mark embossed in GOLD 
on every pair of shoes you put out. It not 
only puts the imprint of quality on your 
shoes but supplies that mark of identifica- 
tion that brings customers back toyour store. 


Rauskolb’s Gold Leaf 
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Com pany 


Medford, Mass. 
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HIGH ARCHES - LOW ARCHES - WEAK ARCHES 





THE CHICAGO CONVENTION PROVED THAT— 


DUSON SHANKS Can Be Adjusted to Fit 


All Arches 


All types of feet, fitted with DUSON shoes, were 
examined under the X-Ray in the Marion booth at 
Chicago. A tum of the screw under the sock lining 
adjusted the shank to fit each individual arch. Dusons 
were pronounced the Greatest Shoe Improvement of 
the age. Exclusive agencies will he given. The 
best store in each city is invited to write for further 
information, X-Ray photographs, and our stock prop- 
osition. | 


Tis cinnmmves  NMARION SHOE CO. 
af: the second deg MARION, INDIANA 
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or Colors 


Shoe at left, shown 
by courtesy of 


Degen-Lipp, Inc. 
Brooklyn, N. Y. 
Made of 
“Vode Kid 


Color 46 


Shoe at right shown 
by courtesy of 


Cornell Shoe Co. 
Brooklyn, N. Y. 
Made of 
“Vode Kid 
Color 546 
Lacquer 
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“Vode Kid 


Colors Will Bloom at Easter and 
Through Spring, azd Summer 


From Easter on through the spring and summer, colors 
will play an important part. 


Reds, greens, blues, yellows, we are now selling in quan- 
tities for shoes ordered by some of the country’s most 
famous retailers. 


“ode Kid. colors are full of that life and sparkle which 


make attraction and sales. 


Be sure to ask for Kid. You can’t expect to get 
anything but “color weak” shoes if you try to substitute 
cheaper leathers. 


May we remind you also that our shades of Gray, Fawn, 
Airedale, Bombay and Browns are increasingly popular. 


A decided finishing touch to the shoe—quarter linings of 
GRAY, WHITE, CAMEL, GOLDEN BROWN, 
AUTUMN BROWN and FAWN shades of “Vode Kid. 


These also lessen crocking of hosiery. 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 
21 Spruce Street Chicago Cincinnati 
' New York Los Angeles St. Louis 
70 North 4th Street Montreal Rochester 
ort stree and all leather centers 
Philadelphia pee waperde 
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Shoes for the occasion and the style 
trend of shoes in colors to harmonize 
with dress materials will mean in- 
creased business for stores who cater 


to the discriminating. 





“Vode Kid. Colors 
Make “Live 
Looking” Shoes 


Color 17 AIREDALE 
Color 19 CAMEL 

Color 112 BOMBAY 

Color B GOLDEN BROWN 
Color AHAVANA BROWN 
Color 222 AUTUMN BROWN 
Color- 50 WHITE 

Color 51 FAWN 

Color 111 TAN 

Color g FOG GRAY 

Color 7o JACK RABBIT 
Color 170 ORIENTAL PEARL 
Color 6 CHINESE YELLOW 
Color 38 BLUE 

Color 1g0 LIGHT BLUE 

Color 48 LAVENDER 

Color 340 CLOISONNE 

Color 46 RED 

Color 61 YU CHI 

Color 161 KARA 

Color 62 APPLE GREEN 
Color 546 CHINESE RED 
Color 147 ROSE 





Color 47 PURPLE 
















Fashion Foresight 


Commands Its Own Reward 


The great demand for STARBUK colors is not 
accidental—it is the natural result of sparing no effort 
to sense the trend of color many months in advance. 


Customers of moderate means, who appreciate and 
want the height of fashion, are always greatly 
pleased at the combination of beauty and correct- 
ness at the reasonable price that STARBU K affords 
them in footwear. 

The most demanded STARBUK colors for spring 


and summer are 


JACK RABBITT 


and 


AIREDALE 


Starbuk is made in white and 11 colors - 


TOLMAN, Dow & Co., INC. 


176-180 LINCOLN ST. : BOSTON, MASS. 
Rochester, N. Y. York 
Mr. Charlies L. Kirk New Castle Leather Co. 
22 Andrew St. 100 Gold St. 


St. Louis, Mo. Cincinnati, Ohio 
T. M. Fitzgerald & Co. Mohr-Holters 
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Co. 
1602 Locust St. 202 E. 7th St. | ie 
General Representatives for Continental Europe yy 
Headquarters: Paris, 
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Hug-Tite Ankle 
Frat Last 


No. B303—Black Boarded Calf Plain Toe 
Blucher Oxford, Flexible Box Toe. '4 Wing- 
foot Heel, A-Grade Full Grain Counter, Frat 
Last, B, C and D, 5%twoll..... . 84.00 


Smooth Brown Calf (Medium 


No. B304—S 
Shade) | Plain toe Blucher Oxford, same as 
$4.00 


$4. 00 


IN STOCK 


The Lasts over which ‘“‘Beals-Pratt’’ shoes are made are 
specially designed—each Last covering the particular require- 
ments of a certain shaped foot. All Oxford Lasts specially 
designed with ‘“‘Hug-Tite Ankle.”’ 


The Patterns are individual to each Last. A special Pattern for 
every size, even every half size and for every variation of width. 


It’s our belief there is no Line of Popular Priced Men’s Dress 
Shoes made to retail at $5.00, $6.00, $7.00 and $8.00 that is 
equal to the “‘Beals-Pratt”’ Line. 


A big in stock department at no additional cost for single pairs. 
You size up whatever you want at same price as your full case 
orders direct factory shipment. Result—Decreased Overhead— 
Increased Profit. 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee Wisconsin 
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Many of my customers 


will not take anything but 
TONY RED wn their shoes 


The owner of several high grade 
boot shops just told us this. 


He likes our TONY BROWN 
and TONY TAN---is selling 
quantities of shoes from these 
leathers. 


_ 
o 





But he still finds a deep rooted con- 
fidence and preference for TONY 


RED in many of his customers. 


He thinks that TONY REDwiill 
never go out---That its strength 
as a Staple leather is firmly es- 
tablished. 


CREESE & COOK COMPANY 


SALESROOMS GIA, TANNERIES 
95 SOUTH ST., BOSTON WY WIN DANVERSPORT, MASS. 
| Silt ot ty \ 














¢ w\< WA 
P. A. HENRY & CO. 7 oh, SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. . 39 SPRUCE STREET 
Leather Trades Bldg., St. Louis, Mo. orn OS NEW YORK CITY 
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HEEL HUGGERS .2%.2 2%, 


Are Made in All the Latest 
Authentic Patterns 


Do not confuse Heel Huggers with 
orthopedic shoes. We don’t claim 
they will correct foot trouble. 


But we do claim they are stylish 
shoes that will enable you to fit prop- 
erly that large percentage of your 
trade who have slender heels and 
ankles. 


Valuable Franchise 
Given to Responsible 
Dealers. 


B 0687 C 
Women’s Snuff Brown ooze calf quarter and vamp, 
2-strap Norvelle sandal, Maduro brown kid collar, 
straps and tip, HH 630 last, welt, 1-34 inch wood cov- 
ered Cuban heel. 


Price, $8.00. 


Send for Catalogue 
Showing Heel Hugger 
In Stock Styles 
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ertified 


Prove 


N ARCH 
“ioe 


a “aed 


An Arch Support Shoe 
that keeps all foot arches in shape. 
Relieves pain and weakness across 
the ball as well as from heel to ball. 


A Cushion Sole Shoe 
with cushion cemented between 
insole and outsole so that it can’t 
hump up. 


A Dress Shoe 
with neat, trim lines not at all sug- 
gestive of what are generally called 
“comfort” or “orthopedic” shoes. 


A Shoe for Every Man 
because it meets the comfort and 
dress requirements of all and is not 
too expensive. 


Write for the 
Proven Arch Booklet 








‘ This is the PROVEN ARCH 
Patent applied for Su SHANK. Note how it is arched 
and how it is built into the shoe. 
Sure relief from and protection 
against arch weakness and cal- 
lous. 











No. 868 


Black Kid—-Combination No. 2 Last— 
Calf quarter lining—13 sole—rubber 
ET PE ee? $6.25 
No. 867—Same as above in Tan 
i $6.75 


IN STOCK March 10th 


The STONEFIELD - EVANS Shoe Company 


ROCKFORD, ILLINOIS 
CHICAGO Sales Office, 410 Security Bldg., J. Wurmser KANSAS CITY, MO., Sales Office, 207 Sheidley Bidg., R. W. Martin 
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The BATON Shoe 


THE COMPTON 
A smart boot for business and 
street wear. Made of selected 
imported black Gauntlet calt. 
Medium weight soles and rub- 
ber heels. 


Too much stock, too many styles— 


makes turnover slow, selling difficult, profits small 


N analysis of the retail shoe 
business shows conclusively 
that the average retailer carries 
too much stock and too many 
styles. 

While it is important that every 
good retailer carry an ample stock 
of merchandise, this stock must 
not be spread over too many dif- 
ferent items. A stock of shoes in 
full size schedules on salable styles 
makes a high rate of turnover 
possible. 

Profits vary in direct proportion 
to the rate of turnover. Our most 
successful merchants have found 
that a given stock on a good article 
sold and reordered again and again, 
is the surest method of building a 
healthy business. 

In a business where you have 
both sizes and style to contend 
with, this problem becomes more 
acute. And so, the shoe business 
is in for some constructive changes. 

Men’s shoes are basically di- 
vided into a few distinct families. 


The variations in patterns and 
leathers in each of these families 
are unlimited. But, an analysis of 
the shoe buying habits of men in- 
dicates a definite indifference to 
these small variations. 

Consequently, the Eaton prop- 
osition is developed to build turn- 
over and profit on a fast selling line 
of men’s fine shoes. 

Our “In-Process” plan permits 
you to obtain a high rate of turn- 
over—to do your same volume of 
business on half the stock of shoes 
and be always able to keep your 
size schedules complete. 

These advantages plus the splen- 
did selling features of the Eaton 
shoe—the saddle-insole construc- 
tion, representing the greatest im- 
provement in modern shoe making 
—gives you a rea] opportunity. 

If you don’t know how the Eaton 
“‘In-Process” plan differs from the 
ordinary “In-Stock” proposition, 
‘see the Eaton representative when 
he calls, or write us directly today. 


Made under the A. E. Little Patents 


som SMOe 


CHARLES A EATON (@)} 


Nay 


\) 


SHOE INDUSTRIES 
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No. 3021—Martha Wash- 
ington Black Kid Two- 
strap slipper; perforated 
vamp and quarter; bound 
edges; 14-8 Cuban heel 
with rubber top lift; width 
B, sizes 3% to 9. Widths, 
C and D, sizes 2)% to 9. 


Paki 
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They Asked Us How 
We Did It! 





Almost without exception dealers, buyers, 
salesmen—all who saw this strap slipper at 
the Convention asked us how such value was 


possible— 


AND NOW THE STORY IS TOLD 


A large, internationally-known tan- 
ner of fine kid leather was over- 
stocked. We had the money—and 
made a huge purchase of choice, 
selected kid. Thus first quality ma- 
terial is being carefully, skilfully made 
into this daintily designed slipper 
which is offered at a price destined to 
make shoe history. 

Introduced for the first time at the 


N. S. R. A. Convention—this fine 
Goodyear welt slipper is already 
among the largest sellers in the coun- 
try. 

It is a value such as can seldom be 
offered to the shoe trade—a value 
that is bringing immediate response 
from retailers everywhere—a value 
worth the serious consideration of 
every aggressive shoe retailer. 


DELIVERIES BEGINNING MARCH Ist. 
ORDERS FILLED IN ROTATION AS RECEIVED. 


F. Mayer Boot & Shoe Co. 


Milwaukee 


Washington 


Comfort Shoes 
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“Shoes for Occasions” 


@. To create shoes for occasions and to influence 
their proper use is to add dignity to style. To do 
the reverse, or neglect this, is to dissipate the merit 
and beauty of these objects of our effort. As the 
strap or sandal loses its charm in our muddy and 
dusty streets, so its dignity suffers when we see it 
later in the ballroom. | ae 


@ To be correctly dressed is to be suitably dressed 
for the occasion of our presence—on thé street, at 
our employment, on the golf links or ‘tennis court, 
at afternoon tea, the theatre, or the ball. 


@. This suggests that styles be created for morning, 
afternoon, and evening wear, and that they be held 
within their own ken, regarding the service and 
dignity of the purpose for which they are created. 


@. In the service of the public today, shoes and 
leather are inseparably linked together. They are 


JS fan hl a rdize 
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ihers 


inter-dependent for their stability and existence. 
That which is good for the one is, of necessity, 
good for the other, and that which is bad for the 
one, eventually, so influences the other. 





@ Months are required to produce leather,;. and 
shoes cannot be fabricated overnight. Shoe styles 
that change fortnightly, created with no thought 
_to these facts, are an economic. waste, bound ‘to 
bring loss, disaster, and chaos. Whereas to:stabilize 
styles by creating shoes for occasions, with due 
consideration to sources of supply and uniform 
and seasonable production, will go a long way 
toward stabilizing one of America’s most impor- 
tant industries. When leaders, who have to do with 
these subjects, become exponents of them with the 
idea of making their own business safer and more 
profitable, they can, by their united will, sell their 


ideas to the consuming Ces 3 : 
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Get This Display! 


A striking, unusual, electrically operated window 
display machine which thoroughly demonstrates the 
features of the Honorbilt ‘‘ Kwilted Cushion ’’ Shoe — 
exhibited and enthusiastically approved, by thousands é: 
of dealers, at the N.S. R.A. Convention. Loaned — 238 
free of charge—to dealers who feature Honorbilt 
Shoes. It has a proven sales-making power. Put it to 


work for you. Write for details. 





Honorbilt ‘““Kwilted ‘Cushion’ Shoes are 
offered in Chocolate Elk and Retan leath- 
ers at $3.60 and in several fine black kid 
dress models at $4.75. In stock for im- 
mediate shipment. Order a sample dozen 
and be convinced. 


Great Lakes Shoe Company 


Milwaukee 
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Every Man Who Sells Shoes 
Should Read This Book 


DEAS are the motive power of business— 
the force that makes the wheels go round. 


We have some new ideas in slipper selling that 
we believe will prove valuable to every retail 
shoe dealer, and his sales staff, who sell felt 
slippers. 





cee i 8 


These ideas center around our new sales plan, 
; which will enable you, with a minimum of 
effort, to grade up your slipper business, sell 
satisfaction with every pair of slippers that 
goes out of your store, and make more profit. 


Sell More Than 





O Pai. We have put these ideas all in a little book, which we 
: me Lair want you and every member of your sales force to read. 
The many new and pleasing styles, We will send as many copies as you request, for this 
: fabrics and color combinations in which purpose. It points the way for you to side step grace- 
: Daniel Green Felt Slippers are made fully the pitfalls that come from selling cheap, shoddy 


has had a very interesting result. Many 
dealers find they can sell two pairs of 
slippers almost as easily as one. Women 


felts, and how you can convince your customers 
quickly and without argument that “length of wear 


are attracted by the idea of different considered, Daniel Green Comfys are the cheapest 
slippers for different purposes. Bear felt slippers you can buy.” 

this thought in mind the next time you 

are showing the new Daniel Green How many copies of this booklet shall we send 
creations. you—write us today. 


Daniel Green 
j sippers) Comfy Slippers 


DOLGEVILLE, N. Y. 


New York Sales Office Chicago Sales Office Boston Sales Office 
116 East 13th Street 189 West Madison Street 10 High Street 
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A Sensation at 


Each day of the N.S.R.A. Convention the Dry- 
den booth was the mecca of shoe men from all 
parts of the country. Here the big attraction of 


YUILCIRIEIDIE 


The Sport 
Sole De Luxe 


f 


mate BC Ak a> 
















Shoes Made by 
Nunn, Bush & Weldon Shoe Co. 
Milwaukee, Wis. 






1924 


Al 


ill 


of 


| No “squashing’’ or spreading down. 
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the Convention 


the show—the object of the most enthusiastic 
admiration—was VULCREPE, the Sport Sole 
DeLuxe. All conceded it the palm on these nine 
important points: 


Vulcrepe is a firm substance, yet flexible. 
It is comfortable. 


No ragged edges. j 


DOUBLE-WEAR\ 





No trimming needed after wearing. 


No breaking off at the toe. 





Does not hold excessive mud and dust. 
Easier handled in factory and repair dept. 


The knurled tread can’t slip. 


In VULCREPE are combined all the desirable features of both 
crepe and vulcanized soles—but in larger measure. The limi- 
tations of each type are overcome in this sole, which more 
satisfactorily covers a broader field of utility than both com- 


bined. 





CHICAGO vo BOSTON - DETROIT - ST. Louis 
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c Awe. W Dtnws, 


Mr. Blanchard U. Shriner 


President 


FRENCH, SHRINER & URNER 
BOSTON, MASS. 


‘“*JUDGE IT BY ITS USERS’’ 








1924 


> 
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Open Letter 


To BLANCHARD U. SHRINER 


Dear Mr. Shriner: 


Yours is one of the famous lines of men’s shoes whose 
excellence everybody acknowledges. 


French, Shriner & Urner shoes are the kind that create a 
buying habit among men to whom cost is only a detail in 
comparison to unusual service and smartness. 


Your father bought New Castle HAVANA BROWN Kid 
when he was founding the enviable reputation of French, 
Shriner & Urner. 


To know that Charles Shriner’s son still places the same 
dependence on New Castle HAVANA BROWN Kid is 
enough for us. 


Very truly yours, 
NEW CASTLE LEATHER CO., Inc. 














Fe 
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GRISON Kid 


Its Beauty in the Shoe 
Excels 
Its Beauty in the Skin 





THE MOST TALKED OF LEATHER EXHIBIT AT THE N.S.R.A. CONVENTION 


\ JHEREVER you went in the Here were assembled the loveliest of 
great Convention Hall, you _ all kid leathers in the richest and 
heard someone say, ‘“‘Have you seen most delicate shades—of which these 
those exquisite GRISON Colors _ were the favorites: 
tag ass 
Shapiro is showing! Color 133 
q b h b (first shown at this“occasion) 
If you passed our booth, you proba- 
bly stopped as everyone else did—to | Color 70 
admire, and very often, to order. Color 6 


SAMUEL SHAPIRO 


Sole American Agent for 
Mie Internationally famous GRISON KID 


SPRUCE & WILLIAM STS. NEW YORK 
CG GuSO, d 
9 PARIS 
a 
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Write today for complete 
information or order 
from stock. 





Rush Shipment 
Service 


B. W. “in stock” and 
ready to ship. 


| Witty, 
Ru "imnin 
Ss 
w 








S 100 
A Black Kid Oxford 
% AAA, 5-9 B, 3-9 
GY AA, 5-9 C, 3-9 
A, 1-9 D, 3-9 
$4.40 
S 403 
—better sell the BW pect ary 
. * (Arch Corrective) 
. . AAA, 5-9 B, 4-9 
than compete with it “ Be s 
Pp A, 4-9 D, 4-9 
" ° : . . S 401 
YN Some store in your community 1s going to Brown Kid Oxford 
feature this remarkable Combination Last AAA, 5-9 B, 3-9 
—and soon! Every day we are opening up rt oa - 4 
new accounts throughout the country and $5 00 
we'll be with you before long. ' 
y ' S 404 
TODAY is your opportunity to become the Brown Kid Oxford 
B. W. store, TOMORROW may be too late. ‘aid ea aie ai 
And you won't find the B. W. easy competi- ~ 59 C. 3-9 
tion, for when women want real comfort, A, 4-9 D, 3-9 
real arch-uplift, with a satisfying fit at arch, 
heel and toe, they turn to the B. W. ahead Net 30 days 
of all. 





GROTH SHOE”4@ 


“ CINCINNA 


There are no shoes better than Cincinnati-made shoes; there are none so good as ROTH’S 
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She HYGIENIC SHANK 
is selling more Corrective Shoes 


The proof of the effectiveness of the Hygienic 
Shank is found in the ready sale of shoes in 
which it is installed. 


The Hygienic Shank is scientifically designed 
to give firm but gentle support to the most 
sensitive foot. 


Manufacturers building this shank into their 
shoes find they can do so and still maintain 
the fine lines of style. 


Hygienic Shank shoes mean more foot comfort 
for the wearer and additional business for the 
manufacturer and the retailer. 


TO THE MANUFACTURER: 
If you will send us your lasted shoe 
inseamed, we will be glad to fit it 
with the proper style of Hygienic 
Shank. 


United Shoe Machinery Corporation 


BOSTON. MASSACHUSETTS 
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(ON 
C.H.ALDEN CQ 


U.s.% 


An Alden Style 


that can be 
delivered promptly 


Lot No. 130 


TONY BROWN 
CALF OXFORD 


Rubber Heel 


Lot No. 140 


GLAZED CALF 
OXFORD 


840 Last 
Rubber Heel 





The past four years during which we 
have concentrated upon a limited 
range of standard styles, leathers, 
lasts and patterns have proven beyond 
doubt that the economies we have 
effected have greatly assisted Alden 
dealers in giving better value, at no 
sacrifice of profit. 


Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 


* ¢ + 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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THE 


SIMPLE ELEGANCE 
OF 


FBsCWHITE 
GLAZED KID 
IN SHOES FROM 
GOLDEN’S 
BOOTERY 


JACKSONVILLE 
FLA 


February 23, 1924 
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“Our Trade Wout T ake Anything 


It is only natural that F. B. & C. WHITE 
GLAZED KID should increase in popularity 


year by year, for the woman who has once worn 





this most perfect of all white leathers no sub- 
stitute will ever be satisfactory. 


Undoubtedly this is why so many makers of 
the highest type of footwear have already said 
to us: 


“Be sure to ‘cover’ us as usual on 
F.B.&& C. WHITE GLAZED 
KID—our trade won’t take any- 


bd 


thing else.’ 





These wise men are sure of their supply. Have 
you made sure of yours? 


Amalgamated Leather Companies 


INCORPORATED 
22-24 North 5th St. Philadelphia, Pa. 


Factories: Wilmington, Del. 


But klk. BS C. White Glazed Kid” 


F. B. & C. WHITE GLAZED 
KID is more than the most 
beautiful shoe leather obtain- 
able. 


It is also the most practical, 
because of its characteristic 
highly glazed surface. 


The Glaze that Stays 


Dirt and dust cannot pene- 
trate the pores and it is, there- 
fore, a simple matter to keep 
the shoes clean. 


F. B. & C. WHITE GLAZED 
KID shoes hold their looks 
indefinitely and wear out 
gracefully. 

The N. S. R. A. Style Committee 
awarded a gold medal to F. B. & C. 


W hite Glazed Kid at the Style Show 
in Chicago. 





















BOOT AND 


This advertisement appears in The Saturday 
Evening Post of February 23rd, in the February 
issue of Harper’s Bazar, the February 15th 
iss eg of Vogue and the March Vanity Fair. 
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The FOOT 
ARISTOCRATIC 














“No wonder fashion favors the 
shoe of Vici hid 


Vici kid is quick to catch the 
spirit of changing seasons 
accurate in its interpretation of 
outstanding color demands. 


Vici kid is in demand for shoes 
for all occasions Yet in ts rich 
texture and finish chere is a 
consistency of refinement chat 
alhes it only with the best in 
footwear fashions. 


Thus, in this day of infinite 
variety in shoe styles, you 
may look for the most dis- 
tinctive designs and tasteful 
color treatments in the shoes 
that are developed in Vici kid. 


Ask your dealer to show you 
shoes of Vici kid. No other 
leather combines all the ad- 
vantages of Vici kid. 


Br Dee ut Lawrence 








Febi 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agent: LUCIUS BEEBE & SONS, Boon 
Selig Agenenee = atl pers of he wed 











Reg. U. S. Pat. Off. 
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| When so much 
depends upon color 
pa Vict kid 


TYLE forecasts all serve to emphasize the im- 
portance of color as a deciding factor in the 
success of new offerings for the coming season. 


Attention is called to the colors developed in 
VICI kid in advance of the new season’s re- 
quirements — notably the greys and lighter 
browns for which great popularity is predicted. 


White naturally comes in for special attention 
at this season, and in this VICI kid has achieved 
an outstanding success. “Just the right amount 
of gloss” is the verdict on VICI white. It has a 
special significance to the retailer of fine shoes. 


VICI kid has established itself in the shoe world 
as the kid leather of superior beauty of color, 
consistent quality and perfection of finish for 
both style and staple lines. 


ROBERT H. FOERDERER, INC. 
PHILADELPHIA 


Selling agencies in all parts of the world 


4 SS 

f ; NX 
There is only one VICI 
kid, created by Robert 
H. Foerderer and manu- 
factured exclusively by 
the Foerderer organiza- 
tion for nearly forty years. 
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‘Honest — 
Sole 
Leather 


_ you buy heavy 
sole leather bearing 
the ASHLAND stamp, 
you will know that it 
was produced from a 
heavy hide, and not from 
a plumped and filled light 
hide. 


It is Honest Sole 
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Heavy Sole Leather that is 
HONESTLY HEAVY 


The heavy sole is not honestly heavy un- 
less it is all pure hide fibre clear through 
from back to front. 


Good sole leather is largely up to the per- 
sonal honor of your shoe manufacturer. 


ASHLAND LEATHER CO. 


BOSTON + CHICAGO + ST.LOUIS 


AK SOLE LEATHER | 


Style 937 Light Tan 
Eric Boarded Calf 
No. 97 Lace Oxford. 
Bleached Calf Lin- 
ing — Single Oak 
Sole—Natural grain 
finish — Mohawk 
(combination) Last 
PRICE $4.75 


Terms 2% 30, 
Net 60 days 


Mr. Retailer: 


Your answer to bigger business and satis- 
fied customers is here: 

Genuine Calfskins, solid leather shoes, 
Union Made—four colors in Tan, and 
Black to retail at $6.00 and $7.00 with a 
profit to you. 

We also have a line for your $5.00 cus- 
tomer. Don’t wait. 





UNION-MADE 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office, H. Harris, 1328 Broadway, Marbridge Building 
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‘MATRIX 


hoe” 


Moulded — 
like your footprint 


in the sand. re 
, a , a 
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he 
MATRIX Shoe torMen 
Making the innersoles as 


well as the uppers conform 


to the contour of the foot 


N MATRIX Shoes, a cor- 
2 | rect base is provided for the 
4] ica) body —a base like Nature 
ee | would provide, moulded to 

So that the delicately curv- conform to the bottom of the foot. 
; DPEEE nee Supporting and comforting those deli- 
would not be flattened in cate bones, the weight-carrying struc- 


the lasting, a new last was ture, is the distinctive MATRIX sole, 


perfected. Note the bottom, 
which conferwe @ the moulded to conform to the exact shape 


—— 
a (5) 


7 





moulded innersole and the of the foot. 
bottom of the foot. 


Heretofore the foot has had to pain- 
fully burrow its way into the innersole 
in order to find a comfortable resting 
place. The arch and slender curves 
become flattened—the tender muscles 
are strained —the skin of sole and heel 
becomes calloused. In the MATRIX 
Shoe every curve in the bottom of the 
foot is duplicated. ‘The foot rests and 
relaxes in a bed that is moulded to 
conform to the subtle curves of sole 
and heel, the graceful slant of arch, 
and the upcurving hollows where ten- 
der muscles cross) The MATRIX 
Features are not extraordinary — 
they are NATURAL—like your foot- 


print in the sand. 


ALDEN.WALKER & WILDE INc. 
East WEYMOUTH. MASS. 























TRIX | 
| 


O€ 


FOR MEN | 


STANDARDIZING THE MATRIX 
INNERSOLE TO FIT ALL FEET 


After years of painstaking experiment- 
ing with feet of all lengths, widths 
and ages, it was found that all feet of 
the same length and width had sup- 
porting points and arch contours rela- 
tively positioned. This was deter- 
mined by moulding and measuring 
thousands of feet. Great care was exer- 
cised so that, when MATRIX Shoes 
were finally produced in quantity, 
they would fit the heel and inner and 
outer balls of the feet and conform to 
the curves of the arches — like foot- 
prints in the sand. 










On the OUTSIDE 


Just like any shoe + 


On the INSIDE just 
like the foot _ 





ROCHESTER.N.Y. 





hoe FOR MEN 


oulded like your too tprint 


A FIT FOR 
EVERY FOOT 


The MATRIX Shoe in- 
cludes models of both pop- 
ular and conservative 
lines. Rare comfort blends 
with graceful lines to make 
them pleasing to the eye 
as well as to the feet. No | 
other shoe can fit as well. | 


CORRECT FORM FOR 
FOOT AND FASHION 


In MATRIX Shoes the 
foot is fitted completely 
for the first time in its 
life. The graceful curves 
of sole, arch and heel 
conform to the foot 
naturally. Their beau- 
tiful outside appearance 
is coupled with truly re- 
markable inside com- 
fort. 


A’ Modern Shoe With 


Features as Old as Man. 


ALDEN WALKER seas INC. 
East WEYMOUTH. MASS. 
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A QUICK-DELIVERY SYSTEM 
THAT SPANS THE CONTINENT! 





WITH THE Only a great organization like Goodrich could 
have kept pace with the tremendous increase in 
RED LINE demand for “Hi-Press” Rubber Footwear. 
? Today millions wear it in preference to any 
round the top other. Sixty thousand dealers sell it and make 
friends through its superior quality. 

To meet this enormous and ever-growing 
demand we have established stocks at strategic 
points from coast to coast— 

“SAME DAY SERVICE” ISGOUR MOTTO—when 
you want stock you want it fast, and we have in 
consequence perfected a quick-delivery system that 
has saved our customers much time and money. 


Write, wire or telephone your orders for the rubber 
footwear with the RED LINE ’round the top to 


THE B. F. GOODRICH RUBBER COMPANY 


New York Boston Minneapolis Denver 
Chicago Akron Kansas City Seattle 


Goodrich 
HI-PRESS 


Goodrich Black Short Rubber Footwear 
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An aeroplane view of the historic city of Sedan, France 
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PFISTER & VOGEL LEAT 


MADE IN MILWAUKEE 





No. 105 LOTUS CALF. A medium shade of red in a chrome 
tanned, boarded leather, with an exceptionally{fine grain. A 
leather that is recognized as one that will add beauty to foot- 
wear, and will’give service and satisfaction to the wearer. 


The P. & V. trade-mark is a symbol of protection, for it is found 
only on leathers of the highest quality. 
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A.SHOEWISE 
says— 





BLACK VICI 
‘DRESS" COMFORT 


No. 0145 — High » Grade 
Turn. Flexible Spring- 
Steel Arch Support. 
Wingfoot Heel. 


$9.15 


[5%—30 Days 


IN STOCK 


No. 0145 


“If the music of the 

cash drawer delights 

your ear, then count on this dressy FISHER 
Comfort to give your hearing apparatus a 
good time. Its encores will total high at 
the end of the day. And you can bet that 
the comfort each customer gets from her 


FISHER’S will bring her back to you for 


2UM PORTS 


prsaer OP 


OT SIERO) 


Boston Office: 216 Lincoln Street Chicago Office: 189 W. Madison Street 
Dealer Influence is secured thru advertising in the Boot and Shoe Hecorder. 
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INSOLIT 


REG.US.PAT.OF F 


Our McK ay Shoes 


are made by the famous 


Patented “Insoltte” Process 


Absolutely Squeakless 
Positively -Moisture-Proof 
‘Produced at ‘Prices for 


Volume Business 


P. A. Field Shoe Company 


Successful Quality and Quantity Manufacturers for 40 Years 
FACTORY AT BEVERLY, MASS. 
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UR salesmen will make a Pre-Easter 

trip starting about March | st, exhibit- 

ing black kid, satin, white and colored kid; 

light airy types—the desirables for April, 
May and June selling. 
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The P. Sulliban Company 


Makers of 
PRETTY SHOES FOR WOMEN 


Cincinnati 








| adrenal time you place your order for shoes, you decide whether you will have 
the shoes you sell come through with an unknown rubber heel, or one that has 
the guarantee of quality behind it. What difference does it make to you which way 
you decide? 


1. 


If you want to be certain of these qualities for the heels on the shoes you sell, 
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Here is the difference: 


When you decide for the Armstrong 
Circle A Heel you know that you and 
your customer are getting the most 
in heel value that money can buy. 


When you decide for an Armstrong 
Circle A Heel you are getting a heel 
that carries the Circle A trade-mark, 
which for more than sixty years has 
been identified with quality. 


When you decide for the Armstrong 
Circle A Heel you are getting a heel 
that was designed to add more styk, 
— comfort, and more wear to a 
shoe. 


When you decide for the Armstrong 
Circle A Heel you are getting a heel 
that has a perfect balance of wear and 
resilience. 


specify Armstrong Circle A Heels on your new lines. 


ARMSTRONG CORK COMPANY, Shoe Products Division, LANCASTER, PA. 


Armstrong 
Circle (a) Heels 
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bad a Business Romance 
on the Buildin$ of Shoes - 


THE MEN.--- 


ile! 


b bisse and a half years ago, we 
began the manufacture of 
snappy mannish welts for women. 


NE year ago our customers 
urged us to make a line of 
Pattern McKays. Six months 
ago we acted on their intelligent 
suggestion. 


producto Manseer SEE THE RESULT! 
THE PLANT-.- 


The Monthly Production Chart Tells The Story 
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OUR PRESENT PRODUCTION—1,600 PAIR OF McKAYS A DAY AND 600 PAIR OF WELTS A 
DAY—IS SOLD—EVERY PAIR—UP TO MAY 10 DELIVERY. 


We are equipping at top speed to increase our production to 3,000 pair a day (our 
present capacity) and when we “‘catch up”’ we’ll let you know. 


DO YOU WONDER THAT WE FEEL A BIT PROUD OF THIS ACHIEVEMENT? AND THANKS, 
CUSTOMERS—FOR YOU HAVE MADE IT POSSIBLE. 


cat’) Grrect. Trat’s All” Grea. 
Tae, VebbMAN;, LAWRENCE: Co, 


President. 
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LOOKING FORWARD 


To greater profits, which are always yours if you have a varied stock for your children’s trade; 
looking forward to Easter, the big season for alert shoe merchants, we offer these styles, repre- 
sentatives of complete lines in each brand, now in stock at any Rice & Hutchins branch. Children’s 
trade is volume trade, and children’s style shoes in these recognized brands are the basis of rapid 
turnover stocks. 
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No. 5831 anne , $1.85 
Smoked Elx bluche:Joxford 84-11. 


Also 5850x in Cherry Tan, 104-11, Infants’ turn Educator Claudia pump 
, $1.60 sizes 344-8. Made also in fancy leathers. 


——— 
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No. 4593X 

‘ Child’s Goodyear Welt Educator Play 
No. 5875Z........ sosceeecen $165 Shoe Elizabeth pump. Patent leather 
Infants’ Patent Colt Sylvia pump. vamp, smoked elk quarter. 

Sizes 2-5. Sizes 1144-2, 

: 8%-11 .... 
Te $1.85 , 5-8 
Carried also in Pearl El«. 
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IN — Uf IN STOCK 
Misses’Goodyear Welt Educator Sylvia NOW 


pump. Log Cabin Buck. Field Mouse 
$4.00 
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RICE & HUTCHINS 


Incorporated 
13 HIGH STREET BOSTON, U. S. A. 


Distributing Branches: 


Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 

Rice & Hutchins Baltimore Co. Rice & Hutchins St. Louis Shoe Co. 
Rice & Hutchins Chicago Co. Atlas Shoe Co., Boston, Mass. 

Rice & Hutchins Cleveland Co. Jos. I, Meany & Co., Inc., Phila., Pa. 
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Unprepared for a Big Easter Business 


A Vigorous Policy of Selling May Help, but Most Styles 
Are Competing with Shoes Already in Wardrobes 


HESE off weeks bring out a national 

torrent of abuse, prejudice and perversion 

of the truth. Any head that comes up 
over the edge is subject to a bump. 

In the swirl of political excitement in this 
country today the average citizen becomes 
disgusted at the mendacity of men in high 
office. He is likely to look for a corresponding 
deceit in every other activity of a democratic 
sort. He swears that he alone is honest with 
others—and with himself. 

Plain talk is wholesome. It is expected in a 
business paper. 

Here is constructive criticism and we hope 
it will be accepted as such. There is develop- 
ing a “know-nothing”’ group in industry, or 
shall we term it a “know-it-all” type of in- 
dividual? This bird of conceit stays in his store 
and cares so little for stuff generated outside of 
his own head that he won’t take advantage of 
opportunities. He won’t take the suggestion or 
advice from any man. He knows it all when it 
comes to style, materials and price that any 
idea presented is immediately killed. He puts 
no value in association and refuses to be a 
member. He knows so little in comparison 
with other merchants in other lines of business 


that he considers his methods of doing business 


adequate and inviolate. 

When a feast of ideas and methods, mer- 
chandise and material, is put before him he 
shuts his eyes, closes his intelligence and yawns 

There’s nothing in it for me.” He promises 
alot but never performs. He doesn’t care. 


Yes, that applies to the merchant who 
would not attend his national convention, 
nor his local meeting for he would not be 
bound by the ethics of the craft of which he is 
a member but hopes to plug along alone, and 
at his own slow gait. 

Merchandising is getting to be a bigger 
game than “eobbling or “store keeping”’ for 
it takes collective experience to be able to 
make a profit and progress. Common sense is 
un-common unless it comes from a common 
effort in the right direction. 

If the average shoe merchant stays right in 
his store, physically and mentally, he is lost. 
There is new merchandise of a very profitable 
character to be had by a very small expendi- 
ture of time and courtesy. If a convention is 
within your district, attend it and if a sales- 
man is in your town, give him a hearing. He 
doesn’t sell shoes alone, he radiates ideas. If he 
doesn’t say a word,a comparison of his samples 
with some other line crystalizes in your store 
a definite trend. 

It now appears that Easter asa selling 
season is lost to the retail shoe trade. A burnt 
child dreads the fire and inexperience of an 
entire industry on rapid style changes makes 
merchants wary. 

But face the situation as conditions make it 
—style cannot be prevented and its expression 
in shoes will be greater and greater as time 

oes on. It must become simpler in design, 
ecause freakishness has run its course—but 
style will continue to move goods profitably. 
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The merchant who doesn’t make a close 
study of how the millinery and garment people 
merchandise is not going to last long. The 
shoe business has changed faster than its 
management. 

Mere freakishness doesn’t make style. 
Neither can the shoe man force thé public to 
buy old numbers, for there are enough shoes 
in closets today to last the public for two years. 
It is the competition of the closet and ward- 
robe that is the thing to fear in a season of “‘all 
styles are in style.’’ Many merchants figured a 
cozy game this Spring of keeping all types, 
straps, gores, colonials, cutouts, drilling along 
on the same basis with a few new shoes to 
sweeten the window. This is safe “marking 
time”’ but does it sell more pairs? This may be 
safe merchandising but is it profitable mer- 
chandising? 

A man who visited the convention could not 
have failed to see the influence that lighter 
shades of hosiery will have on colors for 
Easter. How would you harmonize the sun- 
burnt hose with anything but a perfect blend 
of colors or the sure contrast black? Just this 
little item alone is worth a trip to conventions 
to verify with your fellow merchant. 

The new idea in business is “I want to 
know—’’ and in that function the conventions 
and our own pages hold to a common purpose. 
Let’s get down to business again. Let’s get the 
jazz and jumble out of our system and let’s get 
closer together. Every other branch of the 
trade wants to see an upstanding merchant 
make a profit. Everything is with the mer- 
chant in his service, even the public. The 
public doesn’t protest style half as much as the 
merchant who fears every purchase and 
dreads every invoice. Only by a collective 
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stand can progress be made—it takes every 
living shoe merchant to make a season, or a 
year, or an industry prosperous. 

We find in some cases dealers who stand 
outandrefuseto join local associations because 
they “‘do not like some of the people” who are 
already in the associations, or claim that they 
“are not living up to their principles,” etc. 
That is the same sort of argument that some 
people (who do not like to get up in the morn- 
ing) use as an argument against joining a 
church. They see someone in the church that 
they do not like, or some member who is not 
wholly a credit to the organization, and they 

int a vigorous finger of scorn and say: “Yes, 
ook at that fellow,—he is a church member!” 

It is quite possible that these same critics 
would find people in heaven who did not quite 
meet their approval; but nobody ever got any- 
where, or joined any big movement, or grew to 
be a very big citizen in any direction, who 
could not bring himself to associate with a 
good many other kinds of men than his own. 
Do not cast a fishy eye over any association 
and decide that you do not like some of the 
people there. Probably some of the people 
there won’t like you! That is their privilege; 
but it is worth while to consider that people 
you do not like may be of use to you, and it 
may be a source of consolation sometimes to 
reflect that even your worst enemy in the 
business has the same kind of troubles you 
have, and probably just as many of them. 

Associations as such are not complex func- 
tions if those who attend meetings but come 
down to cases. A simpler program of conven- 
tioning will help materially to make intelligent 
the new methods and responsibilities of mer- 
chandising. : 





The paramount resolution of the convention: 
FOUR SEASON STYLES 


That the manufacturers of footwear give great 
thought to developing styles on the basis of four seasons 
during the year so that some thought or plan may be 
worked out among all branches of the shoe trade for 
reasonable control of styles and eliminating so far as 
possible such rapid development of styles that cannot 
be profitably distributed, and further that more atten- 
tion be given to the development of practical style that 
can be more safely merchandised. Further, that the 
campaign “Shoes for the Occasion” be so promoted al 





A National Style Policy 
A Forward Step in Style Direction by the N.S. R. A. 


‘ advance style tendencies. 


every possible opportunity by our national, state and 
local associations and individual merchants, thal 
this will be an economic help to the consumer and a 
benefit to the trade in establishing styles as has been 
so ably done by apparel makers. 

In correction of hectic style building and the feverish 
production and distribution of footwear the four great 
national bodies of the industry meet quarterly to outline 


Adherence to the style platform is. requested of all 
branches of the trade so that the crafts may function 
more efficiently and economically to the end that the 
public may be the better served. 
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Our Spring Style Issue 


On Saturday, March 8, the Recorder will publish its 
Spring Style Issue—the second of its quarterly style fore- 
casts, based on the four-times-a-year plan of buying 
which, fathered by us, has been adopted and endorsed 
by the National Shoe Retailers’ Association. Styles for 
after Easter, when the merchant must have something 
new with which to sweeten his stock, will be featured, 
as will be, also, sport footwear for summer wear. A virile, 
live issue with some unusual editorial features! Watch 
for it. 
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“Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Leather Hats for Spring 

Boston, Feb. 21—Leather 
hats were advertised here this 
week by the Jordan Marsh 
Company, a department store. 
In its advertisement the com- 
~ stated: “The vogue for 
eather hats promises to con- 
tinue this — fact we 
believe it will — any past 
season! Every college and out- 
doors woman just loves these 
becoming little colorful leather 
hats. Eight styles to select 
from and the colors are those 
most in demand.” The price 
was $10. 


Strap Effects Good 

Buffalo, N. Y., Feb. 20— 
Strap and cut-out effects in 
black satin, black kid and 
patent and colored suedes, 
carrying heels of medium 
heights. are selling best here. 
Retail shoe merchants expect 
these numbers to enjoy a con- 
tinued demand. 


Light Tans for Men 
Chicago, Feb. 22—A de- 
cided trend toward light tan 
shoes for men was noticeable 
here. Women’s stocks are fairly 
low and indications are good 
for a big spring trade. 


Winter Sports Season 
Boston, Feb. 21—The win- 
ter sports season in New Eng- 
land came to a peak this wee 
on Washington’s birthday, 
when enthusiastic sportsmen 
and sportswomen started on 
their pilgrimages to the moun- 
tains. — a city and town 
staged winter carnivals. Sales 
of heavy types of sport foot- 
wear, woolen stockings, skating 
shoes, skiing boots, and snow 
ing moccasins were large 
for this winter season, and 
promises to be larger for next. 


Three Pairs at Once 

Boston, Feb. 21—‘A stout 
pair of moccasin hunting boots, 
and three pairs of heavy woolen 
socks, all on the feet together, 
and then—Ho! for the moun- 
tains so white and clear.” 
That’s the way an enthusiastic 
young person put it when she 
started for winter sports in the 
mountains. That three pairs of 
stockings sounded g: to the 
hosiery merchant. 


Hats and Hosiery 
Omaha, Neb., Feb. 20—P. 
Armour & Co., will open ““The 
—- Anne Shop” at 1710 
‘arnam Street, and sell hats 
and hosiery. 


Sheep Leather 


Peabody, Mass., Feb. 21— 
Three million feet of sheep 
leather, all for coats, is the 
winter production credited to 
one tanner here. It helps to 
explain a bit of the scarcity 
and high prices of sheep 
leather. 


Snow Storms Help 

Philadelphia, Feb. 19—Sev- 
eral heavy snow storms during 
the week gave much impetus to 
the rubber trade in the retail 
shoe stores. Shoe stores propri- 
etors received the stormy 
weather with enthusiasm. Ad- 
vertisements were printed in 
the daily papers and there was 
a splendid trade in the rubber 


**Shown in Chicago” 

Chicago, Feb. 21—“Shown 
in Chicago,” “A Feature of the 
Chicago Fair.” These, and 
like signs, consequences of the 
big style show in ny are 
displayed in windows of many 
retail stores. They will point 
out, in many instances, the 
fact that the manager of the 
store had the enthusiasm to go 
to the big Chicago show. 


Shoes and Smokes 

Worcester, Mass., Feb. 20— 
Joe’s Shoe Shoppe in the Bay 
State Hotel building has been 
opened by Joseph Silverman, 
who was former —9 ¢' of 
the Globe Shoe Store. fea- 
ture of the store equipment are 








Wearer’s Initials on Oxfords 
New York, February 21.—An oxford, with a shawl 
tongue, and a good sized “A”’ cut in the tongue, was worn 
bya girl on Fifth avenue the other day. Observers guessed 
her name was Anne, and watched to see if Elizabeth, Jane, 
Sally and Celia would come along, each with her initial 
cut in the tongue on her oxford. 








departments. It was the best 
selling period for rubber goods 
that merchants enjoyed this 
year. 


Sale on Men’s Shoes 

Philadelphia, Feb. 22—One 
of the retail shoe merchants, 
dealing exclusively in men’s 
shoes, recently advertised a re- 
duction of 20 per cent on any 
shoe in the store. Some oxfords 
were included, too. 


Black Satin Patterns 

St. Louis, Feb. 22—Black 
satin models promise to be a 
big feature of the early spring 
trade on women’s shoes. Gray 
and airedale suede also look 
favorable. Buckle effects are 
prominent in many shoe stores. 


Straps Look Strong 


Detroit, Feb. 22—Among 
the new patterns in women’s 
footwear for spring wear are 
many strap and gore numbers. 
Straps will be the big sellers, 
however. 


Colonials in Dull Finishes 

Milwaukee, Wis., Feb. 22— 
Colonial effects in dull finished 
leather are reported as enjoy- 
ing a good run in one of the 
leading shoe stores. Hosiery in 
the flesh colored shades is sell- 


ing well. 


the cigarette holders. It is, of 
course, a store for men only. 


Colonials Prominent 
Detroit, Mich., Feb. 20— 
Colonials for spring are getting 
more prominent in the displays 
of shoes. Strap patterns con- 
tinue to be the leader, how- 
ever. 


The 98th Store 
Baltimore, Md., Feb. 20— 
The Beck-Hazzard Shoe Stores 
Company has opened a shoe 
store at 120 East Street. It is 
the 98th store. 


White and Black 
New York, Feb. 20—White 
hosiery and black shoes, for 
spring and summer, are pre- 
dicted. The style is seen at 
winter resorts. 


More Leather 
Boston, Feb. 21—According 
to well-informed leather men, 
makers of novelty shoes for 
women are putting more leather 
into shoes. 


Colored Kids and Suedes 
Cleveland, Feb. 22—One of 
the best merchants in the city 
predicts colored kids will be 
ee for ag in women’s 
ootwear. He thinks colored 
suedes will also be very good. 


Bright Colors Good 
Atlanta, Feb. 22—Shoe mer- 
chants expect a season on 
white footwear. There is also a 
feeling that bright colors will 
sell well. 


Gold Plated Leather 
Peabody, Mass.—Gold plat- 
ed leather is being developed 
by tanners here. They give 
leather a patent finish, emboss 
it with a fancy grain, lizard or 
alligator, for instance, and 
then plate the top of the raised 
figured with gold. 
Whitest Shoes Ever 
Boston, Mass.—White shoes 
for the coming season will be 
the whitest ever made. So says 
a color expert, who represents a 
leading leather firm. 


Welt Shoes for Women 

New York, Feb. 20—There 
seems to be every indication 
that welt shoes for women wil! 
have a sale here this 
spring. The vogue of the man- 
nish tailored suit for women is 
being watched closely by shoe- 
men, as it means the welt shoe 
is the pee footwear for this 
type of clothing. 


I. Miller Sale 
Philadelphia, Feb. 21.—The 
I. Miller store recently feat- 
ured a two-day sale of light 
gray, beige and fawn morning 
and afternoon slippers for 
spring wear. 


Due to Ill-Fitting Shoes 

Philadelphia, Feb. 20—Dr. 
J. T. Rugh of the Jefferson 
Medical “Colle in a recent 
address said that 90 per cent 
of the cases of flat feet were 
nothing more than weak feet 
caused by wearing faulty shoes. 


Strong Stays 

Boston, February 19—A 
salesman for a narrow fabrics 
firm shows shoemen how strong 
his stays for shoes are by 
throwing a piece of the fabric 
over the transom of a door and 
swinging from it. But, really, 
a narrow fabric stay that will 
stand a pull of 60 pounds is 
strong enough to hold the 
straps secure on the shoes of 
the average woman. 

Money for Shoes 

. New _ , cag ey 20— 

peaking of more for luxuries 
and less for shoes, a shoeman 
here figures that not as much 
money is spent for movies as 
for shoes. 
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Keeping You In Stop WithFashion 


An Inlerpretation of What Women Are Wearing 
and How Shoes Fit inko the Scheme of Dress 
By Marguerile Carcé 


from Paris regarding the spring openings, very 

little change may be expected in fashions. The 
outstanding silhouette is short, straight and slender, 
some representation being given to circular skirts. Most 
gowns are beltless or girdled low at the hips. There are 
rumors of a Directoire vogue as sponsored by a few 
Paris houses, the result of the Directoire Ball. Though a 
few models may appear here and there during the sea- 
son the tailored mode will rule the day. Black crepe 
satin even adopts its flavor, for trim little suits favor this 
fabric, with a touch of white for afternoon wear. 


J com Par from the avalanche of cables received 


Sleeves Long in Tailored Clothes 


Sleeves are long in tailored clothes, short for after- 
noon. The new neckline is pointed rather than round or 
bateau-shaped for day and evening. Scarfs, whether 
an integral part of the costume or separate, are oblig- 
atory. 

Neckwear comes into its own again for collars and 
cuffs of organdy, hand painted or outlined in a con- 
trasting shade, or of lace or kid in white or colored 
leather, are ordained by Paris and already adopted by 
New York for tailored and afternoon gowns. Collar, 
cuffs and tiny handkerchief come to match in novelty 
sets. 


Varied Effects in Trimmings 


The tailored mode 
sponsors the tucked che- 


fects, metal embroidery and a predominance of lace are 
noticeable in evening gowns. 

Skirt lengths for the street are ten inches from the 
ground as ordained by the tailored vogue. The suit has 
undoubtedly brought about a new era in shoes which 
introduces, according to Shoecraft, the real British last 
closing the shoe up high on the foot. There are de- 
cidedly fewer cut-outs, contrasting applique, inlays 
or pipings, having taken their place to a large extent. 


Oxford Tie Feeling Its Way 


The oxford tie is feeling its way to the fore in almost 
every store. J. & J. Slater boldly launched it in its 
purely conventional form in their custom-made shoe 
store some weeks ago. Now it appears in patent leather 
saddled with black suede in his Fifth Avenue store 
while Hennings displays a similar model. Cammeyer 
and Rossiter venture one oxford at a time in a window 
thus apparently also endorsing the mode. Here it usu- 
ally takes the form of black suede with appliqued 
scrolls of patent leather, a fanciful interpretation of the 
formally conventional shoe. Then comes Hanan with 
a side-laced model occupying the center of his window. 
Shoecraft successfully launched a similar style earlier 
in the season. The oxford may ‘be slow in its progress 
but its presence is felt and it may from one day to an- 
other leap into prominence. 

Square Shovel Toe 


Interesting is the 





mise plastron, often 
gaufre pleated, which not 
only achieves success in 
the smartest  tailleur 
blouses but also in the 


square shovel toe featured 
by Shoecraft in their 
strictly Colonial shoe 
ornamented by a gilt 
or silver buckle and flat 





newest dresses and night- 
gowns. This shirt bosom 
holds a strong foothold 
on spring fashions of 
every sort. 

In trimmings pleatings, 
tuckings, applique and 
tabs of self material to- 
gether with cire braid 
take the lead for day 
wear while beaded ef- 











cul work. 


First—Slipper of black suede on opera lines combining tongue and 
Second—Black suede shoe cut out on one side only. Third— 
Gray suede Colonial shoe with silver buckle and perforated shovel toe. 
Note low heel. Fourth—Arabesque velvet mule lined in satin with right 
and left foot. All shoes from Shoecraft. 


heel. This same toe was 
noticed on an evening 
slipper recently seen. 
Tongued slippers cut 
on opera lines are good, 
the tongue at Hanan’s in 
a smart model of black 
suede acquiring decided 
importance by taking 
the form of a leaf. This 
is accomplished by means 
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A razor pleated front tunic and a cream 
lace flounce from the knee down characterize 
this black satin gown typifying the present 
beltless silhouette. From J. § J. Jones. 


of patent leather trimmings. Buckles 
in various forms divide their attention 
between the tongue and the instep 
strap. 

At the moment black suede leads, 
says Shoecraft, with patent leather a 
close second. Dull kid even in trimming 
form is on the wane, solid colors being 
preferred. 

In colors besides black, airedale and 
Jack Rabbit gray are expected to be 
good for spring. White or gold kid often 
appears on patent leather in the form 
of inlay or pipings. Gold and alumi- 
num kids have found high favor for 
Southern evening wear, for, unlike bro- 
cades, sea air will not tarnish them. 
Their future seems promising for 
summer. 

The Color Choice 


Blue has definitely been resurrected 
from its dim and distant oblivion. While 
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Black satin gown showing new V neckline 
and black tulle skirt with appliqued grapes 
in satin. From Maison Maurice. 


Franklin Simon some weeks ago, launched 
Madonna Blue, Best § Co., as well as 
Altman, gave it the last two weeks de- 
cided prominence in their windows un- 
der the name of powder blue. Now peers 
gray on the horizon. Lorber featured it 
on Monday in a window of tailored 
clothes, for both suits and coats, and 
J. J. Jonas pronounces it the coming 
color for aflernoon and evening wear. 
Artichoke green, Vionnet red, and brick 
dust, find due representation, besides 
black—more in favor than ever, espe- 
cially in black satin—navy blue, wood 
brown, and beige. 


Dangling Fobs of New Interest 


Now that tailored lines govern 
fashion, a touch of sophistication is 
introduced by means of a fob. It 
dangles from every possible angle, and 
invariably takes for itself a conspicu- 
ous position. Your hat—cloche or tur- 
ban, in fact, any shape otherwise plain 
—must dangle a rhinestone, jade or 
frosted crystal fob. No tailored frock 
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or suit is complete without its fob hanging by a black 
ribbon from pocket or lapel. A stunning version at 
Saks has a jet center trimmed with a rhinestone bar; 
or, as substitute, one may use a watch fob of exquisitely 
engraved solid white gold. A frosted crystal fob set in 
marcasite forms a suitable adornment for a black moire 
envelope bag at Franklin Simon. 


Spring Hats Grow Ever Smaller 


In spite of all efforts to uproot the cloche from its 
firm foundation, it remains undaunted for early spring. 
It, however, adopts new lines, the brimless variety, 
almost a skull cap, topping the smart silhouette at the 
moment. If a brim protrudes from its crown it turns 
up sharply in front retrousse wise; or newer still, takes 
an upward turn to the side when it is often veered by a 
silver buckle. Other shapes also find favor, such as the 
Persian or Russian draped turban, the tricorne and the 
modified sailor, the latter being a result of the tailored 
mode. 

In materials, moire attains first fashion place in the 
newer spring models, to be followed by satin, grosgrain 
ribbon, taffeta, felt, suede and straw. In colors, black, 
wood browns, navy and all the soft shades such as old 
blue, green, beige and gray are pronounced good. 

The advent of the tailored suit finds its counterpart in 
mannish hats severe in both line and trimming. This 
explains the momentary vogue for large, square buckles, 
which every shape indorses in some form or other. 
Other trimmings include nailheads, which sometimes 
stud the entire frontispiece of a turned up shape; 
flowers, even on town hats, pleatings, tuckings, fobs, 
monograms and newest of them all, feathers—yes, 











Black suede shoe featuring leaf-like tongue trimmed in 


patent leather. Side-laced. shoe with cul-work across front. 
Glove with liny cu rforated into flowers. Jet buckle with 
silver monogram. All fran Hanan. 


feathers in stiff, quill-like form have come to life once 
again. 
Leopard Is a Coat and Hat Brim | 
Leopards successfully ventured from the jungle into 
society this winter, where they rapidly endeared them- 
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selves to the feminine world. Indeed, Paris pronounces 
leopard the smartest of furs. In long and short fur coats 
it has been familiar for some time, but new this season 
was the long band of leopard that traveled round black 
or green cloth coats. For the spring it promises even 


—— 


Left—Airedale suede with inlay of brown kid and beaded 
suede roselte. Right—Black suede oxford with patent leather 
scroll applique. Below—White kid inlay and piping on black 
aan — Buckle on instep strap. All shoes from Rossiter 

oes, Inc. 


greater favor, for it often appears in collar form on 
smart, high-colored models. 

Now Joseph puts leopard to a new test, using it in a 
triangular or clover shaped form as trimming for large 
Leghorn hats. A whole window of these chapeaux re- 
cently attracted much attention. Leopard is rapidly 
coming to the fore in the world of fashion. 





Allied Shoe and Leather Industries 
Dinner February 26 


New York, Feb. 19—Plans for the annual dinner of 
the Allied Shoe and Leather Industries of Greater New 
York at the Hotel Commodore on the night of Febru- 
ary 26 are practically complete. 

Senator James A. Reed of Missouri will be the prin- 
cipal speaker at the dinner, unless last-minute develop- 
ments in the political situation at Washington prevent 
his attendance. A splendid vaudeville and musical 
program has been arranged. The vaudeville performers 
will include Julius Tannen, well-known monologist and 
humorist, and the team of Bard and Pearl from the 
New York Winter Garden organization. S. A. McOmber 
is chairman in charge of the dinner arrangements. 


There is not much credit in being always at your 
post, if you-are merely leaning against it. 
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tion at Chicago last week was the Wednesday 

afternoon session, known officially as “Open 
Forum Day” and held under the leadership of Chester 
Herold, of San Jose, California. The first speaker on the 
program was Maurice Weiss of New York City, chair- 
man of the committee on women’s styles who described 
briefly the way in which his committee goes about to 
get style information on which to base its reports. In 
speaking of the last report issued he said: 

“The committee recommended and believed that 
straps, gores and little tongue effects, straps first, will 
predominate. By that I don’t mean any particular kind 
of a strap. One man may like it cut out one way and 
another may like it cut out another way, but straps, 
as a whole, will predominate. 

“The important thing that can be 
gathered from the forecast is watching 
your own particular conditions to see 
that you are not accumulating a great 
many of these styles. You don’t need so 
many styles, if you have the proper styles 
and the right sizes. 

“A great many people imagine that their customers 
demand a particular style. I don’t just agree with that 
theory. A lot of ladies do know exactly what they want 
but the majority of the ladies coming into the store 
want a good looking pair of shoes and if the attitude of 
the average merchant is right and it is carried down to 
the clerks, those shoes can be sold and sold out to ad- 
vantage.” 

CHAIRMAN HEROLD: “TI think we are pretty well 
settled on the question of patterns. I think every re- 
tailer today recognizes the fact that the question of 
patterns is not such a problem as it used to be years 
ago. Anything that is pretty today will sell. In that 
way it makes it a little easier to make selections of 
women’s styles. Of course, we always have the element 
of color to consider. Can anybody give us a little light 
on the color question?” 

MR. ACKERMAN: “I believe the jack rabbit will 
outrun the airedale. 


B Y far the best features of the N. S. R. A. conven- 


Style Reports Strongly Endorsed 


MR. BUCKLEY, of Houston: “I am a member of 
the Advisory Board of the Style Committee, and I want 


to say to every merchant here that if they will follow 
the rules and predictions as laid down in the official 
report of the Styles Committee, they will not make a 
mistake.” 

MR. CHASTAI, Texas: ‘““When I got to Chicago | 
was thoroughly sold on white shoes, and as soon as | 
got here I got up against the talk of colored kid shoes. 
I would like to know what will be the percentage of 
white kid shoes sold as compared with colored kid?”’ 

MR. BRYSON: “I think that will depend on the 
locality. If you live in the North Woods, as we do, we 
don’t have very much summer.” 

MR. ACKERMAN, of Springfield: “I would like to 
add to that same question—what per cent of kid leather 
shoes are going to sell along with suede and leather 
shoes? How is colored kid going to match up with 
colored suedes? What per cent of kid shoes are going to 
sell, and what per cent will suede shoes sell? Are suede 
shoes dropping and kid shoes going to taketheir place?” 


MR. WEISS: “I don’t believe kid shoes 
will take their place. I don’t think the 
percentage of colored kid shoes will be 
very great. Suede shoes always drop as 
the summer comes on.”’ 


MR. CHASTAI: “Before I left home my crowd got 
with me and asked me not to buy a pair of shoes except 
white kid shoes, when I came-to Chicago, and to sell 
our entire stock out as the hot weather came on. Mr. 
Weiss seems to agree with me.” 

MR. JACOBS, of New Orleans: ‘We are from away 
down South, and of course style conditions differ. We 
sell, in summer season, I guess, more white shoes than 
any two merchants in the United States outside of big 
ones in our own locality. We have talked to a lot of 
people around here about white shoes and they have all 
told us that whites are not going to be as good, but we 
believe, and we are going to back it up by orders, and 
sales, that whites are good down in our country. We 
have lots of colored shoes there, and we are going to 
sell them now, but we are not going to buy any other 
colored shoes for sale from April to August. It is a mat- 
ter of locality, pure and simple, and our country has 
always been a big one for whites and we use plain whites, 
canvas and kid, plain and in combinations.” 

MR. WILLIAMS, of St. Louis: ““What percentage of 
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white leather shoes will you sell to white cloth shoes? 
I am interested in the percentage of cloth. 

MR. JACOBS: “The percentage of cloth in our town 
will be about 65 per cent.” 


MR. CONDON, of Charleston, S. C.—“‘I 
am also from the Sunny South. If I buy 
any shoes at this convention at all, it will 
be nothing but white kid shoes. Our sale 
of leathers will be 95 per cent leather 
against 5 per cent fabric. We can’t sell 
the cloth any more. Mrs. Rorke said 
white with color is the style for the com- 
ing season. I place that on white shoes 
with colored hosiery. I don’t believe 
white hosiery is going to be worn at all in 
our section.” 

MR. WEISS: “Gentlemen, on the question of white 
shoes—first, regarding the cloth and leather. That 
must be determined entirely by the location, but the 
question of white shoes as against other shoes as the 
season advances, and as we get into the white season, 
depends on conditions. My own personal belief is that 
plain whites all the way through will predominate over 
white with colored trim.” 

MR. TEETS, of Denver: (The coolest city in the 
United States in June, July and August.) “Our sales 
in white shoes, I believe, in those three months, par- 


ticularly June and July, will run 80 per cent of our total 
sales. About 60 per cent to 70 per cent of our white 
sales will center on white kids against white cloth.” 

MR. SAGER, (Green Bay, Wisconsin): “Relative 
to white, Mr. Diamond says it all depends upon the 
conditions of our weather. If we have an early summer, 
beginning in June, our prospects for white is good. That 
is a condition of locality again but if it drags on to July 
lst there is no sale for white so to speak, but we are 
going to sell lots and worlds of light colored tans. And 
if there are any whites to be sold, they are going to be 
trimmed with a little black in our country.” 


A Boost for White Fabric 


MAX DEUTSCH: “When it comes to the question 
of white shoes, I really feel that price is going to help 
you get rid of your white strap slippers or something of 
that kind. I am not a style man, but it is just a little 
common sense. A kid tie or a kid sandal costs you so 
much more money and if a woman buys a pair of white 
slippers, she wants them simply to answer for a few 
months. I really think that a canvas would be a better 
buy for all those gentlemen who are interested in the 
white question. Get the soft cloth. Sea Island cloth. 
It is nice and pliable and I can tell you from experience 
that they don’t hurt the feet. The price will help you 
dispose of white cloth shoes much better than it would 
white kid.” 


The Development of Your Men’s Shoe Business 


A. E. Taylor, chairman of the Men’s Style committee, 
then took the floor and made a plea for the continua- 
tion of buying sane and profitable shoes, “‘always 
profitable,” he said, “because they will always be 
worth 100 cents on the dollar. 

“Your Committee on men’s shoes has consistently 
followed out a program which would allow and encour- 
age the tanners to develop better leather and we are 
sure that the knowing observers are willing to praise 
and admit the tanners’ successes. The actual makers of 
men’s shoes recognized very early that it was essential 
to pay more attention to the finer points of shoe making 
under our recommendations and have raised the art 
beyond the hopes of the many who reluctantly pur- 
chased but a few seasons ago. 


Lasts Are Better Fitting 


‘*Last makers have observed our wishes and perfected 
the lasts that were proven worthy since the great war. 
We find today that the manufacturers have both staple 
and stylish lasts that fit properly, are good looking and 
allow the feet to function as they should. These state- 
ments must not be construed to mean that perfection 
has been attained, or that any branch of the industry 
has been following the instructions of another, for it 
probably can be best described as co-operation and 
patience. 


“‘We have all been through periods 
when circus shoes were presented to our 
men customers. We have sold a large 
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volume of shoes that were obviously 
wrong. It was merchandise that was bad 
at any price. We followed the leader and 
played the game until our men patrons let 
us know conclusively that we were wrong 
and told us to keep what was left. We 
have all learned that radical changes in 
styles have often developed good turn- 
over shoes; we have also learned that they 
make the very best ‘left over’ shoes. Real- 
izing that net profits today are represent- 
ed more than ever by the last few remain- 
ing pairs in every hundred purchased, 
your committee asks further patience 
from all retailers. The request is made 
direct to you, for manufacturers will not 
make what you will not buy. The respon- 
sibility rests entirely with the retailer. 


“We have just been learning to appreciate the value 
of color and finishes in leather and believe that they 
have a stronger selling appeal than all the extra pieces 
or holes in leathers that can be arranged on a shoe. 
We are firm believers that shoes well bought are always 
sold, for if you sell correctly, all you buy, you will be 
successful. 

“We all know the good results from carrying fewer 
styles, and your committee has ever been mindful of 
concentration and will ever be fearful of recommending 
a style that can be multiplied by contrasts and slight 
changes without any advantages to be gained. 


Men Must Be Educated 


“Style is mostly a matter of education and the correct 
costuming of men should be developed as far as possible 
through sales effects and general propaganda will 
probably sell as many extra pairs as our worthy 
adopted slogan, ‘Walk and be Healthy’, but at best, 
the effects of either will not show a very decided increase 
at once. 

“There is another expression or saying that fits the 
uses of style committee. It is not original for it comes 
from the Bible: ‘By their feet ye shall know them’. For 
our purpose your committee has transposed it to read: 
“You're known by your shoes.’ That is the strongest 
appeal your committee can offer from a style stand- 
point.” 

MR. PICK (New York): “What kind of shades will 
they want for spring—medium shades, light shades or 
dark shades of browns or various kinds of leathers?” 
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MR. TAYLOR: “That is a part of our style recom- 
mendation. There is a tendency all through the coun- 
try, I think, particularly in the East, for colors to lighten 
up—lighter tans—and it seems to me as I have often 
noted in years gone by that the wave will start East 
and go West. I think we should encourage it, too. It 
will give us an extra style or two.” 


Co-operative Advertising Urged 


CHAIRMAN HEROLD: “At the last state conven- 
tion of California Shoe Retailers in San Francisco the 
question was taken up very vigorously in regard to 
the proper shoe for the proper occasion. It seems that 
manufacturers and tanners and retailers have not as 
yet been able to devise any ways and means of adver- 
tising shoes for occasions and it is hoped that not very 
many years will pass—at least, I hope so—until we 
can take this question up very vigorously. Men are 
susceptible to the influence of advertisements, in spite 
of the fact that the average man declares up and down 
that he doesn’t pay any attention to advertising. It 
seems to me that a campaign on advertising men’s 
styles is the keynote of the whole situation. 

“T asked A. B. Young in Los Angeles last October 
what he considered the real keynote of his success in 
the men’s business. He said: ‘I’m only interested in 
buying young men’s shoes. I am a style man. I don’t 
believe in the thirty-three styles I have picked out in 
men’s styles that I made three changes. When I see a 
shoe in a sample line, I buy it because to my eye it 
looks like the thing that I want and it looks like the 
thing that young men would buy.’ 


“At the California session we turned 
the tan shoe after six o’clock proposition 
into a joke. It had a great influence upon 
the men in the city. It was talked about 
and published in the papers.” 


How New York Works Ii 


JESSE ADLER: “I find that New York men for the 
past six months have been paying more attention to 
their apparel, especially their shoes. They are not fops, 
neither are they dressing as the dudes of yesterday. 
They are not following the well dressed Britisher or the 
immaculate Frenchman, but they are today wearing 
the proper shoes for the occasion and fast becoming 
what they should have been heretofore—namely, men 
of fashion. It seems that in reality, they are becoming 
jealous of their wonderfully dressed wives, sisters and 
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THE NATIONAL OFFICERS ON A STORE PLATFORM 


President-elect Seaton Alexander and some of the members of his cabinet on the closing day of the National Shoe Retailers’ Convention. Left 

to right—Directors W. W. Willson, Boston, H. A. Rosenbach, Chicago, Vice-President N.E.Jacobs, New Orleans,C. K.Chisholm, Cleveland, 

H.A. McLaughlin, Cincinnati, John J. Baird, Secretary-Treasurer, Columbus,L.E.Langston, Fort Worth, Texas, Seaton Alexander, President, 

Wheeling, W Va., Charles Fedler, Jr., Louisville, John Slater, New York, Martin Murray, Wilkes-Barre, Pa., Roy E. Stevens, Ottumwa, 
Frank P. Meyer, Danville, Ill. 


sweethearts and instead of continually wearing old, 
worn out shoes, they are correctly dressing as the 
occasion demands. 

“New Yorkers are not wearing tan shoes from morn- 
ing to night. In fact, you see tan shoes all day but 
mighty few are worn after six o’clock as heretofore. 
Young business men and the men who never grow old, 
are wearing light and medium shades of tan. While 
their college bred brothers are wearing the popular 
brogue type oxford from morning until afternoon. But 
after six P. M. tan shoes disappear and black shoes 
predominate, while for formal wear, exclusively the 
light, airy patent leathers are used. 


**I feel that if all of the retailers display 
in their windows showcards, group their 
shoes inunits, advocating shoes for formal 
wear, shoes for general wear, shoes for 
sport wear, that it will make a man 
ashamed of himself to wear shoes that 
are not really fit for the occasion.”” 


CHAIRMAN HEROLD: “A question is asked here 
concerning crepe soles. There are crepe soles for two 


purposes, general sports purposes and golf wear. How 
about the crepe soles for street wear?”’ 

MR. ADLER: “According to the questionnaires that 
came in from throughout the country, all retailers 
thought that crepe soles for this coming season would 
be good on sport shoes. Of course sport shoes neces- 
sarily mean golf shoes and a number of them thought 
that crepe soles would appear upon the streets for 
ordinary afternoon wear.” 

MR METZ:‘‘I would advocate being careful in buy- 
ing crepe soles, especially the thick sole in the shank. 
They are making them now with a shaped shank so they 
don’t look like a cripple’s shoe. We are selling quite a 
few for street wear, but they are muchthinner in through 
the shank than the old ones were, and make a much 
better appearing shoe.” 

CHAIRMAN HEROLD: “It seems to me, that 
we are better off if we try to confine the crepe sole to 
sport footwear. I think that is the consensus of opinion 
with everyone. I hava dispensed from my mind entirely 
the advisability of ever trying to sell them on fancy 
street oxfords. I think we are all agreed upon that one 
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Report on Children’s Styles 


The report on children’s styles, prepared by M. J. 
Yoskin, was read by Mr. Weiss. In part it was as fol- 
lows: 

“The report herewith submitted is based upon buy- 
ing for the Spring and Summer months. The committee 
therefore finds it unnecessary to say anything about high 
shoes because few are worn, except for camp purposes, 
and those that are carried over will take care of that 


demand. 
School and Play Shoes 


“Oxfords, straps and play sandals for children this 
year look as big as ever when worked out in such pat- 
terns as moccasins, plain toes, creased vamps, saddle 
effects, in leathers such as elk in its various colors, 
depending upon locality; made with soles so flexible 
that every muscle of the foot and ankle is brought into 
play with every step, giving strength and developing 
action, so important for the growing feet. Crepe soles 
should also be considered from this standpoint as they 
give excellent wear. Children really love them, so why 
put stiff rigid shoes on their tiny feet? Give them 
plenty of barefoot action. 


Dress Shoes 


“Smart strap patterns in one and two strap effects, 
with smart cutouts that are just a little bit different, 
will be worn for dress occasions. There has never been 
such a variety of cut outs to choose from as there is this 
year. 

“Dress sandals in the newer effects look very good 
in such leathers as patent leather, tan calf, white calf, 
a few colored suedes and even a few colored kids such 
as we experienced last year, reds, blues and greens. The 
new alligator leathers in brown as well as in colors can 
be worked out for the warmer months. 

Growing Girls’ Shoes 

“The same ideas may be carried out for growing girls 
as for misses, that is, the broad toe should not be ne- 
glected, as it is surprising to note that the average 
youngster of eight and nine years to-day wears from 


size three to five. It is therefore essential that the broad 
toe is carried up in these sizes and even up to size seven. 


Dress 


“Many of the girls are demanding shoes that follow 
the women’s styles very closely, especially in sandal 


effects which could also be worked out with box covered 
heels ranging from 8-8 to 12-8, in the dressier effects. 


Boys’ and Youths’ Shoes 


““Boys’, youths’ and little men’s shoes, of course, will 
follow the trend of men’s to such a degree that the 
minute a new feature appears in a man’s model, it will 
be worked out in boys’ footwear. This has been a great 
help to the boys’ business this year. 

“Work out such styles as plain toes, creased vamps, 
moccasin and saddle effects, in such leathers as elk in 
tan and smoked, and boarded and grained leathers such 
as veal, kids and calfskins. The usual broad toe will 
continue and the real selling last of course is the so- 
called brogue. 

Crepe Soles 


“T believe crepe soles ought to be worked for all they 
are worth in boys’ shoes. If there was ever an oppor- 
tunity to sell lots of boys’ sport oxfords, it is this year, 
because in the past a boy would buy a pair of sneakers 
and a pair of black calf oxfords and he was finished, 
while now since he can buy moccasins and such styles 
as are shown in men’s shoes, and especially crepe soles, 
there should be a greater demand than ever for boys’ 
low shoes. The boys’ business ought to be put over with 
a lot of enthusiasm and played for all it is worth just 


like the children’s, misses’ and girls’. 


How Style Has Increased Children’s Business 


MR. WILLSON, of Boston: “I am interested in the 
children’s business and I think it grows more interesting 
as we watch the children’s business and develop it more. 
There was a time back a few years ago when we carried 
more or less of the staple numbers and only a few of 
them; perhaps an oxford and a boot in tan and black 
and something of that sort. We later put in some other 
styles and increased it. Those extra styles not only sold 
in large quantities, but the other styles that had only 
sold in a moderate way began to speed up and increased 
tremendously. I believe in children’s shoes. For in- 
stance, children’s and misses’, to a certain extent, follow 
the women’s styles, even in these colors of leather and 
the cut out sandals, strap effects, etc. 

“And, in the boys’ shoe business, which has been more 
or less limited in many stores, that they can be broad- 
ened and developed following along the lines of men’s 
shoes, getting little men’s shoes for boys. It has been 
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very successful and I think you can build up your busi- 
ness. The boys’ and children’s business is different than 
it used to be. You can get a fairly decent profit if you 
give them style and value.” 


Dressing up the Children’s Department 


MR. BUCKLEY, (Houston, Texas) :““Mr. Chairman, 
I believe that the members of the N. S. R. A. are over- 
looking a very important part of the shoe business in 
not developing the children’s end of it. The Buckley 
Shoe Company have recently remodeled their shoe 
department. We have ceased to call our department a 
children’s department or a children’s corner. We call it 
a store. It is a store within a store. It is the rear thirty 
feet of our store. It has nine and one-half foot beam 
ceiling. We have put in special shelving, diminutive 
shelving. All the furniture is diminutive. We have 
everything for the comfort of the mother and the enter- 
tainment of children, because you all know when a 
mother brings a child to a shoe store to buy a pair of 
shoes it is the happiest moment of the child’s life and 
she is in a hurry to get the pair of shoes on, and just as 
soon as she gets the shoes on, the child wants to go, and 
the next day, as you all know, she comes back with a 


bunch of grief. If you will take some portion of your 
store that is suitable with a low ceiling and develop it 
into a children’s store, not a department, but a real 
store within a store, I will venture to say that your 
children’s trade will grow immediately. Ours has been 
so new that we have had only sixty days’ time, but in 
that time we have increased our children’s trade. In 
addition to this diminutive furniture and diminutive 
shelving, we have funny mirrors that are quite amusing 
to children and we have different toys for the children 
to play with, like musical chairs, for instance, and aside 
from all this being pretty, it is a system, Mr. Chairman, 
it is a system. Within 12 feet of the salesman is every 
shoe that we own and the salesman is never out of sight 
of the mother or the child. That is one important thing, 
not only pretty, but it is a system. You concentrate all 
your stock in one end of the store. That means system, 
and in addition to this we have an orthopedic graduate 
with the aid of the X-ray machine which clinches many 
a sale. I would like to hear from some of the men here 
who have spent money recently practipedic? I haven’t 
had it in my store long enough to know if I am going to 
get my money back, but we have shown a gain in the 
last two months.” 


Establishing a Quota for Each Department 


MR. McLAUGHLIN: “On the subject of a quota 
for each department—that is, what you should have, 
and that should be based upon what you sold the past 
year, or the past six months if you don’t want to go 
back one year. Take that quota for each department’ 
and that will be for men’s, for women’s and for child- 
ren’s in their respective grades. Whether you have those 
departments segregated or not in your stores, you should 
at least have them so arranged on your books. The 
Potter Shoe Company have always tried to make pur- 
chases when the allotments are made for each depart- 
ment, starting as you might say, for the spring buy, 
and spending about 50 per cent, and buying that for 
what you might term spring or fall merchandise. It 
will then take about 40 per cent to take care of the 
things that come up, new styles in men’s, women’s, and 
children’s. The 40 per cent may not hold in children’s, 
it may be less in children’s and in men’s, but it surely 
will be 40 per cent in women’s. That then leaves you 
10 per cent for size-ups. 


Working Out a Quota Systen*® 
“If it is a real, honest-to-goodness shoe store, there 


should be some shoes that you size-up. The women’s 
stock is a stock that should be, at the end of each day’s 
sales, tabulated as to what the styles were that were sold 
that day, in possibly oxfords and straps, and more so, 
should be considered the leathers or the fabrics, what- 
ever they were, so that you know at the end of the day 
that you have sold so many pairs of suedes, blacks and 
colors; so many pairs of satins; so many pairs of patents. 
That is very valuable information for you because then 
you know just how to spend your money. Whether you 
are going to spend it for more patents or suedes, or more 
whites, or whatever it happens to be. 

“The increase that you might allow for each depart- 
ment, if there is a gain in your department, can be 
determined pretty much by that increase.” 

CHAIRMAN HEROLD: “I would like to ask you, 
Mr. McLaughlin, if for instance, in buying now for 
April, May and June, you use the figures of last April, 
May and June?” 

MR. McLAUGHLIN: “We are guided by the same 
months of the year.” 

CHAIRMAN HEROLD: “Do you use the system of 
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dollars and cents, the amount of money you are going 
to spend, or the pairs?” 

MR. McLAUGHLIN: “We use the system of dol- 
lars and cents because it is very hard to determine just 
the number of pairs. Sometimes the local conditions 
may cause you to sell a little cheaper grade of mer- 
chandise and probably sell more pairs, although price as 
a rule does not increase the pairage of your business.” 


It’s Better to Concentrate 


Discussing concentrated versus scattered buying, 
Max Sommer, Jr., of San Francisco, said: 

“The short experience that I have had has taught me 
one thing in particular in regard to concentrated versus 
scattered buying and that is the best possible method of 
securing a large accumulation of unsalable and unsold 
merchandise at the end of a season is to scatter your 
buying to the seven winds, accumulating a large num- 
ber of odds and ends of small lines that can’t be sized 
up. Duplicating styles and never during the selling 
period having a really complete and comprehensive 
stock from both the point of view of style and sizes. 

“In today’s way of doing business, it seems to me 
that partnerships between buyers and sellers are most 
important. A partnership that is based on strict con- 
fidence between buyer and seller is where the buyer 
gives valuable information as to selling, as to better 
styles. The basis of good business today is a partner- 
ship between buyer and seller. 

“You have seen the traveling man who came in to 
your shop, the traveling man you never heard of, the 
traveling man whose line you never saw and I wouldn’t 
for a moment say that a person should be so unprogres- 
sive as to not look at new lines, still there is a distinct 
advantage in adhering to old time lines, to lines that 
you are familiar with and that you can get the proper 
line-up on your stock. I knowin ourexperience through- 
out the store in every single department, you go through 
our sales or under the counter stock and you can find 
an elaborate history of dibbling and dabbling into odd 
and end lines that usually has proved fatal. 


“Good merchandising today demands 
concentrated buying, reliance upon good 
partnerships between manufacturers and 
retailers.”” 


Four Season Buying Plan 


Chairman Herold felt the important subject over- 
looked was whether or not the four-season buying idea 
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would be a success or a failure. He stated manufacturers 
were anxious to have an expression of opinion on this 
point. 

Schuyler Jones of Wichita, Kan., who at present is 
using the four-season buying method, was asked to 
state his experiences. Mr. Jones said: “For some 
reason the shoe dealers in Kansas are just about at 
wits end to know how to cope with the problem. In 
talking to manufacturers and representatives of fac- 
tories, I was very much gratified to find that these men 
are now willing. I don’t believe that this is a system 
that shoe retailers are crying for. In Kansas we had a 
retailers’ convention at Lawrence a week ago and at 
that convention we went on record to present to this 
National Convention the idea that the buying seasons 
should be reduced and that we felt that the old four 
seasons existed climatically speaking, but that as far 
as retail style presentation periods are concerned those 
periods did not recognize the seasons as they should. 

“Right now in some of the retail stores in Chicago 
they are introducing oxfords. It seems to me that 
oxfords, if they are introduced at all, should be intro- 
duced in the fall. All winter women wore light airy 
slippers and now they’re showing oxfords just because 
they are different. That seems to me a very ridiculous 
situation in the shoe business.” 

Mr. Jones blames to some extent the retail shoe 
merchant for continually demanding something new of 
the manufacturers. “If a pattern is good for spring and 
your demand justifies it, buy the same pattern in white 
for summer. : 


Have Confidence in Your Merchandise 


“Just to give an illustration of that point: Some years 
ago we had occasion to employ men on Saturday. At 
one time, just about two weeks before Christmas, 
when a young fellow came into our employ, we told 
him that a certain style in a men’s house slipper had 
been extremely good. This was a house slipper that 
had an alligator trimming and right now would be 
a good style, but at that time the style had been 
shown season after season. We had an overstock of 
them and I presume everybody had the same kind of 
a shoe and style. It was absolutely dead as far as we 
were concerned. 

“When this young man came into the store, we told 
him, ‘Here’s a house slipper that has been selling ex- 
ceedingly well*in this house. Everybody seems to call 
for it. We can’t get enough of ’em. Of course if you 
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Judges of Good Style 


Style Committee Men Who Presented Medals of Merit on Footwear 
at Chicago 


Under the leadership of Chairman Harry McLaughlin, special committees 
from the National Style Committee devoted one day during the convention 
to a critical study of the footwear on display at the Coliseum for the purpose 
of awarding a medal of merit to the one best number in each line best indic- 
ative of the character of merchandise from each factory. 

During the previous convention, a blue ribbon was awarded with re- 
markable success and this year to vary the procedure, a medal was struck 
off bearing upon it the name of the association and a relief picture of Presi- 
dent John Slater. 

Committees carefully studied each display and selected shoes that were 
in accord with the national styles recommendations of the conference com- 
mittees and shoes which were considered practical and profitable for present 
purchase and for sale to the public after Easter. 


MAURICE J. YOSKIN 
Chairman of Children’s 
StyleCommittee, National 
Shoe Retailers’ 
Association 


Counsellors on 
Style at the Con- 


vention Exposi- 
tion last week 


MEN’S STYLE 
COMMITTEE 
A. E. Taylor, Chairman, 
Reuben Metz, Harry 
Meyer, Jesse Adler 
(reading left to right) 


WOMEN’S STYLE COMMITTEE 
Maurice A. Weiss, Chairman (at the right), 


Will Geuting 
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can’t sell anything else that we have, you can go right 
ahead and sell this, and you can always sell it.’ 

“His mind of course was in a very receptive mood 
toward that shoe and he wanted to sell the easiest shoe 
possible, because the house was crowded and he took 
this shoe and sold on the Saturday before Christmas 
17 pairs of that one shoe. That was more pairs of that 
shoe than had been sold in the three or four years that 
we had had that shoe. Just because he believed in it, 
he thought it was a good style. He had confidence in 
the merchandise. 

“You can talk by the hour about confidence in 
merchandise, confidence in style, but that is just a 
proof of such case. Patterns in these days are going out 
of style in ovr minds. 


Advocates Four Buying Seasons 


“The Kansas Shoe Retailers wish to notify the 
Eastern factories that we don’t want their agents in 
our territory more than a certain number of times per 
year. We don’t want them every two or three weeks, 


because we can’t sell shoes that fast out there. I think a 
great many retail shoe merchants are in the same 
position. I used to work for a store in Oakland, Cal., 
that featured shoes selling from $7 to $11. We sold 
them fast out there and even in a storeof that character, 
a small store but with a very big business of that type, 
we couldn’t sell shoes that fast. How can a small 
Kansas retail shoe merchant whose gross receipts in 
the year seldom exceed $125,000 to $150,000—how can 
he expect to put across style after style just as fast as 
the expressman can bring them up to his back door? 


**So, the merchants of Kansas wish 
to go on record that they will advocate 
a four-buying season. Some want two 
buying periods and some want 60-day 
buying periods, but the shoe mer- 
chants of Kansas have gone on record 
that they want the salesman to call 
on them four times a year. 


“When would you say that the salesman should 
visit you if you have a four-buying plan? What dates 
should the salesman come around? I’ve been trying to 
figure it out and I can’t figure it out to save my life. 
Will somebody tell me?” 


Hagan on the Style Question 


Henry Hagan of Boston, Mass., said: “I think Mr. 
Chairman, that the subject matter of styles and the 
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buying of shoes is one of the most important topics 
that you can take up at this convention, and if this 
convention were adjourned without some positive and 
decisive action being taken upon that important 
problem, we would have failed to have done the best 
that we can for the shoe retailers of America. 

“The question of styles is one that is agitating all 
our minds and vitally affecting all our bank accounts. 

“T have always been 2 believer in style, always hope 
to be. I believe in having fire in my home to heat the 
home, to cook our food, but I believe in keeping that 
fire under control so that it won’t burn down the house 
or the city. 

“So I say let us have style and a lot of style, but let 
us stand up in our boots as men, interested in the 
welfare of our own business and the industry as awhole, 
and let us control style. 

“How are we going to control style? I was told to 
make this short and snappy. It is a pretty important 
problem to boil down but I am going to try to do it. 
The question that has just been debated is on whether 
we will have two or four-season buying. I think most 
of us who have lived a few years—I was asked as I came 
into the hall yesterday when [ started going to con- 
ventions, and I said the first convention I attended 
was the one that nominated John Adams for the 
Presidency, and I have been going ever since. I think 
it is easily acknowledged and at least it is recognized 
by those who are close observers that the old form of 
buying twice a year, is or ought to be, in the discard 
forever. : 

“Progress and prosperity are what we 
must look for, and the present conditions 
demand that we do business along dif- 

“ferent lines than what we did 25 or more 

years ago. It is being agitated that the 
four-season buying is an improvement 
and to that I subscribe. There is where 
you can control the style situation. 


“It is unethical for the retail man, and illegitimate 
and likewise for the manufacturer, to spring new ones 
between those style-buying periods, if you can stand 
up and resist the temptation of buying them and 
buy only the shoes that you are going to sell in a three- 
months period, and then go into another buying 
season. We have spring and summer end autumn and 
winter—there are your four seasons. Lay your buying 
out along that line. It is a move in the right direction. 
Those who ere big volume buyers in the country, among 
the department stores particularly, have discarded 
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even that. They believe today there has to be 12 times 
buying per annual and [ don’t know but what if we 
are going to gein in the velocity of affairs that the day 
may not be fer distant for those volume buyers when 
they have to have 52 buying periods per annum. 

“T looked over some figures today of a 12-time buy- 
ing organization that have an investment in their 
business, in their stores, of $150,000.00 and showed a 
net profit last year of $175,000.00. These figures talk 
louder than [ can and that is going some. (Laughter.) 

‘‘So I say we must control this style proposition in 
a manner that will enable you to sell what you have 
in the season in which you have bought them to sell, 
and then go into the market to get the new things; 
and the shoe manufacturer or his representative who 
comes in between seasons t9 spring a new one, tar and 
feather him and drive him out. He is injurinz you and 
he is iajuring his own factory in the last analysis.” 


an 


WW 


Chairman Herold introduced the topic of truthful 
advertisiag into the meeting, which was followed by an 
interesting discussion. It was the sense of the gathering 
that misrepresentation in advertising was destructive 
in itself, altho times it was mean competition. Frank 
Meyer of Danville, Illinois, speaking for the Illinois 
Shoe Retailers, stated that 9934 per cent ofitsmembers 
do not misrepresent their merchandise in their adver- 
tising. For the merchant who is using doubtful tactics 
it was advised to report the matter to the Better 
Buyers Bureau. If there is none organized it was 
suggested to establish one which would be a‘help to any 
community. 

A motion made by L. E. Langston and seconded was 
that a vote of thanks be extended to Otto Hassel, John 
O’Connor, Fred Foster and George Spangler. Henry 
Hagan of Boston amended the motion to include 
the entire Chicago convention committee. 





Conventions of Five Retail Associations in 
Early March 


ventions of various state organizations of 

retail shoe merchants. Four associations will 
meet commencing on March 10, which is Monday, and 
daily sessions will be in order until March 12, the clos- 
ing day. 

The Texas and Oklahoma Shoe Retailers’ Associa- 
tion, also the Southwestern Shoe Travelers’ Associa- 
tion, will open the month with their convention at 
Fort Worth, Texas, on March 3, 4 and 5. The following 
bodies will meet during the week commencing March 10: 
Ohio Valley Shoe Retailers’ Association at Dayton, O; 
New York State Shoe Retailers’ Association at Syra- 
cuse, N. Y.; Northwestern Shoe Retailers’ Association 
at Minneapolis; and the Tri-State Shoe Retailers’ Asso- 
ciation and Arkansas Shoe Travelers’ Association at 
Marion Hotel, Little Rock, Ark. 

The leaders of the Ohio Valley association tackled 
their assignment with much enthusiasm and are antici- 
pating a great convention. They were at the National 
Convention in Chicago and gave impetus to their plans 
by their “pep’’ and thoroughness and exactness of 
details. 


My venti will be a big month for sectional con- 
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Style Show at New York Convention 


There will be a shoe style show in connection with the 
program to be presented by the New York State Shoe 
Retailers’ Association at Syracuse. In addition to this 
feature, there will be displays of shoes from about 50 
manufacturers; also showings of findings and accessor- 
ies. The convention will be held three days, but one 
entire day, Tuesday, will be devoted to observing ex- 
hibits. There will be no convention sessions on this day, 
thus allowing delegates ample opportunity to analyze 
the exhibits. 

There will be addresses on timely subjects by able 
speakers. 

Sam Davis at Northwestern 

A number of speakers will address the meetings of the 
Northwestern Association. The complete program is 
published in the Minneapolis department of this issue. 
Sam Davis, field secretary for the National Shoe Re- 
tailers’ Association, will be the attraction on the open- 
ing day. He will lead a “‘pepfest’’ Monday night. 

Retail shoe merchants and traveling salesmen will get 
together at Little Rock, Ark., when the Tri-State Shoe 

(Continued on page 67) 
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The interior of Irving’s Boot Shop in Atlanta, Ga. Irving 
Edison, the owner, is shown in the foreground. 


From Nothing to $150,000 a Year— 
On Nerve 


By HAROLD F. PODHASKI 


TARTING in business at the tender age of 21 
S years with practically no capital, Irving Edison 
of Atlanta, Georgia, has climbed to heights in the 
short space of two years that few men attain within the 
space of a decade. Operating one of the smallest retail 
shoe stores in the Southeast the business in 1923 ran to 
$150,000, and today Edison owns not only this store, 
but he is financially interested in four other retail shoe 
stores in the same city. 

Quite an achievement for a chap who is still in the 
early twenties of life, and the more so when the fact is 
considered that Edison started out with hardly any 
capital of his own. Pure nerve alone, with a pinch or 
two of the optimism that belongs to youth, has carried 
this young man through to the success he has achieved, 
and though he is now but 23 years of age he has won 
recognition for himself as one of the successful mer- 
chants in the city of Atlanta. 


No Money—Lols of Nerve 


The story of Edison’s success is a decidedly interest- 
ing one, for it illustrates quite clearly the important 


part that nerve and perseverance play in the great 
game of business. With Edison, nerve and perseverance 
took the place of a bank account and carried him per- 
haps a great deal farther in a shorter space of time than 
would an unlimited capital. Of course, it is by no means 
advisable for one to go into business without capital, 
yet Edison’s case clearly shows that there are other 
things equally as important to success in the world of 
commerce as is capital. And here’s his story. 

Edison got his first start in the shoe business at the 
age of 15 years, and he likes to tell his friends that he 
was getting $50 per week at the very outset. But in- 
variably he will add: “Five dollars in cash, and forty- 
five dollars in experience.” 

He had just passed his 21st birthday when his oppor- 
tunity came, and he took hold-of it with more or less 
determination as his success today will indicate. 


Choosing the Location 


A store location at 93 Peachtree Street, in the hotel 
and theatrical district of Atlanta, became vacant, and 
learning of it Edison became imbued with the idea of 
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opening at this location a shoe store of his own. But 
there were many difficulties in the way. 

In the first place, the location was in the high rent 
district, and though a very small store there was a $500 
monthly overhead of rental alone. And Edison hadn’t 
the $500 with which to pay even the first month’s rent, 
to say nothing of the capital required for his opening 
stock and the establishment of his credit with the job- 
bers, or other incidental expenses. But what he may 
have lacked in the way of capital, Edison more than 
made up for in pure nerve, perseverance, and the opti- 
mism of youth, and he was determined that if the thing 
could be done he was going to do it, capital or no 
capital. 


Had to Borrow His First 
$500 

When a man takes hold of 
a job in that sort of a spirit 
he is bound to accomplish 
things whatever may be the 
odds against him, and Edison 
proceeded to prove it. He 
borrowed from a friend who 
had confidence in his ability 
the sum of $500, and with 
this he sought out the agent, 
scared to death, he says, that 
because of his extreme youth 
the agent wouldn't let him 
have the place. Fortunately, 
however, the agent did not 
take this attitude, and the 
first month’s rent was paid 
with the borrowed $500. 

So Edison had the store 
for a month at least, but he 
had no stock, no fixtures, and 
no more money with which 
to acquire these very neces- 
sary essentials. But this, he says, was the least of his 
worries, because he felt that if he had borrowed $500 
once, he could also borrow it again. ; 

Having thrown up his job he next busied himself in 
an effort to get more capital for his potential enter- 
prise, and his perseverance was duly rewarded. He was 
able to buy a small opening stock—a very small one it 
might be added for it consisted of only a few dozen 
pairs of shoes—and such fixtures as the store required, 
these, of course, being largely purchased on the in- 
stallment plan. Within a week the store was ready to 
open as an exclusive novelty shop for women, and 
Edison was duly launched upon his career as a mer- 
chandiser. 


Had to Sell Shoes from the Window 


As will be noted by the picture of the store which 
accompanies this article there is a fair amount of space 
around the walls for the storing of stock in spite of the 
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An example of what can be done with a small window, as 
Irving Edison does it. 
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smallness of the store. And the funny part of it is that 
when the place first was opened all of the boxes on these 
shelves were as empty of footwear as the day they were 
made. About the only stock Edison had was a few boxes 
in the rear of the store, a window full of attractive 
novelty footwear, and a few other pairs on display in the 
cases which can be seen just above the floor. If neces- 
sary to supply a customer’s wants, and this often was 
the case at the first, shoes were taken out of the window 
or from the interior display cases and sold, and every 
few days Edison had to visit the wholesale markets. 
Almost from the very first day business was good for 
this store, because the idea of an exclusive novelty 
shop met with the favor of 
Atlanta women, and they 
gave the store liberal patron- 
age. Furthermore, location 
was a decidedly important 
factor, for thousands of peo- 
ple passed the store daily, 
and well dressed windows 
brought many of them with- 
in. 

The first year the volume 
of business was $100,000; 
the second year, the one just 
passed, the total reached 
$150,000; and there is every 
reason to believe that 1924 
wili surpass $200,000. 


Arch Preserver Con- 
vention in Chicago 


Chicago, Ill.—Nearly 300 
Arch Preserver dealers from 
all parts of the country at- 
tended a conference held 
jointly by the Selby Shoe 
Company, of Portsmouth, O., 
and E. T. Wright & Co., of Rockland, Mass., in the 
Hotel LaSalle here during convention week. A feature 
of the conference was a display of Arch Preserver shoes 
for various occasions on a runway, the model being 
Katherine Campbell, of Columbus, O., twice selected 
as the most beautiful bathing girl in the country. 

The convention opened at 9.30 A.M. on Tuesday, 
February 12, and the merchants present were greeted 
by Mark W. Selby, of the Selby Shoe Company. A semi- 
moving picture, telling the ““Why and How” of the Arch 
Preserver Shoe was put on by Charles Henry Brown, 
inventor of the shoe, and the men’s side of the Arch 
Preserver business was ably presented by James A. 
Munroe, of the E. T. Wright Company. The set ad- 
dresses concluded with a talk on the advertising plans 
of the two companies, made by B. Venable, of Proctor 
and Gamble, advertising agents. A round table discus- 
sion, conducted by Mr. Doty of the Selby Company 
concluded the program, after which a lunch was served. 
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Opportunities for Young Men to Succeed in 
Business Never Greater 


Successful Retail Shoe Merchant Tells What to Do in 
Order. to Win Out 


birthday and the 59th anniversary of his 

entrance into business, R. H. Fyfe of the R. H. 
Fyfe Co. of Detroit, Mich., one of the most successful 
retail shoemen in the world, prepared an article con- 
cerning the opportunities open to young men of today 
for successful careers in the business world. 

When a man can build up a retail shoe business on a 
$1,000 loan, and his own integrity and fitness for the 
business, that has grown into “Ten floors of shoe 
service,” and an annual volume of over a million and 
a half dollars, he is a model worthy of careful study. 

R. H. Fyfe purchased the business of his employers, 
Feb. 4, 1865, after 
serving in the capa- 
city of salesman for 
eight years. Since 
that time the busi- 
ness has been kept 
growing by the con- 
stant attention of 
himself and the men 
whom he gathered 
around him. 

Mr. Fyfe has stud- 
ied young men all 
his life and an ex- 
tract from his ar- 
ticle which is inter- 
esting and indicative 
of the great oppor- 
tunities for young 
men existing at the 
present follows: “I 
give it as my opinion 
that there are more 
of these high posi- 
tions to fill than 
there are fully cap- 
able men to fill 
them.” 

The article in full 
follows: 

“One of the lead- 
ing features of my 
long business career 
has been my ob- 
servation of young 
men. My interest in 
them has always 
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R. H. FYFE 

Retail shoe merchant, founder of the R. H. Fyfe Co. of Detroit, 
Mich., a shoe store occupying 10 floors and doing a business of more 
than $1,500,000 annually. Concerning present opportunities for 
young men in the business world, Mr. Fyfe says: ‘‘Great opportuni- 
ties are open to the young man of today. There is the field for him 
and the need of him that there has never been before, and if so many 
of them fall by the wayside, or fail to accomplish the results they ‘ 

hoped for, it is not the fault of conditions.”’ undertakings may 


been intense, and it has increased as the years have 
passed and I have had opportunity to observe the 
accuracy of my early conclusions. I like young men, 
and I have always felt that my success or failure 
depended on them in a very large degree. Shakespeare 
told us: “There is a tide in the affairs of men, which 
taken at its flood, leads on to fortune.’ If this saying 
of Shakespeare’s is true, and I believe it is, that period 
must surely come to the young man in his formative 
age and before his character is fully developed. 

‘“‘We are told that honesty and integrity are the great 
essentials of a successful business career. I would go 
further than this and say that absolute honesty and 

uprightness are the 
one and only founda- 
tion on which suc- 
cessful character can 
be built. I find these 
qualities generally 
possessed more than 
many other essen- 
tials. 

“It is also claimed 
that industry should 
be the leading fea- 
ture of a young 
man’s life. I find 
this quality also 
quite generally pos- 
sessed by youngmen. 
It surely stands next 
in importance to the 
former. Loyalty is 
almost always im- 
bedded in the spirit 
of a right thinking 
young man. It is a 
quality without 
which success can- 
not be achieved. 


Aggressiveness Lack- 
ing in Many Cases 


“Those qualities 
that I find most rare 
are persistency, ec- 
onomy and indomit- 
able ambition to ex- 
cel in whatever our 
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be. There is another quality that I find more rare than 
almost any essential mentioned, and that is aggressive- 
ness, a disposition to overcome every and all obstacles 
in our way and reach our goal in spite of any adverse 
and unfavorable conditions. 


Judgment and Wisdom Necessary Qualities 


“Now, it would seem that a young man possessing all 
these qualities in a large degree should make a success 
of life beyond any pre-adventure, but this is not the 
case. Before he advances very far in his career, he will 
find his life a failure, without good judgment and a 
thorough knowledge of the relation of things. It is 
claimed by many that the possession of judgment and 
wisdom in affairs is a gift. I grant that in a measure 
that is true, but what is our judgment but summing up 
the pros and cons of a proposition in a careful and 
painstaking way and coming to probable conclusions 
from our knowledge of the general relation of things? 

“If a young man were born with simply inherited 
qualities life would be a failure. All of the qualities of 
which I speak can to a great extent be acquired by 
industry and effort, and no young man should feel 
discouraged because he does not possess them to the 
extent he would wish. There are very few young men 
who cannot attain those qualities which fit him for a 
high position if he is willing to put forth the effort and 
sacrifice many of the frivolities and pleasures that are 
so tempting to the young. 

“The boy or young man who starts out with a deter- 
mined purpose to win a position in life can almost 
always succeed. He must have his pleasure in his work. 
The frivolities of life cannot be condemned, but they 
are alluring and many times destructive of all possibili- 
ties of success in the young man. He must love his work, 
and his heart must be in it. His mind and interest can- 
not be centered on two opposing objects at the same 
time. If he could only realize it, it would give him more 
joy and happiness than the gaieties of the amusements 
and so-called pleasures of life. 

“Many young men make the mistake of feeling that 
the efforts they are patting forth to give their em- 
ployers the very best there is in them goes by un- 
appreciated and in many cases wholly unobserved. It 
may be that in some cases recognition is slow in appear- 
ing, indeed many times it is so slow as to tempt abandon- 
ment, but they must not be discouraged. Both recogni- 
tion and promotion are as sure to follow extraordinary 
efficiency and an unusual loyalty as the sun is to rise. 


More High Positions Than Men Qualified for Them 


“Every executive is on the alert to find such young 
men. They are the men that rise to prominence and 
importance and the future leaders in the business world. 
In the nature of things every young man cannot rise 
to an exalted position: there are too few of those 
positions to go around, but I give it as my opinion 
that there are more of these high business positions to 
fill than there are fully capable men of filling them. 
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“The rapid changes and severe competition of the 
present day demand an ever-ceasing initiative. New 
ideas must be constantly developed to meet new con- 
ditions and it is largely from young men that these 
ideas must come. What is to prevent a young man 
from rising on this wave but a neglect of opportunity? 
Business is a wonderful game. There are none of the 
so-called sports that are so fascinating and alluring to 
one that is really wedded to it. 


The Saving Habit a Good Indication 


“No one’s salary is so small, but what there is pro- 
vides a margin—though it may not be a large one— 
over his living expenses, or what he can make those 
living expenses. Young men often tell me that they 
cannot save unless their salary is increased. As a matter 
of fact the amount of salary has little to do with the 
saving, except to lessen or enlarge the amount saved. 
My observation is it requires no more sacrifice to save 
from a small salary than from a large one. It is the 
saving habit that tells. It must be as much a habit of 
a person’s life as the use of food and raiment, and if 
persistent in it without intermission it will soon be an 
addition to our income and finally the foundation of a 
fortune. 

“The beginning of saving is slow and discouraging, 
but it is astonishing what its results are, if only persisted 
in without pause or intermission. I venture to say that 
the habit of saving, if persisted in, will put every 
young man in an independent position by the time he 
is of mature age. 

“Every young man wants to get ahead, but with rare 
exception he wants it too feebly. He is looking wholly 
to the future realization and enjoyment of what he is 
to achieve and not to the pleasure and satisfaction of 
each day’s progress while he is making his way to his 
goal. 

Enjoy Your Work and Aim at an Objective 

“The young man, who is not sufficiently interested 
in his work to enjoy it and is looking wholly to the 
future for his reward, will never win; likewise, the 
young men has little hope of success, who has not a 
fixed aim and object in life and an overpowering am- 
bition to reach it. A resolute and determined man 
persistently and everlastingly seeking the same object 
cannot fail. 

“Great opportunities are open to the young man of 
today. There is the field for him and the need of him 
that there has never been before, and if so many of 
them fall by the wayside or fail to accomplish the 
results they hoped for, it is not the fault of conditions. 
The journey of life they are beginning is a long one, but 
if treated right it will be a pleasant one, filled with 
stimulating and exciting incidents and unexpected and 
undreamed of surprises. It is what they themselves 
make it: it cannot be made for them, but if they 
earnestly and joyously follow the right course, they 
can be assured of a creditable future. 
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Color Discussed at New York 
Merchants’ Meeting 


New York, Feb. 19.—Between 40 and 50 retail shoe 
merchants, the largest number that has turned out 
for a similar event so far, attended the monthly luncheon 
meeting of the Retail Shoe Dealers’ Association of New 
York at the Cafe Boulevard Tuesday. The meeting 
was the first presided over by Jesse Adler, the new 
president. Following some routine business, an open 
forum discussion, a regular feature of the monthly 
meetings, was held. 

One of the first things taken up by the meeting was 
the Cameron Bill, presented Jast month in the New 
York Legislature with the backing of the medical fra- 
ternity, particularly orthopedic physicians. The bill ap- 
parently would prohibit the recommending by retail 
shoe merchants of orthopedic shoes or appliances. Some 
discussion, both in favor of the bill and in condemna- 
tion of it, took place at the meeting. Final disposition 
of action was left to the association’s legislative com- 
mittee. The New York State Retailers’ Association, as 
well as the National Boot and Shoe Manufacturers’ As- 
sociation, has been informed of the presentation of the 
bill. 

A letter from the National Boot and Shoe Manu- 
facturers’ Association requesting the retail shoe mer- 
chants to donate old shoes to the Near East Relief, 
Inc., was read and recommended to the members. 
Jacques Hirsch, secretary of the association, also sug- 
gested the donation of children’s shoes for the poor 
school children of New York. 

President Adler read a letter from the National 
Vigilance Committee of the Associated Advertising 
Clubs of the World requesting information on so-called 
lizard leather and if advertisements of lizard Jeather 
shoes were unethical. Mr. Adler stated that he had 
replied to this letter with the information that the term 
“lizard leather” does not decieve any one. 


Much Discussion on Buckle Tax 


The question of the tax on shoe buckles developed 
considerable discussion. While it was the opinion of 
most of those present that cut steel buckles are not 
taxable, specific instances in which the New York 
internal revenue authorities have held differently even 
since the most recent ruling, were cited. The shoe mer- 
chants were advised to continue collecting a tax from 
their customers, even on cut steel buckles. 

John Slater, former president of the National Shoe 
Retailers’ Association, took part in the buckle tax dis- 
cussion and gave his personal opinion that the buckle 
tax soon will be eliminated altogether. 

In a discussion of the question of style shows and 
conventions brought up by Harry Rosenthal, Mr. 
Slater referred to his annual address at the Chicago 
convention urging that instead of a large number of 
state conventions, regional or group conventions, pos- 
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sibly nine in number, be held at regulated dates. It 
was agreed that there are too many style shows at 
present. 

Some of the members who had attended the Chicago 
convention gave interesting reportsof their experiences. 
All of them praised the work of the Harvard Bureau. 
The rule of four and the rule of six presented by A. H. 
Geuting at Chicago, also made a big impression, it 
was said. These rules were explained by Mr. Adler for 
the benefit of those who were not at the convention. 


Colors in Women’s Shoes for Spring 


The first question to be brought up in the open forum 
was that of colors in women’s shoes for spring. Maurice 
Miller, who answered this question, asserted that in his 
opinion blacks, both in patent leather and satin, would 
predominate with the lighter shades of tan and brown 
second and gray coming in strong in the late spring. 
He also stated that 1. Miller & Sons were experimenting 
with some of the high colors but in a conservative man- 
ner. His firm, he said, would show such colors to their 
retail customers within the next week or two and try 
them out. He believes that the dressy type of shoe, 
rather than the heavy type, will prevail in spring selling. 
Asked about the influence of the suit vogue for women 
on shoes, he declared that he thought suits had about 
run their course already. Some of the other members 
did not agree with this view. He also said that sandal 
types and light strap effects will be good patterns for 
spring selling. On the black trim on whites he declared 
that it was a big style in Florida and looked better than 
it has for several years, but in his experience and that 
of many other shoe men, the black on white vogue never 
has reached profitable proportions. 


Most Heels Are of Cuban Type 


James Holden, of Oppenheim, Collins & Company’ 
in a discussion of heels, declared that in his store about 
80 per cent of the heels are now of the covered Cuban 
heel type and that the 2 inch or higher Spanish or Louis 
hee] is fast disappearing. 

In response to a question about narrow toed shoes 
for men, President Adler said that in his opinion the 
French toe and the full round toe will continue 
popular and that narrow toes will be in only slight 
demand. 





Charles Sullivan Dead 


Charles Sullivan purchasing agent of the Thomson- 
Crooker Co., of Boston, passed away at his home at 
Jamaica Plain on February 16, after a brief illness. 
Mr. Sullivan has been connected with the Thomson- 
Crooker Co. for many years, and was well known and 
very well liked by the many salesmen and manufactur- 
ers who sold materials to this company. His funeral 
took place in Jamaica Plain on Monday, Febru- 


ary 18. 
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Conventions of Five Retail Associations 
in Early March 
(Continued from page 61) 
Retailers’ Association and the Arkansas Travelers’ 
Association will meet at the Marion Hotel. As usual 
the arrangements committees of these two organiza- 
tions have exercised excellent taste in arranging a pro- 
gram that will meet with approval from all those who 
attend to secure the great benefits obtained from the 
interchanging of ideas and instructive addresses. 

Shoe merchants who operate stores in Oklahoma and 
Texas are eager to excel the convention they promoted 
a year ago. That’s going to be a difficult assignment 
because the meetings in 1923 were of a high character. 
More than 1000 retail shoe merchants and traveling 
salesmen got together a year ago. 

There will be an open forum session with the most 
vital problems coming up. L. E. Langston, chairman 
of the committee, announced that the following men 
will speak: John Slater, past president of the National 
Shoe Retailers’ Association; Alvin E. Dodd of the U. S. 
Chamber of Commerce; C. E. Fraser of the Harvard 
Bureau of Business Research and Major Charles T. 
Cahill of the United Shoe Machinery Company. 





Change Name at Annual Meeting 


Boston, Feb. 11.—The annual meeting of the Na- 
tional Shoe and Leather Exposition and Style Show 
Corporation, which sponsors the mid-summer Boston 
Market-Fair and Style Revue, was held Feb. 6, with 
President Albert N. Blake presiding. 

It was voted to change the name of the corporation 
to New England Shoe and Leather Exposition and 
Style Show, Inc. 

A vote of thanks was tendered the retiring president, 
Albert N. Blake, for his faithful three years’ services. 

The date of the 1924 Exposition is July 14-17, a week 
later than usual because of the National Elks’ Conven- 
tion, to be held here the previous week. 

Charles C. Hoyt and Thomas F. Anderson of 
Boston were re-elected treasurer and secretary, res- 
pectively, and the following directors were elected: 
Harry 1. Thayer, Thayer-Foss Co., Boston; Frank R. 
Briggs, Thomas G. Plant Co., Boston: Herbert T. 
Drake, Emerson Shoe Co., Rockland, Mass.; Harry 
W. Crooker, Harry W. Crooker Co., Inc., Bridgewater, 
Mass.: Buford H. Jones, Thomson-Crooker Shoe Co., 
Boston; Charles C. Hoyt, Farnsworth, Hoyt Co., 
Boston, Mass.; Charles T. Cahill, United Shoe Ma- 
chinery Corp., Boston; Albert N. Blake, Watson Shoe 
Co., Lynn, Mass.; Herman E. Lewis, Herman E. 
Lewis, Inc., Haverhill, Mass.; Burt W. Rankin, Hunt- 
Rankin Leather Co., Boston; John A. Gardner, Am- 
erican Oak Leather Co., Boston; George W. Langdon, 
Jr., Hazen B. Goodrich & Co., Inc., Haverhill, Mass.; 
H. B. Dillenback, Beggs & Cobb, Inc., Boston; A. F. 
Bancroft, Bancroft, Walker Co., Boston; Thomas F. 
Anderson, Boston. 
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Bleecker Employees Plan Big Social 
Gathering 

New York, Feb. 21—Members of the Bleecker Live 
Wire Association, an organization of employees of the 
Bleecker Shoe Company in its New 
York and branch offices, are plan- 
ning an entertainment and dance to 
be held at the Hotel Astor in this 
city on Monday, March 3. Among 
features of the evening’s entertain- 
ment will be music by Burt Kap- 
lon’s orchestra, piano solos by Alice 
Friska, of Hollywood, Cal., and a 
number of vaudeville acts. Many 
men prominent in the shoe industry 
will be present as guests of honor. 

This organization, formed pri- 
marily to promote good feeling be- 
tween employer and employee, has gradually extended 
its activities in the first year of its existence and now 
combines educational and recrea- 
tional features of inestimable bene- 
fit to its membership as well as a 
benefit fund. Future plans include 
the fitting up of a part of the 
Bleecker building as a recreation 
and rest room, made possible by the 
generosity of Mr. Bleecker; and the 
establishment of a technical library. 
Members also are entitled to share 
in insurance benefits, each member 
having been presented with a policy, 
the premiums on which are paid by 
Mr. Bleecker. 

Officers of the association are A. L Baris, president; 
F. H. Rosenstein, secretary; and L. D. Rand, treasurer. 
The committee for the entertainment and dance con- 
sists of F. J. McDonnell, Ruth Rabinowitz and William 
Sobel. 


M. BLEECKER 


President of the 
Bleecker Shoe Co. 


A. L. BARIS 


President of the 
Bleecker Live Wire 
Association 





Annual I. Miller Dinner 


New York, Feb. 21—I. Miller & Sons, Inc., of 
Brooklyn, manufacturers of women’s shoes, will hold 
its annual banquet Sunday, February 23. It will be a 
beefsteak dinner and there is an entertaining program 
arranged for the occasion. There will be a number of 
special guests who are leaders in the shoe industry. 





A Cincinnati store arranges stock in such a 
manner that from the men’s window the in- 
terior appears to be a men’s store, and from the 
women’s window, a women’s store. If you have a 
center entrance the plan is ideal. 





A pencil sharpener attached near your window will 
pause a great many prospects, especially school chil- 
dren. The dollar invested is soon repaid. One sale will 
do it. 
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— andon Riverside Drive 


New York 














A line selling around that magic price 
of $5.---- 

Serving more customers more profitably 
is keeping our busy factory filled to the 
brim. Leading merchants are placing 
full dependence upon our offerings, for 
shoes of equal style and evidence of fine 
craftsmanship usually demand a much 


higher price. 


Haskell, Brown & Bradbury 


Boston Office, 165 Linco.n Sr. LYNN, MASS. 




















Dealer In fluence is secured thru advertising in the Boot and Shoe Recorder. 








The WALK-OVER INDUSTRY 


1874— Quality for Half a Century—1924 
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Executive Office Building 
Campello, Massachusetts 
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} SUCCESS 


is customers getting 

Ervice, and satisfy style 

"in the shoes he sells, he 
usiness. And if he could not—we 
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OR halfa century the Geo. E. Keith Company has recog- 
nized this fundamental of manufacturing success, and the 
Walk-Over organization has been—and is—dedicated to and 
guided by the needs of Walk-Over dealers. The great Walk- 
Over factories and their tremendous output are evidence of how 
fully these needs have been met. 











NS 




























The Saturday Evening Post 
this Spring will carry the 
message of Walk-Over quality 
and style rightness to millions 
of people. Many of them are 
in your city or buying district. 
They will come to you for the 
new Walk-Overs. 


BE READY FOR 
SPRING BUSINESS 
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OMEN are quick to recognize the 
real style in Walk-Over models. The 
Ring-Ting represents only one of the dis- 
tinctive ideas that distinguish these famous 
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They'll come to you for this 


Wals-Over 


TRADE MARK REG. U.S. PAT. OFF. 


Order your requirements today to be sure of the 
stock when you need it. 


Gro. E. KEITH COMPANY 
oMakhers of WauK-OverR Shoes for Men and Women 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD OVER. 


CAMPELLO -BROCKTON, CMassachusetts 
St. Louis, Missouri 
U.S.A. 

















RING-TING 


An original Walk-Over high-style 
note that rings true. Effective in 
Calcium Patent, Racquet Ooze, 
Black Satin and White Kid. 
Jeweled ornament. Irresistable to 
the woman who leads. 





The Walk-Over nanie is assurance 
Every day brings op- 


shoes. 
of genuine quality. 
portunity for you to cash in on this quality 


and Walk-Over advertising. 
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A WORD with a world of meaning 
to buyers of Smart Shoes for Women 
—at Chicago, and wherever smart 
shoes are sold. 
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Made by 


“BANCROFT-WALKER CO. 


At their Factory in Boston 
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Stamp of Approval 


Placed by the National Shoe Retailers’ Convention 
Exposition Upon ‘Representative Produtts 
of the Shoe and Leather Industry 


O link up the styles platform of the National Shoe<Retailers’ 

Association, National Boot and Shoe Manufacturers’ Associa- 
tion, Tanners’ Council and the National Shoe Travelers’ Associa- 
tion with footwear exhibited at the convention exhibition, this 
beautiful medal was struck off so that each display of footwear 
might receive official recognition on one number in the lin «that 
best coincided with the national styles platform for the months of 
April, May and June. Each product so awarded has within it signi- 
ficant characteristics making it stand out as the leader in its line. 


_oo 








ATCC CTT KCOTT TRC IIITITINC IVI ARCUITT LP 


MAMAS AULA AAR NORCO SOE TTT YEUIMTIN< SIVIRDEE CRITIC AMELIA) 











































































































BOOT AND SHOE RECORDER february 23, 1924 








—— 


TOMO WMO MUON NOUN OMe Ue Ue Ue WON NS 





























neeaies9 ~ 


ewe ae 
| era, 


laws 


and Sold Medal Winners 


HRI 


ATTITITITICITININC IIIT IICT IT Rc DLs Dk Pe ks Se PE 


ll 


IA 


Wity-y.2- 7 


LIA 





NAB SBNNCOB 


It 








aaouvors TE FIOGHMMAIDIMNNAVIHINATIO oss eon 





FOS GOR 


siete CL OOO 


INSOOO WN OOnN 


EDITH ALLEN 
METRO PICTURES CORPORATION 





“LYNN LIZARD" 


in shoes by A. M. CREIGHTON, 
Lynn 
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Lynn Lizard 


Tx gold medal awarded our ‘LYNN LIZARD” by the N.S. R. A. 
Style Committee was an official seal of the emphatic favor given 
our Lizard and Alligator Grain Calfskins by hundreds of buyers 
who visited out booth. . 
The beauty of the shades and the permanence of the grain were 
praised by all, and orders were even beyond our expectations. 


Made in Lynn 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A BOSTON, MASS., U S. A. 
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RENEE ADOREE 
Metro: Pictures Corpn 
EDITH ALLEN 

Metro Pictures Corpn. 
AGNES AYRES 
Paramount Pictures 
ENID BENNETT 
Metro Pictures Corpn. 
ELEANOR BOARDMAN 


Betty COMPSON 

W. W. Hodkinson Corpn. 
VIOLA DANA 

Metro Pictures Corpn. 
BEBE DANIELS 
Paramount Pictures 
LILLIAN GISH 

Metro Pictures Corpn. 
EDITH JOHNSON 
Universal Pictures Corpn. 
LauRA LA PLANTE 
Universal Pictures Corpn. 
BARBARA LA MARR 
Metro Pictures Corpn. 
JACQUELINE LOGAN 
Paramount Pictures 
May McAvoy 
Paramount Pictures 
KATHERINE McGuiRE 
Metro Pictures Corpn. 
Patsy RUTH MILLER 
Universal Pictures Corpn. 
PRISCILLA DEAN MORAN 
Warner Bros. Pictures, Inc. 
MAE Murray 

Metro Pictures Corpn. 











Goldwyn Cosmopolitan Dist. Corpn. 
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Me Boot @ Shoe Recorder 
presents 
merican Stars of the Screen 


Acknowledgment is made to those motion picture actors and ac- 
tresses and their respective managements whose kindly co-opera- 
tion has contributed so much to the production of this section. 


PoLa NEGRI 

Paramount Pictures 
MARIE PREVOST 

Warner Bros. Pictures, Inc. 
EILEEN SEDG WICK 
Universal Pictures Corpn. 
JEAN TOLLEY 

Metro Pictures Corpn. 
GLORIA SWANSON 
Paramount Pictures 
VIRGINIA VALLI 
Universal Pictures Corpn. 
GLaDYs WALTON 
Universal Pictures Corpn. 
CLAIRE WINDSOR 
Goldwyn Cosmopolitan Dist. Corpn. 
ROBERT AGNEW 
Paramount Pictures 


" WESLEY BARRY 


Warner Bros. Pictures, Inc. 
MONTE BLUE 

Warner Bros. Pictures, Inc. 
RICARDO CORTEZ 
Paramount Pictures 
REGINALD DENNY 
Universal Pi.tures Corpn. 
Hoot GIBSON 

Universal Pictures Corpn. 
BRUCE GUERIN 

Warner Bros. Pictures, Inc. 
RAMON NOVARRO 

Metro Pictures Corpn. 
NORMAN KERRY 
Universal Pictures Corpn. 
HERBERT RAWLINSON 
Universal Pictures Corpn. 


BRYANT WASHBURN 
W. W. Hodkinson Corpn. 
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No. 3807—Men's Chocolate 
Chrome 16-inch. A new and 
better WOC-O-MOC. An im- 
proved hand seam—a diamond 
back-stay and a soft waterproof 
chrome mid-sole, stopping water 
from entering between upper and 
sole. 

A real boot to delight the beart 
oj every true sportsman, 
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yo choice of this improved WOC-O-MOC by the 
Gold Medal award committee at Chicago confirms 
the judgment of the most critical buyers that this 
moccasin for heavy service cannot be equaled any- 
where. 
The Bass line of moccasins has stood for many 
years as the standard for serviceability in every 
detail. Send for full information about this most 
complete line of shoes for sport wear and hard 


HOOT GIBSON service. 
UNIVERSAL PICTURES CORP 


G. H. BASS & CO. 


Shoemakers Since 1876 
WILTON, MAINE 








(OUT 


UT 


VOTOCURD TRA EOL 
ipnieann 





February 23, 1924 BOOT AND SHOE RECORDER 


VINTORTOTPOEDNITENNT 


le lz 


merican Stars 


and Gold Wfedal Winners 
¥ _— 


IMHO OMNMOMMUOM MO MO mot 











CCOPETLENEGeereeerGrnau 


eee eeeceearrcny 


Heino 


StyLe 6260-B 
“PLAIN-O” 
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i His Plain-O was one of the strongest styles 
shown at Chicago and one of the most popular 
numbers in our striking display there. 


Its uppers are Chestnut Spring Moorland Calf, 
with combination fittings. 


This particular pattern of circular vamp and 
our special and indestructible trouser-crease 
make it a distinguished oxford. 


Shipped on special order in from four to five weeks. 


METRO PICTURES. CORPORATION A. J. BATES CO. 
WEBSTER, MASSACHUSETTS 
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BEBE” DANIELS 
PARAMOUNT PICTURES 








The Knicker Sandal 


























HE exquisite lines of the BROWNbilt model illustrated above won 
universal approval of the most critical shoe men in attendance at 
the N. S. R. A. Convention. The many styles in the BROWNbilt 
line always afford buyers a wide choice of pattern. And we have 
them ready to ship at the time you want them. 


Www Qanos Gouge, 


Manufacturers ST. LOUIS 
Standard Since 1878 





| 


Mm 
| 


| 
























































February 23, 1924 BOOT AND SHOE RECORDER 


merican Stans 


and Gold Wledal Winners 


MUTT 


PUTT TTT 


7 _ earn ON 


/ SAAT A A TE ATT sever _ 











Shoe of **Marigold’’ from the 
line of Nunn. Bush & Weldon 
Shoe Co., Milwaukee, Wis. 
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ARIGOLD—the latest shade in Little Falls 
Leathers—was the unhesitating choice of 
the Style Committee for the N. S. R. A. 
gold medal award, 


Thus again has another Barnet original 
shade received the instant approval and 
commendation of judges whose opinion is 
concededly authoritative. 


Barnet Leather Co., Ine. 
REGINALD DENNY 360 MADISON AVE NEW YORK CITY 
UNIVERSAL PICTURES CORP. Scalia 


Tanneries BARNET LEATHER CO., Inc, 
of M 


LITTLE FALLS ASS. 
New York 98-100 South St., Boston, Mass. 
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GLORIA SWANSON 
PARAMOUNT PICTURES 


The “‘JUANITA”™ 
Our Gold Medal Winner 
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CAPITOL McKAYS 


stood out strongly among the Gold Medal winners at 
the Chicago Convention. 











They are in steadily growing demand because their 
patterns, lasts and materials conform to the authorita- 
tive dictates of the coming season. 


Capilol Shoemakers, Inc. 


Wash Street at Eighteenth - -- -- St. Louis 
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GLADYS WALTON 
UNIVERSAL PICTURES CORPORATION 


Style 235 Last 57 made of 
Airedale Suede, R. W. Calf 
trimmed. A medal winner, also 
made in all the prevailing 
leathers. 
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l | NDER the new management of Harry Vinsonhaler, President, 
we will continue our policy of producing quality footwear 
built over well-drafted and sure-fitting lasts. Every pair is made 
with top grade materials cut by carefully selected patterns, the 
result being a finesse that only trained experts can accomplish. 
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We cater to the trade that uses women’s fine shoes in large 
quantities. 


F. C. CHURCH SHOE CO. 
ST. LOUIS, MO. 
The World’s Shoe Market. 
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The “ORMOND” 
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FIXED Star in the Shoe Firmament—for 
nearly three-quarters of a Century, the 
name of Edwin Clapp shines today with 
its brilliancy undiminished. 


EDWIN CLAPP & SON, Inc. 


EAST WEYMOUTH, MASS. 
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MONTE BLUE 
WARNER BROS. CLASSICS OF THE SCREEN 


B-5260—Men's full Grain 
Claret Calf Oxford. Heavy Oak 
Out Sole Grain Leather Insole, 
Half Rubber Heel. Widths C 
and D. In Stock. Price. .$3.70 
B-5288—Same,as above in Full 
Grain Black Calf $3.70 
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[x Footwear is deserving of ‘‘Stardom’’ in any 
company where honest values—clean workmanship 
and superior materials are considered elements in 
shoe value. 


The Davies line is a ‘‘friend maker.”’ It will feature 
your store and your service. 
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Samples or salesman will come at your request 


DAVIES SHOE MFG. CO. 


RACINE, WISCONSIN 
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Arve of difference from the usual, but with the tenets 
of good taste scrupulously observed, marks the medal 
winning shoe pictured above. Buyers of our men’s shoes 
are always impressed with the sterling worth of material 
and the high class of workmanship, that makes reselling 
of them a pleasure as well as a profit—and our stock 
service makes a supply always a certainty. 
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Diamond Shoe Cz 


196 CHURCH STREET, NEW YORK 


Two Factories; Brockton, Mass. 
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ELEANOR BOARDMAN 


GOLDWYN COSMOPOLITAN DISTRIBUT- 
ING CORP. 
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T® business of the Dunbar Pattern Com- 

pany is to help manufacturer and merchant 
meet the demand for stylish footwear, 
profitably and satisfactorily. 


Your designs are always 
safe when locked in the 
Dunbar Treasure Chest. 


DUNBAR PATTERN COMPANY 


SHOE PATTERN MAKERS 

















BOSTON ~BROCK TON ~NEW YORK : Fae | NZ Z ST LOUIS ~CHICAGO ~ MONTREAL 
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PRISCILLA DEAN MORAN 
WARNER BROS. CLASSICS OF THE SCREEN 



































HIS medal winner of the Edwards line was selected 
because of its combination of style and steady sal- 
ability. Style without extravagance but with those 
features that make for permanence. 





























There are styles in the line much more ‘“‘novel’’ 

than this but the Edwards house has consistently 
pursued its policy of confining sales as 
far as possible to shoes that the dealer 
can size up on season after season, a 
policy the Edwards in stock depart- 
ment facilitates 





J. EDWARDS & CO. 
PHILADELPHIA 
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875—Black Calfskin Bal, Full Leather 
Quarter Lined, Laced Quarter Vamp 
and Tip. 


B, C, D Widths, Sizes 6-11 $4.10 
874—Same in Sunrise Calfskin $4.10 
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[ above Geo. F. Johnson oxford was 
awarded the Gold Medal by the National 
Shoe Retailers’ Association, for its 
Quality, Style and Price. 


And we award it First Prize as a number 


that can be retailed at $6.00, giving the 
merchant a handsome profit and turnover. 


RICARDO CORTEZ ENDICOTT-J OHNSON 


PARAMOUNT PICTURES 
Better Shoes for Less Money 


JERSEY CITY, N.J. - ENDICOTT, N. Y. - ST. LOUIS, MO. 
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WESLEY BARRY 


WARNER BROS. CLASSICS 
OF THE SCREEN 
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Sold Medal Winners 








NOTHER gold medal for Excelsior Medal Shoes—the kind bovs want. 
The quality and style that has made ‘ 
EXCELSIOR Medal Shoes 
FOR BOYS AND YOUNG MEN 


so popular throughout the country is typified by our French Brogue, 
illustrated above. 








TOUT TT 


We carry in stock many attractive numbers, including trouser- ~ 
crease oxfords, for Excelsior dealers’ ‘spring business. 
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Write for descriptive literature, including our booklet ‘*Tips on Tent Life.”’ 
4 

















THE EXCELSIOR SHOE CO. 


Dept. B.S. R. PORTSMOUTH, OHIO 
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MARIE PREVOST 
WARNER BROS. CLASSICS OF THE SCREEN 
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orD Styles for Spring are inclusive in price and appeal—exclusive 
in pattern and design. Every shoe incorporates the essentials of 
outstanding style. There are patterns and materials to meet 
every desire and need. The line includes everything to help 
you increase your business with the women you are most 
anxious to sell. 


C. P. FORD & CO,, Inc. 


ROCHESTER, N. Y. 
NEW YORK OFFICE, 127 DUANE STREET 
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Goodyear Wingfoot Top Lift 





Avance Gold Medal by the 1924 
Style Committee of the N.S. R. A. 
The ideal top lift for wood heels, 
Goodyear Wingfoot Top Lifts 
have the advantage of latest style 
and long wear. They help the shoe 
to hold its shape. A size and shape 
for every wood heel made. 


The Goodyear Tire & Rubber Co. 


AKRON, OHIO 
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JEAN TOLLEY 
METRO PICTURES CORPORATION 
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and comfortably shod. 


W HEN Marion and her friends go to the theatre, the 


dance, out shopping, or whatever, they are smartly 


Hundreds of thousands of women readers of Vogue 
and the leading fashion magazines in which 
Pedemode advertising is so entertainingly pre- 
sented, get inspiration from these little episodes. 


The Pedemode model, awarded the medal of merit 
for this line, is representative of all—the rational 


shoe for the occasion. 


JULIUS GROSSMAN, Inc., BROOKLYN, 
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Snugs 
nis new—and different—kind of foot-hold sweeps 
away the last of milady’s age old prejudices against 
wearing a rainy day protection for her shoes. One 
pair of rubbers to hug closely her walking shoes, her 
ae ap cerca sport shoes, her dress shoes, dancing pumps, etc. 


GOLDWYN COSMOPOLITAN 
DISTRIBUTING CORP 











Snugs in the self-selling counter display carton— 
easy to sell—make each rainy spring day a harvest 


of sales. 


HOOD RUBBER PRODUCTS COMPANY, Inc. 


WATERTOWN, MASSACHUSETTS 
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UNIVERSAL PICTURES CORP 








‘*Art is the making of beau- 
tiful things useful, and 
useful things beautiful.”’ 


—John Ruskin 


LAIRD, SCHOBER and COMPANY 
PHILADELPHIA 


“* Art in Footwear’’ 
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Siseniciry is the keynote of our “‘Ritz’’ pattern. 
In awarding this shoe the medal, the style commit- 
tee has confirmed our own judgment in what we 
feel is a pattern that expresses good taste, plus just 
enough modishness to make it a smart appearing 
number. Such characteristics as these, coupled with 
superior workmanship for which the Lax & Abow- 
itz line is nationally known, gives the ‘‘Ritz’’ more 
than ordinary sales value. 


“LaxtAbowitz 


ous ween MANUFACTURERS OF 
coummmnlanaiaiaciies LADIES’ HIGH GRADE TURN FOOTWEAR 
DISTRIBUTING CORP. FACTORY AND SHOWROOM 
17 SMITH STREET, BROOKLYN, N. Y. 
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EDITH JOHNSON 
UNIVERSAL PICTURES CORP, 


[= medal winner of the Mackey line, pictured here, is a 

shoe that forstyle and fitting qualities stands unsurpassed. 
On the runway it received widespread applause, and the 
unqualified approval of many noted style experts. We 
feel safe in recommending this shoe to our customers as a 
pattern that will appeal strongly to women of discrim- 
inating tastes. 


Jil - 
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Sales Office 
526 Marbridge Bldg. 
New York 





Mackey Save Company 


The Weld Trirns Zar QR) thes Brookn NesterTams 











Office and Factory 
482-500 Driggs Avenue 
Brooklyn, N. Y. 
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PATSY RUTH MILLER 
UNIVERSAL PICTURES CORPORATION 


: ne Shoe by Utz & Dunn with the 
5 ” Le ** Amco"’ 


4 RtAS ES SamAMeee — SUN FLOWER 
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l e “‘Amco"’ Klasic Shoe Ornaments add the final touch of 
beauty and style to the most popular models of the season. 


The *‘Sun Flower’’ pictured above was our medal winner at 
the Chicago Convention. Made in black, brown, white, tan 
bark, log cabin, airedale and jack rabbit gray with beading to 
match. 


It is the outstanding ornament for goring models, which were 
the hit of the show. 


ABE MANHEIMER & CO. 


14th and Locust Streets ST. LOUIS, MO. 
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Sold Medal Winners 


NCE more Miller's ‘‘Beautiful Shoes’’ reg- 
istered a hit. This time with the retail trade 
that gathered in Chicago. 
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I MILLER & SONS 


INCORPORATED 
One Carlton Avenue 
BROQE LYM, Me Es 
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ILWAUKEE CHAIRS are ‘Starred’ 
in the finest shoe shops of the 
land. 


Their fineness of manufacture 
and beauty of design make 
them literally ‘‘manufactured 
masterpieces"’ of the chair- 
making craft. 


MILWAUKEE CHAIRS will 
add distinctive individuality 
to your store—attract cus- 
tomers and increase your 


prestige. 1542 F. D. French Type Arm Chair 


Height of back from seat 19 4 in. Width outside 
measurements 22 in. Made in Birch, Mahogany 


Our catalog od ready for Jour or Walnut Finish—Quartered Oak, Solid Ma- 
inspection hogany or Walnut. 
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S 3171 Twentieth Century Fitting Stool 


Length over all 25 in. Height 15 44 in. Corrugat- 
ed Rubber Footrest. Made in same finish as Style 
1542 Chair above 


THE MILWAUKEE CHAIR CO. 
624 South Michigan Ave. CHICAGO, ILL. 


For Over Half A Century 
MAKERS OF FINE CHAIRS 
Largest Manufacturers of Office Chairs in the World 
MILWAUKEE CHICAGO NEWYORK PORTLAND MINNEAPOLIS 
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KATHERINE McGUIRE 
METRO PICTURES CORPORATION 
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A TURN made in Black Satin with Black Ooze front over our new No. 146 last 
Has the modified round toe that is sweeping into popularity. Carries a 14-8 
Spanish covered heel. A real winner for perfect fit and style. 




















Not in stock, but can be made within 6 weeks. Price $5.85, 3% 30 days. 


NOR Ka Co: 
BROCKDOPT. N-Y.U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLDG, BWAY AT 34UST 
JACK EJESTER,MeOR. 
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PARAMOUNT PICTURES 
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MOS a 
Gold Medal Winners 


o combine true beauty with good taste—and grace with quality—in 
the production of turn footwear, conforming to the mode has 
always been the policy of this house. 


The commendation extended at the convention to our samples as a 
whole as well as the medal shoe illustrated above, from representa- 
tive merchants the country over gives evidence of our success in 
maintaining this policy. 
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‘We feel justified therefore in assuring not alone our customers bur 
those who we hope may become such that the styles we are now 
presenting will prove profitable and sales inspiring. 
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PHILIPSON-DUNCAN,, Inc. 


88 UNIVERSITY PLACE, NEW YORK CITY 
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Piekenbrock Shoes for Men 


POPULAR line of popular 
priced shoes—famous for 
snart styling and good 
honest shoemaking through- 
out. All PIEKENBROCK 
, Shoes are of solid leather 


Gun metal and Scotch Grain aa ; construction. 
Oxford—Blakstone last—solid 


leather construction—W ingfoct , . 
Rubber Heel—B, C and V TWENTY-SEVEN STYLES 


widths. $3.50 : 
No. 3301—Same in Nut Brown. Send for catalog of complete line. 


IN STOCK MARCH 15 
E. B. PIEKENBROCK & SONS 
DU BUQUE, IOWA. 




















Storr 
+ 
== 














SOY —— I — SN — SI YN SIS SE SIE 
7 Fy r 3533355532: ; = eye 
$4; ——t- $it = HH — ye 



































Sa SS emit 

















Or — TF — yr 7} 
sag! roeeeseeremeiit 











VSS Sa a a 
ak— rrr 





i —— EEE TTI —— ST — PT — a a rrr arr rr or rrr rrr 
SH seed ice (lez) ee Be TT 

ies : LF 33 
| x . A BH It 333 ae 

‘ + 4 | L 

+ 

NE 2 Pet 5° >= ee: 
pe 2 eee af 





< 



























































































































































































































































































































































BOOT AND SHOE RECORDER February 23, 192% 








S 














LEE DID FISHISIDitess 


VIOLA DANA 
METRO PICTURES CORPORATION 
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Naw 


Gold Medal Winners 


Fiver alert to the dictates 
of fashion, Reed stylists 
have again produced for 
Spring a strikingly smart 
ensemble of newest foot- 
wear patterns. 


You can feature Reed Styles 
with full confidence that 
they will satisfy your 
customers and bring busi- 
ness and profits to you. 


REED STYLES 
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E. P. REED & CO. 


ROCHESTER, N. Y. 


New York Office, 299 Broadway W. D. F. Gibson, Mgr. 
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No. 38—Russia Calf, Lenox 
lace oxford, Ruff-Boy last, 
overweight, single sole, Winge 
foot heel. 
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WIT Wie 


PECIALIZING as we do on the production of 
“Shoes for young men and men who keep young,’ we 
can offer you quality at a price which will 
merit your business. 


The above model created much favorable 
comment at the recent Chicago Convention. 











RICHARDS & BRENNAN CO. 
REGINALD DENNY RANDOLPH, MASS. 


UNIVERSAL PICTURES CORP. 
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MAE MURRAY 
METRO PICTURES CORP 
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Gold Medal Winners 





T Chicago the display of Rubin Brothers was recognized as com- 


bining correct style and that sterling worth of material and 


workmanship for which the line is famous. 


Our medal winning number was the Zev stitchdown sandal, ashoe 


destined for one of the biggest runs in the history of the shoe in- 





dustry. We have secured the exclusive patent rights on the manu- 


facture of this pattern and are in a position to fill orders promptlv. 


The Pom-Pom slipper, also pictured, is the selection of the Style 


Committee fer gold medal honors in our slipper line 


TAUTADAUUNLOADOATUAARDDADOROOOGDGGUHOUGESUAUOADUQUDSOURODAASOIDUCIAIBIQUCLOUOAALSOLVVADLODUCOMIGTUOLEGUTEIUTONANIVITINNTDIUINIG 











CUOLUDDEGALASSOLOUODAULCOUASLOLENCUDODUUSSDOA ENCORE USL sCeCt SE Lp sree to ARE REATARD LENTIL 








— 


TOOT TTT 


RUBIN BROS. FOOTW EAR 


Manufacturers 


Rawson & Moore Sts., LONGISLANDCITY, N.Y. 
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Gold Medal Winners 
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All Solid Goodyear Welt Fits 
coming in B and C widths. 

Sizes 214 to7 at $4.25 per pair 

No 4533 Chinese Red. 

No. 4534 Chinese Blue. 

No. 4525 Chinese Green. 

All in stock March roth 





ounD Merchandising demands that snap and style, as illustrated here, 
your best medium for attracting new trade, be built ona foundation 
of quality and value. Sinbac’s first regard is for superior shoemaking, 
then for up-to-the-minute styles that bring quick turnover—carried 
in stock for immediate delivery. 





Our new catalog, just off the press, will be sent on request. 
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SINSHEIMER BRO. & CO 
2111-13-15 W. MONROE St. 


CHICAGO 
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and Gold Medal Winners 









FQODUHNGD FIFI ONMGAD SIM SISGUIMGIOMAFIHNAGaH 


NORMAN KERRY 
































ust as Sportocasins—the real moccasin golf shoes— 
were one of the outstanding lines at the Chicago 


J 
Sq 
SS 
nl 
———— 


Exposition, so this ‘‘Piping Rock’’ model was = 
selected as a worthy representative of our exhibit of == | 
pre-eminent footwear for the fastest-growing SS 
outdoor sport popularity. oe 








THE SPORTOCASIN CO. —— 











YARMOUTH, MAINE —<————— 
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ACQUELINE LOGAN 
PARAMOUNT PICTURES 


*“*KIKI"’ Sandals In Stock 
No. 159—Gray suede ‘‘Kiki’’ 
Sandal, Wood heel, Single sole 
ae eee $4.85 
No. 156—Same in red kid. Price $4.85 
No. 137—Same in blue kid. Price $4 83 
No. 158—Same in green kid. Price $4.85 
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THE CHOICE OF GOOD DRESSERS SS 


ais line of popular price novelties meets the demand of the 
large number of careful and critical buyers who want service- 
able footwear of snappy appearance. 














= A complete line of these good sellers carried in stock for quick ——— 
= idivale to dealers who appreciate a quick and profitable turn- SSS 
—————— over proposition. sss 
= THOMSON-CROOKER SHOE COQ, 
i 18-26 STATION STREET - - BOSTON (20), MASS. SSS 
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METRO PICTURES CORPORATION 


























W ICHERT models were universally admired 


both on the runway and in our show 
rooms. The medal winning pattern is 
representative, but there were many 
others equally well thought of. 






































In both turns and welts 
WICHERT stands as al- 
ways, tor style, taste, 
quality and good fitting. 


WICHERT, Inc. 


BROOKLYN, NEW YORK 
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LAURA LA PLANTE 
UNIVERSAL PICTURES CORPORATION 
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Wiechman model in Grison's 
blue kid, color number 45, with 
4 hand-painted dragon design 
on vamp. 














































l HE Wiechman Pattern display at.the Coliseum was conceded by 











prominent retailers throughout the country to be one of the 
most attractive exhibitions of stylish patterns ever shown. 


Live manufacturers patronize us because they know their 
styles are absolutely protected. We suggest that youfget in 
touch with our New York Studio at once. i 


THE WIECHMAN PATTERNCO. 


NEW YORK BROOKLYN CINCINNATI 


149, 151 Fifth Ave. 200 Nostrand Ave. 124 East 8th Sr. = 


3939 Olive Sc 
Footwear Patterns 





“THE FASTEST GROWING FOOTWEAR PATTERN CONCERN IN THE WORLD 
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lars 
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BETTY COMPSON 
STARRING IN HODKINSON PICTURES 


: ™ ane <4 \ } 


fres:. last and all the time in the hearts of shoemen 

who foster fitting service. Wizard— ‘tis truly the 
nation’s complete shoe service of ‘‘keeping feet 
looking well and feeling well.”’ 


All of this and a little bit more behind the N. S. R. 
A. committee's Award of Merit to the complete 
Wizard Appliance as the leader in its field. 


WiizarpD LiGutTFroot APPLIANCE Co. 
Special Fitting Service 
ST. LOUIS, MO. 
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Zippers 


are an exclusive Goodrich product 


Zippers again endorsed by the 
Style Committee of the N.S.R.A. 


ZIPPERS for women were first introduced to the trade at 
the National Shoe Retailers’ Convention and Exposition in 
Chicago, January 1923, and were awarded the Blue Ribbon 


Award of Merit. 


ZIPPERS for MEN 
received the Gold 
Medal Award of 
Merit at the National 
Shoe Retailers’ Con- 
vention and Expo- 


sition last week. 


Orders being booked 
for ZIPPERS for 
MEN make it certain 
that the hookless 
fastener, opening 
and closing witha 
zip, will prove a pop- 
ular seller with 
your Men's trade. 


THE B. F. GOODRICH RUBBER CO. 


AKRON BOSTON 
DENVER 


NEW YORK 
KANSAS CITY 


CHICAGO MINNEAPOLIS 


SEATTLE 
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Billiken. 
Shoes 


Reg. U S. Pat. Off 


—they're 
different 





MISS LILLIAN PASTOR 


[= Miss Lillian Pastor 
was our proud and happy 
model on the Style Show 
Runway at Chicago. She 
won for herself and Billikens 
many friends. 

There are lots of shoes for 
Kiddies, but only one BilHi- 
ken. 


This is the Billiken Gold Medal Winner 


There are no Genuine Billikens unless the 
Name is Stamped on Inner and Outer Soles 


Made only by 
" M&Elroy Sloan = 
“ies path is 
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The Marne 
No. 2904—$5 .60 


Color 108 Brown 
Calf 
In Stock A to D 


riven cov~_ I 
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was selected for the Award of 

The Above Style Merit given each manufacturer 
at the N. S. R. A. Convention, for the 

styles that will sell best during the season. 


The trimness cf NUNN-BUSH oxfords, and their 
ankle-fashiored snugness, are qualities that progressive 


“Faithful to the Last” dealers ‘recognize as an assurance of quick turnover 

















Nunn-Bish & Weldon Shoe Co. 


MILWAUKEE, WISCONSIN 
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GOLD MEDAL 
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[_oxesemthe name of 
a product of outstand- 
ing prominence. Lead- 

Fs ing merchants and 

Combining “Ching” wi \ manufacturers are ac- 
Whie Calf. Bp cording it unstinted 
WATSON SHOE CO. praise. Fine shoemak- 
ing is enhanced when 

Lorraine Suede and 


Grain Calf is used. 
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BARBARA LA MARR 
METRO PICTURES CORPORATION 


Authentic Shoe Styles 
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THE SPARTAN SANDAL 


In Patent Leather or Tan Calf 


In Stock ; S475 
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CUTTY 





A TURN model that needs no word of praise or recommendation— 


the illustration shows its merit of design. 


It is carried in stock in the leathers named above, and in white 
and colored kid, on a Modified French or a medium narrow 
toe last and with a 13-8 Military heel, and in A to C widths. 


Deliveries in rotation as orders are received. 


T. R. EMERSON SHOE CO,, Inc. 


159 DUANE STREET - - - NEW YORK, N. Y. 
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BRU CE G — WARNER BROS. CLASSICS OF THE aun 
A wearer of Dr. Posner's Scientific Shoes and Stockings 


a BOYS 


Tisese new boys’ shoes and oxfords set 
a new quality standard in this field, and 
complete a footwear service for 
juveniles that is unique in its complete- 
ness and strict adherence to a definite 
quality standard not controlled by 
price. 


These boys’ shoes in your store will 
distinguish you as a progressive mer- 
chant using rare judgment. and will 
bring you the patronage of the betrer 
class trade in vour community. 


No. 9607 


DR. A. POSNER SHOES, Inc. 


140 WEST BROADWAY, NEW YORK 
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An Official Award of Merit to ®& 
Stimulate Interest in ‘National 
Style Programs 


; : 
The official character of the award was made the 
subject of an address at the Convention by Secre- 
tary Spangler as follows: 


‘Now this medalof award is meant to represent 

the shoe in each exhibit which best fulfills the 
following qualifications: That it shall have style and snap and go, and 
it shall not be a shoe that won't appeal to the public at large, each 
style retains sufficient amount of utilitarian purpose to make it a prac- 
tical shoe for the majority of shoe retailers to put on their shelves 
with definite foreknowledge that there is a sale awaiting every pair. 





The Greater Style Runway Flashing Shoe 
Style ‘Before the Public 


The quarter-mile runway at the Coliseum, flooded with lights 
and vibrant with music is here stretched out into a national runway 
upon which leading ladies and men of the screen appear. We are 
fortunate in being able to emphasize the influence of the moving 
picture upon the minds of people in matters of dress. It is valuable 
as an inspiration in architecture of homes, arrangements of gardens 
and a thousand other suggestions which come to the great Ameri- 
can audience from the silver screen. 


Out of Hollywood came the sandal—the one biggest footwear 
hit of 1924, and if you want to know the truth, the style-display 
center of America is closer to Los Angeles than to any other spot. 
Footwear is made elsewhere, but its display through the movies is 
a premier showing of great importance to the shoe and garment 
industries. We, therefore, in this issue, feature leading artists of 
the screen, each reflecting in the mirror of fashion, what is good 
taste and harmony in costume. 


© 
é 





May their influence be of utmost value in making American people 
fully appreciative of American style. Because of the award of merit, 
a double attention is warranted these pages revealing representative 
products of the shoe and leather industry. 
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lhe “SHEBA’ GAITER 














The“SHEBA” GAITER 
is far more than a novel- 
ty. It is a general sum- 
ming up of that perfect 
fit that women have long 
wanted in an overshoe. 


It is easily adjustable, 
and has no fastenings 
that tear skirts or get 
out of order. 


Every woman who saw 
the “‘“SHEBA”" GAITER 
at the Chicago Show 
said, ‘‘Where can I buy 
a pair?” 

No wonder it received 
the gold medal award of 
the N. S. R. A. Style 
Committee at first sight. 





























Firestone-Apsley 


Rubber Company 


Manufacturers of Rubber Footwear, Canvas Footwear, 
Rubber Clothing and Rubber Heels 


Hudson, Mass. 
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Advance styles by Greco 
of Paris. Black satin with 
gilt edging and straps and 
gilt heels. 





Paris shoes show 


satin still leads__ 


And Skinner’s Shoe Satin is the 
leading material for this type of 
footwear. In fact, it is one very 
large factor in the lasting popu- 
larity of satin shoes. It is made 
especially for use in shoes and 
is extra strong. 


Women prefer shoes of Skinner’s 
Shoe Satin because they know 
the name stands for unequalled 
wearing quality. 


WILLIAM SKINNER & SONS 


NEW YORK CHICAGO BOSTON PHILADELPHIA 
MILLS, HOLYOKE, MASS. ESTABLISHED 1848 


Skinner’s Shoe Satin is 36 inches wide and 
supplied in four different qualities to 
meet all the requirements of the trade. 


“Look for the Name in the Selvage” 


iS. rinners Shoe Satin 


pes Shaan eee olnake aoa dae hh 
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Silent Salesmen on Footwear! 


Lacing hooks are silent salesmen on your footwear. 
To men they speak with a silent eloquence of the 
convenience and comfort which they add to good 
shoes. And after a man has worn shoes with lacing 
hooks and daily experienced the time and temper 
they save and the all ’round comfort which they 
bring to his boots, he demands them on all his foot- 
wear from thatt ime on. So one pair sells another— 
lacing hooks bring immediate profits and future 
sales! 
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A new kind of Catalog—Loose-Leaf 


An easy way to keep your stock sized-up 


ATALOGS are important and nec- 
essary to the modern manufac- 
turer and his retailers. Standard forms 
of catalogs have sérved their purpose 
but are no longer adequate. 

Just as the Four Season Crawford 
Plan has replaced the old two season 
method—so will the new Crawford cat- 
alog be a corresponding development. 


The Crawford In-Process Plan is a 
great step ahead of the ordinary In- 
Stock plan and the new Crawford cat- 
alog is a part of this merchandising 
development. All Crawford distributors 
are being supplied with these new cat- 
alogs in handsome ring binders. Each 
season they will be supplied with new 
loose-leaf pages covering the current 
season’s “In-Process” shoes. As shoes 
go out of season the pages can be re- 
moved and destroyed. 

The Crawford catalog is printed in 
colors so that our distributors can eas- 
ily determine the leathers. It also in- 
cludes a complete detailed description 
of the “In-Process” plan and the Craw- 
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ford merchandising and advertising 
assistance. 

It is one of the most important books 
ever published by a shoe manufacturer 
because it is a practical working and 
instructive publication. 

We have had a few extra copies 
bound, loose-leaf in special covers and 
we will be glad to send one on request 
to any reputable retailer in towns where 
we do not have an established agency. 

Just use the coupon in the corner to 
simplify matters—there’s no obligation. 


The rawford Shoe 


Most Styles $8 Retail 


CHARLES A. EATON SHOE INDUSTRIES 
Brockton, Mass. 


Please send me a copy of the Crawford In-Process 


Catalog without obligation. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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JOURNEYS TO AND FROM FAMOUS PLACES 


Paul Revere’s House 








Boston manufacturer S delight to honor the great craftsman who was such a 
dramatic figure in colonial history. Vim heels have the quality of conscientious excellence 
which has always marked the best New England manufacturing. Vim is the middle of a 
series of remarkable heel values. The highest is Bull Dog, used on very fine shoes, while 
Ever Grip, the popular grade, meets the needs of manufacturers who must figure closely. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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If the Eye Says ‘‘Yes”’ 


—the shoe is sold—unless the purse says 
“No.” 

The eye will say ‘“‘“Yes” to the looks of the 
shoe pictured here. 

And few purses will say ‘“‘No” to the very 
moderate price. 

A style McKay—to retail at from $6.00 to 
$8.50—that’s why the Holters shoe is a tonic 
for any trade. Prompt deliveries, of course. 


Holters Mc Kays in lower price ranges are The Dolores 
made in Plant No. 2 at Louisville, Ky. 


THE HOLTERS COMP ANY, CINCINNATI Branch of The United States Shoe Co. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


















Check ! 


An all-year-around 


Fast Selling Staple 
are Serie 


*GRIPS ARCH- 


For the man whose feet must be 
‘nursed along,” there is no shoe more 
practical than Goding’s NORMALCY, 
made over the good reliable O’Brien 
Arch Last. This neat appearing kanga- 
roo shoe is the last word in foot com- 
fort, gives splendid wear and is priced 
right for most men. 


No. 600- 


Black Kangaroo Blucher — famous 
O’Brien Arch Last—the Normalcy 
Arch braces instep and grips the arch, 
Carried in stock in B, C, D, E widths. 
Sizes 5 to 11—85.50. 








No. 400.—Same in Newcastle Havana 
Brown Kid. 
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The GODING SHOE COMPANY 


833-855 W. CHICAGO AVE. CHICAGO 














Dealer Influence is securea thru advertising in the Boot and Shoe Recorder. 
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“PARAMOUNT” has 
lived up to its name 
through all the years we 
have been manufactur- 
ing it. 













“PARAMOUNT” has 

yN kept pace with progress 
CON and is today the most 
Sy RN | dependable patent leather 


@& PARAMDUNT 2® > y 
LEATHER GY you can specify. 
oe Vsy 
bpl® 










THAYER-FOSS CO. 
Leathers of Merit 
BOSTON, MASS. 

















"Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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i This is the Felt Slipper 
Line which will sell and 
Bring repeat orders 


MEDIUM IN PRICE 
Mm LONG ON WEAR 








Felt soft sole slippers for women—Felt bootees 

for misses and children—Felt Juliettes for 
Wetee today fer ta- misses and children in all colors. ; 
Mr. Sandler is 


formation on prices, 
now visiting trade 


styles and colors—we . . . 

40 your uecds om Colored chrome split Colonial soft sole slip- 

medium and | o w ° in the West and 
pers for women in all colors. South. 


eg good quality 
Men’s soft sole felt slippers in brown and 
oxford colors. 


Sandler & Rumney 
35 Wareham St. 
BOSTON - MASS. 
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Jjotel ee GREELEY BOUDOIRS 

ij eis The steady sale of my boudoirs 
is significant. Repeat orders 
would not be forthcoming from 
customers if what I send did 
not open up right and sell well. 
You will make no mistake in 
entrusting your boudoir busi- 


In Black or Golored ness to my care. 
Kid. 36 peir lots 


COMING TO BOSTON? Bi: 
If Your Jobber Cannot Supply You, Write Us. 
Wire reservation for rooms at the 4 A. W. GREELEY, Haverhill, ane 


“Essex.” You will be at home in a hotel 
that makes a specialty of service to 
shoe tradesmen. Within the immediate 


vicinity of the Essex are more than fi: Fine Calf Leathers 














1,000 shoe and leather firms. 


“ESSEX SERVICE SATISFIES” Manufacturers of 


Pre Velvetta Calf— 
The Essex Hotel Co. designs Tescon Calf— 


J. J. McCarthy, Pres. rm) Py yon 
T. A. McCarthy, Treas. “es Q oe Russia Calf— 











| wy Nl ~ Strictly Fine Full-grain Calf Leather 
TEA | west 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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2%—15 DAYS 


Style No. 932 Gun Metal 
Style No. 931 Tan Side 
WidthsC&D_ Sizes 6-11 


A NEW 


BRADLEY 


MODEL 


In Bradley Shoes you will find 
plenty of individuality. At the 
same time they are free from 
‘‘wild style” creations. They are 
just live, peppy shoes—safe 
and ready sellers. 


The Quality Is High 


BRADLEY & METCALF CO. 


Manufacturers Men’s Popular Priced Welts 


MILWAUKEE, WIS. 


THE McINTOSH CO. 
SPRINGFIELD, MASS. 


New England States 


Hn, ee mil 











WRITE FOR 

















OUR STYLE FOLDER ILLUSTRATING 


THE LIVEST AND MOST COMPLETE | 


LINE OF $5.00 RETAILERS. 


THE LINE COVERS YOUR EVERY STYLE 
—— IN POPULAR PRICED 
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F-you deal with parents who aim to 
help their boys in developing per- 
sonality and good taste in dress, you 
can please them mightily with these 
TEEPLE Mighty Good Welts for Boys. 


Style 55 migeHe 


KHAKI ELK SPEEDSTER 


Little Men’s CDE 2.85 
renee — in Sizes 
to 6 


Style 58 
“DINTY” BLACK CALF 


Style Rig 74 in “Dinty” 


Style 62—Same in Patent 
‘ Chrome 





Six TEEPLE Oxfords are now being | 
| made for Spring.. Is your order i 
Pandey he Aeron mas aches 
| Easter. | 


TEEPLE SHOE. CO 


WAUPUN WISCONSIN 
‘ Ces 
~ TEEPE 
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OVERSHOES 


Findings — 


38,457 prs. Top Lifts, 
sizes 1 to 4; 4,064 prs. 
Lasts, wood with metal- 
lic sole; 94,235 cans Rus- 
set Shoe Paste. 


Rubber— 


33,254 prs. Overshoes, 
arctic; 300 prs. Rubber 
Boots, knee. 


Leather — 


121 prs. Officers’ Trench 
Boots; small offering of 
Field shoes; 2,061 Saddle 
Bags; 385 McClellan Sad- 
dles; Harness, Bridles and 
Halter Headstalls; Gun 
Boots. 


_ 








AT AUCTION 





Brooklyn, March 11 


Findings dealers and shoe wholesalers will find 
among the leading items to be offered at auction 
in Brooklyn, March 11, miscellaneous lots of 
lasts, top lifts, shoe polish, overshoes and rubber 
boots. The approximate total quantities appear 
in the panel at the left. It does not necessarily 
follow that these entire quantities must be pur- 
chased. The lot sizes, together with directions for 
inspecting same before sale date, are given in the 
complete catalog, copy of which may be obtained 
upon request to the Q. M. Supply Officer, Ist Ave. 
& 59th St., Brooklyn, N. Y. 


This sale is a typical Quartermaster offering and as such 
embraces a huge miscellany of merchandise. One item 
which does not appear under the classifications in the panel 
at the left is a complete Lamson Cash Carrier System, with 
certain parts, which has seen service. 


Many items”of merchandise are stored at points outside 
the place of sale and§such§materials will be offered by 
sample. As already pointed out, such merchandise may be 
inspected at storage points in advance of sale, as instructed 
in the catalog. 


The Government reserves the 
right to reject any or all§bids 


NY AIR 1D EP AIRE 3 





Dealer Influence is secured thru advertising in the Boot end Shoe Recorder: 
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RU EPIN GS 


SPORT SHOE 
LEATHER 


LL known refinements in elk tannage 
for sport shoes are embodied in the 
. * master product of the pioneer tan- 
ners of this type of leather--RUEP- 


ING’S KIN KIN. 


So close grained that the pores are scarcely 
perceptible—so soft that it can be folded up 
like velvet—so elastic that in a snug fitting 
shoe it yields gently to all movements of the 
foot, yet holds the original contour of the shoe. 














In 49 Standard Colors: 
me Rabbit Nubian Brown Mongolian Brown 
aque Samara Tanbark 
Bam Bombay 
Pigeon Grey Venetian Rose Light Sandalwood 
Safian Oriental Pearl Piccadilly 
Hazel 
Chocolate 
Olive 


Lavender 
Mulberry 


Cla: Moss 
Paris Cinnamon i i Dandelion Yellow 
Mandalay ava Eucalyptus 
Lead Grey i Rose 
Sandalwood Copper Red 
White Scarlet 





Cerise 


Coolie 








Write for Color Card 


FRED RUEPING LEATHER Co. 


Branches: Boston Cincinnati §@ Milwaukee ~ St. Louis” New York a 
Chicago San Francisco Montreal Northampton, England HIS KIN KIN Oxford, in a catchy 
combination of smokedffand brown, 


is made by 
C. B. SLATER CoO., 
South Braintree, Mass. 
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POLAR KLOTH 


OTHING has been left un- 
done to make and maintain 
POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 


Distinguished for its Fine Face and 
Even Weave, which give it an 
individual character that is reflected 
in the shoe. 


Thomas, Lake & Whiton, Inc. 


179 South Street 
Boston, Mass., U.S. A. 





_ THE WHITE SHOE CLOTH PAR 
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NTEREST your customers 
with new designs in felt foot- 
wear. By carrying Snug-lers 

you can increase your profits with 
novel, appealing styles. 


Here is the new Snug-lers for 
women, one of the many recent 
additions to the line. Dainty 
and colorful, this slipper attracts 
women buyers. Besides women’s 
footwear, there is a wide variety 
of Snug-lers for women and chil- 
dren, with a good range of shapes 
and colors. 


In addition to their constantly 
fresh modes and pleasing appear- 
ance, Snug-lers have unusual wear- 
ing qualities. Dealers who sell 
Snug-lers are, rapidly building felt 
footwear business. 


United States Rubber Company 








SNUG-LERS 
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SWNHE scene is the reception-room of a doctor's office; a score of people are 
waiting expectantly, each one hoping that when the door marked “’Private”’ 
is opened his or her name will be called to see the great specialist. And the 

great man? He is a doctor who has specialized on bones, and after years of intensive 

work has concentrated on one set of bones; the bones of the feet. The fees he collects, 
the long lists of patients, the reputation he has built up—they are all the result of 


Specialization then Concentration. 






































IN STOCK Ee IN STOCK 


DOCTOR | 


PRIVATE 


No. 59—Metropolitan Last, —u ip 4 

with Black Grain inlay Widths. B. C . 4 No. 81—Runaway Last, Spanish Red 

Sizes, 6 to 11 ' . Price, $3.50 less 4% ‘ at Calf Inlay woe Widths. B.C, D. Sizes, 
(Trouser Crease) roe | ee . Price, $3.65 less 4% 



































IN STOCK 























The numbers 
featured here 
are in open 
stock, and can 
be ordered in 
single pairs or 





No. 58—Metropolitan Last, Brown Kip more. 

with Brown Grain Inlay. Widths, B, C, D. 

Sizes, 6 to 11 .... Price, $3.50 less 4% 
(Trouser Crease) 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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tain section of the great buying ‘body’ —the class of trade that it is logical 

for your store to reach—and then concentrate on lines that you know will 
give greatest satisfaction to them. If you are specializing on the $4, $5, and $6 
trade, you will find that by concentrating your purchases of Men's and Boys’ 
Goodyear Welt Dress Shoes on the CARTER LINE, you are collecting profitable 
“fees; that your lists of customers are lengthening; and that you are building a 
worth-while reputation. Samples? Any time! 


¢ [: success has a message for all progressive shoe retailers. Specialize on a cer- 























IN STOCK IN STOCK IN STOCK 





No. 71—Runaway Last, Light Tan Kip 60—Runaway Last, Black Mohawk No. 207—Runaway Last, un Metal Side 
Stitched 2 and 2 Widths. B, C, D. Sizes. Csi Stitched 3-8 Space. Widths, B, C, D. pag a <a. Widths, B. C, D. Sizes. 
6to ll .. .. .Price, $3.50 less 4% Sizes, 6 to 11.. . Price, $3.50 less 4% 6 to Il. - Price, $3.00 less 4% 
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Like Always Seeks Like! 


VERYBODY knows where A.G. 
Spalding & Bro. stand as makers 
of sport footwear. 


They adopted RAJAH Soles as they 
do everything else—because they 
proved that RAJAH 1s the best crepe 
rubber sole from every standpoint. 


Nothing short of the best is consid- 
ered by Spalding. 


Like always seeks like. A good prod- 


uct naturally gets into good com- 
pany and stays there. 


RAJAH Soles are holding their own 
good company, and adding to it. 


Do not be misled by propaganda 
that seeks to wear away RAJAH 
prestige. 


When any better crepe sole than 
RAJAH appears, we will be its manu- 
facturers. 


ALFRED HALE RUBBER CO. 


ATLANTIC, MASS. 
Established 1837 


Genuine Ra Te Soles are 


branded with this mark 


Rz\ ANG) 


\ 2U r 


Do Not Judoe Kaj alt Soles 
bi y any. whieh do Mol bearil 
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Recorder Merchandising 
Calendar for March 


March 1 to 8— 


Five Saturdays and a Spring Opening should mean a big month. 
After drawing off figures for Febsaary bude, check up on mer- 
—— received for spring and hurry up manufacturers on back 
orders. 

This is the time to prepare for Spring Opening. At the monthly 
sales meeting use the subject ‘““How to make spring opening sales 
profitable.” 1 will cost something meng | to put on an event of 
this kind, but get all the ideas together on how to make a profit big 
enough to cover the expenses and_ extend its effect beyond the 
opening period. 


March 10-15— 


Put into effect result of last week’s discussion. Pull out left-over 
winter goods, re-arrange stock and get out advertising. Complete 
all details for coming week to be prepared for good business. Trim 
windows with spring foliage and Rouer. Do the same in the store 
but don’t overdo it. A few potted plants are sometimes more de- 
sirable than too many. Increase insurance. Stock is heavier and 
you and your creditors must be protected. 









































March 17-22— 


Advertise today special for succeeding days this week. Sou- 
venirs with panda made during certain hours will increase 
business. Boys and girls are at leisure after school hours, women 
from two to six and men in the evenings or early Saturday after- 
noons. Every evening re-arrange stock to have the store look in- 
viting to you and your assistants when you open up the next morn- 
ing. Coming to work in a clean, well kept store in the morning means 
as much as coming into a clean orderly home in the evening, and 
helps to start the day in the proper frame of mind. Busy days 
always create havoc with a stock but a little extra work in the even- 
ing will save double the time the next morning. 


March 24-29— 


Re-size stock. Make arrangements for Easter week April 20. 
Examine mailing list. If you have none, get busy. One way of 
getting a list is ugh the school children in the upper grades. Ad- 
vertise a ball and hat for every boy who calls at your store. When 
he does, gets his name and address and the names of every one 
in the family, their ages, birthdays and vocations. Give the girls 
a pair of shoe trees, getting the same information from them. This 
will give you an accurate list at a small cost. Before the month 
closes, collect outstanding accounts and don’t overlook paying 
your own. 
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EVERYTHING FOR BETTER LOOKING WINDOWS 





We Are on the Threshold 


Of a New Season’s Business 


Everything points to a prosperous year for retail 

shoe trade. Under such circumstances, many new enter- 

prises will spring up — many “Fronts” will be altered, old 
fixtures will be discarded, and a general brushing up will result. 


While You Are Spending Your Money - 
Why Not Buy Glass? 


They are conceded by merchants all over the U. S. to'be the most effective shoe fixtures. 
OUR GLASS IS HIGHLY INTERCHANGEABLE. 


Ask for Catalog No. 18 


which illustrates the entire line, also Hosiery Forms, Valances, Shoe Store Furniture, including Shoe 


Chairs, Fitting Stools, Ladders, Reflectors, &c. 
WINDOW VALANCES. We carry a big stock for immediate delivery. Ask for Samples. 
Decorating Plushes— Write for Samples. 


We have everything in Display Fixtures 
Quality— Service — Courtesy 


Visit Our Chicago or New York Show Room 


[=samze |THE HECHT FIXTURE CO. 


Seswets ReeRSnay ans Se Ane. Medinah Building, Wells St. and Jackson Blvd., Chicago, III. 
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Planting ‘Time 


HE tang of spring in the air, seed catalogs in the mails and slush on the 

ground all for a definite purpose. Preparing the soil for cultivation in 

anticipation of an abundant harvest. You, Mr. Merchant, need not wait 
till fall for your reward but must reap a harvest every season. Yours is an in- 
tensive occupation. The public is your soil and to cultivate the public requires 
ingenuity and tact. Prepare your catalogs with an inspiration big enough to reap 
your reward. Your merchandise is the seed that must propagate in the minds 
of your customers and service is the element to make it thrive. 


Clean up your. stock; remove the styles that are the stones which deter and 
kill off the profits of your business. Your advertising and window displays are 
implements that furrow the minds of the public, making a harvest assured. 


IVERSIFY your efforts. Spread out across your fields of endeavor so that 
if one crop falls short you can make it up on another. Study your soil 
carefully and plant accordingly. 





Educate your hired men. A weekly analysis of how your crop is progressing 
will help a lot in keeping cultivators busy and laying plans for what to do when 
rainy days appear. 


Watch out for parasites. Absurd styles are sure to eat into your profits. Stick 
to the merchandise you have planted and guard it religiously. 
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Display STYLE in March 


HE March window displays should 

be style shows. The merchant should 
advertise STYLE, he should display 
STYLE, the salesforce should falk STYLE 
—and sell STYLE. “STYLE” should be 
the keynote to business during the month. 
With Easter coming late in April the 
shoe merchant has a double opportunity 
this season to make STYLE work over- 
time for him. He can have a Spring Open- 
ing early in March in which the new spring 
styles are featured for all they are worth. 
In April, the Easter event may feature 
Late Spring Styles for Easter. The one 
event can be made to lead up to the other 
and thus materially prolong the season 
for spring selling. But to do this the mer- 
chant must plan carefully so as to keep 
something new coming along all the time. 


Forget All About Winter 


The Spring Style window display will 
be the most important of the month. 
Every vestige of the winter decorations 
should be removed and newer and more 


appropriate decorations used to empha- 
size the change that indicates that the 
new styles are ready. New spring flowers 
should be ordered at once, if indeed, they 
have not already been purchased. Among 
the most appropriate flowers for the spring 
displays are to be found apple and peach 
blossoms, almond blossoms, wistaria, snow- 
balls, lilac, jonquil, hyacinth, and the ever 
beautiful roses, as well as many others. 
By using the flowers in season the displays 
aie kept more up to date and in keeping 
with the new styles displayed. 

The spring display should be charac- 
terized by the use of lighter colors and the 
more delicately tinted flowers. The back- 
grounds should reflect the colors usually 
associated with spring—lavender, cream, 
light tan, pale blue, pink and other light 
shades and tints. The influence of color on 
the human mind should be considered 
worthy of a few minutes thought, for the 
sake of the extra business that can be done 
with an efficient decorative scheme of 
display. 
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Fig. 1—Units which have been added to the Recorder’s interchangeable 
Unit Display Set 





























Fig. 1-A—These are the interchangeable units described in our issue of 
December 29. 


Some New Interchangeable Background 
Units 

In Fig. 1 a number of additional units 
for the Recorder Interchangeable Unit 
Display Set are suggested. Thes2 units are 
not necessary to the set, except in the fact 
that they make it possible to produce a 
great many new backgrounds, and at the 
same time make them more artistic. 


How To Make New Units 


These units are to be cut out of wall 
board, and reinforced by frames made of 
strips of wood attached at the back. The 
following measurements may be observed 
in constructing them, unless the shoe mer- 
chant finds that by changing these he will 
have a set more appropriately sized for 
his own windows: 

(R) 2 Wall Board Side Flank pieces, 
18 inches wide at the base, 5 inches wide 
at the top, 5 feet tall. 

(S) 2 Wall Board Side Flank pieces, 12 
inches across widest part, 4 feet tall. 

(T) 2 Wall Board Side Flank pieces, 16 
inches at base, 4 feet tall. 

(U) 2 Wall Board Side Flank pieces, 
10 inches across base, 514 feet tall. 

(V) 2 Wall Board Pilasters, 12 inches 
wide, 5 feet tall at longest point. 

(W) Cap Ornament Cut Out, 4 feet 
wide. 

(X) Oval Top Cap Ornamert, 3 feet 
wide. Various sizes of this and (Y) may 
be made as they can all be worked into 
combinations effectively with the other 
units. , 
(Y) Oval Top Cap Ornament, 3 feet 
wide. 

(Z) Fancy Cap Ornament, 4 feet wide. 

(N) Wood, or Wall Board Strips, of 
various lengths for lattice and other orna- 
mental use. 

The other units of this set, illustrated 
in former articles, are reproduced in 
Fig. 1A. Further reference to these units 
will be made in future articles, so the 
illustrations should be saved. 

It is suggested that the additional 
pieces be made as they are required in 
making up a background setting from the 
sketches illustrated in these pages each 
month. It should also be remembered that 
where there are a variety of units that 
may be used for the same purpose, such as 
cap ornaments and side flank pieces, the 
shoe merchant may use these interchange- 
ably and make use of those he already has 
on hand, although for the sake of variety 
he should strive in time to complete the 
set as outlined here. 


Backgrounds for Style Windows 
The spring setting illustrated in Fig. 2 
is easily made up of the units composing 
this interchangeable set. The center panel 
is composed of two each of units A and B. 
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while at each side units V and T are used 
as side flank pieces, N is used as a cross- 
piece, and Z as an ornamental cap. The 
circle is Unit E, with wooden strips to form 
ornamental lattice. The platform is com- 
posed of the two units H. The ornamental 
lamps may be omitted, but they add ma- 
terially to the beauty of the display. 
Spring flower sprays are placed at the 
points indicated. 

This complete setting can be set up in 
the window in a few minutes, once the 
various parts are ready for assembling. 
A color scheme in gray is suggested. The 
central panel to be a very pale gray, the 
cross-piece and the lattice strips to be 
dark gray, the top cap ornament and the 
inner side flank pieces may be cream and 
the outer side flank pieces a medium gray. 
A color scheme in tans would be quite as 
appropriate. 

Using the Interchangeable Units 


The Spring Opening window setting 
illustrated in Fig. 3 makes good use of a 
few of the interchangeable units of the 
Recorder set. The lattice is formed of two 
of Unit M, the outer panels are units A, 
the flank pieces are units R, the 
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Fig. 2 (To the left)—Spring setting for display of 


advance styles 


Fig. 3 (Below)—Spring opening window setting. 


with fillers, and the display man should 
see that every shoe is perfect in appear- 
ance before he leaves it in the window 
display. A wrinkle where it should not be, 
a shoe lace untidily placed, a finger mark 
and other insignificant things will mar a 
display greatly. 


Remove Paddy’s Hat March 18th 


Fig. 4 illustrates a suggestion for a St. 
Patrick’s Day setting. The usual symbols 
of this day are the shamrock, potato, 
shillalah, clay pipe, Paddy and Colleen, 
plug hat, etc. Green is the only appropri- 
ate color. The shamrock and other sym- 
bols have been used so much that it is 
suggested that a large cut-out plug hat be 
used as the chief decoration for this date. 
The hat may be black, or gray, but the 
band should be a vivid green with a white 


cardboard buckle. Potatoes, clay pipes and 
other symbols in miniature, such as are 
sold for party favors may be used scat- 
tered about the floor of the window. The 
price tickets may be green, cut in the shape 
of a three-leaf shamrock. Green ribbons 
may be festooned about the shoe stands. 


The St. Patrick’s display should be al- 
lowed to remain in the window only a 
couple of days, and every vestige of the 
symbolic portion of the display should be 
removed on the 18th of March. 

The setting illustrated in Fig. 4 is com- 
posed of interchangeable units from the 
Recorder set. These may be decorated in 
a green color scheme if desired, but the 
greens should be of a nature that will be 
suitable for the showing of shoes and ho- 
siery. It is suggested that the lattice be of 
dark green and the panels and 





ornamental cap is unit Y, the 
vases are units P, the platforms 
are units H, the circle is unit E. 











Shoes and hose should be dis- 
played in sparcely placed units 
in the spring fashion windows. 
It is better to display a few 
styles in such a manner as to 
secure attention to them than 
to display a considerable number 
and scatter the attention. The 
human mind does not take in 
much at a time, and the more 
diffused the impressions the less 
they are remembered. An appfo- 
priate show card should inform 
the public that many more 
styles are to be seen inside. 

Every shoe should be carefully 
wepared, and treed, or stuffed 
































Fig. 4—St. Patrick’s Day setting made up of Recorder 


Interchangeable Units 








flank pieces of a very pale pea 
green. 


Vary Your Window Floor Plan 


It will be noticed that three 
platforms have been used in this 
setting. The shoe merchant 
should vary the floor plan of his 
displays as often as possible to 
avoid too much uniformity in 
his displays. The more variety 
he can get in the displays the 
more noticeable they are apt 
to be 

When the plug hat and other 
St. Patrick symbols are removed 
from the window the rest of 
the setting still will be available 
for use, if a little decoration of 
some kind to take the place of 
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This 
Card 


contains thirty samples of 
Suede Leather made by the 
best tanners—matched with 
the Allied Tanners’ Official 
Color Card. Yours for the PRE cating 
asking. ' Ras ie 


Many culery 
“ale Areal” colon 


COLORS 


There’s ashade for every 
suede 


WHITE 
BLACK 

JACK RABBIT 
LIGHT GREY 
ORIENTAL PEARL 
MEDIUM GREY 
DARK GREY 
R-GREY 

No. 18 GREY 
BEIGE 

FAWN 


a Kagle Braud 


BAMBOO 


CINNAMON OR ; ) 
LIGHT BROWN ‘ 
MEDIUM BROWN wedge IC 
BOMBAY e 


DARK BROWN . 
RACQUET You want your suede shoe customers to be satisfied. 


MANDALAY ° ° . 
AIREDALE The measure of their satisfaction depends largely 


PICCADILLY upon the appearance of the shoes after they have 


TANBARK ° A ‘ 
LOG CABIN been in service for a time. 


nal EAGLE BRAND SUEDE STICK insures and 
AUTUMN BROWN prolongs that satisfaction. 


MAIL THIS COUPON TODAY 
p-----—- - - -- - - _— 


American Shoe Polish Co., 
1950 S. Troy St., 
Chicago, Il. 


Please send us the following quantity ofp EAGLE BRAND SUEDE STICK—Colors 
assorted: 


.Gross at $18.00 gross. . < . Dozen at $1.75 doz. 
Store name . 


Street address Se Pee ee ee ee ere 
» A TE RS vce west ssbenniues . 


| 
| 
| 
| 
| 
| 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 

















February 23, 1924 





Fig. 5—When a symbol such as that 
used in Fig. 4 is removed, a shield 
such as this can be put in its place. 


the hat is prepared in advance, pro- 
vided that the display is not otherwise 
disarranged by the removal of the 
symbolic decorations. The shield 
illustrated in Fig. 5 is suggested as an or- 
nament suitable for this purpose. It is 
made of wall board and mounted on strips 
of wood and festooned with flowers and 
foliage ready to attach to the setting when 
the hat is removed. This will alter the ap- 
pearance of the setting and make it appear 
different. It is possible to use a symbol in 
this way for a short period without un- 
necessary labor in changing the entire 
window display. 

Another combination of the interchange- 
able units is illustrated in Fig. 6. This is 
simple in design and effective as a back- 
ground for both shoes and hosiery, for a 
display of either men’s or women’s foot- 
wear. 

Any of the settings suggested this month 
may be set up against the permanent 
panelled background, or special drapes 
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may be hung behind them hiding the 
wooden background. 


Floral Decorations Important 


Vases of flowers on the floor and on 
pedestals, baskets of flowers, sprays and 
festoons of flowers—flowers in any and 
every possible combination in the deco- 
rations are permissible and desirable in 
a spring display. Flowers are symbols of 
spring. Used in the displays they are sym- 
bols of spring styles. 

The spring fashion display will not be 
complete without appropriate window 
cards, although the use of price tickets 
may be left to the discretion of the mer- 
chant. Unless the latter are used too freely 
they will not mar the display, provided 
they are kept down in size to the smallest 
proportions. 

A plainly lettered show card may be 
used and it is always appropriate when 
used to preserve or carry out a color 
scheme. If Card A is used in the display 
setting Fig. 2, and the gray color scheme 
is carried out, the card should be light 
gray, lettered in dark gray, cream being 
used as a border line. 

It is customary, in most windows, for 
spring to have cards that are a little more 
elaborate than usual. A very suitable 
design is illustrated in Card B. The illus- 


tration is a simple decorative design using — 


the wellknown window as a motif. This 
may be drawn in pen and ink, or in water 
color. The color can also be introduced by 
using a pale blue or green panel cut out the 
shape and size of the window, which is to 
be pasted on the show card. The outer edge 
is then outlined with ink, the sash and 
foliage sprays drawn on the panel. Illus- 
trations of shoes are always in good taste 
on show cards. but the shoe merchant 
should use only such styles as he has in his 
own stock—it is not good policy to ad- 
vertise something that cannot be supplied 
from stock. 

} Card C makes use of the spring land- 
scape to give the proper atmosphere to the 


143 


























Fig. 6—Small and easy to make but 
very effective. 


text. This may be done in tans and browns, 
or in grays or greens, or in poster colors if 
desired. 

Very beautiful show cards can be made 
by using the illustrations and inserts of 
advertisers in the Recorder. The merchant 
should preserve such material as he may 
find use for, and file it carefully so as to 
be able to locate it when wanted. For in- 
stance, in the Recorder of December 1, 
1923, on page 67 there appeared a very 
handsome illustration with the words, 
“Spring Styles,”’ at the top. If this is cut 
out, and the upper edge tipped with paste 
to a tan card, a very appropriate show 
card for the spring display will be ready 
for use. Some of the photographs on the 
succeeding pages of that issue could also 
be used to advantage as illustrations for 
show cards. 

Impress the public with the fact that 
“now is the time to buy the new spring 
styles” by window displays, and the pub- 
lic will be grateful enough to respond with 
purchases. y 
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WIN FRIENDS BY SHOE FITTING! 


ANY shoe merchants spend money freely for advertising to bring customers into their 
store—and then drive those same customers away by poor service. 


Service, in the shoe store, consists first and foremost in correct fitting. No matter how good 
the quality of your shoes may be, or how much value they afford at the prices you ask, you 
cannot retain the good will of your customers if your salespeople fail to fit them properly. 


STROOTMAN Cushion Arch Molds and NUFELT Cushion Insoles enable you to fit feet 
easily and comfortably. They are simple, inexpensive and easy to apply. They adjust stand- 
ard measurement shoes to the individual variations of the human foot. 








STROOTMAN CUSHION ARCH MOLDS are made of high grade piano felt. They flatten and mold to 
conform to the foot as well as the shoe, yet remain soft and springy. They are treated to prevent heating, 
packing and shrinking. 

At the point indicated by No. 1 on the above diagram is a properly rounded cuplike cavity to fit, ease and 
steady the heel. 

Nos. 2 and 3 are made wide to-turn up at sides to give more upraise under the arch and more support to the 
ankle. 

Under No. 4, felt should be cut off if there is too much pressure. 

Nos. 5 and 6 illustrate the lift-up under the shank to ease heel and instep pains, and to balance and steady the 
foot. 





The Nufelt Cushion Insole (Letter A), cemented to Cushion 
Arch Mold (Letter B). A combination ideal to walk on in 
any shoe where the instep is low, or shoe sufficiently | 

for snug lacing. The insole, without Arch Mold, affords 
remarkable relief in cases of buni ih and sore 
spots. 





Berrick Bldg., 86 Ellicott Street 
BUFFALO, N.Y. 
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Staging The 
Spring Opening 


HETHER or not the shoe styles 

continue to change overnight, 

Nature still adheres to its four 
seasons and, of these four, spring is un- 
doubtedly the most helpful to the shoe 
merchant—and, because it indicates a new 
life and a new array of color in flower and 
leaf, symbolizes the idea the merchant 
conveys to his customers that new mer- 
chandise in new design, pattern and color 
are now on his shelves ready for the spring 
opening. 

The public, too, is alive to the changing 
season and casts anxious eyes toward store 
windows, hopefully waiting for you to an- 
nounce your plan for this occasion. Are 
you prepared to make their vision a reality 
and garner the fruits of your toil in in- 
creased sales—or have you overlooked the 
opportunity? A Spring Opening means not 
only an array of new merchandise but an 
awakening on your part to the possibili- 
ties of increased business through new 
ideas in selling plans. 


If the term “Spring Opening”’ is really 
to mean something, this event must be a 
showing of full assortments of spring 
styles, enlivened by special features such 
a8 music, souvenirs, decorations, etc. 


Start the season with a good one. Show 
your customer your capabilities as a mer- 
chant. Get yourself talked about at the 
start of the new season by opening up 
with something attractive. 
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Orchestra a Good Drawing Card 


Years ago a brass band on a platform 
in front of the store was something to talk 
about. Today a violin, cello and harp are 
far more attractive. These three artists 
seated on a platform inside, next to your 
windows, will draw more of the kind of 
people you want as customers. A sound- 
amplifying device set through the window 
makes the music audible for a good dis- 
tance from the store. 


Spring foliage and flowers are used as 
decorations on the platform and in the 
windows and lend an air of progress that 
indicates the character of your business. 
The window decorations also form the 
proper background for a miniature style 
revue. 


Live Models Arouse Inierest 


Very often it is an easy matter to secure 
the services of local models who are always 
glad of the novelty of an occasion of this 
kind. It is also possible to secure models 
from some young people’s society of a 
local church. This would give you both 
male and female models at practically no 
expense. Provide a raised platform as a 
runway with an opening in your back- 
ground to allow entrance and exit for the 
models. Any extra furnishings aside from 
floral trim can usually be obtained from 
other local dealers for the advertising they 
get in return. 























Souvenirs Perpetuate the Publicity 


Practical gifts are always acceptable. 
Pick out of this list items you think would 
be of advertising value to you. You will 
find something for everyone in the family. 


For Men and Women 


Windshield Match Box. 
Windshield Glare Killer. 
Work Gloves. 
Skull Caps. 
Yard Sticks. 
Pocket Calendars 
Letter Openers. 
Shoe Horns. 
Foot Holds. 
Dust Caps. 
Shopping Bags. 
Tape Measures. 
For Boys and Girls 


Baseball Caps. 

Hockey Sticks. 

School Bags. 

Stilts. 

Baseball and Bat. 

Tops. 

Marbles. 

Pen Wipers. 

Rulers and Pencils. 

These are merely suggestions for your 
consideration and may give you some 
ideas to work on. The big thing is to do 
something to make your spring opening 
count. Make it mean more dollars in the 
cash drawer. Be a go-getter. 
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Display Fixtures 
to Meet Every 
Demand 








No. 421 





— 


No. 403H 
Shoe Rest 


Metal, Wood and Glass Fixtures, 
Stools, Mirrors and Chairs, 
Display and Store Equipment 
for Shoe Retailers 


Write for Complete Illustrated Catalog 


J. R. PALMENBERG’S SONS, INc. 


Founded 1852 
63-65 West 36t Street, New York 


BOSTON BALTIMORE 
26 Kingston Street 122 W. Baltimore Street 


CHICAGO SAN FRANCISCO 
204 W. Jackson Boulevard 11 First Street 
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Standard Show Cards- 
or ‘Your Spring” 


Opening plas 


ARE READY / 








These beautiful cards will tone- 
up your displays and present in 
a polite, forceful way SELLING .; 
MESSAGES that will create 


shoe sales for you. 


The Service, consisting of sixteen 
cards, price tickets, style tickets, 
and a set of attractive frames, is 
given to only one merchant in a 
city or community, and costs less 
than it costs to keep your win- 
dows clean! 





(Send for sample cards and interesting 
little booklet — The Drawing Card — 
and our Special Post-Convention Of- 
fer!) No obligations. 


Per 




















Show Card Service, Inc 


Standard Bldg- RogersPark.~- CHICAGO 
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Algaier Shoe Store, Brooklyn, N. Y. 


American Interlocking Shoe Store Chairs 


are, in point of beauty as well as of service, something more than just 
chairs. In design and finish they have refinements that spell Individu- 
ality. Their sturdy construction makes them the most economical to 


install. 
Write for Catalog 


AMERICAN SEATING (,OMPANY 


General Offices, 1016 Lytton Building 
CHICAGO 
601-119 W. 40th St. 302-69 Canal St. 
NEW YORK BOSTON _ 
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You can make them sell your shoes—your 
store and the service you have to offer. 


Your windows are yqur greatest asset. 
They attract trade—they sell shoes— 
they establish your store as an up-to-date 
business concern. 


This Recorder Service is effective. It is 
designed to fit into every need of a shoe 
store for compelling and attractive win- 


Your Windows Can Talk 


Recorder Show Cards are individual. They 
are hand designed and hand colored. They 
are distinctive and will compel the atten- 
tion of the passerby. 


Your windows are valuable. They cost 
you too much to be neglected. 


Get this service now. It’s new, original— 
up to the minute and comes fresh and 
clean once every month. 


dow cards. 


TOUCH OOO OU OMOOU 





THE SERVICE CONSISTS OF: 


4.0% 


: 
: 
5 
= 


One set of eight display mats with your name 
hand lettered in the corner (see illustration), 
four large and four small, patent pen, special 
ink and simple instructions for writing price 
tickets. Each month for a full year you re- 
ceive sixteen hand designed cards to be in- 
serted in the mat frames—eight of each size PER 
and a generous assortment of price tickets to 


match each month’s cards. MONTH 


WRITE FOR EXCLUSIVE USE TODAY 
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WESTERN SERVICE DEPARTMENT 
189 W. MADISON ST. CHICAGO 








Your Money 
isnt Ours 
until you're 


with You 
Purchase 
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Regarding 
Store 
Equipment — 


Are there some things for the store or 
office that you want and don’t know just 
where to get ? 


Do you know of all or most of the things 
that are available for you in the line of 
equipment— who make them and what 
they cost ? 


The chances are that just the information 
you want can be obtained through the 
Shoe Store Service Section of the Boot 
and Shoe Recorder. 


You’re welcome to it! 





Are You Interested in 
How LEATHER Is TANNED ? 
Write For Interesting Booklets—FREE 














1 Sign. 
That Bids You ~ 
Welcome) 


Whenever you are in Chicago you 

are welcome at the Western office of 

the Boot and Shoe Recorder—in the 

Security Building on the southeast corner of 
Madison and Wells Streets. 


Since we printed this invitation last month a 
number of merchants have responded to it. 
We want you to come in and feel at home 
—and to avail yourself of any service or in- 
formation that we can give. 


Mail This Coupon for Manufacturers’ Catalogs and Literature 


0 Booklets on Leather 0 Rugs 
0 Show Cards 0 Pillows 
O Store Record System 0 Valances 
0 Bookkeeping System 0 Decorating Plush 
Store Equipment Office Equipment 
0 Store Front Construction 0 Adding Machines 
0 Show Cases 0 Bookkeeping Systems 
O Counters 0 Stock Record System 
0 Shelving 0 Check Protector 
0 Ladders Q Sales Check Books 
D Seating Merchandise 

" CO Hosiery (kind) 

irrors C) Shoes (kind) 
O Cash Registers 0 Arch Supports, metal 
0 Cash Carriers E 0 Arch Supports, non metal 
0 Foot Measuring Devices 4 Hosiery Display Fixtures 
0 X-Ray Machines © Shoe Trees 
Window Equi ment Miscellaneous 
O Permanent Backgrounds 9 Repair Equipment 
O Display Fixtures 0 Play Room ipment 
0 Color Reflectors o Duplicators 
Decorations 0 Stock Boxes 
: Floral Decorations 0 Carton Labels 

+ my, Backgrounds O Leg Forms 


Cards 
0D For Men 


pAdvertising Novelties 0 For Women 
O For Children 
0 For Men 


For Children 
Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago 


OSouvenirs D0 For Women 
Oo 


Remarks 


























Address 





City and State 
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This 
< 


Equals 


This 
< 


Our New Spring Catalog 


“THE GUIDE TO BETTER 
WINDOW DISPLAYS’’ 
Write for it today 


The Adler-Jones Co. 


645 So. Wells St. CHICAGO 


will help you. 
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PERIOD 
¢ FIXTURES 
“ 


OMPLETE Sets of 
Period Fixtures 
4 for any line of busi- 
ness; supplied in all 
Sebelertae muceleremeballjere- 

or combination of 


finishes 


° 
Catalogues sent on request 


ery type of Display Fixture known” 


— 


RANKET| 




















Mr. Thomas Meighan, too— 


Bg: MEIGHAN, romantic leading man of many 
successful releases, the screen embodiment of genial 
good humor and rugged honesty, gives unqualified en- 
dorsement to visible eyelets as a style essential and mark 
of quality on his footwear. 


The tan boots worn by Mr. Meighan 
are instantly identified as shoes of 
quality by the Diamond Brand 
(Visible) Fast Color Eyelets. 
Their genuine celluloid tops never 
lose their color. They promote easy 
lacing, retain their original finish 
indefinitely, and actually outwear 
the shoe. 


Mr. Meighan knows that before the inquisitive eye of 
the camera, through which hundreds of thousands of 
persons scrutinize his wardrobe, he must appear in well- 
groomed correctness. He therefore insists that his shoes 
_2 finished with visible eyelets. 


The correctly attired, up-standing men of every commu- 
nity, no less than the country’s screen favorites, are aware 
of the desirability of selecting shoes with visible eyelets— 
an assurance, in advance, that the shoes are stylish and 
of inherent worth. 


Ask for shoes with visible eyelets! 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 

















DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS 


ALWAYS LOOK NEW NEVER WEAR BRASSY 


Manufactured under Patents 


LOOK FOR THE DIAMOND 


TRADE MARK 
Registered in U. S. Patent Office 


None But Tue Genutne Fast Cotor Eyvetets HAve Turis DiamMonp Branp 


Supplied with regular Nickeled Barrels or with Special Stainless Barrels in 
lengths, sizes, and finishes, and all Standard Colors. 


SPECIAL STAINLESS BARRELS 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 
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What’s Wrong with This Window Display? 


Answer: No Showing of Shoe Trees! 


Get the benefit of the business “Miller” 
Shoe Trees bring, by featuring them in your 
window displays. 
SHOW 
“MILLER” They sell easily. They pay well. The 
SHOE TREES Investment is small. The turnover is large. 


IN 
YOUR STORE “Miller” Shoe Trees create customer sat- 


WINDOWS isfaction and good will by maintaining the 
goodness of the shoes you sell. 


—SHOE TREE DIVISION— 


O. A. MILLER TREEING MCH. Co. 
BROCKTON, MASS. 
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A Book with real 
decorative ideas 


February 23, 1924 





for you! 


Every Display Man and Merchant wants to know about the 
newest and most attractive decorations that will make his show 
windows a success. Here is a new book brim full of such decora- 
tions. Most of the illustrations are in actual colors. 


Visit our elaborate show rooms when in Chicago. 


Write for your copy Today. 





COMPLETE OFFERING 

Artistic 1 Designs 

a ial Flowers and 
tive Units 


IMPORTERS ond MANUFACTURERS 
3S? W CHICAGO AVE 
Chicago, fit 








LBaumannelo, 


347 W. Chicago Ave., Chicago 


Headquarters for Display Ideas and Service 
Manufacturers and Importers of Flowers and Floral Decorations 


A quality product that satisfies your customer— 
doing its duty in a way no other shoe dressing 
does. Restores color. Preserves Leather. Adds 
beauty, flexibility and more satisfaction to shoe 
leather. Free from acids—containing only ingred- 
ients good for leather. 
Nu-Shine is a fast selling shoe dressing because your customers come back for 
more and tell their friends and neighbors about its excellent qualities. It protects 
your goodwill. 
Nu-Shine in‘following colors: White Canvas, White Kid, Light Tan, Nut Brown, 
Cordovan and Black. Nu-Clean for,satin, silk and suede. Retails 25 cents 31% oz. 
bottle. $2.00 per dozen. $24.00 per gross, 
freight allowed. 


/ /, / ; / If your jobber cannot supply you, order 
/ direct, giving name of your favorite jobber. 
1/7 Supply advertising help with each order. 


4 


Reidsville, N. C. 











Feb 
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Watch 


Your 





Business 





Closely 








AND FINANCIAL 
RISON SALES, PROFIT AND LOSS iD 
WARLY COMPA’ PERIODS OF SIX 











PROTECT YOUR 
BUSINESS BY 
KEEPING A CLOSE 
CHECK ON IT. 








STIMULATE YOUR BUSINESS BY STIMU- 
LATING YOURSELF WITH AN ACCURATE 


Is Your Business Growing 
KNOWLEDGE OF WHAT YOU ARE DOING. 


There is just one way to do a thing and do it 
right. Arranging an ordinary set of books to fit 
the needs of a shoe store demands the services of MAIL THIS COUPON TODAY! 
an expert in retail shoe merchandising as well as 
an expert accountant, that is if it is to be done BOOT & SHOE RECORDER 

. Shoe Store Service Department 
right. 189 W. Madison Street, Chicago, Il. 
Please send me,express prepaid, STORE RECORDS 
STORE RECORDS SIMPLIFIED has been SIMPLIFIED. ; 3 
prepared by experts retained by the BOOT & ee re LS eine 
SHOE RECORDER. It is another one of the wise I will return the system at your_expense. 
RECORDER'S services to the retail shoe mer- 
chant, and will help you conduct your business 
right. 
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WESTERN SERVICE DEPARTMENT, 189 W. MADISON ST. CHICAGO, ILL. 
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DO YOU KNOW? 


Cinderella Suede Sticks are 

made in over 50 shades — 

ground of solid colors, they 

will thoroughly clean and re- 

color nappy leathers. This 
package contains handy buffer and Suede brush 
that make it easy to use. 


Wire suede brush with felt buffer can be 
bought separately for $2.00 per dozen. 


THEN 


Note that Cinderella Silver Slipper Cleaner is 
pleasing more people each year of its leader- 
ship because it does what it 

claums to do— thoroughly clean 

and replate tarnished and 

worn silver cloth slippers. 


Why not use these Cinderella 
Good Will Builders to increase 
your customers’ satisfaction ? 


Produced by 
EVERETT & BARRON CO. 
Providence, R. I. 

Makers of highest quality 
footwear finishes 











Seamless Kantainer 





Meets factory needs. Pressed from one sheet of cold 
rolled steel—it can’t crack, break or leak. No seams 
to open. Lasts as long as your plant. 
Factories, large and small, have adopted it for—holding parts; 
catching steel shavings ;catching oil drip; delivery containers, etc. 
Sold only direct from our factory to you. 
Comes in five sizes. 26-gallon Kantainer 
sent on 10 days’ free trial, you pay express. 
R) Use Request Coupon below. 
SEAMLESS STEEL PRODUCTS CO. 


Milwaukee 


SEAMI FESS STEEL PRODUCTS CO. 

Dept. M 5, Milwaukee, Wis. 

Gentlemen: Please send Kantainer 10 days’ free trial; as offered. 
Name.... 

ae 


_— Sncnttigaaidimneieinitas 
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HARD TOE BALLETS 


“Foot Lite’’ 
Ballet 
Slippers 
IN STOCK 


B, C and D Widths 
Satins on Order 


SUPERIOR PRODUCT THROUGH 
LONG EXPERIENCE 


SOFT TOE BALLETS 
No. 601—Black Glazed Kid 


C’and ]D j Widths 
Whice Kid'to Order 





Have you seen our right and left last Ballet Slippers? If 
noc send for samples of this new model of perfect Ballet 
Slipper style. 


BROOKS SHOE MFG. CO. 


1731-41 N. 6TH ST. PHILADELPHIA 











ARTISTIC DISPLAY 
FIXTURES 


Tastefully Designed and Well Made 


Illustrated—No. 1781-S 


Diamond top shoe — as 
top—12, 18, 24 and 30 ine 
heights—all standard finishes. 


ARTISTIC WOOD 
TURNING WORKS 


511 N. Halsted St. CHICAGO 


Successors to Polay Fixture Service 








APPROVED BY | 
MEDICAL MEN | 


ake your j 
children'’sshoes 
VENTILATION: complete by 
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Standardized, Sectional 
—— Equipment for Shoe Stores 





New Way Assembly Plan 

Interchangeable Unite. : . 

» Sceptre ar neuen TH the New Way standardized equip- 

py em of a solid ment for shoe stores an installation of any size 
can be quickly and conveniently made. 


Any combination of 
ee Gae Manufactured in large quantities New Way shoe store 
pilaster and end. equipment of the usual high quality of Grand Rapids Show 
Case Company’s products can be bought in sections at an 
extremely low price—in fact at about the cost of cheaply 


constructed built-in type of equipment. 


Made of Quarter-Sawed Oak, Birch, Mahogany or Walnut 
and beautifully finished; knock-down construction; easily 
moved and assembled. 


New Way sectional units can be added at any time thus 
transforming it into complete unit equipment for additional 
lines of merchandise. 





Better make an investigation of New Way sectional 
shoe store equipment as applied to your individual 
needs. Illustrations and prices sent upon request. 


GRAND RAPIDS SHOW CASE CO. 


World’s Largest Designers and Manufacturers of Complete Store Equipment. 
FACTORIES: GRAND RAPIDS, MICH. . PORTLAND, ORE. 


OFFICES IN MOST PRINCIPAL CITIES. CONSULT TELEPHONE DIRECTORY 
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THE BURNS ORIGINAL UNIVERSAL SANDAL 
IN STOCK FOR IMMEDIATE DELIVERY 


Future orders ac- 
cepted for 


February 
and March 


Terms: 
Net 30 Days 


Black Kid 
$4.25 
White Nu Buck 
$4.25 
Fawn Nu Buck 
$5.25 


Otter Nu Buck 
$5.25 


Black Ooze Calf 
$5.25 


t Faultless In Fit, Style and Comfort | 


For Dancing or 1 
; Street Wear . Turns thet will 


stand up and 
wear, they do not 
rip. 





White Kid 
$4.50 


Gray Nu Buck 
$5.00 








THE ORIGINAL | 


Especially Attractive to Dealers Who Feature Short Vamp Shoes. Red Kid 


Brown Kid $4.25 Patent Colt $4.25 Gold Kid $10.00 $5.00 
Carried In Stock in A and C Widths 
Green Kid 


BURNS wa 


SHORT VAMP SHOES Blue Kid 
B525 So. Broadway Los Angeles, Cal. $5.00 








0000008 60600600 0600 0000000 0 60000006 600000000800 


IN STOCK—Ready to Ship 


Pat. Chrome, Field Mouse Top, 3 Bar 


Collar, Rubber Heel, McKay 


346—Child's 8 4 to 

347—Child's 8 4 to 

399—Child's 8}, toll, 
turn 


‘ ° Child’s Turn in Combination Leathers, 
Misses’ Patent, Cut-Out Quarter, McKay, Plain Toe, Button, Wheeled Edge. 
Front Strap, Winner Pattern. 200—Child’s Patent Vamp, Dull Top, 
6610—114 to2,C D& FE............ $2.50 Wedge 3-8 $1.7 
6611—8 4 to 11, D&E... 2.0.0... 2.30 201—Infant's, No Heel, 18 hs :.. 1.50 
4—Child’s Patent Vam ii ouse 
Send for catalog Top, Wedge Heel, 3.8............. 1.75 


Weimer, Wright & Watkin Co. 


39 S. Second Street, Philadelphia 


Dealer Influence is secured thru advertising ut ne Dovt and Shwe Hecoraer. 
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No. 1 oak 


No. 1 Chicago Cit: 
lea 


Kips for apper leather 
yay tyr 





Native steers, as used in sole leather, 
harness, etc 


Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 


Peak Bouate, | goes 


$0.35 $1.40 
30 1.40 
-28 1.30 
-22 -75 
-20 65 
50 1.40 
30 ‘ 


—— ee te 


20 
85 
1.40 


Sole Leather (Price Per Pound) 


- 33 $0.56 @$0.58 $0.34 
d -92 95 55 

‘ 98 1.05 -60 

ee . 1.15 1.25 -70 


Sakssssn sssssses 


had kkk 


Raw Hides and Skins (Price Per Pound) 


(1913 Av.) 


0: 15 
-80 
-26 


Sept. 1, 1922 


ee 18% $0.52 @$0.55 ee 380.20 48, oe 16 
ee 18 ee -50 ee 18 ee 15 
ee 17 ee 62 ee 19 114%@ .12 
° 17 ee -50 es -16 ee ll 
ee AS ‘ 50 $0.13 13% -08%4 @ .09 
es . é 4% 


45 
80 
-65 

42 


15 -20 
16% 17% 


as: kaesaebaskkshs 
aasssuashkeskssaa 


$0.50 
58 
65 
80 


Today 


21% $.15 -21 
14 é tits 
oe 18 








Leather Business on Firmer Basis 


HE tone to the leather situation is 
[ aecieaty brighter judging from the 

optimistic talks of leading tanners 
at recent conventions and trade gatherings 
The liquidation from the inflation of a few 
years ago is said to be relatively complete 
from hide merchant to shoe manufacturer. 
The leather business is generally on a 
firmer footing. Quotations are no longer of 
the nominal type and prices are being 
strongly maintained. 

Leading tanners predict an excellent 
business for 1924. Upper leather prices are 
now said to be below replacement values. 
Hides have advanced considerably the 
past few weeks and the opinion is held that 
they will probably continue to rise faster 
than leather. Stocks of leather in the hands 
of shoe manufacturers are small. The close 
hand-to-mouth buying of the past four to 
six months is not without its effect now. 
With a normal shoe business for the year 
stocks of good tannage of leather will be 
more eagerly sought. 

Large sales of raw material have taken 
place the past week to ten days and ad- 
vances of a full cent per pound were paid 
on several selections. The hide market is 
closely sold up to slaughter. 


Sole Leather Situation 
The sole leather market is showing im- 
provement and sales show an increased 
volume during the past month. Selling 
prices have become stronger showing ad- 


vances ranging from Ic to 3c per pound on 
the standard tannages of sole leather. If 
the hides going into sole leather continue 
to advance higher prices appear inevitable 
on the best grades. Sole cutters are the 
principal buyersof union and the purchases 
of union backs have been larger the past 
two weeks. Packer steer backs are strongly 
maintained at 44c to 46c per pound; 
packer cow backs, medium and heavy, 
37c to 40c per pound. Improvement is 
noted in the oak sole market. Good sized 
lots have been sold at reported advances 
of lc to 2c per pound. Oak backs have 
been quoted at 40c to 42c per pound for 
steers and cow backs 36c to 40c. Shoe 
manufacturers’ bends are quoted at 48c 
to 55c per pound. 


Calf Leathers 

More interest is being shown in the 
upper leather business and the aggregate 
of sales is much larger than some weeks 
ago. While the buying continues for im- 
mediate needs, more sample orders are 
being placed and a good season is ex- 
pected. 

The principal difficulty has been in 
deciding what would be the most popular 
leathers. While advances have been tried 
on the various selections of calf, prevailing 
quotations show little change. Some of 
the standard tannages of full grain colors 
are quoted at 45c to 48c per foot; 40c 
for medium and 30c on third selections 


of plump weights. Light weight and spready 
leathers are quoted at 5c per foot less. 
Increased interest is shown in suede fin- 
ishes and prices are stronger than a few 
weeks ago. Top selections of suede in 
colors are still offered at 55c to 65c per , 
foot. Medium selections range from 40c to 
50c. 
Side Upper Leathers 


A fair business is being carried on in side | 
upper leathers. Quotations for standard 
chrome colored sides range from 26c to | 
28c; second grades 24c to 25c; other grades | 
lower according to quality. There has | 
been more active business in buck finishes, | 
prices ranging from 35c to 45c per foot. ; 
Full grain boarded side leathers are , 
quoted up to 3lc per foot. A good call al 
vails for elk leathers. 

A fair business is reported in patent 
chrome sides with more interest shown in 
the medium and lower grades. Prices are | 
maintained on the same basis of the past | 
few weeks with the first three selections | 
offered at 45c, 40c and 35c per foot. 
Cheaper selections range from 25c per | 
foot downward, according to quality. Pa- | 
tent leather tanners anticipate a good sea- | 
son with prices strongly maintained. Pa- | 
tent kid is in fair demand with the'top se- | 
lections quoted at 65c to 75c per foot and 
patent colt offered at 55c to 65¢: 


There is little change in the demand for | 
glazed kid. 
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Our Fall Campaign 


to be launched 1n March 
will be the most aggress- 
ive and comprehensive in | 
our career. 


2G op SBSORRrFPS ASB RABE KL SS? 


Watch this page for our 


| ta 

announcements. th 
Yours for service! | . 

ha 

Howard ¢€9 Foster Co. ait 
Address All Communications to the Factory - vl 
Brockton, Mass. to 
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Calls Attention to Steady Increases in 
Overshoe and Rubber 


RETAIL shoe merchant in a large 
eastern city, who has analyzed fac- 
= tors of his rubber trade, recently 
committed himself on his ideas pertaining 
to the increased buying of overshoes. He 
said he noticed both men and women 
bought freely of this type of rubber foot- 
wear this winter, even when the winter 
was much milder than the average cold 
season. The outstanding note of his argu- 
ment was that he feels that men and 
women alike are keenly interested in hav- 
ing the best of protection in the way of 
footwear during the cold months, and 
therefore buy overshoes year in and year 
out, whether the winter be very severe or 
mild. 

The merchant’s story follows: “‘Arctics 
for men, have sold well this winter. In- 
deed, our sales total up better than I ex- 
pected, considering the mildness of the 
winter in this section. 

“It is to the ‘dry footmen’ that I credit 
our good sales. ‘Dry footmen’ is a new 
term that I coined myself. Anybody can 
use it. I’m notrunning one of these $50-for- 
the-best-word contests. 


Men's Overshoe Trade Gains Steadily 


“You know,” continued the merchant, 
“that we did a big business on flapping 
arctics for flappers, while the fad was on. 
And that got a lot of attention. But busi- 
ness in men’s overshoes and rubbers, too, 
has kept growing steadily, although not 
attracting a great deal of attention. 

“T looked into the matter a little, and 
I am satisfied that it is the ‘dry footmen’ 
who are giving us our bigger business on 
overshoes and rubbers. These ‘dry foot- 
men’ are the fellows who have sense enough 
to keep their feet warm and dry in winter. 

“T suspect that the insurance companies 
have something to do with it. Most every 
man carries a policy these days. And 


every once in a while, he gets a letter from 
the insurance company advising him to go 
around to the doctor, to be examined. 
That starts him to thinking about his 
health, and when he thinks about his 
health, he remembers to keep his feet 
warm and dry in winter time. He buys 
overshoes or rubbers. 

“Besides, the insurance companies, and 
the doctors, too, are warning men against 
catching colds. Even the hard-headed fac- 
tory superintendents have got into the 
game, for they are finding that colds keep 
a lot of men away from work, so that pro- 
duction falls off. The way to keep off a 
cold, and to keep on the job, is to wear 
overshoes and keep in the ‘dry foot’ class. 


Expects Increases to Continue 


“So, all along the line you find the doc- 
tors, the insurance companies and employ- 
ment managers and factory superintend- 
ents approving of the ‘dry footmen’. 
Hence our sales of overshoes and rubbers 
to men show increases, and as this increase 
is based on sound sense I believe it will go 
on in the future. 

“T’ll bet you that wherever there is a 
low death rate among men, you will find 
that there are large sales of overshoes and 
rubbers to men.” 


Rubbers for Workers 


“Rubbers are on the feet of every one 
of them,” said a shoeman, as he pointed 
to a score and more of men, busily en- 
gaged in some construction work in Bos- 
ton’s shoe and leather market the other 
day. 

Sure enough, all of the gang, including 
the ditch digger and the engineer in charge 
of the job, wore rubber footwear of va- 
rious types. The day was wintry—and the 
work of such a nature that rubbers were 


- Gar, aL 
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This is H.C. Barton with his “Snowmobile.” He covers northern Wisconsin for B. F. Goodrich 
Rubber Co. and uses his unique motor ont in getting Zipper boots lo the snowbound regions of 
/isconsin 


Trade 


needed. Comfortable-looking shoes of 
rubber fitted over woolen socks gave the 
laborers a feeling of warmth and comfort. 

“I might not have noticed that every 
one of these workers had on rubber shoes,” 
continued the shoe man, “‘if it had not been 
that I had just read a story about men do- 
ing less manual work like ditch digging. 
The article said men were buying fewer 
work shoes. The story was on the author- 
ity of one of the country’s leading shoe 
manufacturers. 

“But,” continued the shoeman, “I’m 
beginning to think that men are doing 
more manual labor than ever, and that 
they are wearing a lot more rubber work 
shoes than we realize.” 


Hood Rubber Stock Issue 


A special meeting of stockholders of the 
Hood Rubber Company has been called 
for Feb. 18 to authorize an increase of 
16,000 shares of 7 per cent preferred 
stock, the proceeds of $1,600,000 to be 
devoted in part for plant additions and 
improvements, which will include new 
machinery and labor-saving devices, mak- 
ing for better efficiency, and also to pro- 
vide additional working capital. 

The present preferred shareholders will 
be offered the right to purchase the new 
stock at par, $100, in the ratio of one new 
share for each three shares now owned. 
Subscriptions for the new stock must be 
entered and payment made on or before 
March 1, 1924. Certificates for the new 
stock will be issued as of March 31, 1924, 
and the stock will be entitled to the divi- 
dend of May 1, 1924. 

The company now has outstanding 
$4,550,000 of 7 per cent preferred, and the 
Hood Rubber Products, a subsidiary, has 
$1,000,000 of 7 per cent preferred. 


New Corporations 


The Plyrubber Co., of Boston, was in- 
corporated recently, to make rubber foot- 
wear and substitutes, $50,000 capital. 
Clifford Roberts and H. B. Potter, of 
England and H. E. Wardsworth, of Plain- 
field, N. H., incorporators. 


Demand for Rubber Footwear 


Akron, O., February 12—During the 
past two weeks there has been an un- 
usually heavy demand for rubber foot- 
wear and galoshes. The weather since 
the holidays has been very favorable to 
the shoe merchant who for a time believed 
his rubber footwear stock would remain in 
a large part on the shelves. 
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“THE PATSY” 


Sample E 772 


A hand turned, patent colt, dull calf trimmed, one 
button sandal, with a modified round toe last. No. 
37, 12/8 covered box heel, can be made over same 
toe last. No. 34, with a 14/8 Spanish heel. 


a Sa shias ddnwegaue tenant $5.85 
In Black and colored suedes........ . . $6.50 
In White and colored kid........ ..... . $6.50 


THE DUTTENHOFER-STEVENS CO. 


Makers of 
Women’s High Grade Footwear 
CINCINNATI 


“Master Shoemakers” 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Men Favoring Light Tans 


Undecided Trend to Retail Shoe Situation—Good Indications 
for Spring Trade 


URING the week ending February 
16 trade in the retail shoe stores was 
fairly good. Salesmen noticed a sharp 
distinction in the characteristics of those 
who expressed eagerness for footwear. On 
one hand there were those who were seek- 
ing bargains, while in contrast there were 
those who were looking for something 
new. Then there was that class who were 
interested only in buying something to 
“tide them over” until early spring. 
The outstanding feature was the large 
increase in sales of men’s light tan shoes. 
Until last week, black has been outselling 
tan, but the lighter tans have made 
considerable headway and promise to 
grow stronger in favor as the season ap- 
proaches. One merchant has concluded 
that the women folks are somewhat to 
blame for this; his argument being that 
women are wearing artistic shoes and are 
insisting men secure footwear of color to 
keep even on the style question. Several 
women have been seen to accompany the 
men in the selecting of new shoes and in 
each instance light tans were purchased. 
Mr. Dinney of the London Boot Shop 
has aided the sale of light leathers by 
acquainting customers with free shine 
service. Two men are busy every minute 
and at times customers wait ten to fifteen 
minutes to be served by these bootblacks 
who are carefully trained and understand 
how to shine tan shoes without getting 
them streaked. This stand is conveniently 
located just inside the entrance and has 
proven of considerable value from a sales 
standpoint. 


Women’s Trade Not So Good 


Women’s shoes did not sell so well. 
There was nothing to create big business 
as the weather remained moderate and 


only where bargains were displayed was 
much buying done, but sales now help in 
cleaning up stocks before the arrival of 
new styles. Buying was not restricted to 
any certain style or material, but price 
was the big consideration. Another two 
weeks of indefinite selling should reduce 
stocks to a low level and merchants are 
hoping for favorable weather for this 
period. 
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SOLD RIGHT 


Wholesalers were busy booking orders 
and report an excellent volume from out- 
of-town buyers who were here for the 
convention. One of the best posted men 
among shoe wholesalers says: “‘A notice- 
able feature was the buying of lines on 
more staple shoes. Merchants are begin- 
ning to realize the importance of concen- 
trating purchases and are inclined to 
keep away from what to them looks like 
freak merchandise. They have had three 
years of buying style shoes and have 
learned how to discriminate. If manufac- 
turers and wholesalers will now lend their 
aid by suggesting merchandising plans 
the shoe industry will soon find itself on a 
profitable basis.” 





ST. LOUIS 


Black Satins for Spring 


Manufacturers Received Fewer Orders at N. 


S. R. A. Con- 


vention—Airedale and Gray Suedes Promise to be Strong 


HE St. Louis shoe manufacturers 

exhibiting at the N. S. R. A. Con- 
vention in Chicago were keenly disap- 
pointed in the volume of business trans- 
acted during their four-day stay. While a 
great many shoes were sold at the hotels, 
few orders were booked at the booths in 
the Coliseum, where the exhibit of shoes 
was held. 

Comparing the volume this year with 
that of the same period of a year ago, 
there was a shrinkage of at least 50 per 
cent in the business booked. This is at- 
tributed to the lack of attendance, which 
was a source of discussion throughout the 
convention. Much of the business booked 
at previous conventions was not forth- 
coming, as it was necessary, due to the 
dates this year, to have shoes in the fac- 
tory before the convention to assure 
delivery in time for Easter selling. 

Few of the St. Louis manufacturers 
were able to promise shoes booked at the. 
convention for Easter delivery, except the 


in-stock houses. Some space was found in 
a few factories, but many were quoting a 
May Ist delivery. 

Black satin was an outstanding number 
in the selling by St. Louis exhibitors. 
Airedale suede was another material re- 
ported to be wanted as well as gray suede. 
The latter material was not as strong as 
Airedale. White kid unquestionably will 
outstrip all other materials in the summer 
footwear field as indications are that 
there will be little, if any, colored trimmed 
whites. sold. A few numbers with lizard 
trimmings were sought in the buying. A 
number of buckle effects were seen in the 
display. The buckle is oblong and usually 
of hammered metal material, and used to 
conceal the center goring of which there 
were quite a few styles shown. 


T. G. Morfit Resigns 
T. G. Morfit, president of the Rice- 
Hutchins St. Louis Company, resigned 
after a connection with this firm lasting 
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20 years. He has not announced his future 
plans. 


Joins Rice-Hutchins 


W. T. Stephenson of Brown Shoe Com- 
pany has resigned from that company to 
join the Rice-Hutchins St. Louis Com- 
pany. 


Vinsonhaler a Manufacturer 


Harry Vinsonhaler of the Vinsonhaler 
Shoe Company has taken over the con- 
troling interest in the F. C. Church Shoe 
Company from the estate of the late Fred 
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C. Church, who died a few weeks ago 
after a lingering illness. 

The business will continue under the 
present name with the same personnel 
and manufacturing policy of producing a 
line of women’s novelty footwear for the 
jobber and the big city trade. 


Increased Sales 


William Moder, manager of the shoe 
department of Browning-King Company 
stated that sales had increased at least 50 
per cent during the past three months 
since the department has been moved to 
the first floor from the basement. 
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MILWAUKEE 


Colonials Selling Very Freely 


New Displays of Women’s Footwear for Spring Feature 
Straps, Cut-Outs and Sandals ‘ 


well-known “between seasons” period 
with two conflicting activities going on in 
practically every store of consequence in 
the city. With one eye on the bargain 
hunter and the other on the fashion seeker, 
the local shoe merchant finds himself espe- 
cially busy at this time of the year. Spring 
showings, as such, have not formally taken 
place; yet almost without exception, Mil- 
waukee’s leading shoe stores are showing 
“authentic spring styles.’’ Charles Collar, 
head of the shoe department of Gimbel 
Brothers’ large department store, has a 
particularly attractive and advanced 
showing of the new modes, on the main 
aisle of the big store. Modified colonials, 
extreme cut-out sandal effects, and novelty 
brocades dominate the exhibit. 


wa merchants are in the midst of the 


Colonial Effects Strong 


At Caspari and Virmond’s, the run at 
the present time is on the Colonial effects, 
especially in dull finish. Black has the color 
call, almost to the exclusion of the newer 
shades. A lower heel distinguishes the 
Colonials being shown at this time. Cas- 
pari's report a heavy run on hosiery of all 
kinds, with such shades as fawn, sunset, 
and the like, heavy favorites. Sheer hosiery 
continues to occupy a high place in the 
regard of feminine buyers. 


Sees Trade Opportunities 


Bernard H. Noll, a native of Milwaukee, 
now American trade commissioner at Rio 
de Janeiro, Brazil, is spending some time in 
Milwaukee visiting his mother, and inci- 
dentally holding conferences with local 
manufacturers and wholesalers. Mr. Noll 
says there is a big opening for American 
products in South America, which refers 
especially to boots and shoes and leather 
goods, agricultural machinery and motor 
vehicles. Since the United States consumes 


75 per cent of the coffee raised in Brazil 
and American exports to that nation are 
not at all equally balanced, Mr. Noll be- 
lieves United States producers have not 
taken advantage of the opportunity to its 
fullest extent. Milwaukee boot and shoe 
manufacturers have shown a deep interest 
in Mr. Noll’s mission and look to see some 
good results. 


Boost for Milwaukee 


Milwaukee manufactures, in which 
boots and shoes hold a most important 
place, will receive the most notable and 
impressive promotion in history, judging 
by plans of the Milwaukee Advertising 
Club for activities at the International 
Convention of the Associated Advertising 
Clubs of the World in London, England, 
from July 14 to 20, 1924. A large delega- 
tion will be sent from Milwaukee, accom- 
panying two distinct exhibits. One will be 
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Badger Convention 


With another great National Con- 
vention past, Wisconsin boot and 
shoe merchants have turned their 
attention to the planning of the pre- 
liminary details of the 1924 conven- 
tion of the Wisconsin association, 
which will be held at the Hotel 
Retlaw, in Fond du Lac, on August 
5, 6, and 7. President Richard E. 
Sager, of Green Bay, and Secretary 
Harry Lucas, of Milwaukee, devoted 
much of their time at the Chicago 
convention to getting tips for mak- 
ing the state meeting of even greater 
profit than ever before. A. C. Egel- 
hoff, chairman of the local con- 
vention committee, likewise is ener- 
getically “‘on the job” and making 
excellent progress with arrange- 
ments. 











a display of articles manufactured in Mil- 
waukee and widely advertised and sold in 
Great Britain, and the other will consist of 
advertisements created in Milwaukee, but 
not necessarily of Milwaukee products. 
The boot and shoe industry is co-operating 
with J. S. Bartlett, chairman in charge of 
the products exhibit, as it has a particu- 
larly important interest in British trade. 


Sales Continue 


Besides the spring showings, local stores 
are concentrating on removal of surplus 
stock and the $5, $7.50, and $8.95 signs, 
done in bright colors and large-size print- 
ing, are very common on Grand Avenue, 
principal shopping street of the city. Uni- 
form success is being meted out to the 
stores in the matter of sales, much stock 
having already been disposed of at con- 


servative price-cut levels. 





CINCINNATI 
Clearance Sales Prove Satisfactory 


Patents and Black Satins Selling Freely—Grays Commence to 
Show Strength and Men’s Trade Is Good 


HE semi-annual clearance sales in the 

downtown retail shoe stores drew 
heavy patronage during the week ending 
February 16. The weather throughout the 
major portion of the week was clear and 
cold and ideal selling weather. Business 
during the present sales period has been 
very satisfactory and is considered to be a 
forerunner of a brisk trade during the 
spring selling season. 


Black Models Leaders 


Blacks have been in the heaviest de- 
mand. Patents and satins have been 





bought in good quantities while browns 
also have had ready sales. Strap effects 
have been given the preference by the ma- 
jority of the women. Grays are beginning 
to show signs of returning strength in some 
of the stores. 

Men’s shoes have been commanding 
good sales. In fact, the men’s trade has 
been better throughout the winter than 
the women’s, and the managers of the 
men’s departments and of the stores sell- 
ing exclusively to men have cleaned out 
the odds and ends successfully. Several of 
these stores are already showing the ad- 
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vance styles in men’s footwear for 


spring. 


Manufacturers Say Business Is Good 


Cincinnati shoe factories have been 
booking splendid business. Several of the 
local factories have sufficient orders on 
their books at present to insure the full 
time operation of their plants until well 
into May. Other factories express their 
confidence in business conditions and re- 
port that they are running on a heavy 
schedule. Road salesmen have been send- 
ing in good orders lately and it looks as 
though there will be large production in 
the Cincinnati market for the next few 
months at least. 


Good Call for Lizard Leathers 


There is still a strong run on lizards, 
according to the orders that are being 
booked by the Cahill Shoe Company. 
Many orders are also being placed for 
bucks, grays, browns, and patents in strap 
effects. Colored kids are also in big de- 
mand for immediate delivery. These are in 
all colors of the rainbow. 


For After-Easter Selling 


The Vollman-Lawrence Company is sold 
up to May 10 on a 1600 pair McKay 
basis. This is in addition to the business 
that has been booked for welts. George R. 
Vollman, president of the company, states 
that the trend of the demand for after- 
Easter selling is toward whites, patents, 
and satins. 


Change in Last Company 


E. E. Furstenau has sold out his interest 
in the Cincinnati Last Company to Arthur 
Wolf and Joe Perriot. The company will 
continue to be operated as the Cincinnati 
Last Company and will continue in the 
business of remodeling lasts. Mr. Furst- 
enau is with the Cincinnati division of the 
Goodyear Tire and Rubber Company. 


“Bill” Graves is Dead 


W. H. “Bill” Graves died at Leslie, 
Mich., recently. He was sales manager of 
the Roth Shoe Manufacturing Company 
of this city. He traveled principally in the 
State of Iowa, and also made the large 
cities of the Middle West, such as Chicago 
and St. Louis. Before coming to Cincinnati 
he was associated with the Green Wheeler 
Shoe Company of Fort Dodge, Iowa. Mr. 
Graves is survived by his widow and one 
son, W. H. Graves, Jr. His home was in 
Leslie, Mich. 





I. S. R. A. Year Book 


The year book of the Iowa Shoe Re- 
tailers’ Association is now being in the pro- 
cess of completion. Secretary Ira Welch 
expects to be able to have it in the hands of 
members about March 1, which is earlier 
than usual. 
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SEATTLE 


Shoe Sales Show an Increase 


Healthy Tone to Every Industry—February Commenced 
Well in Stores and Buying Is Satisfactory 


N exceedingly good January month 

in the shoe business is reported by 
merchants throughout the city. Business 
is estimated to have advanced ten per- 
cent over that of last year for the same 
month. Clearance sales have rounded out 
well and the month of February started 
off with a good volume of sales. Industries 
in general show an advance in volume of 
from ten to forty per cent with lumber 
showing the largest increase; jewelry sec- 
ond and drygoods and shoes third. 


New Baxter Store 


The new store of Baxter and Baxter at 
1408 Second avenue is nearing completion 
and will be opened late in the month. A 
high grade line of ladies’ shoes only will be 
handled at the new store, according to 
B. H. Baxter who has just returned from a 
trip to the East. Men’s shoes and a popu- 
lar priced line of women’s shoes will be 
handled in the present location until the 
expiration of the present lease. Corrective 
shoes will eventually be moved to the new 
location. 

Enlarging Lindgren’s Store 

Lindgren’s Form Fitter Shoe Shop, 
1307 Fourth avenue, is being remodeled 
and built 16 feet deeper. Half the frontage 
of the shop will be given up and the wo- 
men’s and men’s sections, at present segre- 


gated in the two halves of the store with 
separate entrances, will be divided on the 
two sides of the remodeled store. 


Airedale Suede on Display 


Airedale suede is one of the new spring 
styles shown at Turrell’s. Trousex 
creased oxfords in calfskin are leading 
sellers at this store and are expected to be 
very popular throughout the spring. 
Crepe rubber soles on sport shoes in two 
tone effects are featured among the new 
merchandise. Step-ins and Southern ties 
are looked upon with considerable interest 
for the coming season. 

Plans for Spring Opening 

While the date for general spring open- 
ing has not yet been decided upon, the date 
of March 10 is now under consideration. 
Merchants are showing a good deal of new 
merchandise as it arrives but some con- 
certed effort toward some elaboration of 
display in co-operation with other mer- 
chants under the auspices of the Retail 
Shoe Men’s Association, will be made 
next month. 


The Hosiery Trade 


Chiffon hosiery still leads in volume of 
sales and light shades are predominant. 
Nude shades are most popular. 





MINNEAPOLIS 


Healthier Tone to Business 


Sandals in Varied Colors Look Like Spring Leaders 


Conven- 





tion Program of Northwestern Retailers’ Association Complete 


DECIDEDLY better tone to the 

shoe trade is reported by retail shoe 
merchants. Weather conditions have taken 
a favorable turn for stimulating the de- 
mand for new footwear. The city has en- 
joyed several weeks of good weather and 
as a result there has been good buying for 
this time of year. Oxfords and pumps are 
selling freely, with sandals already be- 
ginning to find more purchasers. The san- 
dals are being shown in colors and low 
heels. 


New Men’s Store 
Mayer M. Braman opened a new men’s 
shoe store on Eighth Street. Mr. Braman 
was for years associated with his brother, 


Maurice Braman, who has a general shoe 
store at Tenth and Nicollet. In his new 


store Mr. Braman is carrying a large line 
of popular-priced shoes. 
Clay's Second Store 

The Henry Clay concern opened its 
second shoe store for men. The first store 
was opened in September, 1923, at 410 
Hennepin Street. The new store is located 
at 43 South Washington Avenue. 


Convention Program An- 
nounced 


The program for the annual convention 
of the Northwestern Shoe Retailers’ Asso- 
ciation convention, to be held in Minne- 
apolis at the Curtis Hotel on March 10, 
1l, and 12, has been completed by the 
program committee. 


The officers include: C. M. Stendal, 
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Minneapolis, president; E. J. Schoettly, 
St. Paul, first vice-president; L. L. Wood, 
Mankato, Minn., second vice-president; 
George S. Roth, Minneapolis, treasurer; 
H. S. McIntyre, Minneapolis, secretary; 
and George A. Pierce, Minneapolis; H. F. 
Montgomery, Rochester, Minn.; D. D. 
Bryson, St. Paul; C. H. Deppe, Duluth; 
J. W. Samuelson, Minot, N. D.; C. O. 
Johnson, Superior, Wis.; Henry Lampe, 
Huron, S. D.; and Fred Boese, Grand 
Forks, N. D., directors. 

The convention opens Monday at 10:30 
with an open forum discussion on “How 
Many Sales Should a Store Have a Year 
and When?” D. D. Bryson of St. Paul will 
be the leader. Other addresses and speakers 
on Monday include: “Sensible Retailing,” 
Sam Davis, Field Secretary, National 
Shoe Retailers Association; “Where Hope 
and Realization Meet,’ Theodore H. 
Price, Editor Finance and Commerce, New 
York City; “Developing Interest in Em- 

. ployees,”’ J. J. Louis, The Dayton Com- 
pany, Minneapolis; “Footwear Prospects 
for 1924,” Charles Patterson, treasurer 
O'Donnell Shoe Company, St. Paul; “How 
to Put Over the Shoes for the Occasion 
Idea,” George J. Nichols, The Tenico 
Company, Minneapolis. 


Sam Davis to Speak 


Sam Davis will address a special session 
of retail salesmen at 7:30 Monday evening. 

The Tuesday meetings will open at 
10 o'clock with an open forum discussion 
on “How to Sell More Pairs of Women’s 
Shoes.”’ Joe Langley of St. Paul will be the 
leader. There will also be open forum 
addresses on “How to Sell More Pairs of 
Men’s Shoes”’ and on “How to Handle the 
Customer.”’ F. W. Stanley of Minneapolis 
will lead the discussion on men’s and P. J. 
Nelsonof Minneapolison theother subject. 

Other speakers for Tuesday follow: 
“What the Minnesota Business Associa- 
tion Means to the Shoe Merchants of the 
State,”’ Judge Frank T. Wilson, secretary, 
M. B. A.; “Selling More Shoes Through 
Better Salesmanship,” T. K. Kelly, Minne- 
apolis; “Intimate Facts Regarding Shoe 
Conditions,”” Norman H. Johnson, Rich- 
mond, Va. 


Wednesday's Program 


H. W. Curry of St. Paul will open 
Wednesday's session as leader of an open 
forum discussion on “What Is the Most 
Satisfactory Way to Handle P. Ms.” 
Other speakers follow: “The Repair De- 
partment as a Source of Profit,” W. N. 
Comer, Minneapolis; “Window Displays 
That Sell Shoes,”’ C. M. Stendal, Minne- 
apolis; “Picking Styles for Your Trade,” 
C. A. Kilbourne, Minneapolis; “‘In Featur- 
ing Style Footwear Do We Overlook the 
Profit Possibilities of Staple Lines?” 
George S. Roth, Minneapolis; “Shoes in 
the Small Town Department or General 
Store,”’ A. D. Barros, St. Croix Falls, Wis.; 
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“Store Records Which Really Record,” 
G. M. Keith, Minneapolis; “Is It Desir- 
able to Use the Turnover System in 
Handling Customers?”’ Walter Peterson, 
St. Paul. 
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A banquet will be held Wednesday 
evening at 7. J. Adam Bede will speak. 
G. M. D. Posey of Minneapolis and W. F 
Enright of St. Paul will give ten-minute 
talks. 





‘ KANSAS CITY 
Foot-Schulze Sales Conference 


Most Enthusiastic gathering of Executives and Salesmen— 
Instructive Addresses by Leaders of Various Departments 


HE Kansas City branch of the Foot- 

Schulze & Co. shoe manufacturers, 
recently held the most enthusiastic sales 
conference in its history. S. O. Barton, 
president; Curtis G. Pratt, general super- 
intendent of all the factories; Clayton 
Rudberg, style man for the concern of St. 
Paul, Minn., attended the sessions and 
had important parts in the program. 

The conference was held in the morning 
at a conference room at Hotel Meulebach. 
K. L. Barton, Jr., general manager of the 
Kansas City branch, opened the meeting 
with a short talk. He touched on mercan- 
tile credit. 

J. H. Dalton discussed in detail the im- 
portance of salesmen co-operating with 
him in his credit work, and gave to each 
salesman another title, that of being an 
assistant credit man, as well as being a 
salesman. 

The fall line of shoes was on exhibition. 


K. L. Barton, Jr., opened the afternoon 
meeting with a talk on “Price and Qual- 
ity,” and then turned the merchandise 
meeting over to R. R. Noland, merchan- 
dise man and advertising manager of the 
Kansas City Branch. 

H. L. Vantrees, warehouse manager and 
in charge of samples, assisted and Mr. 
Vantrees had live models to display the 
new creations in men’s, women’s and chil- 
dren’s footwear. 

A dinner was given in a private dining 
room at the Hotel Savoy by the Foot, 
Schulze & Co., Kansas City Branch organi- 
zation, in honor of S. O. Barton, recently 
elected president of Foot, Schulze & Co. 

Mr. K. L. Barton, Sr., Father of Mr. S. 
O. Barton and Mr. K. L. Barton, Jr., who 
is also associated with the Company, 
acted as toast master. 

Addresses were made by S. O. Barton, 
K. L. Barton, Jr., and J. H. Dalton. 





DETROIT 


Straps and Gores on Display 


tarly Spring Showings Make Appearance—Lull in Buying 
Prevails in Most of the Shoe Stores 


HOE merchants feel the February 

slow-up this year almost as much as 
last. From few concerns reports are not 
too optimistic as to present condition of 
sales but signs point to good business in 
the future. Clearance sales continue in 
many stores, under one guise or another, 
in an effort to bridge over the February 
dullness, and to make as good a showing 
as possible. These take the form in some 
stores of special groups of shoes offered at 
a special price to clear, while in others 
specials are offered for Friday, or for “‘one 
day only,’ while week-end sales are fre- 
quent. 


Straps and Gores for Spring 


In some of the early showings for spring, 
and most stores are giving part of their 
display space to these now, if not all of it, 
the most apparent change is in the bring- 
ing forth of straps and gore effects in red, 
green and blue leathers and in the showing 
of alligator and other embossed leathers, 
the former in complete vamps and the 





latter in most cases as trimming. Grays 
are more prominent in some windows than 
tan shades, while in other windows grays 
are absent altogether. 

At present the selling is done on black 
lines, including suede, satin and patent, in 
the order named. 

The Colonial type is most prominent in 
the showings, due probably to the large 
steel buckle which makes it stand out from 
the other styles. Buckles in different forms 
are kept prominently displayed by some 
merchants who report favorable sales. 

The spring showing of men’s oxfords are 
mostly in heavier types, although in sev- 
eral stores the reports show a trend toward 
lighter weights as the season opens. Tans 
are largely shown, although blacks are sell- 
ing well-at the present moment. 


In New Home Five Years 
It is just five years since R. H. Fyfe 


& Co. moved into their new ten-story 
building at Woodward and Adams. Busi- 
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ness on that side of Grand Circus Park 
did not then amount to much. Today 
there are several shoe stores of prominence 
in that locality, and Fyfe’s report a very 
satisfactory year’s business just closed. 


Lincoln Display Windows 

Lincoln Memorial windows were promi- 
nent in Detroit, but one of the most 
appropriate was installed by F. E. Whit- 
lam, display manager, R. H. Fyfe & Co., 
for that firm. A framed picture of Lincoln 
was shown amidst the stars and stripes, 
and a spray of evergreens and pink roses 
spoke volumes to the passers-by. 


Enlarges Store 


The Royal Shoe Company has enlarged 
its selling space by shortening the office 
space at the rear, which is installed in a 
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balcony. The additional seating capacity 
was necessary owing to the growth of the 
business. 


Association Plans 


The Detroit Retail Shoe Dealers’ Asso- 
ciation has been considering the advisability 
of extending an invitation to the National 
Association to hold their great convention 
in Detroit in 1925, but the proposition was 
voted down after a discussion of all phases 
of local conditions. It was thought that 
the hotel accommodations were not ade- 
quate, for one thing, and for another the 
local organization did not. feel that it 
should be burdened with this immense 
undertaking at the present time. The new 
Cadillac Hotel will be completed in an- 
other year and accommodations will then 
be available, when it is probable that an 
invitation will be extended. 





CLEVELAND 


Good Trend to Shoe Buying 


First Half of February Shows Gains in Stores—Black Satin, 
Patent and Gray Are Good Sellers 


EBRUARY, the month between 
seasons, generally is quiet in this 
city so far as shoe merchants are con- 
cerned, but business has been moving 
along fairly well in spite of the period of 
the year. Cold weather has had a stimu- 
lating effect, insofar as it has helped sales 
of rubber goods and has sent people into 
the stores as soon as shoes they were wear- 
ing commenced to wear out. 

The first half of February brought sales 
that exceeded in volume those of the same 
period in the last year, but the margin of 
excess was slight. Special sales have had a 
good effect, but the range of models and 
prices has simmered down considerably. 

Stocks are reported to be lighter than 
they were a year ago. This is due to lighter 
buying or more caution in stocking up, as 
well as to the volume of business. 

Low shoes, any model that is pretty and 
attractive, goes well. Black satin is a 
strong seller. So is patent leather, as well 
as gray. In other lines, the volume of 
business is running well ahead of last 
year, according to reports. The steel 
mills are operating at capacity, and the 
100 factories that report to the Chamber 
of Commerce Labor Relations Committee 
have more men employed than they had at 
the first of the new year. Banks report an 
increase in deposits. Cleveland is growing 
constantly and that is an influence for 
better business that cannot be discounted. 


Favor Changing Date 


Cleveland retail shoe merchants re- 
sponded very well to the call of the 
N.S. R. A. for delegates to the annual 


convention of the organization in Chicago 
this year, but they came back very much 
in favor of changing the dates of the 
annual convention to January. 

Merchants here do not care to be quoted 
about the matter, but they are earnest 
about bringing to the attention of the 
executives of the National Association the 
necessity of holding next year’s show at a 
time when merchants are most concerned 
about the spring models and styles and 
when they have not laid in their supplies 
for the new season. 


Straps and Cut-Outs 


G. L. Harger of Pittsburg is in Cleve- 
land in charge of the Cleveland Stetson 
shop at East Sixth and Chester Avenue. 
Prior to coming to Cleveland he was 
manager of the Stetson shop in the Jen- 
kins Arcade at Pittsburg. He has been 
with the Holbrook and Pelty organization 
for seven years. 

Jack Rabbit gray has been a fine seller 
at this store in the strap and cut-out 
effects. The light shades for men have 
shown more life recently and black shoes 
have been moving satisfactorily. 


Favors Colored Kids 


C. E. Petot, head of a chain of shoe 
stores in the middle West is still arguing 
strongly that the colored kids are going 
to be great sellers in the new season. Red 
and green are considered live colors. 
Colored suedes are being played also for a 
good run. Shades of beige and jade will 
lead in the volume of transactions. 
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There are 3 
ways to buy 
shoe art and 
engravings. 
On price, on 
quality, or on 
both. The last 
is the only re- 
liable way to 
get value and 
it’s the Reli- 
ance way of | 
giving it... . 
If you want 
good work, 
Reliance pri 
ces will inter- 
est you. 





Write today for proofs of Reliance shoe work 
and prices. Or better still, mail us some pr 

of the shoe work you are now getting and let 
us tell you definitely and specifically what we 
can do for you. Reliance’s feature-page and 
special circular work on shoes will particularly 
interest you. 


RELIANCE ENGRAVING CO. 
Seventh and Lucas, St.Louis, Mo. 
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In Preparing to Submit 
to You Our 1924 Line of 


Cosy Ioes 
The Restful Slipper 


In Felt, Satin, Leather, Brocade 


We have kept first in mind the maintenance of our high quality of 
materials entering into our slippers as well as the superior workmanship 
which has characterized the line. 


To these prime factors has been added design, and we believe the new and 
exclusive styles we offer you this year will do much to increase your 
volume. 


To you whose trade in part demands a medium priced felt slipper, we take 
pleasure in 


ANNOUNCING A NEW LINE 


correctly styled, moderately priced 


Fashioned from our standard patterns and built throughout by skilled 
Cosytoes workers. The felts for this line have a most striking brilliancy of 
color, and being manufactured by ourselves, insure a uniformity of mer- 
chandise in the dealers shipments. . 


Made in women’s, children’s, men’s and boys’ styles. 


You will be well repaid by an inspection of our 1924 Cosytoes Line and 
also this new line. 


Should our salesman not have called on you within the next thirty days 
we suggest you advise us and we will arrange an early presentation. 


STANDARD FELT COMPANY 


Main Offices and Factories 
WEST ALHAMBRA, CALIFORNIA 


BRANCHES 
115 East 23rd St., 404 So. Wells St. 693 Mission St. 
New York City Chicago, Ill. San Francisco, Cal. 
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NEW YORK 


Good Tone to Shoe Buying 


Few Sales Continue, but Most Stores Selling Fresh Stocks at 
Regular Prices 


LTHOUGH snow is still on the 
ground, the spring shoe business 
in New York retail stores is shaping up 
fairly well. Retail shoe merchants report 
that the outlook is brightening, and while 
no boom is expected, it is thought that the 
total volume of spring business this year 
will equal that of last year. In comparing 
the 1924 season with that of a year ago, it 
must be borne in mind, that the 1923 
spring season was remarkably good. 

One factor that may aid in the spring 
selling, is that Easter this year comes in 
April. Already retail shoe merchants are 
talking of trying to forestall spring sales 
until after Easter. If this is accomplished it 
will give the merchants a longer period in 
which to get full prices for their mer- 
chandise. 

Wells for Women for Spring 

A few sales continue, but most 
of the shoe merchants here have gone 
back to regular merchandising with 
fresh spring stocks. Within the last 
week there has been a big showing 
of welt shoes for spring, one promi- 
nent shoe house displaying anentire 
window of nothing but welt shoes 
for women. Just how the welt busi- 
ness will develop is an open ques- 
tion. At present the demand is 
spread between the heavy wells of 
rather broguish type and the fine 
light weight welts that resemble 
turns. In style, however, the light- 
weight wells are running more to 
the mannish type, a swing that is 
directly due to the belief that the suit 
vogue will gain great popularity 
among women. 


The fact that garment wholesalers also 
have sold a large number of sports dresses 
also is helping the swing toward shoes 
fashioned along sports types, even for 
street. wear. 





One Straps Popular 


Throughout all types of women’s 
shoes, there is a noticeable tendency 
toward the single strap in combina- 
tion with a front strap or tab. It is 
shown in satin turns, for instance, 
and in grained leather, low heeled, 
welt soled pumps. In the latter the 
front tab ends in a small fringe in 
some cases or otherwise has a heavy 
appearance gained with stitching or 
overlay strapping. 

The use of pipings also is gaining 
favor for the spring season, many of 
the shoes in the higher grade stores 
showing pipings of gold, silver or 
colored kid in contrast with black 
or brown satin, patent leather or 
gray or brown ooze. 











Oxfords Promise Well 


Cut-out oxfords appear to be in a fair 
way of staging a come-back this spring in 
combination with women’s suits. Some new 
oxfords are being shown by retail mer- 
chants here, mainly with cut-out or lattice 
work quarters and fancy ribbon ties. 


New Men’s Styles 

Gorings are still good and many retail 
merchants expect them to sell well through 
the- entire spring and summer season. 
Some of the Palm Beach displays have 
contained gorings in white shoes. 

Gorings also are being taken up by men 
to a small extent. In addition to the gor- 
ing shoes in patent leather for evening 
wear they are now being shown for street 
wear, in the button oxford type with side 
gorings. Another new note in men’s foot- 
wear that has made its appearance here 
is the two-eyelet tie, shown not only in 
patent leather for evening wear but in 
black and tan calf. 





LYNN 


Much Life to Buying 


Easter Shoe Business Gaining in Strength—Merchants Choos- 
ing Sizes with Much Care 


CTION follows action in brisk array, 

and Lynn shoemaking goes on at a 

new pace. February prices loom up as a 

feature, and the rising markets are forcing 

buyers to quicken their step, to secure 

supplies of shoes for Easter and spring 
time. 


Advances of five cents a foot on upper 
leathers are reported, both on novelty 
lines, like colored suedes, and on common 
lines like sheep for lining stock. 

Soles are going up, too, and counters, 
top lifts and other leather supplies are 
following after. 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communieatiens to the 
Factery at 


BROCKTON, MASS. 











, wait” Stig @ ~ 





























One Pair 
Sells 
Another 


T. D. Barry Co. 











Brockton, Mass. 











(?) M.A.PACKARDCO., Makers (P) 
BROCKTON 
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Men's SHoes ~HANp TAILORED 


NorninG p> MaveTueBest 
But THE : MaN 
Best Mave >/ KnowsHow 


Wuen East Visit Us 
Waren tv Your Town We Witt Visit You 


Stock Dept. 5 &% 


Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 















FOR MEN ON Tern FEET 
THIS SHOE CANT 8f heaped’ 





Boston Office: Room 214 United States Hotel 


FREDERICK S,. PECK 


Worcester, Mass. 





Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 


PULLMAN TRAVELING SLI 


better"than Le fo ye 
cownews of Thade Mark Willman’ 

















DOLL CABERETA 
ade 
Black and Brown 


full srzes 3 toll in Stock 
M. GUSTIN CO. 
Wwiyes. New York 








THE SHOE FOR MEN 


ELLIOT SHOB CO. BROCKTON, MASS. 
“Che - 
11 South Street 
Bocten 
(So 
! CO-OPERATIVE 
i> hog BOOT & SHOE 
COMPANY 


FOR MEN ~~ 








Carried Steck 
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Methods of Buying 


It is evident, from inspection of orders 
as they come in, that merchants are 
chosing their runs of sizes with more care. 
Also, it is evident that many merchants 
are holding to the policy of buying accord- 
ing to their needs, and renewing orders 
often. 

Easier Fitting Shoes 

Novelty shoes fit easier, not in the sense 
that a comfort shoe fits easy, but easy as 
compared with those staples that were 
called bread and butter shoes. 

One of the first tests of new lasts and 
patterns, as made experimentally in Lynn 
shops, is whether or not they will go on 
the foot easily. 

The strap styles are, of course, the 
easiest slip on shoes yet, though they are 
challenged by some gore styles. Hard 
fitting shoes are not wanted. 


Winter’s Review 


A review of winter’s styles reveals 
nothing that is not generally known. 
Some boots sold. But strap styles made up 
80 per cent or more of Lynn’s business. 
Oxfords were off. Colonials, of buckle and 
tongue, or buckle and gore shoes, were the 
new development of the season. 


Other Than Shoes 


An order for 50,000 feet of novelty 
sheep leather for spectacle cases, has been 
accepted by a Peabody tanner. Per- 
chance these spectacle cases will match 
novelty shoes. 


Sandal Land 


Sandals to the right of them, sandals 
to the left of them, sandals all around 
them—that’s the way it is in the factory 
of Merrill, Porter Co. Sandals of white, 
of patent black leather, of dull black 
leather, smoked elk, red, blue, green, 
gray, fawn and so on. Sandals everywhere 
in the shop, and of all colors, 


Looks Like More Whites 


T. J. Kieley & Co. say that it looks to 
them like more whites, for the coming 
spring and summer. They have always 
been strong for white shoes, too. 


Class in Style Making 


Such is the demand for men skilled in 
the designing of shoes that the Lynn 
Y. M. C. A. has organized two classes in 
pattern designing and drafting. Also, it is 
organizing a class in accounting. 


New Firm Starting 


Breshahan & Sisk Shoe Co. has been 
formed by Maurice E. Bresnahan and 
Joseph W. Sisk, and is fitting up a 
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The Range of Styles 


Colors are the thing again. The 
factories, are blossoming like a 
garden in June, so many and so 
varied are the colors that are being 
handled. Take all the colors of the 
color card, and add the new Chinese 
colors, like lacquer red and Chinese 
green, and the imported colors, like 
bottle green, or flaming red and 
one has an idea of the rainbow of 
colors that is running these days. 

There is talk of more oxfords, 
sport styles for spring and summer, 
and tailored oxfords, for fall. But 
straps are still leaders by a lap or 
more, and the more delicate and 
intricate the straps, the more they 
are appreciated. 

Colonials, with large tongues 





and fancy buckles, and Colonials 
with buckles over gores hold their 
popularity. 











factory on Pleasant Street for the manu- 
facture of women’s shoes of novelty 
styles. Mr. Bresnahan was with the 
Bresnahan Shoe Co., Beverly Street, 
Boston, which business will be carried on 
by his brother, William. Mr. Sisk was 
with the Rickard Shoe Co., of Haverhill, 
Mass. 


In South America 


Albert M. Creighton, Lynn shoe manu- 
facturer, is on a three months, trip to 
South America. He will make a study of 
business conditions there. 


MacLaughlin-Conway Busy 


The MacLaughlin-Conway Shoe Com- 
pany of Lynn, has increased its capacity to 
2,000 pairs a day—practically double 
what the firm has been doing. A new cut- 
ting room has been opened on the floor be- 
low that occupied until the present and 
orders on hand have accumulated until 
they now are 50,000 pairs ahead of the 
cutting room. All told, 40 cutters and 200 
stitchers are at work in the plant on shoes 
for spring selling, 





Believe It on Not! 


Lynn, Mass., Feb. 20.—This week's 
bedtime story is ‘broadcasted by 4 
tanner, who says that he can make 
the reddest red leather ever. He got 
out samples of it, which pleased shoe 
buyers. But the insurance inspectors came 
along and forbade him to make it because 
it was such a bright and burning red that 
it would set the building on fire. So he 
called it Hades red, and filed it for future 
reference. 
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PHILADELPHIA 


Factory Business Steadily Increasing 


Straps, Cut-Outs and Oxfords Reported Best Sellers—Whole- 
Sale Trade Quiet 


HE volume of business in the Phila- 

delphia shoe factories continues to 
increase. Most of them are operating 
in the neighborhood of 60 per cent of their 
capacity though there is a growing num- 
ber operating at or close to capacity. One 
factory which makes children’s and grow- 
ing girls’ shoes is running.100 per cent and 
is booked up to April 1. Another which 
makes women’s high grade shoes is run- 
ning at 90 per cent of its total capacity. 
Patents and trimmed suedes have the 
call. There is a lot of talk about colored 
kid for spring, but the orders entered on 
the books give no evidence of any in- 
creased demand for it. One firm is selling 
quite a few brown and black satins. 
Straps, cut-outs, and oxfords are the best 
sellers. Demand for gores and for various 
tongue effects is declining steadily. Prices 
show no change though one manufacturer 
thinks there might be an advance shortly 
as a result of an advance of from 5c to 8c 
on calfskin and the firming-up of the sole 
leather market. 


Little Life in Wholesale Trade 


Jobbers report there is virtually no im- 
mediate business and only hand-to-mouth 
buying for spring. One men’s shoe jobber 
predicts for spring plain oxfords, with a 
minimum of stitching and perforations, 
in light brown and black. The demand for 
the trousers crease is declining though 
plain toes with crepe rubber soles will be 
in good demand. In women’s shoes there 
is a little call for gray and brown buck and 
for velvets but demand is far from satis- 
factory. Straps, cut-outs, some gores, and 
a few anklettes are selling. One jobber 
predicts a run on suede in log cabin, slate, 
and airedale in women’s shoes for spring. 
There is no demand for glazed kid in 
ladies’ footwear except in shoes for elderly 
women and as trim. 


Rubbers Very Quiet 


As a resalt of the mild open winter there 
is very little call for rubber goods. Quite 
a few retail shoe merchants have stocked 
their shelves with rubbers, four-buckle 
arctics, and other rubber goods and are be- 
coming apprehensive about them. Several 
big snow storms would solve one of the 
most important problems at this time of 
many a retailer. 


Offerings Are Varied 
The Snellenburg Department store is 
featuring a sale of evening slippers at 
$8.75 in gold and silver brocaded cloth, 
gol! and silver tinseled cloth, and metal 


brocaded colored cloth. Other offerings of 
this store include imported mules at $3.50 
in patent colt, black kid, red kid, and 
several new suede colors, another of child- 
ren’s and misses’ high lace shoes on broad 
toe lasts with welted soles in brown calf 
and tan lotus calf at $2.95 and $3.45. 


Variety of Shoes Featured 


Oxfords, strap pumps, and high shoes 
for stout women are being featured in 
suedes, satins, vici kid, and patent colt in 
sizes 3 to 11, widths D to EEE, by A. 
Sharpe. 


Offering High Shoes 
The Margolis Shoe Shop on Kensington 
Avenue is offering a lot of ladies’ high 
shoes at $1.98 a pair. 


Winter Clearance Sale 


Benjamin F. Getz, on Frankford Avenue 
in his winter reduction sale has made some 
drastic price cuts for a quick clearance. He 
is also pushing his lines of galoshes and 
hosiery. 


New Shoe Factory 


E. L. Andrews, for a number of years 
connected with Barke Gibbon Company, 
Inc., has started in the shoe manufactur- 
ing business for himself. The new concern 
is known as the Northeast Shoe Company. 
It is located at 1924 East Dauphin St., and 
will make women’s high-grade turns. 


Wholesalers Elect Officers 


The following officers were elected at a 
recent meeting of the Philadelphia Shoe 
Wholesalers’ Association: president, W. J. 
Dallas; vice-president, Harry Bell; C. F. 
Woltman, treasurer; and Thomas W. 
Sanner, secretary. 





New Shoe Store 


New Brunswick, N. J.—J. Slobodien & 
Bro., who conduct a retail shoe store at 
Perth Amboy, N. J., are opening a new 
store at New Brunswick, N. J. This store 
is in charge of Leo Slobodien and H. 
Hafka. It is well situated, the location 
being 343 George Street. The store which 
was formerly devoted to ladies’ hats, is 
now being entirely refitted and re- 
arranged. In size it measures 25 x 125 
feet. The front of the store is built accord- 
ing to the latest plan of store front con- 
structions. Men’s and women’s high- 
grade shoes, will be carried. 

Messrs. Slobodien and Hafka made a 
recent visit to Boston to place orders. 
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SNAPPY FELT FOOTWEAR 
Medium in Price—Long on Wear 
Felt soft sole slippers for wo- 
men—felt ees for m 
and children — felt jullettes 
for misses and ren — 
m ali colors. Colored 
Ca eS 
so! or 
col ore Men's 

sole felt slippers. 

SANDLER & RUMNEY, 35 WAREHAM “STREET, BOSTON, MASS. 













Felt, Satin and Leather, Sots Sole Sli 
” 7 os For a he tire Family 
o. 


Trimmed Moccasin. 
One of the popular 
styles in our com- 
plete line of felt slip- 
pers. Made intwelve 


colors. 
NEW ENGLAND SLIPPER CO. 
140 Green St., Wercester, Mass. 








PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 
Made of Satin, Quilted Satin, Embossed 

Leather, Tinsel and Brocade 
Prices from $23.00 per doz. up 


> 


SLIPPERS for MEN, WOMEN 
and CHILDREN 
Bedroom and house 
slippers in a wide 
variety of styles and 
prices 
SATIN SLIPPERS 
noted fer quality. 
FRANK H. PFEIFFER CO., Inc. 
24 Washington Square +t Worcester, Mass. 


Special in Medium and+ 
Bees GRADE 
or § LIPPERS, 
dll /tylar made S) Do ic and 


Imported Satin Brocadesand Meta! Cloth. 


at GUSTING rew om ff 




































ge IBESY tae 
Grade 1 R' Trade 


’ BEST-EVER 
Soft-Sole Leather 
‘ Boeudoirs and Novelty 
Kimona Sandals 
Write for Prices 


BEST-EVER SLIPPLK CO. Inc, BROOKLYN, NY. 


aad 











326 W. Menree St. 
Chicago 
WM. SUMNER SMITH CO. 














MULES and D’ORSAYS 
Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
quest. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 




















Colcord & Walker, Inc. 
y Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 











FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting — 
favorable attention. Hand turn sli 
pumps in the latest designs and finest = 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








J. W. BARNARD & SON 
Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 















Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Essex Street 




















NCORPORATE 


i ALD JERWOODS P RUG yi} 





SHOE 
CUTS 


FREE ¢ 


For Booklet, Catalog or Folder if we do the printing 
Novelties and Staples 





Or you may buy them at $1.25 each. Send for 
particulars. 
WELSON H. GROVER CO. 161 SUMMER ST. BOSTON 
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PROVIDENCE 


Improvement in Buying Noted 
CleaPance Sales Hang On in Some Stores—Favorable Outlook 


HERE has been a gradual improve- 

ment in the trade in the retail shoe 
stores here during the past few weeks and 
indications point to a good spring season. 
Clearance sales are not entirely closed as 
several stores are still offering shoes at 
reduced prices. 

Regarding the rubber division, this 
department, due to the very unusual open 
winter, is running far behind a year ago 
with the demand being sub-normal. 

In the women’s shoe departments, ox- 
fords and cut-out strap effects reign while 
in the men’s, high shoes seem to pre- 
dominate at present. 





New Shoe Department 
Irwin S. Forbstein is the buyer for the 


“new big shoe department of the Outlet 


Co. Mr. Forbstein is one of R. B. Me- 
Carthy’s customers. The Outlet’s shoe 
department carries a full line of misses’ 


for Spring Trade in Footwear 


Mr. McCarthy describes the Outlet 
Co.’s new store and the shoe department, 
in particular, as one of the finest shoe 
stores. It is located in the new building, 
just erected. The fixtures, store lighting 
and store equipment are of the very latest 
and most attractive type. 


Plans for Banquet 


At the regular monthly meeting of the 
R.I.S.R.D. Association held at Hotel 
Dreyfus Feb. 5, preparations were made 
for the coming big banquet and annual 
section to be held March 4 at Turks Head 
Club. 


Sale Meets with Good Re- 
sponse 
John the Shoeman is featuring a sale 


with great results. Among the offerings 
are men’s, women’s and children’s shoes 





and children’s, boys’ and girls’ Buster of exceptional merit at big reductions with 
Browns. patrons taking advantage of same. 
ROCHESTER 


New Numbers on Display 


Interest Increases in Women’s Footwear Creations for Early 
Spring—Good Sandal Season Expected 


OME of the shoe stores are showing 
S early spring models in women’s foot 
wear. Clearance sales are about con- 
cluded and merchandise is again being 
sold at regular prices. There is a fair 
trend to the buying in both men’s and 
women’s departments. 

The shoe department of Sibley, Lind- 
say & Curr Co., Rochester’s leading de- 
partment store, is featuring a new sandal 
with instep straps, cut-outs on tips, and 
low heels. The strap may be worn around 
the ankle or caught under the instep. 
This new spring style is being shown in 
beige, dove, gray, green, dull black, white, 
brown and patent leather. 


Large Ads Pay Better 


According to E. C. Green, manager of 
the local Ground Gripper Shoe Shop, 
large advertisements bring quicker action 
and better results than smaller ones run 
more frequently. Mr. Green, since his 
arrival in Rochester about a year ago, has 
been quite consistent in the advertising of 
this corrective shoe, running single and 
double column ads with regularity. Fre- 
quently he has inserted three and four- 


column advertisements and has noticed a 
more rapid response. 


May Open Shoe Department 


The Mally Store, a women’s apparel 
shop, announced a removal to a new loca- 
tion at East Avenue and Gibbs Street. 
This firm contemplates building a modern 
retail establishment in the heart of Roch- 
ester’s exclusive “Fifth Avenue”’ shopping 
district. According to the tentative plans 
of this established firm that caters only to 
women, a new shoe department will be 


either operated or leased. 





Two Colors in One 


Lynn Mass., A Lynn firm has a 
singular shoe; a blue that reflects a 
horison blue, when held in the win- 
dow light, and a deeper blue under 
an electric light. The change in 
color is quite noticeable. Evidently, 
this two color idea appeals to some, 
for the firm is selling many of the 
shoes. 
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BUFFALO 
° » 
) 
Satins and Patents Leaders uy 
. . rT , . ‘ 
k Best Selling Patterns in Women’s Shoe Departments—Buying — 
) < a =v 
Slows Down to Some Degree 
ETAIL shoe merchants experienced 
et during the first two weeks of : AShoe forBo 8 
at, February a reaction from the good month's Ww atters Emp loyees Or- Tha’ Wea J 
oe business enjoyed in January. This condi- ganize Efficiency Club t Wears 
ig, tion is not surprising in view of the fact = : , 
ng that trade was forced in the first month of With the idea of ponmnetng Marston & Tapley Co. 
st the year through sharp price reductions. greater - fficiency or work: me ont DANVERS, MASS. 
It is unreasonable to suppose that cus- ar pate airy _ mene a 
. cops uild up a loyal organization, the - 
tomers bape  eapengres shoes within Ge Efficiency Club Pm the K. W. = 
past few weeks are in the mood to buy : C ; TRUTey 
again simply because new spring styles are Ww antess ompany was organized “ TURNS ana SOFT SOLES 
ie being displayed. a dinner held at the Buffalo Athletic 
el club recently. K. W. Watters is InS Stock 
de Satin and Patent Slippers president of the new club; R. F. artin Go 
we Just at present satin and patent strap non tay president and R. Wood, Mehew ROCHESTER NY 
slippers and pumps in medium heels are a ’ = ee tent 
enjoying the greatest popularity among eetings will oe Ee 
the fair sex and for sustained demand have month which will bring together the Gleal Dab by. Shoe Ge any 
C- eclipsed any other type of footwear that executives of K. W. Watters local ,, ———.., ssachusetts 
has appeared in the local market in establishment, about twelve in num- ee P. 
J several years, except perhaps, the flapper ber. Ideas will be exchanged and a sped 
sport models of two seasons ago. where practical, adopted and in- ecialists 
ol In the new patterns airedales and grays stead of department heads work- crane ae 320 FIFTH AVE. 
th are proving the most popular in women’s — = their nage particular hea o 
shoes while men are displaying a fancy for with no definite purpose in view, al 
the lighter shades of tan, which bid fair to will be engaged in Peers Pars Or POSNER’. 
force blacks into the background again, ee goal of ——y SHOES & STOCKINGS 
after an exceptionally good winter’s Shoes Sold Right. 
movement. FOR INFANTS ,CHILDREN 
——— AND YOUNG LADIES 
os oe 7, @ to $10.50, for $4.85 to $6.85. When the —s—— DR.A.POSNER SHOES. INC. 
Discontinuing Men's Store branch is discontinued Watters shoes will {I ekOGuVK WY _140 W. BROADWAY 
ly Preparatory to discontinuing their be sold in the Main store at Genesee and 
men’s branch store in the Ellicott Square Main Street while the branch will be con- ° 
building on March Ist, K. W. Watters is verted into a Sterling store for men, Soft Soles and Moccasins 
la offering shoes ranging in price from $7.00 featuring medium-priced gradesof shoes. It Aen Ie We DO NOT edi 
——— — — - - — the retail trade. 
Newcomb-Anderson Shoe Co. 
at ROCHESTER, N. Y. 
rel 
“ “ELAM” 
- Flexible Turn Shoes 
ra For the Jobbing Trade Exclusively 
vat F. S. ELAM SHOE Co. 
_ ROCHESTER, N.Y. 
ans Boston Office, 16 Columbia Street 
to 
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in ile, one Alabama, and, through a recent increase space, one 

the largest. J. S. A Arnold is both a wholesale and retail merchant. J. 8. A faerceens the or‘Men“Women and Children 
men’s shoes; H. S. Mauldin is in charge of the children’s and misses’; L. E. Helmer, in Carried eer sy ee | 
of the women's shoes; J. S. Arnold, Sr., in charge of the . All of these men have been with Bliss & Ri hards Shoe 

concern for a good many years and do business with the ing manufacturers of the country— puicn dson Shoe 
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will be the first Sterling store handling 
men’s shoes, those at present serving the 
city being exclusively women’s shops. 


New Spring Models 

Oppenheim, Collins & Co., women’s 
apparel store, at Main and Huron Streets, 
sounds the keynote of the spring season 
with a display of beautiful novelty pumps. 
These shoes are made from patterns de- 
signed by a leading French stylist to make 
the foot look smaller by means of orna- 
mental bands, cleverly placed. They are 
developed in French gray suede, beige tan 
suede, brown kidskin, patent leather and 
black kidskin and are priced at $10.00. 





Simpson Joins Watters Co. 


C. A. Simpson, formerly with Marshall 
Field in Chicago, has joined the personnel 
of the K. W. Watters store as orthopedic 
specialist, in which field he has had an ex- 
tensive experience. 


Changes in Shoe Business 


Three shoe stores are involved in spring 
changes which will take place on Main 
Street, in the nearby town of LeRoy. 
Charles H. Daggs, who conducts a shoe 
shop at Main and Bank streets, has pur- 
chased Walton H. Sampson’s store in the 
North side of Main Street and will con- 
solidate the two establishments. The 
Ritchlin shoe store, a branch of the main 
store in Batavia, is closing out its stock 
preparatory to abandoning the LeRoy 
location. 





A Series of Editorial Adver- 
tisements 


Advertisements which go beyond the 
natural process of setting forth the sales 
arguments of an individual or company 
are not the usual thing. So it is perhaps 
to be expected that the series of service 
talks by C. Frederick C. Stout which are 
appearing in the Recorder as the major 
feature of the advertisements of John R. 
Evans & Co., Camden, N. J., should have 
aroused so much interest in the shoe 
trade. 

That there has been and still exists an 
abuse of style in footwear is well recog- 
nized. That the correction of this abuse is 
a paramount need to the future prosperity 
of the shoe trade is equally well under- 
stood by all thinking members. In his 
series of articles, Mr. Stout is attempting 
to point out how completely interlocked 
and interdependent upon each other for 
the prosperity of the whole industry are 
the three major units—the tanner of 
leather, the manufacturer of shoes and 
the retail shoe merchant. In his service 
talks, as he calls them, Mr. Stout points 
out very clearly the need of sanity in 
styling. 

Perhaps his most apt characterization 





of style abuse is found in the following 
paragraph: “We Americans, while blessed 
with a reasonable conservatism, are warm 
hearted, generous, and extravagant to 
the extent of intemperance in many 
things. Intemperate use of things, even 
freedom, brings its natural reaction, 
hence the Volstead Act. 

“The stability of the whole industry 
is suffering from an overdose of style 
abuse and there is every sane and prac- 
tical reason why there should be a united 
effort on the part of those within the 
industry, who have to do with these 
things, to bring about the corrective in- 
fluences which are necessary. Seasonable 
shoes and styles for occasions should be 
the aim of all.” 

The author also points out how vitally 
a hurried switch from one style to another 
creates economic waste and loss through 
changes in demands for certain leathers. 
He demonstrates how vital it is for tan- 
ners to prepare far ahead for the needs of 
the whole shoe trade, and how a sudden 
fluctuation of style thought may render 
valueless the efforts of the leather manu- 
facturer to serve the industry with the 
shoe leathers it must have. Leathers, he 
points out, require months in their prep- 
aration. The hides must be bought far 
in advance of the tanning, which also 
requires plenty of time for proper result. 
Shoes from these leathers cannot be 
fabricated overnight. The whole scheme 
is one which, if disrupted by a sudden style 
switch, creates untold waste and loss 
which cannot, by any process of reason, 
be figured as not having effected the whole 
shoe industry. 

The whole summing up of Mr. 
Stout’s idea is contained in his statement: 
“That to stabilize styles by creating shoes 
for occasions, with due consideration to 
sources of supply and un’ orm and season- 
able production, will go a long way toward 
stabilizing one of America’s most impor- 
tant industries.” 

The writer of these articles is to be 
heartily commended for this decidedly 
unusual series of talks which, after all, 
are really more like editorials than 
advertisements. 





Hutton’s Store a Landmark 


Chambersburg, Penn., February 20— 
One of the landmarks here is the shoe 
store operated by J. R. Hutton. The 
store was founded way back in 1833 by 
the present owner’s grandfather, who like 
the present proprietor, was a subscriber to 
the Recorder. 

Mr. Hutton recently related to the 
Recorder representative about the days of 
the early 80s in his section when the shoe- 
makers made footwear twice a year, each 
spring and fall, for the entire family—their 
workshops being the kitchen of the family 
wherever they journeyed—“whipping the 
cat,”’ it was called. 
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Advertising New Spring Patterns 


Shoe Stores Confidently Expect Splendid Trade in Women’s 
Lines—Signs Point to Good White Season 


ETAIL shoe merchants are be- 

ginning to advertise their early 
spring merchandise, and forecasting the 
season’s trend in styles, which, it now 
seems, will run to gray,blue and tan, with 
black satins more popular, and various 
colors in suedes, Most of the shoe mer- 
chants are anticipating a very large vol- 
ume of spring business this year, and have 
consequently ordered larger stocks than 
usual. Financially the section is in ex- 
cellent shape, and the public is spending 
its money much more freely than has been 
the case for several months. 


Talking About Whites 


Heavier leather which was in demand 
during the winter season is giving way to 
the lighter grades, and the retail trade is 
also beginning to lay in its white goods 
stock for the spring and summer business. 
An excellent white goods season seems in 
prospect. Volume of findings business is 
materially better than at this time last 
year, while collections also are reported 
by jobbers to be much better. 


Good Mail Order Trade 


A considerable volume of mail order 
business is reported by the Atlanta shoe 
jobbers the past two or three weeks, many 
of the smaller town dealers sending in 
orders for immediate delivery of early 
spring lines they had found they were not 
stocked in sufficiently to take care of the 
volume they are now anticipating. The 
mail order volume, in fact, the first two 
weeks of February was the largest it has 
been with the Atlanta jobbers in some 
months. 


New Florsheim Store 
The new retail store of the Florsheim 
Shoe Company in downtown Atlanta was 
recently opened. It is on Peachtree Street, 
near Auburn Avenue, R. L. Clutterbuck is 
manager. 


New Store Opens 
The Princess Boot Shop is the name of a 
new retail shoe store in the Peachtree 
Arcade building in the downtown retail 
shopping district. Jessie M. Chambers is 
manager of the new store. Shoes for 
women and children are carried exclusively. 


Several New Houses 


New southeastern stores of the past 
two weeks handling boots, shoes, etc., in- 
clude the following: Leader Department 
Store, Orlando, Fla., The Community 


Store, Metter, Ga., The Buckley-Young 
Company, Inc., York, Ala., The Heath 
Mercantile Company, Enterprise, Ala., 
and the W. D. O’Quinn Clothing Com- 
pany, Waycross, Ga. 


Cuban Trade Improves 
The J. K. Orr Shoe Company of 
Atlanta, reports a marked improvement in 
their Cuban business the past two or three 
weeks. The Atlanta plant is at present 
running at its full capacity, the company 
reports. 


Sells Men’s Shoes 


Bruce Rogers, of Knoxville, Tenn., 
well known southern shoe man, has 
opened a new shoe department in the store 
of the Stout and McCallie Company, 516 
South Gay St., Knoxville, handling ex- 
clusively shoes for men. Mr. Rogers is 
handling the Reynolds line of shoes 
exclusively. 


Rich’s Special Sales 

M. Rich & Brothers Co., of Atlanta, 
during the last two weeks of February 
held one of the largest special merchandise 
sales ever held in the history of the retail 
business in Atlanta, preparatory to mov- 
ing into the company’s new store building 
at Broad and Alabama Streets. 


Shoe Company Organizes 

The American Shoe Company is the 
name of a new firm recently organized and 
incorporated at Gastonia, N. C., with 
$100,000 capital stock by Frank Goldberg 
and A. R. Sherman, both of that city. 





Perfect Foot Contest 


Perth Amboy, N. J.—The employees of 
J. Slobodien & Bro., are going to hold a 
dance at Masonic Temple, on March 19, 
next. This affair will be open to the public, 
and*as on a former occasion, a Perfect 
Foot Contest will take place. 

H. Hafka, women’s shoe buyer, has 
charge of the event, and has announced 
that there will be five prizes awarded— 
two for the man possessing the most 
shapely feet; two for the lady having the 
best and smallest foot, and one for the 
child having the most perfect foot. 

The last “Foot Contest’’ conducted by 
this firm increased shoe sales for this 
house. There were two young women who 
won a prize, each being fitted to a pair 
of 1% B’s. Mr. Hafka says that this is one 
of the sizes which his firm carries regularly 
in stock. 
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Do You Know 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
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Labor Troubles Retard Buying 


Quiet Spell in Shoe Stores—Men Favoring Oxfords Whil 
Women’s Tastes Run to Blacks 


HE usual briskness which character- 
izes the shoe trade in the retail stores 
here has been lacking for some weeks. 
There has been a marked falling off in the 
buying in most all of the stores and the 
dullness is attributed to the fact that 
labor troubles caused unemployment, 
stopping the wage incomes. 
Men Prefer Oxfords 

The men’s shoes that have been selling 
are the black and tan oxfords. These were 
the medium-priced shoes at between $8 
and $12. The oxfords have been the best 
sellers all year. The oxfords that sold in 
the last month were of a heavier type than 
those that sell in the other months. 

There has been some sales of high 
shoes, and outing styles. However, this 
has been in smaller quantities than in the 
past. The black and brown shades are 
running neck and neck for the first honors 
here, there being about an equal sale of 
both. 

Women Like Black Satins 

There was some demand for women’s 
black satin shoes, as well as light colored 
ooze, and colored kid shoes. The volume of 
the business is going to the strapped 
patterns. 
Trained Minds for Retailing 

“Retailing of the future will be con- 
trolled by the trained business mind. 

“The cost of distribution must come 


down, and the retail shoe merchant who 
cannot keep pace with economic progress 
must give way to the new type of retail 
merchant with the trained business mind. 

“During the next decade we shall see the 
severest kind of competition in every field 
of retailing merchandising. Survival will 
not be through change, but through effi- 
ciency. 

“The average retail shoe merchant had 
a remarkable volume of business last year, 
but in many instances, due to inventory 
losses and high operating costs, he lost 
money. 

“The retail shoe merchant of the future 
will realize that heavy losses from mark- 
downs are important factors in the high 
cost of distribution, and he must see that 
they are reduced. 

“The retail shoe merchant of tomorrow 
will realize that although volume of busi- 
ness is an important element, it is only one 
element. It would be far better to have a 
less volume of business and a low operating 
cost than a larger volume of business with 
an over-strained operating cost. 

“The coming years will be constructive 
for retail shoe merchants who construct. 
The four points in future merchandising 
will be education, research, team work 
and hard work.” 

These paragraphs are taken from a re- 
port of a recent discussion of “The Mer- 
chant of the Future,” before the Massa- 
chusetts Retail Merchants’ Association. 
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Dull Period in Shoe Stores 
1 But Indications Point to Good Trade on Early Spring Foot- 
wear—Airedale and Grays Promise to be Good 
ho HERE has been a quiet tone to the __Inc., will probably install a shoe depart- 
pss shoe trade in most of the stores. It is ment. 
ail nothing that has caused alarm, merchants ——-—— 
id. attributing the lull to the fact that Febru- Ermann in Charge 
he ary is most always a slow month, inasmuch a 
ld as it is a “‘hetween season” period. Signs Ps A. Ermann is nm charge of the shoe 
o. point to a 1 trade on early spring foot- department of J. Bacon & Sons, where he 
. oo. succeeded B. H. Smith. Mr. Ermann has 
- Ive y 3. 
Most shoe merchants say lower heel aaa ary oo ae 
ad strap effects in pumps and sandals will get ie ’ 
z the call, especially in Jack Rabbit gray H. C. McLaughlin Talks 
ry and Airedale suede. Grays and various At the February meeting of the Louis- 
st light shades of tan are expected to go big _ ville Shoe Club, the principal feature was a 
not only with the shoe people, but with talk by Harry C. McLaughlin, of Cin- 
- the hosiery merchants, jobbers, and manu-__cinnati, chairman of the N. S. R. A. style 
k- facturers. In fact, hosiery men report that committee. Mr. McLaughlin talked on 
zh a very wide range of shades is on the styles and said he anticipated modified 
at market in tan and gray, and are arguing sandals would sell well for spring wear. 
that light colored shoes may retard sales 
- of white shoes and white hosiery this Fred Moran Very Ill 
a summer. 
os iain Warsaw, Ind.—Fred Moran of Moran- 
a Giesting Succeeds Jacobs Guth Shee Company bs enteuty ©, o 
" the result of a cancer. Mr. Moran recently 
h R. A. Giesting, formerly with the Ham- underwent an operation and doctors have 
ilton, Ohio, store of the Dan Cohen Com- _ stated that he cannot recover. Mr. Moran 
. pany, Cincinnati, and native of Cincinnati, was for many years in the shoe department 
. has come to Louisville to take charge of of the Richardson Dry GoodsCompany of 
the local Dan Cohen store, relieving Joe T. _ this city and later a partner in the above 
; Jacobs, who leaves the company on March company. He was a good friend of many of 





1 to establish the Jacobs Shoe Company 
at 207 South Fourth Street. Mr. Jacobs 
expects to be ready to open his new store 
by March 15. 
New Shoe Department Is 
Likely 
The new women’s store of Buell, Inc, 


on Fourth Street, near Walnut, which re- 
cently succeeded the house of Aronson’s, 


the boys on the road, who will indeed re- 
gret hearing this sad news. 





S. M. Smith is Dead 


La Porte, Ind.—S. M. Smith, sole 
owner of Smith’s Shoe Store, this city, 
died January 26, 1924, at the age of 66 
years. For the present, the business will 
be under the management of his son, S. E. 
Smith, administrator of the estate of S. M. 





The light aeeeemer in this window is a factor in attracting attention to the display of men’s 
shoes shown by The Union Company, Columbus, Ohio. 
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Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 














Smith. Mr. Smith passed away at the end 
of a two years’ illness. 

S. M. Smith and his father, John Smith, 
started in the shoe business here in 1881, 
under the name of John Smith & Son. 
S. M. Smith bought his father’s interest 
in 1895 and continued the business as 
“‘Smith’s Shoe Store.’ This store is one of 
the best known in La Porte and has 
always enjoyed a good trade. : 





Company Incorporates 


Wausau, Wis., Feb. 12.—Incorporators 
of the Wausau Shoe Manufacturing Co. 
recently met and elected the following 
officers: S. J. Pentler, president and 
general manager; O. R. Short, vice- 
president; H. J. Hagge, secretary; and 
C. H. Hooker, treasurer. 

The company will make children’s 
shoes by the Pentler and Short patented 
process. Operations will commence about 
March 1 


Will Enlarge Plant 


A new department which will provide 
work for from 50 to 75 persons will be 
added to the Bear Brand Hosiery Co. 
plant at Waupun, Wis., according to J. H. 
Kelley of Chicago, district superintendent. 
Previously at the Waupun plant, the pure 
silk for ladies’ hose came in cones, but new 
equipment has now been- added for 
“throwing” or winding the silk and it 
will now be handled at Waupun as it comes 
from Japan. ° 
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. Haverhill s Greatest Factory 


Former Hom of Fox Foorery 
Now Hannausons PiantT! 


Our Novelties A Feature 
At Chicago Show 


A Free a splendid reception at the 

+% Chicago Show, we are back in our 

big new factory. Every preparation is 

being made for maximum output. The 

former home of famous Fox Footery has 

been remodeled and adapted to our 

| “ needs. Production will proceed with the 

IN STOCK aid of modern facilities and under ex- 
cellent manufacturing conditions. Mer- 

No. 834—Black satin one strap. Sally pattern. Imitation chant buyers are assured that Hannah- 
heel’ No 437 last. Widths B and C, code Charlotte sons Novelties will continue on the same 
wanes Sae plane of merit and that deliveries will be 


No. 835—Same as above on No. 438 last. 12-8 Cuban . : 
covered heel... 0.0.0... .c cece cc cc cece ess PEICO $3.25 quick and certain. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Who Are the World’s Most Popular Men? 


George J. Loveley Answers the Question—Complete Co-Operation the Industry’s 
Safeguard—Cleveland Shoe Travelers ‘‘Pull Off” Big Event 


HO are the most popular men on 
the face of the earth? That’s a 
question I asked a man the other 
day. What do you suppose he answered? 
‘The most popular men on the face of 
the earth are the commercial salesmen 
who travel and politely solicit business.’ 

“Not far from true, is it? The more you 
think about it, the less likely you are to 
dispute it. 

“For it rests on human nature. The very 
calls these salesmen make are a compli- 
ment to the merchant or manufacturer 
they call upon. The bigger the concern the 
salesmen represents, the handsomer is the 
compliment. 

“Of course, on a busy day they are some- 
times a bother to you, and of course they 
have frankly called to get something from 
you—yet you give them, as a rule, a nice 
reception; often the glad hand. 

“For, down under all your other feel- 
ings, you are just human enough to enjoy 
being solicited for your purchases—at 
least by a good fellow. 


Salesman—All Things to All Men 


“These are the lads of all ages who are 
the field agents of prosperity. They cover 
every acre of activity, large and small, in 
all sections of the country. They not only 
carry to the tradesmen of the country 
their wares, but they bring away with 
them the political sentiment of their neigh- 
borhood. A salesman is something more 
than an agent to distribute his goods; he 
is a philosopher, guide and friend. He is 
more than a conversationalist; he is a 
diplomat. He carries in and out so that, 
when he meets with his fellow salesmen 
and they exchange thoughts upon the 
state of the Union, a large measure of 
truth and fact results. 

“One of the best psychologists in the 
world is the commercial salesman, even 
though he in some instances may not 


even know the word or its meaning. The 
commercial salesman knows he must 
secure a certain state of mind on the part 
of his prospective customer. He must 
create optimism as well as a favorable 
attitude. 


Be Courteous to Salesmen 

“Even though you limit your buying 
to a few houses, there is no reason why 
traveling men from other houses should 
not be received courteously and listened 
to attentively. These men can give you 
many good ideas and much trade informa- 
tion. You can profit by listening to them 
if you have the time. 

“In this connection, may I mention a 
piece of copy which was recently published 
in a local newspaper? It was an argument 








GEORGE J. LOVELEY 


Who covers New England and Canada for The 
Dation Company. 


for the employee. It was presented with 
an illustration which showed the traveling 
salesman as “The apologizer.’ Under- 
neath the picture was written “The 
Viewpoint of the Employee is the Most 
Neglected Asset in Industry.’ The sales- 
man is shown standing before the irate 
merchant, who is disturbed because, 
perhaps, something has gone wrong with 
deliveries; somebody in the plant has 
failed to do his duty; perhaps, quality 
has not been maintained; or production 
has not lived up to promises. The salesman 
shown in the picture has traveled hun- 
dreds of miles and missed an important 
conference to apologize to the merchant. 
He is fighting that the business colors of 
the firm he represents be not hauled 
down, and upon the apologies offered 
depends the manufacturer’s ability to 
hold even the business already obtained 
from the merchant. ‘Yet,’ as the copy 
explains, ‘he is selling nothing. He is 
merely endeavoring to placate a valuable 
customer?” 

“The only safeguard for any industry 
in these days of keen competition is a 
spirit of complete co-operation in the 
whole body of its employees.” 


Cleveland Boys Good Hosts 


The Cleveland Shoe Travelers’ Associa- 
tion held one of the most satisfactory and 
instructive and inspiring meetings in its 
history on Saturday, February 9, at Hotel 
Winton. 

A. F. Masey, of the Endicott-Johnson 
line, vice-president and acting president, 
presided at the gathering, which brought 
out a good attendance of the members. 

As guests of honor, the association had 
T. A. Delany, of Boston, secretary of the 
National Shoe Travelers’ Association, 
William Noll, secretary of the Boston 
Association, and Earl Logan, for many 
years on the editorial staff of the Boot and 
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LOUIS ORCHARD 


Who represents the Tyer Rubber Company, is 
now critically ill. Mr. Orchard has just Trianed 
his ~» through Connecticut and Rhode’ Isl 

was stricken, and was barely Poy to 
reach his home at 63 Hamilton Terrace, New 
York. Latest advices are that he will probably be 
confined to his bed for the next three or four 


mont. 


Shoe Recorder and now with the Sheldon 
School of Business of Chicago. 
Buzek Efficient Secretary 


E. F. Buzek, who has been honored by 
many elections to the secretary-treasurer- 
ship of the local association, had done his 


work well and the program went off 
smoothly. 
Secretary Delany, who stopped off 


here while enroute to Chicago to attend 
the convention of the N.S. R. A., chose as 
his text an outline of the work of the 
National Association. Under the inspiring 
influence of Delany’s talk, which was 
closed with a recommendation that a 
“moratorium” be declared on dues, and 
delinquents for 1923 be taken into the 
association anew, Masey and Buzek both 
made pleas for the help of those present 
in boosting the membership, and the 
audience responded with a rousing promise 
to make Cleveland a 100 per cent chub. 


Delany Talks N. S. T. A. 
Activities 


Secretary 


Secretary Delany told of the legisla- 
tive service given by the National Associa- 
tion, of the bills detrimental to the 
interest of the industry and the travelers 
that were successfully opposed and of the 
measures, such as the interchangeable 
mileage bill, that were espoused in the 
interest of the shoe traveler. 

He referred to the placing of 395 mem- 
bers of the National Association in good 
positions during the year and of the 
requests from 263 salesmen that have 
been made to the association in the past 
several months. At stated intervals, 
Secretary Delany said, 500 letters, setting 
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“Daddy Earle Night,” Feb. 29 


ia Shoe Travelers’ Association has 
t a celebration de-luze is to take 

bag ox 6 29. This is to 
known as - 


x | will be 
held at the Cafe L’Aiglon,” 95 lh Broad 
Street, a. Arthur Barle th the beloved 
< the National Shoe Travelers’ Asso- 
ciation,” has sold the Laird, Schober and Com- 
pany line for many a year and is a resident of 

Quaker City. Therefore, the Philadelphia boys 
are very proud of their good friend and fellow 
townsman, and have decided to do him special 

henor on February 29, nezxt. 


The Philadel; 
announced t. 
lace on Friday evenin 





forth qualifications and experience of 
applicants, are sent to employers through- 
out the United States and the response 
has been very gratifying.. This has helped 
make the National Association a clearing 
house for the filling of positions. 

The confidence of the manufacturer 
has been obtained by assisting him in 
some of his problems. A case was cited 
of a manufacturer who reported that a 
salesman had disappeared with a trunk 
load of samples and $350 in cash. The 
National Association ascertained that the 
man trusted was not a reliable salesman, 
but on the contrary had worked the same 
game once before. The trunk and samples 
were recovered, and the manufacturer 
was convinced that he should consult the 
association about the integrity, experi- 
ence and reliability of a man before he 
takes him on. The National Association 
consults the local club about a man, so 
the value of belonging to a local in the 
home town was stressed. 

Secretary Delany told of the adjust- 
ment of controversies between employees 
and employers which has been made by 
the National Association and assistance 
given members in contract matters. The 
speaker closed with the statement that “in 
acting together the travelers are power- 
ful, and in acting alone their efforts are 
puny. Through organization we com- 
mand the respect and confidence of those 
with whom we deal,” said Mr. Delany. 
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ANDREW P. FOSS 
Formerly associated with x] well-known rubber 
has joined the sales 


‘division of Firestone-Apsley Rubber Co. as 
Southern representative. 





Noll Eulogizes Cutter 


Mr. Noll paid a nice compliment to 
Stanley Cutter of the local club, when he 
stated that Cutter was one of the charter 
members of the Boston club when it was 
organized in 1901, that after leaving Bos- 
ton to go to Cleveland, Cutter paid his 
dues in the Boston club regularly until 
the Cleveland club was organized, when, 
out of loyalty to the club of his home 
town, he notified Boston officers that he 
felt it his duty to transfer his allegiance 
to the new Cleveland club. The speaker 
said he cited this to show how Cutter 
stood on co-operation, and added that a 
man who trails along with the crowd is 
the one who succeeds. The man out of 
step with the others is the fellow who 
does not get along. 


Logan Talks Success 


Mr. Logan spoke of the elements that 
go to make up success in business. Service 
was given as the primary one, with 
satisfaction, confidence, and business as 
other factors. 


Philadelphia Secretary Moves 
Office 


William F. Schoell, secretary of the 
Philadelphia Shoe Travelers’ Association, 
has moved his offices from their former 
location on Chestnut Street to the Forrest 
Building. 


Happiness isn’t a final goal—but a road 


to be continuously traveled.— H. Devarco 
n “Direct Reflections” 
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R. C. MacDONALD 


“Mac” as he is known to his many friends, 

S now representing the Marion Shoe Company 

in Michigan. With speedy deliveries from Marion 

and attractive styles carried in stock, Mac is look- 
ing forward to a big season. 


— 7 — 


Le-Hy “High Lights” 


Jack Vaughn, formerly with the Meni- 
han Company, is now connected with the 
live Le-Hy organization, and will cover 
Pennsylvania and Ohio. He will call on 
his old acquaintances “‘with one of the 
strongest popular-priced lines of light 
welts in today’s market,” says Jack. 

R. B. Hollister, formerly with Schreier 
& Venor, is in the Le-Hy line up, covering 
parts of Pennsylvania, West Virginia and 
Eastern Ohio. 

Ed Venor, 


formerly with Schreier & 


or 


“For it’s always good weather, when ovod fellows get together’ —And the Good Fellowship Dinner, given by the Chicago Shoe Travelers al Biggest Room of the La Salle 
Holel, Sunday Evening, February 9, auspiciously ushered in the 13th N.S. R. A. “Meet.” 
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The P. W. Minor § Son of Batavia, N. Y., i 

now represented in the New England States 4 
Charles B. Taft who has covered New York State 
since 1920, originally for the former Fiske Shoe 
Leather Ce. g Boston and afterwards up until 
February 1 H. I. Jones, Inc., of Syracuse. 
His many 4. and acquaintances —m the 
retailers of Bape State will miss the “Taft” 
smile, and “Charlie” has received several letters 
with best wishes for his success, from former 
customers. Mr. Taft is having a splendid volume 
on In-Stock orders and also good business fer 

future orders. 


Venor, is in the Le-Hy line up as special 
field man and quality man 

The management of the Le-Hy Shoe 
Mfg. Corp. are confident that these men 
will make an excellent showing in their 
new capacities. 

Be punctual—like a young married 
couple’s purchases—always on time.— H. 
Devarco in “Direct Reflections.” 


GEO. K. SYMONS 
Metropolitan resident salesman for C. S. Gibbon 


Co., with office in the Barclay Building, Room 
916 New York 


Symons with C. S. Gibbon Co. 


George K. Symons, who for some years 
has traveled New Jersey and New York 
City with Everett & Barron line of shoe 
polishes and dressings, has been made 
metropolitan resident salesman for the 
Philadelphia line of C. S. Gibbon Co., 
women’s and children’s welts. 

“George,” as he is better known in the 
trade, has been selling different lines of 
merchandise for fifteen years in New Jer- 
sey, New York, Pennsylvania and the 
Middle West, and enjoys the reputation 
of having made a host of friends. If a smile 





J. M. RUSSELL 


Who covers South Carolina for the F. M. Hoyt 
Shoe Company 





andasunny disposition have anything todo 
with success, George will be “‘there”’ at the 
final reckoning. His office will be in the 
Barclay Building, Room 916, Broadway 
and Duane Street, New York. 


Thomas Concentrates on In- 
diana and Michigan 
J. Thomas, who has heretofore covered 
the City of Chicago for the Lape & Adler 
Company, will devote his attention to 
territory embracing Indiana and Mich- 
igan. 


Rosaine Strengthens Sales- 

staff 

Rosenhain Company, Inc., 220 Fifth 
Avenue, New York City. distributor of 
Rosaine Hosiery, has made several addi- 
tions to sales force: 

Charles A. Weaver, formerly of Van 
Raalte, will cover from Denver west on 
the Coast. 

George F. Barney, formerly with J. R. 
Beaton Co., will travel Ohio, Indiana, 
and Michigan. 

William Bleiweiss, lately with the 
Byrne and Hammer Dry Goods Company 
of Omaha, will cover Iowa, Kansas, 
Nebraska and the Dakotas. 

E. W. Scott, formerly with the Chalmers 
Knitting Mills, will travel Massachusetts 
and northern New England. 

A. D. Menhinick, formerly with Robert 
Reis and Company, will cover New Jersey 
and Connecticut. 


Gloud at Cleveland 
W. A. Gloud of the Sherwood Shoe Co. 
has taken up his headquarters in the 
Colonial hotel Cleveland. He formerly 
had his offices in Toledo. 


Increase 
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Salesmen’s Commis- 
sion 

Creel, Mauldin & Chambers, Inc , of St. 
Louis, has taken a forward step in arrang- 
ing for a substantial increase in basis of 
pay to salesmen. Thomas L. Mauldin, 
President of the Company, in an interview, 
said: 

“The mounting costs of travel are 
making deep inroads upon the salesman’s 
earnings. Much more is required for rail- 
road, pullman, hotel and other necessary 
accommodations than was true a few 
years ago, and we are persuaded that the 
increases made to salesmen’s remuneration 
has not been commensurate with the grow- 
ing expenses of the road. In justice to our 
road men, we are adjusting our plan to 
enable them to make 25 per cent to 33 1-3 
per cent more. 

“The fall samples of Mauldin shoes are 
in process. Prices and terms to the trade 
will be somewhat more favorable to the 
buyer than heretofore. Certain economies 
and an increased production will enable 
us to absorb the additional pay to sales- 
men and give to the dealer our standard 
shoes at slightly reduced prices.” 


Barney Coens Increases 
Territory 


Barney Coens, well-known and popular 
shoe traveler for the Lape & Adler Com- 
pany, of Columbus, Ohio, has had his 
territory increased by the addition of the 
City of Chicago in addition to the entire 
State of Illinois. Mr. Coens is popular 
with the Chicago retail trade. 


J. H. Allendorf Is Dead 


John H. Allendorf, who prior to his 
retirement from the road some two years 
ago traveled the Southwest for Weber 
Bros. Shoe Co., died at his home in 
Syracuse, N. Y., recently. His death came 
suddenly, for although he had been ill 
for several days, he apparently had 
taken a turn for the better. He was prom- 
inent in insurance and Masonic circles. 
He was 57 years of age and is survived 
only by his widow. 


Walk-Over Salesmen ‘Make 
Merry” 

The members of the Walk-Over Sales- 
men’s Association entertained their wives 
at a dinner and dance on the evening of 
February 14. This is an annual affair. It 
was held at the large executive building. 

The Walk-Over Salesmen’s Association 
is unique among salesmen’s organizations. 
All of the sixty members on the Walk- 
Over selling force are members thereof. 
A stipulated amount of money is con- 
tributed annually by each member, which 
sum is used to bring good cheer to sick 
members or bereaved members, or their 
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J. L. HITZ 


Who covers Brooklyn, Long Island and New 
Jersey for the F. M. Hoyt Shoe Company 





wives. Between trips, there are also 
occasional informal lunches and “get 
togethers,” which make the enti.e sales- 
force a unit. Their motto is “One for all, 
all for one.” 


Officers of Association 


The officers of the Walk-Over Sales- 
men’s Association are: President, E. B. 
Carr, who travels New Jersey, Pennsyl- 
vania and Ohio: Vice-President, E. W. 
Baker, who travels the Southeast; Secre- 
tary and Treasurer, R. E. Jackson who 
travels New England and New York. 


Schuette Reports Good 
Business 


George Schuette of The Cahill Shoe 
Company reports a good business after 
the Chicage Convention. Mr. Schuette 
attended the National Convention and 
also displayed his line at the Morrison 
Hotel. He is featuring the “Dolly” strap, 
one of the new Cahill styles shown in 
Chicago. Mr. Schuette is covering Indiana 
and southwestera Ohio. 


Huff with Gramling, Spalding 
& Collinsworth 


R. B. Huff is another addition to the 
traveling sales forces of Gramling, Spald- 
ing & Collinsworth, Inc., of Atlanta. Mr. 
Huff is covering territory in the northern 
section of Alabama. 

W. F. Spalding, vice-president of the 
company, returned recently from an ex- 
tensive buying trip to the Boston and New 
York markets, where he made heavy pur- 
chases for the spring and summer season, 
and conducted a general survey of the 
shoe situation while in the North. 
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Detroit’s-Lafayette Sales- 
men’s Roster 


The Shoe Salesmen located in the new 
Lafayette Building, Detroit, representing 
22 different firms had an Official Opening 
of the Fourth floor, Sample Rooms which 
is to be the new center of the shoe trade in 
Detroit. For three days the salesmen kept 
open house for the purpose of getting the 
merchants of Detroit acquainted with the 
new locations of these sample rooms. 

The reception ended in a “Peppy” 
Show a tthe Hotel Tuller Roof Gardens 
in January. This was attended by the 
largest gathering of retail shoe merchants 
in the history of the city, much to the 
satisfaction of the salesmen doing the 
entertaining. Nicholas Schorn, manager 
Carl E. Schmidt Co. Inc., gave a short 
talk on spring styles and colors in leathers. 

A beautiful souvenir program was pre- 
sented containing in a Directory of 
“Detroit’s Greatest Shoe Center.” The 
following firms are located in the Lafayette 
Building: 


Retail Buying Made Easy 


Axman-Weiss Shoe Co., George S. 
Durst; Beals-Pratt Shoe Mfg. Co., H. A. 
Becher; Central Shoe Co., M. F. Edwards; 
Diamond Shoe Co., B. B. Shaffer; 
Endicott-Johnson Corp., Ira B. Thomas; 
Fashion Shoe Mfg. Inc., Co., M. A. 
Algaze; Fiebrich, Fox & Hilker, R. H. 
Hol.t; Friedman-Shelby Shoe Co., H. 
Meyer; Hamilton-Brown Shoe Co., F. J. 

* Brown; Hammonton Shoe Co., Geo. R. 
Holst, Kannally-Wick Corp., Geo S. 
Durst; Meyers Slipper Co., Robert Sara- 
shon; Mistwold Comfort Shoe Co., H. A. 
Becher; Rice & Hutchins, Inc., H. H. 
Reed; Roberts, Johnson-Rand Shoe Co., 
Chas. Williams; Rohrer & Co., R. H. 
Holst; Schreier & Venor, Geo. R. Holst; 
Selz Schwab Shoe Co., J. B. Rabb; 
“Sinbac”” Healthy Foot Shoes, Harry C. 
Porter; Walker, Wm. H. & Co., J. J. 
Smith.”” With these salesmen representing 
these firms, all on the same floor of one 
building, it can easily be seen that it will 
facilitate buying and save the time of 
retail merchants. 


Arkansas Holds Annual Meet 
March 10-12 


The Arkansas Shoe Travelers’ Associa- 
tion will hold its annual meeting in con- 
nection with the annual Convention of 
the Tri-State Shoe Retailers’ Association, 
at the Marion Hotel, Little Rock, March 
10-11-12. This organization has been or- 
ganized only a year and is in a flourishing 
condition. A fine entertainment is being 
arranged. “You know what a traveling 
man is when he puts on his convention 
smile,”” writes Louis Plessner of Little 
Rock; in this commection. Mr. Plessner 
represents the F. M. Hoyt Shoe Co. 
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Farmington Salesmen’s 
Roster 


HE: Farmington Shoe Co., who make 
a line of men’s medium ‘welts for the 
wholesale trade, has Boston headquarters 
at 186 Lincoln Street, eighth floor, where 
a new suite of offices has been opened. 
James F. Malley covers the East, 
New York, Baltimore and some of the 
South for this house; George Dempsey 
covers the West and Martin J. (“‘Mart’’) 
Fraser covers the South. All of these men 
are high grade salesmen and have heen 
associated in business under the Farming- 


ton’s new “regime” for about fifteen 


months. 


Colors in Linings Important 


W. H. Williams, who covers South 
Shore and New York City, for Farnsworth, 
Hoyt Co., is one of the “Minute Men” of 
this company. For the past thirty-five 
years, Mr. Williams has been covering 
the manufacturers of his territory with 
the line of goods made by his company. 

Mr. Williams was interviewed at the 
recent Style Review, Boston, and had a 
word to say in regard to shoe linings and 
colors in shoe bindings. “It is most neces- 
sary for every new shade of leather or 
shoe material made to have a new shade 
of binding,” said Mr. Williams. 

“Eddie” O’Connor, our Advertising 
Manager, H. M. Dwyer, Sales Manager, 
and all the rest of the Farnsworth, Hoyt 
folks, are continually and constantly 
studying color. It is a very serious prop- 
osition to get just the right shades as 
incorrect or obsolete colors are to the, shoe 
manufacturers’ goods houses what poor 
selling shoes are to the retail shoe mer- 
chant. 

“Tensile strength is another important 
point; also water repellent qualities. We 
demonstrate that our linings have both 
these qualities.” 

Mr. Williams is very popular with the 
trade and has earned his title of “Minute 
Man” by always being strictly “On the 
job.” 

Another of the very popular Farnsworth 
Hoyt Co. salesmen is Courtney B. 
Howard, resident Brockton Manager, who 
makes Brockton territory. 


Clinard with J. H. Baker Co. 


A. M. Clinard, sells the line of J. H. 
Baker Co. to the wholesale trade. His 
Boston office is at 111 Lincoln Street. He 
says that one of his good numbers is a 


/ SALESMEN WHO SELL Y 
@& WHOLESALE TRADE ¥ 
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ALDEN K. WOOD 


Who covers the big trade of the country, with the 
exception of New York State, for the Tuttle Shoe 
Co., with hcadquariers at 113 Lincoln Street, 


on. 





black patent one strap, with little cut outs 
at the throat and an 8-8 inch heel. 


Leatherbury Sells Children’s 
Shoes 


One of the good hustlers on turn shoes 
for the little folks is Edward C. Leather- 
bury, selling agent for the Century Shoe 
Co., Inc., of Macungie, Pa. Mr. Leather- ‘ 
bury’s Boston office is Room 217, United 
States Hotel Building. 


English Selling White Kid 
Colonials 


“Phil” English covers the wholesale 
trade of the country for Witherell, Dobbins 
& Co. He says that his trade is buying well 
on a white kid gore’ Colonial with cut- 
outs in butterfly pattern, 14-8 Cuban heel. 


Smith Sells ‘“‘Kiddies”’ 
Novelties 


Guy Smith sells Wood & Smith, Inc 
little tots McKays to the wholesale trade 
He states that his trade is buying well on 
imitation alligator and lizard novelties. 
“Some of the lines are quite grown up,” 
said Guy, “with straps and center straps 
and in all of the new colors.” 
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“RLY SIA” 


Our Latest Creation in a Strap Pump 


Shown here in patent leather; 
is also made in satins, suedes 
and kids. Carries 14 8 block 
heel or 16 8 Louis heel. 
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Made on five weeks’ delivery. 
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Dealer Influence is secured thru advertising in the Boot and Shee Recorder 
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BUSINESS REVERSES 


secheen™. ae a, (F. S. ne 

gener: merchandise, repor petition or 
petitioner in bankruptcy. 

Lincoim, Ala.—Sam Dunston, general merchandise, 
reported — or petitioner in bankruptcy. 

Lineville, Ala.—James A. Lester, general merchan- 
dise, reported petitioned or petitioner in bank- 


r a 
Ral; Ala.—J. M. Phillips & Co., general mer- 
ol ise, re petitioned or petitioner in 


y- 

k.—C. R. Ross, general merchandise, 
repor itioned or petitioner in bankruptcy. 

Los Angeles, Cal.—Augustus Duempe (4042 
Moneta Avenue) shoes and repairing, reported 


assigned. 

Danbury, Conn.—Boston Shoe Market, (J. J. 
Fewes) reported offering to compromise at 25 
per cent cash. 

Sanford, Conn.—Abraham Limsky, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Stamford, Conn.—Abraham Limsky, general mer- 
chandise, reported petitioned or petitioner in 


bankruptcy. 

Athens, Ga E. I. Smith Shoe Co., shoes, reported 
petitioned or petitioner in bankruptcy. 

Morgan, Ga.—George Albert Dozier, general 
merchandise, reported petitioned or petitioner 


in bankruptcy. 

Chi Ii Leon's Bootery (Jacob Leon and 
Nathan Leon) = . ae Road) shoes, 
reported meeting of creditors . 

Chicago Specialty Shoe Co. (3422-3426 W. 
Lake 4 man — ~~ Mn r 
jtioned or petitioner in bankruptcy. 

“ L. Hoffenberg (519 ee Street) re- 
ported petitioned or petitioner in bankruptcy. 
Dunkirk, ti—iie. Jeanette Black, (The Boston 
Store) shoes, etc., reported petitioned or peti- 

tioner in bankruptcy. . 

Vi Ind. itzer's Bargain Store (M. J. 
Sweitzer, owner) shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. 

Wabash, Ind.—L. E. Carter, s . reported pe- 
tioned or petitioner in —_ ay . 

oe Ia.—Davenport Dry a is Co., re- 
ported offering to compromise at cent. 

Bloomfield, Ky.—Jacob Albert, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

a mg La.—Caldwell, Bros., general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Menon, La. —Thomes Ed Thompson, general mer- 
chandise, reported petitioned or petitioner in 


McRae, 





bankruptcy. 
Plain Dealing, La.—Charles Alexander Harrison, 
Sr., | merchandise, reported petitioned or 


petitioner in bankruptcy. — 
Shrev: . La.—Eugene W. Rappaport, general 
merchandise, reported petitioned or petitioner 


in bankruptcy. 

Boston, Mass.—Geo. E. Coffin Shoe Co., shoe man- 
ufacturers, reported offering to compromise at 
15 per cent. 

Lynn, Mass.—Travers Shoe Co., shoe manufac- 
turers, reported offering to compromise at 15 


per cent. 

New Bedford, Mass.—Leo’s Boot Shop (Leo Gen- 
dron) shoes, reported petitioned or petitioner in 
bankruptcy. 

Shelburne Falls, Mass.—A. M. Shor (The Econ- 
omy Store) shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Detroit, Mich.—Elliott-Taylor-Woolfenden Co., 
department store, reported receiver appointed. 

Leos & Weiner (566 Gariot Avenue) shoes, 
reported offering to compromise at 15 per cent. 

Starbuck, Minn.—Torguson & Hippe, general 
merchandise, reported assigned. 

Warren, Minn.—Hans Urtes, shoes, etc., reported 
assigned. 

New ‘eee. Miss.—J. F. Ruffin Co., general 
merchandise, reported petitioned or petitioner 
in bankruptcy. 

Falls City, Neb.—-Mark Tefft, shoes, reported 


assigned. 
Omaha, -Neb.—F. & M. Boot Shop, shoes, reported 
petitioned or petitioner in nkruptcy and 


receiver appointed. 
Newark, N. J.—Harry Yellin (295 Bank Street) 


shoes, reported petitioned or petitioner in bank- 
ruptcy and receiver appointed, 


Hackensack, N. J.—Braverman & Agar (115 Main 
Street) general merchandise, reported peti- 
tioned or petitioner in bankruptcy and receiver 


ee 

Brooklyn, N. Y.—Jack Rubin (1212 Kings High- 
way), shoes, reported meeting of creditors called. 

New York City—C. & E. Shoe Co., Inc. (534 W. 
Broadway) manufacturers of shoes, roported 
assigned. 

R. Greenberger Sons, Inc., (293 Grand Street) 
shoes, reported petitioned or petitioner in bank- 
ruptcy. 

jamin Klein (184 First Avenue) shoes, 
reported meeting of creditors called. 

Abraham Wittenberg, general merchandise, 
reported yas or petitioner in bankruptcy. 

Rochester, N. Y.—W. J. C. Arlidge Co., Inc., shoe 
manufacturers, reported petitioned or petitioner 
in bankruptcy. 

Syracuse, N. Y.—McElwee Shoe Co., Inc., shoes, 
reported offering to compromise at 40 per cent. 

Aneta, N. D.—Claire L. Johnson, general merchan- 
dise, reported assigned. 

Elgin, N. D.—Sam Raich, general |merchandise, 
reported petitioned or petitioner in bankruptcy. 

Fairmount, D.—James J. Thompson, general 
merchandise, reported petitioned or petitioner 
in bankruptcy. 

Grand Forks, N. D.—William A. Garrison & Sons, 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Canton, O.—Louis Eisenberg (928 Cherry Avenue) 
shoes, etc., reported petitioned or petitioner in 


bankru a7. 

Cleveland, .—Otto Richman, shoes, reported 
petitioned or petitioner in bankruptcy. 

Coweta, Okla.—M. L. Tollerson, general merchan- 
dise, reported petitioned or petitioner in bank- 

ruptcy. 

Harrisburg, Penn.—Eli Goldstein (Goldstein De- 
partment Store) reported offering to compromise 
at 25 per cent. 

Columbia, 8S. C.—Burnett Hutto Co., general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Sam Carnaggio, general merchandise, reported 
petitioned or petitioner in bankruptcy. 

M. Erlich & Sons Inc., shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Memphis, Tenn.—M. Faine. shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Crosbyton, Texas.—R. B. Shaw, general merchan- 
dise, reported petitioned or petitioner in bank- 


ruptcy. 
San o- Texas—P. H. Miller & Co., shoes, etc., 
reported petitioned or petitioner in bankruptcy. 
Winnsboro, Texas—J. F. Green, general merchan- 
dise, reported petitioned or petitioner in bank- 


ruptcy. 

Burlington, Vt.—John G. Diekman, shoes and 
repairing, reported petitioned or petitioner in 
bankruptcy. 

Tacoma, Wash.—Tacoma Mercantile Co., general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Huntington, W. Va.—Carroll-Leland Co., Inc., 
wholesale shoes and leather and findings, reported 
offering to compromise at 25 per cent. 

Cadott, Wis.—Charles G. Hamilton, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 


BUSINESS CHANGES 


Earle, Ark.—Bleiden & Levine, shoes, etc., reported 

sold or closed out business. 
Morris Levine, shoes, etc., reported moved to 

Memphis, Tenn. 

Little Rock, Ark.—Harry Stewart, shoes, reported 
succeeded by Economy Shoe Store. 

Oakland, Cal.—F. J. Lorenz & Sons, Inc., shoes, 
reported incorporated $20,000. 

Chicago, Il!—Benjamin Greenberg (5408 South 
Halsted street) shoes, reported succeeded by 

M. B. Schneider. 

Decatur, Ill—Rosenthal Clothing Co., general 
merchandise, reported selling or sold out. 

Davenport, Ta —_E. & W. Clothing House, shoes, 
etc., reported filed articles of incorporation. 

Fort Wayne, Ind.—L. S. Roberts, (Roberts Econ- 

omy Shoe Store) shoes, reported succeeded by 
Morris Kaye. 

Topeka, Kan.—Voiland-Engel Clothing Co., shoes, 
etc., reported succeeded by Engel Clothing Co. 
Calais, Me.—St. Croix Shoe & Rubber Co., whole- 

sale and retail shoes, incorporated $10,000. 
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Abington, Mass.—F. J. Lorenz & Sons, Inc., shoes, 
incorporated $20,000. 

Boston, Mass.—Bay State Leather Co., leather and 
findings, re partnership dissolved, A. 
Levine retiring. 

Lynn, Mass.—Bresnahan & Sisk Shoe Co., shoe 
manufacturers, recently d busi 

Ely, Minn.—Mary Dejak, general merchandise, 
reported succeeded a Klun. 

Faribault, Minn.—J. Hendricks, shoes, reported 
sold or closed out business. 

Mexico, Mo.—Wikins & Brown Shoe Co., shoes, 
incorporated $20,000. 

Boston, Mass.—Carson Shoe Co., shoes, incorporat- 
ed $10,000. 

Universal Lock-Tip Co., shoe laces, mcorpo- 
rated $250,000. 

Detroit, Mich.—Joseph A. Quinn Co., Manhattan 
Boot Shop, (2625 Woodward Avenue) shoes, 
reported succeeded by Joseph A. Quinn, Inc. 

Crystal Springs, Miss.—Emergency Mud Boot Co., 
shoes, incorporated $75,000. 

Romeo, Mich.—Kinsman & Ellsworth, general 
merchandise, reported partnership dissolved and 
succeeded by C. W. Ellsworth. 

Atlantic City, N. J.—Joseph S. Freedman, shoes, 
reported advertising to sell out. 

Paterson, N. J.—Henry Stenchever & Son (96 
Main street) reported succeeded by Max Bodner. 

Brooklyn, N. Y.—Peter Barnikel (1868 Myrtle 
avenue) shoes, reported selling or sold out. 

Daniels, Inc.—shoes, reported incorporated 


10,000. 
Grand Doll Shoe Co., Inc., manufacturers of 
doll shoes, re ed filed voluntary dissolution. 
Max and David Myerson, Morris Shoe Co., 
(1436 Third avenue) repor ing or sold out. 
New York City—Murray Eidlin, (148 E. 42nd 
street) general merchandise, reported succeeded 
by Midtown Sales Corporation. 
Fuquay Springs, N. C.—Harry Isaacson, shoes, 
etc., repor moved to Sanford, N. C. 
Cincinnati, O.,—Supreme Shoe Co., manufacturers 
of shoes, re; incorporated $10,000. 
Philadelphia, Penn.—Harry A. Fanburg (227 W. 
Girard avenue) shoes, reported moved to Chatta- 
nooga, Tenn. 
Wilkes Barre, Penn.—Solomon Zelenkovitz (746 
No. Washington street) shoes, reported selling or 





out. 
Appleton, Tenn.—Butler Mercantile Co., general 
merchandise, Warren Butler, Sr., member, 


retired. 

Buffalo, Texas.—Leon Mercantile Co., general 
merchandise, reported incorporated $150,000. 
Pulaski, Tenn.—Warren Butler Co., shoes, etc., 

Warren Butler, Sr., member, retired. 
Memphis, Tenn.—K. Sclemenson (934 No. Second 
greets shoes, etc., reported succeeded by William 


Milwaukee, Wis.—lsrael Mishelow (1170 Holton 
street) cease, repented succeeded by L. L. Besden. 
Oshkosh, Wis.—S. Heyman Co., department store, 
reported succeeded iM Henderson & Hoyt Co. 
Sheboygan, Wis.—Michael Wagner & Son, shoes 
ne repairing, reported succeeded by Wagner & 
Lihott. 





Buford Jones on Trip 


Boston, Feb. 20—Buford Jones, vice- 
president and sales manager for Thomson- 
Crooker Shoe Co., will be at Fort Worth, 
Texas, March 3, 4 and 5 to attend Texas 
and Oklahoma Retailers’ Association Get- 
together. While there he will meet the 
following salesmen who cover adjacent 
territory :—Messrs. Hartman, Carson and 
Whiffen. 

Mr. Jones will also be in Minneapolis 
on March 7, 8 and 9 to attend Northwest- 
ern Retailers’ Convention. While there he 
will meet Mr. Arnold, salesman for the 
Northwest. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMEN WANTED—Men's Shoes to Retail 

$7.00 and $8.00, = by carried as a side line, 
Established quality, 6 cent Commission, Brocke 
ton made. ‘Address E i-¢40, Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


ALESMAN WANTED for Utah—Idaho, Stitch- 

downs, McKays, Legsings. Must know the 
trade, Hagerstown Shoe and Legging Co., Hagers- 
town, Maryland. 


ANTED—Shoe Salesman with $5,000 to in- 
vest in concern making and owning paten 
shoe on Men's and Children’s Line. Address E-643, 
eare Boot and Shoe Recorder, 207 South Street, 

Boston, Mass. 


ALESMEN to carry a jobber's general line 
through New York City and Pennsylvania. 
—— experienced men with — following ._~ 
y. Address K-621, care t and Shoe Re- 
onde. 127 Duane St., New York. 


ALESMAN WANTED —Established line Men's 

Slippers can be carried as a side line, 6 per cent 
Commission. Address E-641, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


WANTED Sal to sell popular priced line 
infants 1-6 flexible turn shoes of merit, in con- 
nection with line now handling; fifty styles in 
stock; 7 cent commission. Good territories open. 
Give references, how long sold om me age. 
|? ,etc. Elam Shoe Mfg. Co., 16 C 





























SIDE LINE SALESMEN tcs'ceide sors"Suoes 


We are desirous of securing live and alert salesmen to carry our line of quality shoes for 
boys as a side line in the following states: Minnesota, Wisconsin, Wyoming, Montana, 
Tennessee, Virginia, W. Virginia, Missouri and Kansas. Only 8 to 10 samples to carry. An 
attractive and money-making proposition. State full particulars in first letter. Address, 
E-651, care Boot and Shoe Recorder, Leather Trades’ Bidg., St. Louis. Mo. 








ESIDENT a acquainted with 
Pennsylvania territory _ by an up-to- 
date house, carrying Infante’, Children’s, Misses’ 
and Ap Girls’ Turns, McKays and Welts. 
ition. Commission and drawing. One 

= esta ished trade only need apply. elfand 
= , Inc., 116 W. Broadway, New York City, 








ANTED—Sal 

side line of baby soft p< a pe ay Est, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass 


ANTED—Experienced salesman acquainted 

with territory who has sold men’s fine dress 
shoes direct from factory to retailer and who can 
build shoes to specifications. Territory with estab- 
lished business consists of North Dakota, Montana, 
Washington and Oregon, omen Portland. Com- 
Nunn Bush & Weldon Shoe Co., 








, Boston, Mass. 


.ALESMAN WANTED—Men's Snappy Lo 

in Stock only, 15 Styles at $3.75 and $4.00 
carried as a side line, 5 per cent aes he 
Address E-642, care Boot and Shoe Sy 207 
South Street, Boston, Mass. 


yr WANTED who is carrying a short 
line of high grade children's or men’s shoes in 
middle western territory by well known ae 
firm making turn and welt women’s shoes. W; Te 
6 per cent commission, half upon receipt of or 
Submit references stating manufacturers you have 
sold shoes for, time and territory. 4 E-644, 
care Boot and Shoe Recorder, 207 South Street; 
Boston, Mass. 


SALESMAN WANTED 


Wholesale shoe house selling retail 
trade desires experienced representa- 
tive for Connecticut territory. Address, 
E648, care Boot and Shoe Recorder» 
207 South St., Boston. 

















MILWAUKEE WORK SHOES 
SHORT LINE 


Popular priced work shoes, exceptional 
opportunity for man who can produce. 
Illinois, lowa, Michigan, Ohio, Penn- 
sylvania. 

WIESFELDT SHOE COMPANY 
347 Lith St., Milwaukee, U. S. A. 








Salesmen with experience and a fol- 
lowing to sell popular line of infants’, 
misses’, children’s and growing girls’ 
turn shoes, also women’s comfort om 
In replying kindly give territory desired, 
references, and other necessary in- 
formation. Address E-658,care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass 








Milwaukee, Wis. 


W ANTED—Salesman to cover the retail trade 
on a commission basis on a full line of stitch- 
down shoes, Men's, Women's and Children’s, of the 
better grade, exclusive pone given. Give all 
information regarding yourself in_ first letter. 
Address E-646, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





A BROOKL uYN shoe factory making Ladies’ high 
grade novelty turns wiahes to connect with a 
salesman to carry our !ine as a side line or a full 
line on a strict commission basis in southern or 
middle western territory. Reference required, 
oo Shoe Co. Inc., 33 Marcy Avenue, Brooklyn- 





ANTED—-Salesmen handling a shoe or rubber 

line to handle our line of sh skin bals and 
slippers as a side line in Maine, New Hampshire, 
Vermont, Connecticut, essaghusstte, New York, 
Good missions, Exclusive territory. T 
Brown Warner Mfg. Co., Franklin, Ohio. 


HE K. W. WATTERS COMPANY, Buffalo, 
New York: has desirable openings = A two ie 


— 


ANTED—Experienced salesmen Men's Med- 

ium Price Dress Shoes (All Leather) 
cclling at $3.40 to $3.60. Write for territory. E. B. 

Piekenbrock & Sons, Dubuque, Iowa. 














ay WANTED for New York City, also 
for department store trade in New York, 
pm Baltimore and Washington, also for 
tment store — New York aeete —~ 
pa ome store tr its 
Stitchd . Box 216 Lens fe Island City, N. Y. 





ALESMEN with tan tn trade onl loonty. oo wering 
south and middle west to le line SI 

NUMBERS OF WOMEN’S 8 'STITCHDOWN 
NOVELTIES direct from manufacturer. The best 
values in the coun pane bo ccld Sp caso late onty 
at popular commission. Address 
i-647, care t and Shoe Recorder, 207 South 
Street, Boston, . 


Wanted—Experienced shoe salesman 
for Maine, New Hampshire and Ver- 
mont. Well known anufacturer of 
Men’s work shoes, Moccasin toe Pacs 


and drivers. Liberal commission. State 
references and experience. Address 
E-650, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago. Ill. 








_— WANTED now calling on 
neral stores and army and a 
= to ary sort — line that sells on ——< 
uent mai 


monthly set ts; 
f ul proposition; Ee lees 16 Long Island City, N. Y. 





We havea real ulopportunity for a high grade 
in ~~ —— ~ 








the investment b 
long as real sales ability is yi 
House is member of New York and Boston 
Stock Exchanges and of many years’ stand- 
ing. Handles only highest grade of active 
securities. Substantial compensation to 
the right man. Address: Boot & Shoe Re- 

, E639, 207 South St., Boston, Mass. 














SALESMEN WANTED by old established 


firm, wishing to increase its busi- 





Real Salesman Wanted 


An experienced salesman for ladies’ 
medium priced welt and McKay line. 
There is a large established business of 
long standing among the best retailers 
on this line in the territory, which 
consists of Iowa and the large towns of 
Missouri, Kansas and Nebraska. We 
will only consider applications from 
men with established business, unques- 
tioned character and splendid selling 
ability, and for such a man there is a 
beautiful position open. Give refer- 
encs, sales records and salary expected 
in first letter. 


ROTH SHOE MFG. CO. 
Cincinnati, Ohio 








ness anywhere in the United States. Can 
supply ptt we Ae line in Ladies’ Goodyear 
Welts that will sell anywhere. Or a gen- 
eral line, men’s, women’s and children’s 
shoes. Commission only. State your case 
fully, outlining your road experience, 
annual sales, age and references. Address, 
E-659, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








We have several openings for live wire 
salesmen to carry our novelty and 
staple line of stitchdowns on a com- 
mission basis. Address K-622, care Boot 
and Shoe Recorder, 127 Duane St., 
New York City. 
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SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 





W ANTED—Competent Rubber and Shoe Sales- 
man for Ohio and Michigan. Independent Rub- 
ber & Shoe Co., Fort Wayne, Indiana. 





SALESMAN for ladies’ Brooklyn turn shoes. 
) Middle western territory. Man now handling 
high grade men’s could take this as side line. Con- 
=a Shoe Co., 1616 St. Marks Ave., Brooklyn, 
N 





OSIERY mill line ladies’, children’s and men's 
full-fashioned and seamiess, none but — 
enced men with established trade need app 


ALESMEN WANTED for Manhattten and 

Bronx. Stitchdowns, MoKaye and Leggings. 
Hagerstown Shoeand Legging C L0., Hagerstown, 
Maryland. 


ANTED—Salesmen selling non-conflicting lines 

to carry best-known Rochester make of First 
Walk Turns | Soft Soles. 10 cent commission 
on Soft Soles, 7 4 an — on Turns. Strictly stock 
proposition ena iesmen to secure early pay- 
ment of earnings. Samples ready. References re- 
quired with app! ication. Address E-589, ones Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








Territories open west of Mississippi River incl 
Illinois, Nogth and South Carolina. Commission. 
Address E-649, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


GALESMAN WANTED for Georgia, McKays, 

stitchdowns, leg, leggings. Must know the trade and 
be constant worker agerstown Shoe & Legging 
Co., Hagerstown, Maryland. 





ANTED—First-class salesman to represent 
factory line of men’s high-class dress welts, 6 
per cent straight commission. Must have at least 6 
ears’ experience. Age limit between 33 and 45. 
ne that can furnish list of accounts sold in the 
ee & ~ pF. ears. Must be able to finance himself. 
t of qpenet required, none other need apply. 
Edmonds Shoe Company. Milwaukee, Wis. 





ALESMEN WANTED—Wanted experienced 
salesmen who are acquainted in the states of 
Michigan, Mississippi, Tennessee, Kentucky and 
Alabama, to sell our popular priced novelties in 
Children’s turn shoes, made in sizes from First 
Steps to 114-2 misses’. Strictly stock proposition. 


ALESMEN WANTED—We have several op- 
portunities for A-l salesmen to —, our 
popular priced line of children’s turn shoes. Up to 
the minute in style. Sizes run from First Steps to 


INES WANTED—Young man, 27, married 
has had 5 years experience in shoe business and 
uainted with merchants in Arkansas, Tennessee 

and Mississippi, wants shoe lines for this territory. 
Best references. M. Aronson, Clarksdale, Miss. 





THOROUGH qoptes ed shoe salesman wishes 
to represent high grade shoe manufacturer in 
California. Leaving in Mt arch. Ladies novelties pre- 
ferred. Best of references can be furnished. Address 
E-652, care Boot and Shoe Recorder, Leather 
Trades Bidg., St. Louis, Mo. 


ALES AND CREDIT MANAGER boys’ 
McKays and Welts with twenty salesmen would 
like manufacturer's line girls’ welts or McKay Welts 
to sell to retail trade. Straight commission basis. 
Address E-655, care Boot and Shoe Recorder, 207 
South Street, Boston Mass. 


INE WANTED—Experienced Shoe Salesman, 

record and references, open about May 

Ist for well known line of men’s or women's. Prefer 

Southwest or Southern territory. Address E-653, 

care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 














Misses’ 11 }4-2’s. We pay 6 per cent 
This is a stock proposition. Samples now ready. 
Quality Shoe Company, F , N. Y. 











We pay 6 per cent commission, pay prompt. 
Samples now ready. Flexible Shoe pany, 
Rochester, N. Y. 





ALESMAN wanted for Eastern New York 

State exclusive of New York City. Stitchdowns, 
McKays, Logeings. Must know the trade and be 
constant worker. Hagerstown Shoe & Legging Co., 
Hagerstown, Maryland. 


ALESMAN wanted to sell our line of Women’s 

Misses’, Children’s and Infants’ LL = gen | 
sewed, Goodyear Turn sewed, Stitchdown an 
Puritan Welt Stitch Shoes in the State of Michigan 
and the Pacific Coast States on commission. Can 
be sold with other non-conflicting line. Only those 
with established trade need apply with references. 
H. 8. Albright & Co., Inc., Orwigsburg, Pa. 


ALESMAN wanted western section Ohio, in- 

cluding Cincifinati_and Toledo. Stitchdowns, 
McKays, Leggings. Must know the trade and be 
constant worker. Hagerstown Shoe & Legging Co., 
Hagerstown, Maryland. 


ALESMAN WANTED for portion of Virginia, 

North Cerolina territory. State sections you 
have been working. Must know trade, be constant 
worker. Hagerstown Shoe & Legging Co., Hagers- 
town, Maryland. 











ALESMAN WANTED for Mississippi, must 

know the trade and be constant worker. Stitch- 
dewns, McKays, Leggings. Hagerstown Shoe & 
Legging Co., Hagerstown, Maryland. 





SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an opportunity to salesmen 
with ability to sell one of the best 
known men’s fine shoes in America, 
of first quality, solid leather. A factory 
that is recognized as being foremost in 
shoe construction. 
Immediate attention given to appli- 
cants that can furnish a record of past 
formance that shows they were 
leaders in their organization as sales- 
men. Must be able to finance them- 
selves, and come to the factory for per- 
sonal interview. All correspondence 
— confidential. Address E-477, 
t and Shoe Recorder, 207 
South St., Boston, Mass. 











GALESMAN wanted for Western Pennsylvania, 
Stitchdowns, McKays, Legsings. State territory 
ou have been covering. i know the trade. 
agerstown Shoe & Legging Co., Hagerstown, 
Maryland. 


SALESM EN WATNED—We have several oppor- 
tunities for mem salesmen, acquainted 
with their terr' sell our popular Men's 
Dress Welt ‘ine. “The best $5.00 re’ line on the 
market. One tray of samples. Strictly commission. 
Only e jenced shoe salesmen need apply. = 
Crosse t and Shoe Mfg. Co., La Crosse, Wis. 








SALESMEN WANTED BY 
A MANUFACTURER OF 
WOMEN’S MEDIUM 
PRICED WELTS TO CAR- 
RY TWENTY-FIVE SAM- 
PLES OF IN-STOCK ARCH 
SUPPORT AND SUSPEN- 
SION ARCH OXFORDS, 
BLUCHER OXFORDS, ONE 
AND TWO STRAPS MADE 
TO RETAIL FOR $5.00 AND 
$6.00. SIX PER CENT COM- 
MISSION PAID WEEKLY. 
ALL TERRITORY OPEN 

EXCEPT NEW ENGLAND 
STATES, NEW YORK, 
PENSYLVANIA, MAR Y- 
LAND AND THE VIRGIN- 
IAS. Address E-625, care 
Boot and Shoe Recorder, 
207 South St., Boston, 
Mass. 








= 
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POSITION WANTED 


UPERINTENDENT, systematizer and origin- 

ator of new styles, would like to connect with a 
reliable concern manufacturing leather and felt 
house slippers. Address K-619, ore Boot and Shoe 
Recorder, 127 Duane St., New 








HELP WANTED 


Winnow TRIMMERS WANTED to sell win- 
dow display fixtures on commission basis. 
Artistic Wood Turning Work, 511 N. Halsted St., 
Chicago, Ill. 











BUYER WANTED 


UYER FOR BASEMENT SHOE DEPART- 

MENT-—A large progressive department store 
in one of the best Teenee cities has an opening 
for a live-wire Basement Shoe Buyer. Must know 
how . Fd big volume and show a profit as well. 
Se unity for the right man. Address 
E-657, care tt and Shoe Recorder, 207 South St., 
Boston, Mass., giving full particulars past or pre- 
sent connections and salary to start. 








LINE WANTED 


OUNG MAN 27 years old acquainted with 

jobbing trade all over the country would like to 
locate wit! th manufacturer, preferably Women's 
McKay. Can furnish references as to ability and 
integrity. Address E-638, care Boot and Shoe Re- 
corder, 207 South Street, ‘Boston, Mass. 





FLEXIBLE SHANK. — WANTED 
If you have an op a fora 

familiar with corrective shoe require- 
ments, and an acquaintance with 
buyers of this class of merchandise— 
would like to get in touch with you. At 
present have a connection with a 
prominent factory, but will be free to 
accept a proposition after March Ist. 
Address, K-612, care Boot and Shoe 
Recorder, 127 Duane St.. New York. 














TO LEASE 


LEADING men’s and boy's apparel ye on saaiiy 
growing concern enlarging quarters, loca 

city with a surrounding population of 150,000 with- 
in 75 miles of Pittsburgh, will lease space for men's 
and boys’ shoe department. Highest references 
required. Address K-617, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 








FOR RENT 


PACE TO RENT for popular priced shoe de 

ment. Best location in the = x00d show 
windows. Apply “Smith Sells for Less.”” 150 W. 
Main, Jackson, Mich. 


OR RENT for an ideal shoe store best location 
in town, or will sell lease on building. Address 
Bien Cohen, 359 Third Street, Niagara Falls, 











OR RENT—Harrisburg, Penn., two desirable 

store rooms, 25x100 in business section; suitable 
for any business, ready for occupancy April 1. 
Trading Roe 200,000, fine industrial _com- 
munity. C. Claster, 302 Market Street, Harris- 
burg, Pa. 





FOR RENT 
Very desirable space 
FOR THE SHOE TRADE 
97-103 East Houston St. 
NEW YORK 
ENTIRE FLOOR 


10,000 SQUARE FEET 


100 per cent Sprinkler—Live 
steam 


Excellent Elevator Service 
ATTRACTIVE RENTAL 


Fred’k Southack & Alwyn Ball, Jr. 
11 Broadway, New York City 
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BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY WANIED TO PURCHASE 














After eighteen years of steady climbing to gain a complete 
knowledge of women’s shoe manufacture, I have given up my 
position as Manager of a large factory:making women’s foot- 
wear. To any one interested in securing my services I can easily 
prove this action is in no way discreditable and is on account of 
reasons over which I had no control. 








Thus, at an age a little less than 40 years, | am ready to throw 
all my experience in making any kind of women’s footwear to 
the manufacturer looking for a thoroughly trained manager. I 
would prefer to make women’s Welts or McKays, but can suc- 
cessfully handle any factory which has a genuine future. That’s 
what I am most interested in. 


I am a practical man. I know, from doing it, every detail of THE NEW YORK EXPORT 
PURCHASING CORPORATION 


handling processes, material, costs, relations with customers 596 BROADWAT, naw Pen, 1 
and with employes. 








WILL LOW SELLE RS FOR 
Show me a future with a reliable firm, and I am ready to Y (ENTIRE sT KS | CASH 
start at the top—or down in the ranks. All I want is an oppor- meee wsheny ists nan _ 
tunity to get interested in your factory. Will go anywhere. If 
you want to interview me, address E-622, care Boot and Shoe Cc A s H PA I D 


Recorder, 207 South St., Boston, Mass. 








will send a representative to investigate and 
make offer upon request. 


Kalter Cort. MercantiJe Co ~ Inc. 
pak rNER WANTED with business ability and 7 pe S-caduse. New York Ci 
capital to start manufacturing line of felt and Phone Spring $160-5161-516: 
leather house slippers. Long experience. Address 
K-618, care Boot and Shoe Recorder, 127 Duane St., N 
New York. 
Shoe department wanted to rent in a 

OMEWHERE in the east there is located a man good sized department store or an out- 

in some large organization who is desirous of let store, for a moderate priced line. 
entering business for himself to share in the profits Address K-613, care Boot and Shoe for entire shoe stocks or surplus stocks of 
of his efforts. In his present position he may be Recorder, 127 Duane St., New York. shoes or other merchandise. Any quantity. 
handicapped — e apending > slveneqpens by Prompt attention given. 
circumstances yond his contr n old esta 
lished concern making men’s popular-priced welts KIRSCH-BLACHER co., Inc. 
with an A No. 1 credit desires the association of a 622-624 Broadway, New York, N, Y. 
first-class man to take the factory end of the Phone Spring 1443 
business. A. coast invest $5, ny 4 to 7 ~ 
——, ability as we are not looking for a jo! : 

on bes a permanent fixture. Address E-635, FOR SALE 

a “Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. L 







































































EADING oe in growing t town of 
Oo 


Four Thou- MISCELLANEOUS 
sand. Prosperous surr Ine 


a ae Le Bar, pin price. Offer = = ™ e cl 
Exceptional Opportunity Shoe Recorder, 207 South Street, Boston, Mass. Sai PA Bicy e 




















A large wholesaler wishes to GTOCK OF SHOES FOR SALE—We pe +: x By es STEP 


secure the services of a young - ccatinning our chee, department, and oferin ie ez : LADDERS 
or je a clean up- ate well-assort stock oO! iz - f : 


man as assistant to the buyer Men's, Women’s, Boy’s and Children’s shoes. 


of women’s, misses’ and chil- They, ere madiom-priced Welte, and MoKaye— are made 

dren’s shoes. State full de- approximately $50,000 and can be bought at a = “\ | in many 

tails regarding your qualifica- oe a —— si ee etoree aT 
o a 


tions, experience and salary mat TA| hinds ef 


‘ s s EWLY equipped ladies’ turn shoe factory in “fs ist. 6 
expected. Communications N New York City. First class building and loca- = ae © shelving. 
confidential. Address E-656, tion. Daily capacity 400 aire. Addreen K-610, ~ ieee — 
—~ Boot ai - we n 
care Boot and Shoe Recorder, eee a ee log giving full 

: f description 
. ae. and prices. 


207 South St., Boston, Mass. 




















LAST BUSINESS | as a | He mae 
FOR RENT Several second-hand last machines. [| tt Chicago, Il. 


About two car-loads of rough last 
blocks. Will be sold cheaply. Inquire 


Rogers & Ashe, Inc., Little Falls, N. Y. No matter what policy you may 
SPACE FOR RENT pursue in selling to the shoe trade, : 


In the heart of the best retail district, 
we offer an excellent space on the Main nevertheless, you need the 
Floor for Ladies’ medium and high- f . : 
arade shoes. Nationally advertised lines In ormation for Shoe Merchants Boo 3 
preferred. Can be leased on ee © “Where to Buy” constitutes @ source of t and Shoe Recorder 3 


basis to the right concern. M. AL- knowledge so that he who runs throu 
eh these 
BENBERG CO., Duluth, Minn. gages May cnad—end tere. All the Time 
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Winpow DispLay FIXTURES 
7-4). @n 1 0)° a aU P-Vn ele 
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Metal Shoe Fitting Stools 


and Floor 





No. 141 


Gcterss THE CHICAGO 
** WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 


ite 
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F Heycod- ‘Wake fl | 


U.S. PAT. OFF 
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and most 
ja Ly : aeaee >. on the market. 








Carried in stock. Available for shipment any- 
where by parcel post or express. 
MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For Pirer-ve years manufacturers of 
ilbradt Rolling Step Ladders 





mil 


rr 








mera 


ne 


TAMAE TF 





i\ YR, 


2416 No, 10th Street 
ST. LOUIS, MO. 

















INFORMATION 


for Shoe Merchants 
“WHERE TO BUY” constitutes a 
source of -"—¥ so that he who 


runs through these pages may read 
—and learn. 





Do You Know? 


That you can buy it—or 
sell it—tbrough the 


‘*Where to Buy”’ 
Columns 


This feature in its quick 
service is a time saver in 
meeting immediate 
needs. 
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How to keep 73> 
your business 
“alive” — 


























Evening Post adver- 

tisement we tell about 

how the Arch Preserver Shoe for 

men makes “you feel alive after 

the day’s work.” We explain how 

this shoe keeps men on their toes, enabling 

them to get more done, to feel better, to 
enjoy life more. 


THE 


ARCH PRESERVER 


SHOE 


And these reasons also explain why the Arch Preserver Shoe for men 
keeps your store “‘alive.” It means the securing of new business, and 
holding it. It builds success for you, the permanent success that makes 
you a more important business man in your community. 

These reasons make clear why the Arch Preserver Shoe franchise is 
the most valuable in the shoe industry. A better shoe, advertised na- 
tionally in the leading man’s publication—it’s the shoe you can sell—and 
should beselling. Let us hearfrom you. Twenty good styles carried in stock. 


E. T. WRIGHT & COMPANY, Inc., Rockland, Mass. 


Makers of the “‘Just Wright’’ Men’s Fine Shoes Since 1874 


[L the March 1 Saturday 


“KEEPS THE FOOT WELL” 


This Trade-Mark is found on 
the sole and lining of every genuine 
Arch Preserver Shoe. There are 
seven patents embodied in Arch 
Preserver Shoe construction. These 
are vested solely with E. T. Wright 
& Company, Inc., Rockland, 
Massachusetts, for the making of 
men’s and boys’ shoes, and with 
The Selby Shoe Company, Ports- 
mouth, Ohio, for the making of 
women’s and misses’ shoes. 








Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 
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Decidedly A Hit 
in Chicago Town 


“BOKMIT A” 





Designed by the 
author of the fa- 
mous “Rebecca.” 


““IQONITA” makes the heart beat 

faster. And when you can of- 
fer a style that causes a flutter of 
approval, it’s a cinch to sell her. 
This style lends itself to various 
combinations, and is equally at- 
tractive on a low heel last. 


It will be offered by many 
leading Wholesalers—Write 
us for name of one nearest 
you. 
To Wholesalers who have not seen our line: Our Mr. 
Platz is ready to show you our many exclusive 


patterns in the airiest of welts. Just drop him a 
line. 


T.J. KIELY & CO. 


‘*Shoes That Sell’’ 
266 Broad Street 


LYNN :: MASS. 
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LAWRENCE J. EWING 


Designer and Mauufacturer of 
Shoe Patterns 


86 Wingate Street 
Haverhill, Mass. 
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ASK 
YOURSELF 
THESE 
QUESTIONS 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 


What is the evidence of READER 
INTEREST? 


Is the paper essential to its field? 


Is reader interest proved by volun- 
tary paid subscriptions? 


Are the paid subscriptions audited 
bythe Audit BureauofCirculation? 


(Twelve Thousand “Boot and 
Shoe Recorder” paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 


Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 


(The character of the “Boot and 
Shoe Recorder’’ is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 














Veater Influence is secured thru advertising in the Boot and Shoe Recorder. 
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er April 15, 1922, at the Post Office at Boston, Mass.. under the act of Congress of March 23, 1879. Subscription price, $5.00 per year. Printed in U.S.A. 















i No. 6299 R 


No. 6299R--- Another New 
Grover [In-Stock Two-Strap 





Because so many Grover dealers asked for a two-strap pump which 
should conform to the present tendency toward the shorter vamp and 
slightly fuller toe—this new bit of footgear was added to our in-stock 


numbers. 





Smart, dainty and tasteful, it appeals to the great majority of women 
who appreciate trim, comfortable shoes. It has already demonstrated 
itself a seller and now that it is in stock you may prove its value at a 
very small outlay on your part. 


Made of black kid on No. 203 last. Medium, plain box toe. Perfor- 
ated vamp and quarter. Turn sole, carrying a 1 5-8 inch heel with 
rubber top. 





e IN STOCK: AA, 5 to 9; A, 4 to 9; B, 3 to 9; C-D-E, 21% to 9. . $3.85 


J. J. GROVER’S SONS CO. Lynn, Mass. 


‘‘Soft Shoes for Tender Feet” 














Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 





Marbridge Bldg., 47 W. 34th St. Corner Madison 





80 Boylston Street 
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Coming “1 hrough 

Fast for Easter 

“Colored Leathers” 
Sy Levor 


Levor Grain Kid 
Cabrettas 


Color 3 -— Jack Rabbit 
7 GED cha ale) a: |(e Gracie’ 
8 -— Beaver 
9 - Tru-Blu 
13 — Oriental Pearl 
3] -— Red 
51 — Golden Brown 
G3 — Havana Brown 
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Cock-a-Doodle -DOQO00 o 
Our Ctulisl Chiles in your footwear 
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TAN NERS 
Levor Grain Kid 
Cabrettas 


6) an Ch a-ha Grer-ts 
hevrettes 
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distributing force 





ARTIMUR S. PATTON LEATHER Co. St, Louis. GEO.W. NEWMAN LEATHERCO., Cirsci. 
McGAW EATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
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Group for Shoe Display 
in Hepplewhite Period 





No. 5130 Novelty Shoe 
Displayer 
Hol three of shoes. 
Hey Sek inches high. 
Arms 7 inches from side of 
center standard, 


Hosiery Displayer 





Selling Merchandise in your store de- 
pends a great dcal on creative ideas. It 
is true people will buy things because 
they need them, but for any given store 
this business amounts to only 25 per 
cent of the actual volume of sales. All 
the rest of the business and the growth 
of a business depends on creative ideas. 
One sure way of making sales grow is 
by having attractive display windows. 
The outstanding feature of good display 
windows is the background for the im- 
pression you wish your merchandise to 
create. 


Display Fixtures, correctly designed, 
guarantee with certainty the attractive 
appearance you wish your merchandise 
to make. 


So good Display Fixtures pay. 


A complete book for Shoe Store Dis- 
plays and descriptive of various styles 
in window Fixtures will be gladly 
mailed at your request. | 


v 


HUGH LYONS & COMPANY 
LANSING, MICHIGAN 
SALES OFFICES: 


New York 35 W. 32nd Street 
Chicago 217 W. Jackson Boulevard 
Baltimore No. 1 No. Eutaw Street 
Boston 52 Chauncy Street 
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The Hepplewhite 
Period Design com- 
bines grace with 
practical weight. It 
was the aim of 
Hepplewhite, the 
British designer, to 
combine or blend 
“‘the useful with 
the agreeable.’’ It 
was his purpose to 
produce a Design 
that was new and 
spritely (not neces- 
sarily a novelty de- 
sign) but a Design 
out-of-the-ordi- 
nary and graceful. 


Our adaptation of 
his work is true to 
type in every par- 
ticular, so that a 
neat and pleasing 
Fixture results— 
which is in every 
way unusually at- 
tractive for the best 
appearance of mer- 
chandise on dis- 
play. 
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“Light and Azry Shoes 


with V ery Little on Them” 


This seems to be the leading thought for the Spring 
Season. Following this general idea, we suggest the 


buy 


ing of some shoes along the lines of the sketch 


shown above. This sketch is not a Degen-Lipp style 
especially, but it reflects the motif upon which some 
mighty attractive samples are shown in our Spring line. 


_ 





‘Degen-bipp, lie. 


Brooklyn, N.Y. 


Showroom 607 Marbridge Bldg. New York. } 
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Tue STYLE LEATHER oF AMERICA 


Above Shoe Illustration 

KafoW Kid, by. Nave K AFFOR KID has dis- 
Sunk Op ctten, Mitwas- ‘tinctive features of 
tanning which give it soft- 
ness and fine surface finish 
essential to fine shoemaking. 





Leading manufacturers of 
men’s, women’s and chil- 
dren’s footwear are using 


KAFFOR KID. 


Look for “KAFFOR KID” 

in the description of the 

“The Story of Leather” shees you buy. It is the 
Free on Request sign of quality and fineness. 


Tne Onio LEATHER COMPANY 
GIRARD OAIO 
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These Are the Shoes That Sold 


Chicago Convention is over and while we sold 
out on some of our numbers we are replacing them 
and will have sizes and widths for early delivery. 


Let’s Have YOUR] Order NOW 


~ 


No. B5441 Price $3.35 
Patent a Jone. 8/8 heel. 


March 1, 1924 





No. BS333_ Price $3.35 
Black tor 


t Leather My 
‘i078 heel. BtoD 
3 Price $3.35 


N 
As above tL, & t creed 








No. B5440_ Price $3.85 


5837 Price $3.50 4 ron and Collar 
As above only Mouse Brown 13/8 heel A to D 


No. BS5640 Price $4.50 
As above only White Alligator 
White Calf Trim 
BS845 Price $3.50 


No 
As above only Tan Bark Elk No. B5840_ Price $4.15 
No. B5833 Price $3.75 As above only Light pad 


583 ; ’ 
= ~~ only Red Calf. —T oa % Ky | 


5834 Price bat -75 
As above only Green 


BS5832_ Price $3.50 
AB - A only Grey Elk. 


No. BS5841 Price $4.15 


As above only Brown Lizard 
No. BS5835 amy B A 75 ~ 
As above only Blue C: Brown Calf Trim 
No. B5630 Pri 3.60 No. BS842 Price $4.15 
As above only White 3,8 As above only two tone 


Red-Black Alligator Patent 
Trim 


No. B5940_ Price $4.15 
As above only Jack Rabbit 
Suede Grey Calf Trim 





No. B5941 Lg $4.15 
As above only Aired 
Suede M -— _ Cc alf 


No. B5931 Price $3.75 
rey ator Vamp, Jack 
Rabbit Sued 
10/8 heel. B to D. 





~, 


No. B2900 Price $4.25 
Airedale Buck Blucher Oxford 
Crepe ee 4 and Heel. 


No. B2930 Price $4.25 
As above only Grey Buck. 

No. B2801 Price $4.15 
As above = pes Brown 





No. 5800 Price $3.75 
As above only Tan Bark Elk 


m~, 


No. B2300 Price $3.60 
Black Alligator as 
a 8/8 heel. B to 
B2200 Price $3. a 
As ae only Tan Alligator. 
No. B2800 Price $3.85 
As above only Grey Alligator. 


No. B2820 Price $4.35 
Platinum oat Blucher 


xford. 
Crepe Rubber Sole and Heel. 
B to D. 





No. BS434_ Price $3.35 
Patent x7 heel. 


ob. 





No. —~7y Price a 
lac: Calf, 
Crease, 8/8 heel. A to D. 


No. B1805 Price $3.25 
As above only Brown Calf. 





No. BS432_ Price $3.35 
Arch Support. 


12/8 heel. EEE. 
No. Bi Price $3.35 


As above 
No. BS732 35 
As above Black Satin. 
Black Suede Straps. 


H 





No. eee Price $3.15 


Black Calf = Vamp 

10/8 heel. B to Ne. B5300. Price $3.25 
No. B5201 Price 4 15 Black Calf, Sel: 

As above only Brown Calf. Sole 8/8 heel. 1B we wo — 


DUNN & McCARTHY 


AUBURN 3 : NEW YORK 








beat, Seeeth 
heel. EER 


Dongole 





No. B2445 Price $3.75 
Patent Leather Puritan 
- 8 heel. B to D 


B 2945 Price $4.00 
As yy At only Airedale Buck 
No. B2955_ Price $4.00 
As above only Jack Rabbit 
fuck. 





B2832 Price =. 15 
Platinum Alligator 
8/8 heel. B to D. 


No. B2833_ Price $4.15 
As above only Chinese Blue 
Alligator 





No. B541 Price $3.35 
All Patent Luxor San 
8/8 Heel. BtoD 





BS330 Price $3.35 
Btw D 


= 
5 
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~ 
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No. BS203 Tytee $3.25 
Willow Calf, ry Sole. 
8/8 heel. Bio 
1s htt, Eres Bible 
s above only 
Sole and Heel. 





BS001 Pri 15 
Dongole 13/8 heel Bio E 
No. B5101_ Price $3.35 
As above only Brown Kid. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








BOOT AND SHOE RECORDER 










[LITTLE JOURNEYS TO AND FROM FAMOUS PLACES 
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We, too, have GQ MIUSSLON., It is to make rubber heels as good as it is possible 
to make them and to tell the world about their excellence until everyone is familiar with the 
names of our three leading brands—Bull Dog, Vim and Ever Grip. Bull Dog is the aristocrat 
of heels, Vim a real leader in heel values, and Ever Grip the economy heel which gives 














excellent service for its cost. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. | 
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sim 2 THERE ARE MORE SENSIBLE WOMEN THAN FLAPPERS (ees 
ES | 


and 


There Are More FAT ANKLES To Fit Than You Are Aware Of! 


Don’t Lose SALES because PS | 
You are not equipped— B U T 


If you must sell fashionable 
shoes — we've got ’em! 


i: IN-STOCK 


118—Blk. Kid, large ankle, 
cross-strap. 12-8 “Wingfoot” 
heel. 3144-9, EE......$3.50 
119—Same in Patent, $3.75 


104—Blk. Kid, large ankle, 
one-strap. 12-8 “Wingfoot” 
heel. 3144-9, EE..... .$3.30 
116—Same in Patent, $3.50 


117—Same in Blk. Satin, 
$3.50 





103—Blk. Kid, large ankle, 
oxford. 12-8 “Wingfoot”’ heel. 


31%-9, EE............$3.15 
114—Same in Brown Kid, 
$3.30 


All Goodyear Welts 


602—Patent Sandal. Light 
Goodyear Welt. 9-8 “Wing- 
foot” heel. B-C-D.. . .$4.00 
601—Same in Jack Rabbit 











Gray Buck............$4.25 
603—Same in Airedale Buck, 

$4.25 
605—Jack Rabbit GrayB js 

ack Rabbit GrayBuck -190— 
Sandal. Light Goodyear Welt . 5% 10—Net 30 
13-8 covered Cuban heel. — NS 
SS a Fee $4.50 9 
607—Same in Airedale, $4.50 “— Cotaiog ' 
606—Same in Patent, with ertainly ig 
13-8 ““Wingfoot” heel. .$4:00 a 
35 IN-STOCK 
styles 











SMITH SHOE CO.,, Inc. BOSTON, MASS. 
( 90 Wareham Street, Corner Albany i 
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BETWIL 








SHOE LINING 


WV. H.HOLBROOK 207 SOUTH ST. 
COMPANY BOSTON,MASS. 











for the best of reasons. 


The MOST ATTRACTIVE 


by unanimous consent. 


PROFITABLE for the RETAILER 


because a source of actual profit and satisfaction to his customers. 


THE NEED FOR A SUPERIOR LINING cannot be over-stated 


The inner surface of a shoe naturally wears out first because it is subjected to the hardest 
wear; and is the one part which can neither be replaced nor repaired. 


Only by making special provision for meeting this unbalanced wear can well-balanced 
shoes be produced 
Provide your customers with 


BETTER BALANCED SHOES 


by Specifying 








BIETWILL 


SHOE LINING 


WV. H.HOLBROOK 207 SOUTH ST. 
COMPANY BOSTON,MASS. 

















May we send “The Best of Reasons’’— a booklet including samples? 
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GALLUN’S 


4 SMOOTH CALF 
Medium Brown Shade 
SOFT TOE 














23X 
IN STOCK 


B-C-D Widths 


TALK STYLE TO YOUR MEN CUSTOMERS 


“T sell Marion shoes because | can ask my men custom- 





eis to pay attention to style without paying more money 
for it.” This is one reason why a certain retailer, in a 
typical American city, sold more men’s shoes this past 
year, and made more money too. 23X is a correct 


style for early Spring selling. Built on the Varsity last, 
13 edge and Wingfoot heel. 
































MARION SHOE CO. 
MARION, INDIANA 
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If you have sold any children’s 






—— shoes made out of our —— 





ee 











Reg. U.S. A. 














WILO SPORT ELK= 


you will know why this leather is 
being used so extensively by man- 
ufacturers of children’s goodshoes. 


WILO SPORT ELK has proved 
the most satisfactory for growing feet 
—at the same time giving longer 
wear than any other kind of leather. 








Best Colors 
for 


Children’s Shoes 
COFFEE 


and 


LOG CABIN 








Sole Selling Agents of W | L Oo Leathers 
s 


10 Spruce Street, New York 


Prove our statements by 
specifying this leather in 
your children’s shoes,and 
see the satisfaction you 
will gain through repeat 
orders from satisfied cus- 
tomers. 


C. D. Kepner Leather Co. 


139 South Street,‘ Boston, Mass. 


ece v o 


— BRANCHES — 


308 LeatherjTrade Bidg., St. Louis, Mo. 


Made in 
16 COLORS 


_Red, White, Blue, 


Green, Coffee, 
Chocolate, Light 
Smoke, Log Cabin, 

Beige, 
Silver Gray, 
Dark Gray, Dark 
Smoke, 
Cocoa, Pearl, Tan 
Olive 


No. 401 Metropolitan Bldg. 


Milwaukee, Wis. 
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Delivery Now! 


Cocoa Calf 
Goodyear Welt Blucher Oxford 
Creese Vamp 
Genuine,Rajah Crepe Sole and Heel 


In Stock AA to C 





No. 593 Price $4.00 


The same style in Pearl Elk Stock No. 594 
PN ra ca den anccnelewen $4.50 


Our full line of in-stock goods will be on 
display at the following Conventions: 


Ohio Valley Shoe Retailers’ Association, Dayton, Ohio, 
March 10, 11 and 12. E. V. O’Brien and George A. Emerson 
in attendance. 

New York State Shoe Retailers’ Association, Syraéuse, 
New York, March 10, 11 and 12. George W. Murfitt in 
attendance. r 

Northwestern Shoe Retailers’ Association, Minn lis, 
Minn., March 10, 11 and 12. Buford H. Jones and E. 
Arnold in attendance. 


~ 


Thomson-Crooker Shoe Co. 


18-26 Station Street Boston, Mass. 





























x10 
x 
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Each RAJAH Sole 
Is Exactly Like Every Other 


RAJAH Soles are made of the very performance, that each RAJAH Sole 


finest and choicest Ceylon crepe acts exactly like every other. 
rubber. 


No better rubber can be procured by 1” other words, alll rubber must vary 
any means than that which we use ™ SOMme way at some time. But our 
in RAJAH Soles. process eliminates that variation. 


Beyond that, however, is the fact We pioneered with RAJAH. Hastily 
that our exclusive process so perfectly conceived imitations may give the 
standardizes RAJAH quality and right result. 


ALFRED HALE RUBBER CO. 


ATLANTIC, MASS. 
Established 1837 


Remember— 


) iah Soles 
ae pe 
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B488-J 
Women’s Airedale ooze calf quarter and vamp, tan 
Lizard calf vamp collar and center-strap, Cecilia 
one-strap sandal, Sheik last, one-inch military heel. 


McKay sole 
Price $5.25 


B488-J-1—Made of gray Delhi buck, fog gray kid 
cohen, aniiitary break... ccccccccccccesccces $5.25 


B447-V—Made of all white calf, white ivory mil- 
Seawy heel. ....ccccccccccceccceccescvceses $5.50 


B419-G—Made of patent, gray Lizard calf trim. 
military heal... .......cccceccccccccccsccee $5.00 


Patterns that 
Captivate— 


Values that Attract 


Utz & Dunn shoes are shoes of style, 
not freakish, but authentic and good- 
looking. And their value is just as 
apparent as their style. 


The model shown on this page is 
especially good for Easter and after- 
Easter selling, and is so priced that 
you can retail it at a good margin of 
profit. 


Send your orders at once, 
and we will have the 
shoes in your store in 
time for your Easter bus- 
iness. 


NOT IN STOCK 
CAN MAKE IN 30 DAYS 
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Practical Psychology 
and Success 


@. Men do not rise by mere chance, It is the 
seeing of opportunity, the grasping of it by initi- 
ative, and building by constructive ideas, that 
gives expression to the individual’s ability, and 
the power of his initiative propels him toward 
the goal of his success. 


q@_ In business he has to deal with human nature, 
as well as with capital, credit, and merchandise, 
using them in’such wise as to make them valuable 
to himself by rendering a service to the public. 


@ Good collateralfis the basis of good credit and 
good credit!is essential to business success. Due 
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consideration of this directs one’s thoughts to fol- 
low a sane trend in footwear—styles fitting to 
the seasons and to the occasions — and, likewise, 


to check, as far as possible, at the source the hectic 
and impractical creations that bring uncertainty 
and chaos which, in turn, reflect adversely in the 
trial balance. 


@ Success in the American Shoe and Leather 
Industry, its stability and dignified service to the 
public, depends in good measure upon the exercise 
of the power of initiative of its leaders who have 
to do with and direct styles. 


D vans Brands 
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ou can stretch shoes ality 
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on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 


J. K. KRIEG 
39 WARREN ST., NEW YORK 


UNITED SHOE REPAIRING MACHINE COMPANY 
BOSTON 
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A QUICK-DELIVERY SYSTEM 
THAT SPANS THE CONTINENT! 











WITH THE Only a great organization like Goodrich could 
have kept pace with the tremendous increase in 

RED LINE demand for “‘Hi-Press” Rubber Footwear. 
’round the top Today millions wear it in preference to any 


other. Sixty thousand dealers sell it and make 
friends through its superior quality. 

To meet this enormous and ever-growing 
demand we have established stocks at strategic 
points from coast to coast— 

“SAME DAY SERVICE” ISSOUR MOTTO—when 
you want stock you want it fast, and we have in 
consequence perfected a quick-delivery system that 
has saved our customers much time and money. 


Write, wire or telephone your orders for the rubber 
footwear with the RED LINE ’round the top to 


THE B. F. GOODRICH RUBBER COMPANY 


New York Boston Minneapolis Denver 
Chicago Akron Kansas City Seattle 


Goodrich 
HI-PRESS 


Goodrich Black Short , Rubber Footwear 
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~~ T HERE’S— 
ar THAN 


Something Big is going to Break for 
YOU~SOON~-WAIT / 


Old Gumshoe Surelock, the 
Foot-print expert,takes on the 
Case and discovers a clue 


“Foot Prints —Ah-Ha /— 
But WHOSE ?/ 


Hold up Your Workshoe Orders Until this Mystery 
is Solved ! 


CJheres Itlore to this than You think / 


a < WAI T—and SEE 


The Mysterious Door Marker Again | 


But Take A Tip From Someone 
On the Inside whois one 
jump ahead of Surelock- 
The Omen on your door 
is Favorable 


Gumshoe Surelock, the great 
detective, makes a startling | 


discovery! “Ah ha !—now I 
know who it is— but— 
what is it all about ? 


Ill find out |" 


WEYENBEKG 


MILWAUKEE, - - 












f Y sg | 
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MORE TO THIS 
YOU THINK gf. 


Gumshoe Surelock is baffled—he il 
doesn't understand everything ‘ 


he sees / 


“Ah ha !~what’ this ?—@ | 


a scrap of paper /— 











Surelock <A a clue 
— o 2 tna , ; 
1n the a N\\ 
soap a)” Recent ge. | / MEurses| 





paper ? tn, i | know whose 
ae Lats) 


— foot-prints they 
oer ~e aide day, nf, If are, but I dont 
AA i gp ttitag Gy ec Mich yx, | 7 

St MELE tes Keg ZC Yeu, know what its 
Weg 2, he 2, ae we all about. . 
a % Le 5 4 fos “7, Something 
wnbteg JOC / tremendous 


“pal ~. @ = 1S §o1nd to 
hy happen” 


SHOE MFG.CA. 


- WISCONSIN 
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“LeNever Consider UV sing-Anything 
But LBS C. White Glazed Kid” 


There spoke a manufacturer of shoes, 
who is also an artist in his calling. 


There is probably no other leather 
on which there is so general an 
agreement as to its superiority by 
manufacturers and retailers of high- 
est value ideals. 


The unquestioned popularity of 
white glazed kid for next spring and 
summer is evidenced more positively 
than ever by style news from the 


South. 


And we have still more tangible 
confirmation in a greater than ever 
volume of orders for F. B. & C. 
WHITE GLAZED KID. 


Amalgamated Leather Companies 


INCORPORATED 


22-24 North’ 5th St. 


Factories: Wilmington, Del. 


Philadelphia, Pa. 


Shoes of the F. B. & C. 
WHITE GLAZED KID 
are always safe summer 
merchandise. 


They are more than safe— 
They are indispensable to 
those merchants who spe- 
cialize in giving value to 
the highest degree. 
THE GLAZE 
THAT STAYS 


that glistening pure white 
surface, thru which dust 
and dirt cannot penetrate, 
is an exclusive feature of 
F. B. & C. WHITE 
GLAZED KID. 
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Weber 


Shoe for Men 





Etyle 894 
Medium Tan Calf 
No. 103 Foxed Lace 
Oxford, izard 
Last, Single Sole. 
Price $4.25 


Terms 2%, 30; 
Net 60 


SATISFACTION 


is the big thing in business— 


When you buy our genuine Calf 
shoes to retail at $6.00 and $7.00 
you will have the satisfaction 
of knowing that your customers 
are getting the best that money 
can buy at those prices. 

The shoes we have to retail for 
$5.00 are in the same class. 


Write today 


UNION MADE BY 


Weber Bros. Shoe Co. 
North Adams, Mass. 


New York Office, H. Harris, 1328 Broadway, 
Marbridge Building 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution 
—needs capable salesmen; yo' men between the ages 
of 25 and 35 years who have had thorough e ience in 
one or more of our lines, and can give us the highest 
references. 





Our company, which started in 1902 with one store, 
now operates 475 retail stores in 33 states. We sell dry 
goods, shoes, notions, clothing and furnishings for men, 
women and children. We do a strictly cash business. Our 
sales in 1923 were $62,188,978. We opened 115 stores in 
1920, 59 stores in 1922 and 104 stores in 1923. 


By industry, study and determination your progress 
will be rapid in our organization. Under our experienced 
managers you are trained to become a manager. When 
you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
from the ranks of average men. What we need are young, healthy and 
capable salesmen who have had thorough experience in a small or 
medium-sized department store, or are experienced in general store 
work in special lines. The investment of money is not necessary for 

our success with us. The financial backing cf our company is ample. 
Briefly. this is our proposition—tested and proven over a period of 21 
years: . 


You come to us first as a salesman in one of our stores. During 
the period of proving your ability you learn the greater possibili- 
ties of co-operative effort. Your progress depends upon your 
ability and effort. As our new stores are opened, managers are 
eclected from our sales force. 


When you make a success of the management, you are sold a 
one-third interest in a new store and become its m . You 
may afterwards acquire a partnership in other stores which are 
the outgrowth of the one in which you first received a financial 
interest. If you do not possess the capital to purchase one-third 
interest in a new store, the money is loaned you by the J. C. 
opr Company, and you repay it from subsequent profits of 
the store. 


Write today for our booklet, ‘““Your Opportunity,”’ which fully 
explains our plan. Give your age and number of years’ ex- 

rience in our lines of merchandise in your first letter. 

Je may arrange for a personal interview later. All correspondence 
strictly confidential. 


Address your letter to 


J. C. PENNEY,CO., Inc. 


Wm. M. Bushnell, Manager of Employment 
Star Building, St. Louis, Mo. 





March 1, 1924 
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RUEPINGS 


KIN KIN 


SPORT SHOE LEATHER 




















Not only “what kind,” but “what brand.” With leather, as with 
other products, it is imiportant to know this. 

Nowhere is the difference in leathers more noticeable than in elk 
tannage for fine shoes. The Fred Rueping Leather Co. pioneered in 
the production of this type of leather and have developed it to the 
furthest point yet attained with respect to softness, closeness of 
grain and elasticity. 


To be sure that your sport shoes are made of a leather 
that is ideal for the purpose, specify Rueping’s Kin Kin. 




















“Overlap” Style Blucher, made 
by Hennessey, Maxwell & Hen- 
nessey Shoe Co., Lynn, Mass., 
Last No. 125. Made from KIN 
KIN Veals, Color No. 21, 
Bamboo. 









FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN] 


Branches: Boston Cincinnati Milwaukee St.Louis New York 
Chicago San Francisco Montreal Northampton, England 
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_ The most important announcement we 
have ever made to the shoe industry 


HE United States Rubber Company announced a few months 
ago the greatest discovery that has been made in the rubber 
industry in the past 84 years. 

This is the new Sprayed Rubber Process, developed and owned 
exclusively by the United States Rubber Company. 

This process gives to the world 100% pure virgin rubber, a far 
better rubber than it has ever been possible to produce under the 
old methods. Scientific tests show that the rubber now used ex- 
clusively in United States Rubber Company products has a uni- 
formity and tensile strength unequalled by any other commercial 
rubber. 


What the new Sprayed Rubber Process means to 
“U.S.” Spring Step Rubber Heels 


This new process means that “U.S” Spring-Step Rubber Heels 
are now even more than ever superior in uniformity and every 
other good quality that is desired in a heel. 

It means that “U.S.” Spring-Step Heels will give greater com- 
fort—greater wear—greater satisfaction. ' 

It means that in giving your customers “U. S.” Spring-Steps you 
are meeting their expectation that you will give them the 
best heel obtainable. 

It means that you can give them all these things with- 
out one penny increase in cost to you because “U.S.” Spring- 
Step Heels can be manufactured by the New Sprayed 
Rubber Process just as economically as before. 


United States Rubber Company 


1790 Broadway New York 


Sole and heel stocks in our following branches: 








BOSTON NEW ORLEANS PITTSBURGH 
CHICAGO NEW YORE PORTLAND, ORE. 
CINCINNATI ST. LOUIS 

LOS ANGELES 
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The /sarne 


No. 2904— $5.60 


Light Brown Calf, 
Square Beaded Brown 
Edge 
Natural Brown Welting 
Brown Separate Stitch 


In Stock A to D 


@ 


**Paithful to the Last"’ 















Oxfords that 
hug the ankle 








Nunn-Bash & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 
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IN VIEWIJOF THE ACTIVE DEMAND FOR NAPPY LEATHER oa 
SHOES, WE ADVISE THE TRADE TO MAINTAIN A GENER- oe 
OUS STOCK OF WHITTEMORE NAPPY LEATHER CLEANERS Ae 


These NAPPY LEATHER 


cleaning preparations, @i——2z~— 
together with our Sttnsinurnannntt! 


RAVEN DYE |/2aaow 
FOR NAPPY LEATHER | 


SLTTTISTTLSSSSSSISLSS LS SL LIF LLSSLSLLIILIILIIS po5545-554594444444) 7 
Chee 








| 


Shoes, will enable dealers 
to fill every need of their 
trade. 




















ALSO BAG POWDER AND BUCK POWDER IN COLORS TO MATCH MARKET SHADES, AND A NEW COMBINATION oe 
WIRE AND BRISTLE SUEDEsBRUSH oe 


If Unable to Obtain Them Through Jobbers, Notify Us 
HITTEMORE BROS.  (sue:it*3fsi%% Shee s:) CAMBRIDGE, MASS: # 


SVITI TT TFT TITS TIE FIT TLS SSS TS SSS SS SSS SS SSS ES LLL IIS ILLITE “ 
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" RUSSELL'S 
‘IKE WALTON” 


puts four layers of leather 
between your foot and ground 


< 
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Wesssesss 


He 
ee 
oe 
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The fine workmanship — exireme light weight 
&staunchness appeal io out-oi-door folks 
of the mosi discriminating taste. 







The Scout Special 


Made te measure out of imported Has exira looks 
waterproofed veals Gives exira service 


SEND FOR CATALOG AND DEALERS DISCOUNTS 


The N.C. RUSSELL MOCCASIN CO. 
923 Capron Si., Berlin, Wis. 
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Mr. Retailer— 


Are you featuring 
O-SO-SNUG and O-SO-EZ-E 
Shoes? 

Phone Your Fobber 


PROVEN -PROFITABLE - FOOTWEAR 





———" Leeclories Brocklon, New daford Neshua NAH 


Made in New England 
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A NOTABLE STYLE ACHIEVEMENT 


BARNET’S 
GLASS TAN 





ee 


TAN 
BROWN 
RED 
BLACK 


Samples of GLASS TAN, together with names of prom- 


inent manufacturers using it, gladly sent on request 


Made in Lynn 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS - - - ‘*TENRAB” 
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to the Foot 
to Fashion 
The ae MATRIX Shoe is moulded 


extraordinary—just made natural. A shoe 
that fits the contour of the sole 

sides of the foot. They are "broken-in" in the 
making. Made in many models and lea- 


thers to suit the oN of Fashion. 


The MAFRIX Shoe 


FOR MEN 
ALDEN.WALKER & WILDE INC. 


Pee East WEYMOUTH. MASS. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








BOOT ANDSHOE RECORDER March 1, 1924 


The HYGIENIC SHANK 
is selling more Corrective Shoes 


The proof of the effectiveness of the Hygienic 
Shank is found in the ready sale of shoes in 
which it is installed. 


The Hygienic Shank is scientifically designed 
to give firm but gentle support to the most 
sensitive foot. 


Manufacturers building this shank into their 
shoes find they can do so and still maintain 
the fine lines of style. 


Hygienic Shank shoes mean more foot comfort 
for the wearer and additional business for the 
manufacturer and the retailer. 


IJ OMwom 7 





TO THE MANUFACTURER: 
If you will send us your lasted shoe 
inseamed, we will be glad to fit it 
with the proper style of Hygienic 
hank. 


S hewka- Kak’ ih ok ae A 





Patented 


United Shoe Machinery Corporation 


BOSTON. MASSACHUSETTS 
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No. 1107 

Chrome patent, full quarter 

lace oxford. In stock! 

3-8 C-D—Buck Chrome Sole 
2. 


0 igapereaiicecmien 
8-11, B-C-D—Oak Sole, 
Imt. Tip 60 


114-2, B-C-D—Oak Sole, Imt. 
Tip, 6-8 Rubber Heel........ $3.15 


No. 1150 
Brown Bear, full quarter 
blucher oxford. Jn stock! 
3-8,C-D—Buck Chrome Sole, 
Soft Toe. . 

84-11,B- C-D—Oak Sole, Ime. 


Tip. $2.50 
11bg- -2,B-C-D—Oak Sole, Imt. 
$2.00 


, a | 


No. 1115 


Mahogany Calf, full quarter 
lace oxford. In stock! 

2 eheeee Chrome Sole, 
Soft T a | 
&- iL B- ‘CD —Oak Sole, Imt. 
Perf, Ti ieniaeiesnia $2.60 
























DOUBLE WELT 


One Pair 
of “Acrobats” 


> 
SHOES 
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SHOES 


Sells Another 


Mothers who purchase Acrobat oxfords from 
you this Spring will come in again for high 
shoes or other styles later. They are always so 
well pleased with the fine appearance and 
splendid wearing qualities of Acrobats that 
they come back for more and ask for Acrobats 
by name, after trying one pair. 


The “Acrobat” patented “Double Welt” con- 
struction so interlocks the uppers and soles 
that the shoes are made practically water 
tight as well as absolutely rip-PROOF. Your 
customers like these features as well as the 
carefully selected leathers—chosen for tough- 
ness as well as extreme flexibility. 


Mothers understand and appreciate the “Na- 
ture last”? of the Acrobat Shoe, built scientifi- 
cally to conform to the shape of the child’s 
foot, and they tell their friends of the wonder- 
wearing shoes that their children outgrow be- 
fore they can outwear them. 


Send for catalog “‘24S,” just off the press. 


Shaft-Pierce Shoe Co. 


227 3rd Street - 
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Faribault, Minn. 


Specialists in Children’s 
Good Shoes Since 1892 
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NACO will save your customers from lifting 
yearly tons of unnecessary weight 


The test illustrated opposite proves the great vitality saving 
which NACO now brings to men. 


No wonder men are tired of heavy shoes. No wonder that so 
many makers of men’s fine shoes are so enthusiastic over 
NACO. 


They know that men are going to be delighted with the 
much lighter, softer and handsomer shoes which they will 
offer for the first time next spring—made from NACO. 


No other grain calfskin is so soft as NACO, and yet it has 
substance that prevents stretching. 


The colors—can’t be described. They have to be seen to be 
appreciated. 


‘Have you felt of NACO?’’ 





A. C. LAWRENCE LEATHER CO. 


210 South Street, Boston, Mass. 


NEW YORK CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI PHILADELPHIA 


‘“*“Lawrence Leathers are Reliable Leathers’’ 
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A man who walks five 
miles datly in shoes like 


this will lift 


cach day 


11,550 lbs. 


or in a year 


4,215,750 lbs. 


A man who walks five 
miles daily in shoes like 
this (made of NACO) 
will lift 





Shoe above pictured weighs 21 ounces; a pair—2 3-8 pounds 


cach day 
6,750 lbs. 


or in a year 


2,409,000 Ibs. 


Or a saving of a little 
less than half in weight Shoe above pictured weighs only 12 ounces; a pair—1 1-2 pounds 


Both are reproduced from unretouched photographs 
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Loan Value and 
Space Buying 


USINESS concerns seeking credit at regular in- 

tervals submit detailed audits by disinterested 
public accountants. The banker making the loan 
demands it. 


These audits instantly disclose the exact financial con- 
dition of the business. They show the true value of 
inventories and assets; costs of operation; profits and 
loss. Such an audit creates confidence and is con- 
sidered a necessity in banking operations. 


The A. B. C. audit serves a similar purpose in adver- 
tising. A publisher or his representative in selling space 
presentsjhis latest A.B.C. report. This shows quan- 
tity, territory of distribution, methods by which circula- 
tion was secured, and many other details necessary for 
the intelligent purchase of advertising space. 


A study of the A. B. C. audit brings out every detail of 
circulation data, and immediately establishes confi- 
dence between the Buyer and Seller of Space. 


For publishers to sell and advertisers to buy on the 
basis of A. B. C. reports is nothing more than putting 
efficient Business Methods into Advertising. 


Let the Boot & Shoe Recorder submit 
their latest A.'B. C. report before you 
make your next advertising contract. 


WRITE TO THE AUDIT BUREAU OF CIRCULATIONS, 202 SOUTH STATE 
STREET, CHICAGO, FOR A COPY OF “THE MEASURE OF YOUR MESSAGE” 
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No. 474 Sunset Tan Calf. 
No. 464 Black Velvet Calf. 
Pershing (114) Last, 
Goodyear RubberjHeels 
B, C, 0,5% toll 


$5.25 ' 








$4.50 














No. 574 Sunset Tan Calf. 


No. 564 Black Velvet Calf. 
Frenchy (144) Last, Brass Eyelets 
Corded Tip, Goodyear 

Rubber Heels, B, C, D; 

5% to ll 


$4.85 | 


No. 502}, Tony Red Calf. 
No. 512 Black,Velvet Calf. 


Frenchy (144) Last, Rubber 
Heels, B, C, D, 5% to 117 


MOST OF THE RETAILERS 
PICK THESE STYLES 


showed them. They wanted a little extra life for the 


S'showed th G new they asked for. Plenty of new ones we 
opening Spring display and we were ready with stock styles. 


Hundreds of orders point to several numbers as the leaders. 
There are only six here but fully sixty-six other good ones are on 
hand. We can show you the rest in a circular. We can include 
any of them with prepaid samples. 


If there’s a style you want to add, if there are sizes you want to 
fill in, let us do the job right with stock shoes. 





Diamond HhozC- 


196 Church St. 


Two Factories; 


New York 


Brockton, Mass. 
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Advance styles by Greco 
of Paris. Black satin with 
gilt edging and straps and 
gilt heels. 


Paris shoes show 
satin still leads— 


And Skinner’s Shoe Satin is the 
leading material for this type of 
footwear. In fact, it is one very 
large factor in the lasting popu- 
larity of satin shoes. It is made 
especially for use in shoes and 
is extra strong. 





Women prefer shoes of Skinner’s 
Shoe Satin because they know 
the name stands for unequalled 
wearing quality. 


WILLIAM SKINNER & SONS 


NEW YORK CHICAGO BOSTON PHILADELPHIA 
MILLS, HOLYOKE, MASS. ESTABLISHED 1848 


Skinuer’s Shoe Satin is 36 inches wide and 
supplied in four different qualities to 
meet all the requirements of the trade. 


“Look for the Name in the Selvage”’ 


Skinner's Shoe Satin 
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No. 655—Women’'s White 
Canvas One Strap 



































_———— a oe 


Dingley Toss Shoe (om 














HE leadership 

of the Dingley 
FossShoeCompany 
in the field of fabric 
footwear, is the re- 
ward of intelligent 
specialization. 





Wesell tothe whole- 
sale trade only. 





| FABRIC SHOE MANUFACTURERS 

















AUBURN MAINE 


BOSTON OFFICES S4 LINCOLN STREET 
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— ground cork and 
vulcanized crepe make the 
new sport sole for 1924. 


Lively, resilient, and skid- 
proof, it is bound to win favor 
on spring sport shoes. 


Because it may be sewed to 
the shoe just as the leather sole 
is attached, because it needs no 
trimming after being worn for a 


Rubber frome Java 
[4 











few weeks, you can be certain of 
your customers’ continued satis- 
faction with the shoes bought 
at your store. 


The Armstrong Cork-Crepe 
Sole carries the Circle A of the 
Armstrong Cork Company, 
which is your guarantee of high- 
grade material combined with 
careful workmanship. 


ARMSTRONG CORK COMPANY Shoe Products Division LANCASTER, PA. 








Armstrong 


Cork-Crepe Soles 
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SHOE 






No. 700 


Tan Sunset Calf 
Derby Oxford 


AB T-11 
CDé6-11 








Do You Know — 


that our national advertising 
campaign in The Saturday 
Evening Post features ex- 
clusively styles carried 


IN STOCK 


You can readily appreciate 
how much this combination 
will increase your sales. Send 
us your order TODAY. All 
shipments made the same day 
your order reaches us. 


No. 690 


Cherry Red Calf 
Polo Oxford 


ABT-11 
CD6-11 


No. 525 
same style in 
Brown Calf 
BCDE 6-11 








M. A. PACKARD COMPANY 





BROCKTON 7 MASSACHUSETTS 


Dept. 5 


Styles Are Best 








Style 26 


Black Calf Oxford 


Arcade Last 





NE of the leading styles 
shown in stock book 
No. 34. 


The proper use of Dept. 5 
will increase your turnover 
and keep your stocks clean. 


Dept. 5 shoes are always 
salable. 


Write for your copy of Stock 
Book No. 34. 


Dept. 5 


The Stetson Shoe Co. 


Incorporated 
South Weymouth, Mass. 


BOSTON NEW YORK CHICAGO 
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WINNERS 


At the Chicago Style Show 








For the benefit of retailers who did not attend the 
National Shoe Retailers’ Association Convention 
and Style Shoe held at Chicago, we show two Rice 
& Hutchins shoes—a man’s oxford and a child’s 
Educator pump that received medals of award. 
This means much to the dealer, for it demon- 
strates definitely the merit and quality that are 


typical of Rice & Hutchins products—reasons for Man's Russia Calf 
, “ole labili Gusors oo the New 

~k sz r renc rogue last. 

their quick salability ge eee dee 








show. 






Both styles reflect quality, skillful workmanship, 
and beauty in design. Both are well balanced 
models and extremely new—true representatives of 





complete lines consisting of many styles and 








patterns. 


RE OE TE 


——— ———__. 






RICE & HUTCHINS 


INCORPORATED 
13 High Street Boston, U.S. A. 


Distributing Branches: 










weOveovuge 


Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins New York Co. 


Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co Boston, Mose s. 
Jos. I. Meany &; Co., Inc., Phila., Pa, 





By By 8) 8) / 


































Child’s Pump rep- 
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ESTABLISHED APRIL | 
1882 


‘Minding My Business’’ 


One of the Best Bits of Advice if You Add to It a 
Budget Plan 


HAT a lot of common sense is packed in that 

song, “I’m minding my business, shuffling 

along.’ It is most pertinent to the times. Let’s 
encourage the first part and accelerate the latter part 
of that song. 

The weeks ahead warrant every attention to “I’m 
minding my business” and especially to the little things 
in business. Never were the little big things so impor- 
tant. The measureof net profit in anysale when figured 
out in cash in your pocket, is made or lost in little items. 

Now is the time to correct store stocks, to collect 
little bills, to plug up the leaks in costs. Appoint your 
own investigating committee and put it to work in- 
vestigating not only the scandals in shoe stocks, but 
the unnecessary expenditures as well. 

It is well to direct attention to the need for every- 
body in the shoe industry to check the spreading of 
discontent and disloyalty to American ideas and 
methods as well as to industrial institutions. The time 
has come for employers and public alike, to resist 
further wage and hour demand from the so-called 
“working” people. Who, as he looks back over the 
recent past, can help feeling that from the highest to 
the lowest, there has been far too much “‘easiness”’ in 
granting wage increases and hour decreases? Labor 
itself, has made it clear no matter how much is granted, 
still more will be demanded. 

Every right thinking merchant, manufacturer and 
organization is in hearty accord with keeping up the 
standards of living. But, there is a wide difference 
between such a situation and the demands made which 
do so much to keep up the high cost of commodities 
and at the same time, reduce production and distribu- 
tion. Now is the time to get down to brass tacks. 

The greatest swindle of all ages was that when the 


Germans depreciated their currency, thereby wiping 
out all internal debts and getting billions of dollars 
for the sale of worthless paper. Without the high cost 
of armies and with only one debt facing them, that of 
reparation, they bid fair to reap all the benefits ten 
years hence. 

Any other nation which tries to keep its currency 
at a high buying power is bound to be taxed to the 
limit to pay its internal and external obligations. 

We are learning that plenty of money in industry is 
the best safeguard for prosperity. We are sure to get a 
minor adjustment of taxes some time this year to soften 
the load and to make business brisk again. If the great- 
est business in the world, that of the United States 
Government, finds by budgeting that it can reduce 
its costs of doing business in billions of dollars, isn’t 
there some relative reductions possible in your busi- 
ness? Have you tried to budget your business? For 
example, if on the first of the month, such bills as the 
rent, shoe bills and hosiery bills much over due, do 
you take from the common account in the bank the 
imperative cash to pay the rent and the most of the 
balance to pay for pressing shoe bills and then hold 
off creditors, in other lines as much as you can? 

Shouldn’t your income and outgo be budgeted so 
that weekly a certain reserve was put away for running 
expenses and what money comes in for shoes is paid 
for shoes and what comes in for hosiery goes to settle 
hosiery bills, etc. That’s budgeting. 

You may be pretty well sure that General Dawes is 
going to put Germany on a budget, Treasurer Mellon 
of the United States on a budget and it’s up to every 
industrial organization to get on a budget. The big 
things are being studied and found out to be just a 
mass of little things, needing attention. We could 
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editorially give a smashing answer to some recent 
criticism but in the words of our preface “]'m minding 
my business.”” The same goes all the way through 
industry—it’s the thing to do NOW. 





Don’t Start a New Business 
Every Season 


OW that new spring selections are in, or comingin, 

what do you think of your judgment? Have you 
picked wisely or are you going to have a lot of frozen 
merchandise on your shelves the end of the season? If 
you do, it’s largely because you have not given enough 
serious thought to what kind of shoes you sold last 
season. The public wants new styles, but you have any 
number of customers who wear the same or similar 
shoes every season. Have you provided for them? If you 
are not going to pay any attention to last season’s sales 
you are admitting that you have not established a 
business and are compelled to start all over again this 
season. A retailer consoles himself with the thought that 
after he has paid rent for the use of certain premises for 
a few years he has established himself. It does take 
years for some to become established while others es- 
tablished themselves in as many months and still others 
never do. One reason for this is because the one dealer 
has had a definite line of shoes which he sells season 
after season and gradually builds up a business on, 
while the others are trying to catch every fancy of the 
public. “Hew to the line.”’ Fashions are changeable, but 
feet never alter their form. Women of course, expect 
you to have the latest fashions, but that does not mean 
you've got to change the lasts every season. New pat- 
terns on established lasts bought intelligently are less 
hazardous than switching over to other lasts that may 
deviate slightly in toe or heel. 

You have many customers who buy the same last 
and often the same style. Why ask them to change when 
it is not necessary? Perhaps they have experimented for 
years trying to get a shoe that fitted them properly and 
having found it, you should not even hint at their dis- 
carding it for another. If you haven’t that particular 
last nor anything near it, it is best to have the customer 
buy his lasts and have you make his shoes for him. 

So the question presents itself whether or not your 
spring purchases provided for the old stand-by cus- 
tomer, who, season after season, buys his,shoes for a 
reason. Unless you are equipped to sell sane, staple 
footwear, you are running into a policy of starting a 
new business every season. 

At the Chicago Convention recently the question was 
asked of a large western shoe retailer: ““How many lines 
do you buy?” He answered, “Seven, and I have been 
buying these same lines for the last twenty years. I 
look at every line I can but have yet to find anything 
that these seven lines do not contain. Patterns are a 
matter of taste today but I am principally interested in 
lasts because once 1 know a last fits 1 buy patterns 
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along my own ideas.” This man has an established busi- 
ness and because he sells standard comfortable shoes 
can more readily regulate his buying to saa an ex- 
cellent turnover of stock. 

Go after the conservative shoe Badass, Once you 
have established yourself in your community on this 
type of merchandise you have built a foundation big 
enough to carry the weight of bigger business from 
year to year. A Dayton, Ohio, retailerhas a card system 
which permits him to take a pair of shoes off the shelf, 
wrap them up and feel confident they will fit the cus- 
tomer as well as the last pair. When you can do this, 
shoe retailing is a pleasure. He carries staple shoes and 
is building a business. Patterns may change and styles 
become more numerous but he is not affected. He may 
change a few things in the construction of new shoes 
but never enough to make the shoe a hazard. But he 
seldom changes lasts and that is why he can make such 
good use of his records of previous sales. 

These two instances, one in Nebraska and one in 
in Ohio, show clearly the reason back of the success of 
these businesses, and were you to meet the men who are 
responsible for the building up of these stores you would 
find them happy and optimistic. To them shoe retailing 
is a daily pleasure. As Sam Davis would say, “They 
have taken the “irk”’ out of “work’’. They don’t worry 
about style or whether colors will sell or if next season’s 
demand will be on straps. Their future business is 
guided by their past records. They know that the bulk 
of their sales will be on the same lasts they have been 
selling these many years and that any new ideas are to 
them only extraneous and secondary in consideration. 

So in looking over your spring purchases, give a 
thought to the needs of your regular customer; the one 
who buys the same last season after season. If you 
haven't built up a trade on this type of merchandise, 
now is the best time to begin. Keep a record of the name 
and address of each customer, date of purchase, stock 
number, size and width, and in time you, too, will have 
a list big enough to help you in your buying and of 
great value as a mailing list. 





Display Men to Meet at Buffalo 


No display manager should be absent from the com- 
ing convention of the International Association of Dis- 
play Managers. The convention, which wil] be held in 
Buffalo, N. Y., June 23 to 26, will be the greatest event 
ever staged by the Association. It will afford a post 
graduate course for every man engaged in, or interested 
in window display advertising and merchandising. 

The program will include open discussions, questions 
and answers, demonstrations, photograph exhibits and 
fixture and equipment displays. Many of the most 
prominent display manegers in the country have 
offered to give talks and make demonstrations. In all of 
the demonstrations the participants will use actual 
merchandise. The why of each move will be explained 
and nothing will be left to the imagination. 
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The Recorder Creed 


ETTING MORE SHOES 

SOLD RIGHT: not only 
“more” but “right’’; sold for the 
right purpose, to the right wearer, 
in the right fitting, for theYright 
price, at the right profit. This is 
the great problem of the retail 
merchants. The chief purposefof 
the Boot and Shoe Recorder is to 
help solve it; for this is the basic 
problem upon which depends]the 
progress of the entire allied indus- 
tries relating to shoes and._ leather; 


their production and distribution. 


Among treats for our readers to appear in early issues 
of the Boot and Shoe Recorder will be a series of ar- 
ticles on the correct and incorrect way to sell at retail, 
covering all phases of the subject and written by a man 
who has made a thorough study of this subject over"a 
period of many years. 
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“Getting More Shoes Sold Right” 
Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 
Red Kid Boot some perforations being used sold freely also, especially to alligator are popular materials 
Boston, Feb. 28—One of the to stress styleful lines. the younger women. in men’s sport shoes. 
Cut-out Designs Blue Cow Hide Colonials Sell Well 


leading retail shoe merchants 
ay S to show a red kid 
boot soon. It will be up to the 
minute in style, cut-outs to be 
used in stressing smartness. 


Give Radio Talk 


New Rochelle, N. Y., Feb. 
27—The Cole Shoe Shop re- 
cently arranged for a radio 
talk, from Station WJZ, New 
York. The subject broadcasted 
was “The Effect of the Auto- 
mobile on the Human Foot.” 
In this talk, the orthopedic 
shoe and the slogan “Walk and 
Be Healthy” were emphasized. 








Perforations on Tongues 
Lynn, Mass., Feb. 29—New 
tongue style shoes show per- 
forations on tops and sides of 
tongues, to correspond to per- 
forations on lace stays. 





Smart Tan Shoes 
Brockton, Mass., Feb. 27— 
Bright tan oxfords are smart 
styles for young men. There 
are ever so many striking 
sport shoe patterns for men 

for spring and summer. 


90 Per Cent Straps 
Chicago, Feb. 27—Ninety 
per cent straps for spring, says 
one style bulletin here. 





Laces Through Lattices 

Boston, Feb. 29—Lattice 
front oxfords, which lace 
through the lattices, are selling 
again. 





Tongues Again 
New York, Feb. 27—Ton- 
gues are returning to shoes 
again. There are Colonial ton- 
gue and buckle shoes, the sport 
oxfords, and the new ties. 


Black Best Color 

Rochester, N. Y., Feb. 28— 
Black materials in women’s 
shoes are enjoying a good run 
here. There is also a good deal 
of interest in airedale and gray 
suedes. Strap patterns, more 
slender than formerly, are 
most prominent in displays of 
spring shoes. 


Light Colors Prominent 

Brockton, Mass., Feb. 28— 
This year the trend toward 
lighter shades of tan leathers 
in men’s shoes for spring and 
summer has been much more 
pronounced than in former 
yo. Patterns are smart- 

king, with stitchings and 








Haverhill, Mass., Feb. 27— 
Manufacturers of women’s 
shoes showed some interesting 
designs for spri Cut-out 
strap effects, combined with 
oxford characteristics, are fea- 
tures in some of thenew models 





Men’s Sport Shoes 
Cleveland, Feb. 29—Sport 
shoes for men, featuring the 
moccasin type of toe and - 
ing a crepe rubber sole, sold 
well in several of the shoe 
stores here. 


Confident About Colors 

St. Louis, Feb. 29—Some of 
the doubt entertained by shoe- 
men here ding the pros- 
pects for selli colors this 


Peabody, Mass., Feb. 27— 
Blue cow hide is selling here. 
So is red and green cow hide, 
and other gay hues, too. It’s 
around 25 cents a foot. It’s for 
novelty style shoes. 





Evening Footwear 

Los Angeles, Feb. 26—There 
was a good opportunity for 
shoemen to observe shoe styles 
this week at the horse show. 
yt and gold brocade even- 
i ippers were prominent 
an retail shoe merchants 
enjoyed a splendid trade in 
evening footwear prior to this 
event. 





Silver Buckles 
Philadelphia, Feb. 28—May- 


‘flower pumps with hammered 





be discouraged. 
models, for = 


advises the selli 
wear, and the selli 


season. 





SPORT SHOES FOR AFTER EASTER 


Lynn, Mass., Feb. 29—One of the best style men here 
advises that —s of ng hy for Easter 
ot that he has anything against sport 

e makes them himself. 

But he says it is more fitting that shoes for Easter 
Sunday wear be in accord with the spirit of the day. So he 
of fine styles of shoes for Easter Sunday 
of sport models for Easter Monday 
and all the other week days of the spring and summer 


day wear 








spring was erased from their 
minds recently. Although black 
satin is the best selling material 
in most women’s shoe stores, 
the trend toward colors is 
gaining gradual strength. 


Many Wood Heels 

Lynn, Mass., Feb. 28—A 
firm here is fitted up to make 
2,000 pairs of wood heel shoes 
daily, is making that number, 
and is believed to be one of the 
largest producers of women’s 
wood heel shoes exclusively. 








Colored Patent Leather 

Boston, Mass., Feb. 28— 
Patent leather in red, nm 
and blue shoes is bei sold by 
tanners here, for novelty shoes 
for summer. 


Large Buckles Good 

Lynchburg, Feb. 28— 
Women’s models in patent 
leather with large buckles sold 
freely during the past 10 days. 
They came in sandal patterns. 
The same type of shoe in other 
materials, including dull calf, 





silver buckles were recently 
offered by the Hallahan stores 
at $9.85. They came in dull 
black calfskin with Cuban 


heel. 





Heavy Shoes Popular 

Buffalo, Feb. 27—Heavy 
footwear, suitable for wear in 
outdoor winter games, has had 
a good sale in stores here 
this season. Hockey shoes and 
footwear for skiing have been 
in steady demand. 


Shoes of Blue 
Lynn, Mass., Feb. 27—A 
firm here has good orders for 
blue shoes. 








Men’s Sport Shoes 

Boston, Feb. 28—Shoe mer- 
chants expect to do a 
business on men’s sport 
in the spring and summer. 
Toes are roomier and broader 
and the patterns are more 
attractive than ever. Combina- 
tions of elk and tan calf, elk 
and alligator, white buck and 
tan , and gray buck and 


Cincinnati, Feb. 29—One of 
the shoe manufacturing con- 
cerns here reports big-tongued 
Colonials are selling well. 


New Stores Open 
Boston, Feb. 29—New shoe 
stores continue to open here. 
During the past month there 
have m three new stores 
open. They all sell shoes at 
about $5. 








Camp Outfits 

Boston, Feb. 27—Supplies of 
winter sport footwear and like 
goods are being put aside here 
to make room for the advance 
displays of summer camp foot- 
wear, and like ipment. 
More than 50,000 boys and 
girls are expected in the sum- 
mer camps of New England 
this year, and the outfitting of 
them with footwear and hosi 
has become a thriving ome 
of the shoe business. 


Square Toe and Heel 

Philadelphia, Feb. 28—A 
square toe and square heel 
pump in the new spring 
materials is a Niederman fea- 
ture at $14 a pair. 





Heavy Shoe for Men 

Philadelphia, Feb. 28—The 
Louis Mark stores recently 
féatured a heavy duty shoe for 
policemen, firemen, and letter 
carriers. It had a double sole 
- rubber heel and sold for 
5.50. 


Women’s Laced Oxfords 

Philadelphia, Feb 28—One 
of the downtown department 
stores recently featured a line 
of women’s laced oxfords in 
black kid, brown kid, tan calf, 
black calf and Norwegian grain 
calf. They had welted soles, 
heels from 1 inch to 134 inches 
high, straight tips, and wing 
+ eae from $8 to 





Stand Right 
Cambridge, Mass.,Feb. 29— 
Harvard ae ug 
its Department of Physical 
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Instead of Knocking the Automobile Trade 
Let’s Learn a Lesson from It 


By R. L. PRATHER 


Prather-Allen Advertising Co. 
Cincinnati, Ohio. 


business.” Scarcely a day goes by without some 
shoeman uttering a denunciation of the auto- 
mobile. 

Let’s look at it fairly. Would you like to see the 
automobile business wiped out, or even slowed up? 
Would it be wise to demolish an industry that employs 
so many people, that buys such enormous quantities of 
raw materials? Is it envy or jealousy that prompts the 
attack on the automobile industry? Why is it the leading 
business of America today? Surely there is some reason. 
Surely it is not because the automobile has throttled 
all other industries. 


sik automobile trade gets the blame for “ruining 


passes it along. Every manufacturer is willing to help 
every other manufacturer if it benefits the industry. 
Their organizations are the most wonderful solidarities 
in the business world. They are a unit for the trade, a 
closely welded association for mutual benefit. 

When they convene, they do things. They do not 
meet to eat and listen to a lot of meaningless talk. They 
do not pass a lot of high sounding resolutions only to be 
forgotten or ignored the next day. 


Auto Salesmanship the Best 


Automobile salesmen are the most efficient, best in- 
formed, enthusiastic set of 





The automobile 
man says it’s simply 
a case of better man- 
ufacturing and sell- 
ing methods. Auto- 
mobile men _ have 
better organizations 
for production. They 
have reduced man- 
ufacturing costs to 
the minimum. They 
have selling reduced 
to a fine art. They 
are the largest users 
of advertising space. 


What’s The Real Answer, 
Anyway ? 


Na only the shoe people but the clothing 
people, as well, are prone to blame any 
diminution in business on the growth and 
development of the automobile market. All 
sorts of arguments are advanced—that people 
don’t walk any more and consequently wear 
out less shoe leather; that they have grown 
careless of their amperes because they ride 
in automobiles and are not seen so much on 
the streets; that they spend so much money 
on automobiles that none is left for clothing, 
etc., etc. In this article—we might almost say 
outburst—Mr. Prather gives what he considers 
to be the answer. And Mr. Prather is primarily 
a shoe man, having been connected with the 
industry over a long period of years, and, even 
now, being actively interested in it through his 
connection as advertising counsellor to some of 


men in business today. One 
of them speaking to a group 
of shoemen recently said: 
“We talk more about the 
leather in our cars than you 
fellows talk about the 
leather in your shoes. I 
went into a shoe store to 
buy a pair of shoes. I had 
decided to buy two pairs, 
tan and black. The clerk 
sold me a black pair and dis- 
missed me. He didn’t even 
offer to sell me one acces- 
sory such as shoe trees, 
polish or such things. I 





Their publicity is 
constructive. The 





the mid-West shoe houses. 





had a real hard time of it to 





automobile industry 
thrives while others dwindle. 

Compare the low shoe situation to automobile 
models. Suppose that automobile manufacturers had 
deliberately killed closed cars as the shoe industry 
killed boots. Or, suppose that automobile manufacturers 
had declared three years ago that open cars and four 
cylinders were the proper thing. Having thereby 
wiped out closed cars and “sixes” or “eights,” suppose 
they had awakened to their folly and had undertaken 
to recoup through an orgy of “style changes,” a “new 
model every month” or a “four season plan” of selling. 

Can you imagine the model of your Packard or 
Cadillac changing every thirty days? 


Stability Has Made for Success 


The automobile industry thrives because of stability, 
of unity, of co-operation. Every automobile man fights 
for sales, but he fights fairly and all the time he fights 
for the industry. When one engineer gets an idea, he 


buy the second pair from 
him. Did you ever know of an automobile salesman 
failing to sell bumpers, spot lights and extras? You fuss 
at us a lot and tell the world that we are ruining 
business. 

“‘We simply do a better job of selling, that’s all.” 


“Extra Pair’ Sales of Tires 


Every car now carries a spare tire—some carry two. 
Have the tire people done a better job of selling? Every 
garage urges you to have your car washed and 
polished. 

How many shoemen suggest shoe dressings? Can you 
induce an automobile man to swing the hammer on a 
competitor? No, he sells his car but he also sells you the 
idea of owning a car. 

Wouldn't it be a smart idea to steal a few pages out of 
the automobile man’s book rather than to blame him 
for being a wide awake, alert, good business man and a 
super salesman? 
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Recorder Ad-Visor’s Spring Ad Theme 


The Right Season for Creating Right Thoughts 











in Footwear Advertising 


Until the educational type of (Gimme ee 


advertising was resorted to in 
the case of a certain shampoo its 
profitable sale was extremely 





The amount of copy in an 
advertisement cannot be argued 
for nor against. It all depends 
upon the ideas that are to be 


doubtful. Folk needed to be set forth. 
told exactly what it is and what _—— 
it does. \ A Good Rule to Follow 
A certain quality upon which \ Fo aby RST J Every advertisement should 





it is based and depended upon 


carry some constructive selling 








for its sale was entirely mis- 





thought, not just a plain state- 








understood by the public which \ 








ment of fact regarding some 











had entertained the idea that if 





particular style. 








the shampoo was used it would \ 








/ The style that is shown in 








change the color of the hair. The 


the advertisement should be set 








point involved was a fine one 











and had to be thrashed out. 


The Parallel in Shoes 


There is something of a para- ... 
lel to this in the case of shoes. [Yf/ns' 





to too great an extent that the 
shoe they have broken in is the 





Your Name Here 


apart from the general selling 
idea with a description of the 
style or styles right by the shoe 
and easy to read. This copy 
should appeal to the imagina- 
tion of the reader in describing 
the shoe—the kind that will 
stimulate a desire to own that 


a =—_ 
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most desirable one and are STREET TOWTre shoe—and this part of the sell- 
reluctant to change. The idea RXV CSTE NK WARNER MNNAT VRRAL AACN RAMEE AAO ing may be considered well taken 
harks back to before shoemak- : ; care of. 

ing was the science it is today. For the First Spring Then the idea that you most 
There isn’t one reason why any M orning want your public to know about. 


person should stick to one shoe 
until it is worn out. There are 
limitless reasons for frequent 
change of footwear, the change 
always of course being made 
into a pair of shoes that really 
fit regardless of how new they willow. 
may be. 


This the Season of New Thoughts 


Spring is a changing season. 
Folk change their apparel. They 
ought to change their ideas, on 
shoes. 

There is always the argument against too much copy 
and much of the argument holds good. Time is limited 
that may be given to reading. The movies and auto- 
mobiles take some attention from extended reading of 
any kind. Still advertising increases in volume and in 
profit also. Ideas and opinions regarding values and 
goods themselves are formed from advertising, the 
case of the shampoo proves that, and in that partic- 
ular case. the copy had to be long enough to tell the 
complete story in every advertisement. 


you'll want il. 





This is a Before-Easter style; the day 
you get your first real sign of Spring 


It’s a shoe that makes you feel the way 
you do when you see your first pussy 


It smacks of Spring from tip to toe. 
It’s built for walking. 

Fine calfskin with walking heel, and 
arch moulded to support the weightevenly. 
A welt which means wear. 


Without crowding your ad, 
without crowding out a specific 
sales possibility this is possible. 
Without even setting the speci- 
fic sale idea aside it can be done, 
and you may feel sure that the 
ones who are interested will read 
the informative advertisement. 


Styles for Occasions 


In the “Telling Shoes by the 
Clock” advertisements shown 
here one hits a Spring note 
quite in harmony with the state 
of mind of the reader. Spring isn’t mentioned speci- 
fically but concrete ideas are set forth that come close 
to the thoughts of the reader although until your 
copy is read they are not likely to formulate into any- 
thing like a state inducing action. 

The Spring thought and ideas are conducive to a 
change and there is no better time to change footwear 
habits than now. 

There needn’t be so much stimulation of a Springlike 
feeling as a filling of a desire created by the feeling that 
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Spring itself has already implanted. Taking the poet 
at nis word regarding Spriag fancies we try to make the 
most of them. 


Like a Spring Morning 


The new shoe styles. If anyone can forget the im- 
portance of shoes it is because Spring hasn’t touched the 
chord that makes them want to dress up. 

If shoes haven’t won their way into your Spring feel- 
ings, you haven’t seen ours. They aren’t all like the 
strap shown except in quality. They are not all for 
the kind of dress you would wear with this one. 
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There are only certain types of shoes that 
go well with certain types of clothes. 


This Easter the youthful O’ Rossen suit 
occupies the centre of attention for street 
wear. 


—And the shoes to be worn with it are 
the jaunty oxford with just a twinkle added 
in the scroll underlays, or the strap with 
monogrammed buckle in patent or suede 
or dull kid. 


There’s new trimming on shoes; there's 
the new lower heel. 


There’s the shoe for the printed crepe 
gown, and the shoe for the youthful sport 
clothes. How does this new Easter style fit 
your new Easter ideas of apparel? 
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They are all pretty enough to please the most fastidi- 
ous—and varied enough to please every taste. You will 
appreciate our efforts to give you the best in footwear 
for Easter—after you’ve seen how long each style holds 
its springlike looks. 


Stepping into Spring’s Shoes 


Fashions and footwear are as inseparable as sunshine 
and greenery this Spring. 

Spring’s shoes are stylish, authentic, original. The 
smart frock or luxurious evening gown needn’t accept 
a shoe that is not a fit companion in style and cut. The 
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BeforeQ AM 
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STREET TOW 





Copy for Ad Above Before 9 A.M. 


The dawn comes streaking through win- 
dow panes—the alarm gongs—and one is 
thrust from comfort and seclusion into the 
workaday world. 


But between the two extremes to make the 
change easier comes the soft breakfast negli- 
gee, and SIL KE N M ULES. 


Before hubby goes to work—for the hur- 
ried breakfast—before donning street clothes 
if you go out to business the quilted mule 
in your favorite color, red, pink, blue, etc. 
provides one of the luxuries that everyone 
appreciates and everyone can afford. 






























































Ct 






50 





kidskin, the suede, the brocade form a smart assembly 
of complementary color and line. 

Fashion demands a new heel, a new idea in trimmings 
overlaid or underlaid and leather is skillfully shaped to 
suit the gown. 
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Copy for Ad at Right 


The time for walking—to improve your 
complezion—to restore youthfulness to fig- 
ure—or for the sheer fun of being out in the 
Spring sunlight. 


The smart tailleur is the thing to wear. 
And the equally smart tailored shoe to 
complete the tailleur. 


The cross strap; or small tongue with 
buckle to match the suit’s decoration in dull 
kid; black suede with patent piping; patent 
leather; underlays and overlays are new; 
and the medium baby Louis heel for its 
modish quality. 


The cross strap with piping and ornament 
here is only one of many excellent walking 
models for Spring. It is the kind that carries 
the Spring enthusiasm for new things 
through the entire Summer. 








One wonders where to begin shopping for Spring 


And judgment must decide for dress does not put 
itself before footwear and footwear does not attempt to 
set the mode. 


Copy for Ad at Left 


- Immersed in housework with the many 
duties that tax one so. This is the time of 
day that determines how you will feel all the 
rest of the day and evtning. If when five 
o'clock rolls around you begin to experience 
the fatigue that makes you administer the 
law of the household with a severity that 
tazes the dispositions of hubby and children 
the style below will interest you. Housework 
is mostly footwork. The strains start in one’s 
legs, reach up into the back and finally 
reach the head where a headache results or 
at least a spoiled disposition. 

On the other hand if you are still con- 
templating a home of your own and your 
work means a deal of standing you will be 
glad to know of the comfort in the style 
below—you will have solved one future home 
problem anyway. 

Black kid, soft and supple, moulded to 
fit snugly every curve in the foot. A trim- 
looking strap, heel that’s just right. For 
the housekeeper or worker who gets things 
done quickly and easily. 
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If you’re stepping in Spring’s shoes you must be step- 
ping in style. You won't find any half-way style at our 
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shop either in style or quality. Just the best at the 
price is our Spring idea. 








\, Copy for Ad at r 
Left 


Following an afternoon 
of stern relentless hunting 
for something totrim Mary’s 
party dress, or a pair of 
shoulder-brace garters to 
make little Jim’s shoulders 
“straighten up” if you're 
still in a mood to lunch at a 
downtown restaurant it’s a 
fairly good sign you've 





been well fitted to” shoes. 








Leg-weariness is a bane. 











That's just the kind these 








shoes are you see below. 














Copy for Ad at Upper 
Right 


Under the soft Spring lights grace 
and luzury set a high premium on the 
supple foot. The change in footwear 
is this Spring season with its tailleur 
is as day is to night. 


Slippers are fashioned for elegance 
in material and line. The foot that 
knows several types of shoes is more 
al home in them. Whether the formal 
evening affair is of frequent or seldom 
occurrence in your social day is of 
little matter if the proper care has 
been taken with the daylight modes. 


Come into this shop, with the cul 
color and pattern of your evening 
gown in mind for the brocade pictured 
below is shown only to acquaint you 
with the type of patterns to expect. 
Black or white, gold or silver, brocade, 
whatever your mind’s eye is sel on you 
will find here—at a price entirely 
within reason. 





CREE EWR? We sO ck eS prevailing modes. 

\ $8, and once you spend 
our N ame a whole afiernoon in them 

STREET TOWN you'll know they are worth 


Ornamented straps with 
piping in contrasting color. 
Your choice may be any 
one of many combinations 
for they all go well with the 








that alone in comfortable fit. 



































OR 
SM A a) Gla ee Bde Gk kd ee ell 
SS eel 


Your Name 





STREET 





'G he ei ght 


hour shoe 
Perrone rteruenieerr@nttel 

































































Your Name 
STREET TOWN 








cs 











TQ WN 


Copy for Ad at Left 


Even though you are noi able to 
wear shoes by the clock with a change 
twice or three times a day it is no 
sign this isn’t the best way of treating 
your feel and health. 


‘Not everyone can conduct their 
ways ideally. So it is up io most of 
us to do the next best. . . . . wear 
clothes that strike a happy medium 
in appearance and comfort. 


You will be in good taste while 
wearing this shoe during any of the 
daylight hours. You will be in com- 
fort—and when it comes night and 
time to change into party pumps your 
feet take to the change like a duck 
to water. 


It exemplifies the plainer vogue. 
Still there is nothing to be desired in 
smartness. It’s Spring in line and 
grace. The leathers are varied. Some 
patterns exclusive. So you have noth- 
ing lo regret once you have bought. If 
you do, your money is ready for re- 
fund. We satisfy at any cost} 
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Interior of the Kid-Land Bootery, Chicago, a very successful children’s store, which has erpanded remarkably within a 
brief period The drawings on the upper part of the wall make a favorable impression on children. 








Specialize and You Will Sell More 
Children’s Shoes 


HE surroundings of the Kid-Land Children’s 

Bootery, Inc., one of Chicago’s leading children’s 

exclusive shoe stores, clearly indicate the type of 
merchandise sold. Attractive colored drawings, con- 
spicuously placed on the walls of the store, are sug- 
gestive of children’s environment and have done much 
to make the “kiddies’’ feel more at ease while being 
fitted. 

The proprietors of the bootery have considered every 
angle in establishing a success and prestige, and some 
of the principles of the concern are well worth serious 
consideration by shoe merchants who sell children’s 
footwear. 

Here are some of them: Be particular about the lines 
you sell. 

Be sure your shoes embody orthopedic features as 
well as styleful lines, because you should carry the 
responsibility of fitting the children properly, which is a 
step in the right direction in training their feet while 
they are in a growing state. 

Choose salesmen who will impress children favor- 





ably and who will give careful attention to proper 
fitting. 

Hold weekly conferences with salesmen and analyze 
current problems. 

Salesmen selling children’s shoes should do this ex- 
clusively, if the department is of sufficient size to war- 
rant it. 

J. M. Kogen, vice-president and secretary of the 
company, which is located at 3503 West Roosevelt 
Road, says more attention is being given now than ever 
before to the appearance and quality of children’s 
shoes. 

“The store that specializes in children’s footwear 
cannot be too particular about the line of shoes it han- 
dles. 

“Children’s shoes must have in their make-up 
certain orthopedic features as well as the so-called 
‘pep’ and ‘snap,’ ”’ said Mr. Kogen. 

“Training the growing feet is the sole responsibility 
of the shoeman who fits the child’s shoes and it is a 
responsibility that should be taken seriously. 
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Discuss Problems at Conference 


“Every Saturday morning, before our business be- 
gins, I get together with my sales force and we hold a 
conference. Experiences during the past week are 
brought up and discussed and when a problem presents 
itself it is debated upon until a satisfactory solution is 
arrived at. 

“My salesmen must all be fond of children and must 
possess those characteristics which make the children 
like them and parents have confidence in their judg- 
ment. Children today want shoes that look ‘like dad’s’ 
or ‘like mother’s’ and nine times out of ten it is the 
child who really decides upon the shoe. 

“T have noticed in more than one case where a 
children’s department is located in one section of a 
store, that it usually is at the bottom of the list in sales 
volume. My experience has taught me the reason 


. for this and I know that it is a very simple condition to 


remedy. Special salesmen should be detailed to take 





Children’s shoes for every occasion are shown in the display 
window of the Kid-Land Bootery, Chicago, Ill. This particu 
lar window is not crowded and offers an inviting air. 


charge of such departments. They should be picked 
according to the specifications I have just outlined, with 
special care being given to their being of the type that 
will impress’ both the children and parents favorably 
and that they understand the fitting of growing feet. 

“The fault generally is that the same salesmen who 
attend the men’s and women’s departments are ex- 
pected to handle the children’s. These salesmen are 
probably working on a commission and if it is a busy 
day they will object to spending the time and patience 
necessary to properly fitting and selling a child a $3 or 
$4 shoe when a man or woman is waiting to purchase an 
$8 or $10 pair. 


Business Expands in Brief Period 


“TI know of one store whose children’s department 
was an absolute failure just for that reason. It was done 
away with recently. We opened this store last March 
and up until now our growth has passed our greatest 
expectations.” 
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Instructive Program Mapped Out for 
Syracuse Convention 


The three day convention to be held in Syracuse, 
March 10, 11 and 12 by the New York State Retail 
Shoe Dealers’ Association will be devoted to a happy 
mixture of education and recreation. The Monday 
morning session, called to order by President Charles 
R. Strange of Binghamton, will have for its features an 
address of welcome by the mayor of the city, a response 
by former President William Pidgeon, Jr., of Rochester 
and committee appointments. In the afternoon, pre- 
ceding the open forum discussion, there will be ad- 
dresses by the Rev. Bernard Clausen, of Syracuse, and 
by Merleau C. Smith of the Utz & Dunn Co., Rochester, 
on “The Four Season Plan of Buying.” 


Nothing But Buying on Tuesday 


Tuesday will be devoted entirely to an inspection of 
exhibits by manufacturers in the Hotel Onondaga with 
a dinner in the evening at the Syracuse Chamber of 
Commerce at which the principal speaker will be 
T. M. B. Hicks, Jr., of William Filene’s Sons Company 
of Boston. The Wednesday morning session will be de- 
voted to an open forum discussion of “Shoe Styles and 
Merchandising Problems,” preceded by an address on 
“Stock Turnover” by Harry Boyd, former president of 
the Pennsylvania Shoe Retailers’ Association. In the 
afternoon there will be an illustrated lecture by C. W. 
Curtis, advertising manager of the Endicott-Johnson 
Corporation and a lecture and demonstration by J. V. 
Lobell, of the Steel-Lobell Company of Baltimore whose 
subject will be “Important Phases of Shoe Retailing.” 

Among the manufacturers who will have exhibits are: 

The Selby Shoe Company, A. E. Nettleton Company, 
P. W. Minor & Son, Inc., A. J. Bates Company, Wes- 
cott Whitmore Company, E. T. Wright Company, 
Smaltz-Goodwin Company, C. S. Marshall Company, 
Morse & Rogers, Ideal Shoe Company, George W. 
Baker Company, Thomson-Crooker Company, Old 
Colony Shoe Company, Leonard, Shaw & Dean, E. P. 
Reed & Co., Williams, Hoyt & Co., B. & P. Footwear 
Co., Inc., U. S. Rubber Company, F. B. Goodrich 
Rubber Company, Lunn & Sweet Co., Peck Shoe Co., 
C. & P. Shoe Company, N. B. Thayer & Co., Preston 
B. Keith Co., M. J. Saks Shoe Corporation, Thomas 
D. Mackey & Co., Converse Rubber Company, Outing 
Shoe Company, Hugh Lyons Company, Harry N. 
Crooker, Inc., Marston Tapley Company, C. H. Alden 
Company, Dalton Shoe Company, Dunn & McCarthy, 
Wise & Cooper Company, Steele-Lobell Company, 
Hazen B. Goodrich Company, William Reynolds Com- 
pany, Glidden Hyde Company, Freund & Brickman 
Company, Bliss & Perry Company. 

Other conventions scheduled for the same week, the 
programs of which already have been published, are 
those of the Tri-State Association in Little Rock, Ar- 
kansas; the Northwestern Association in Minneapolis; 
and the Ohio Valley Association in Dayton. The Texas 
association begins its three-day convention March 3. 
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Banquet of the American Retailers’ Association, held in connection with the Move-More-Merchandise Conference at St. Louis. 





Move-More-Merchandise Conference at St. Louis 
Attended by 1200 Retail Merchants 


WELVE hundred merchants from 25 states in the 

Union registered at the Move-More-Merchandise 

Conference held at the Statler Hotel in St. Louis 
February 11, 12 and 13 under the auspices of the 
American Retailers’ Association and the Advertising 
Club of St. Louis. Many more attended who did not 
register. According to veteran wholesale merchants 
there were more retail merchants from the trade terri- 
tory in St. Louis during the conference than have ever 
been in the city at one time during the spring buying 
season. 

The conference was conducted with the principle in 
view that by imparting knowledge to retail merchants 
in the St. Louis trade territory, which would enable 
these merchants to increase their volume of business in 
1924, there would be a material increase in the volume 
of business of St. Louis wholesale and manufacturing 
concerns. 

Open Forum On Advertising 


An Advertising Departmental, featuring community 
publicity, occupied the first part of the afternoon 
session of Feb. 11, following a luncheon to visiting mer- 
chants, at which brief talks were made by J. H. Jones 
of Ely & Walker, president of the Move-More-Mer- 
chandise Conference; Henry W. Kiel, mayor of St. 
louis; A. A. Kuhne, vice-president of the American 





Retailers’ Association; W. M. Sloan, president of the 
Association; Carl F. G. Meyer, president of the Ad- 
vertising Club of St. Louis; Dr. W. F. Gephart, of the 
St. Louis Chamber of Commerce; F. O. Watts, president 
of the First National Bank of St. Louis, and R. Fuller- 
ton Place, first vice-president of the Advertising Club. 

How forty merchants of Aledo, IIl., work together to 
build the business of the entire town through a monthly 
sales day and good-will meetings with the people of the 
trade territory, was told in a paper prepared by D. E. 
Farr, successful clothier of that town. Due to his illness, 
Mr. Farr was unable to speak; his talk was read by 
Dan Ruebel. 


How Reach the Public 


The merchants of Aledo use the Neosho plan, 
developed to suit their own conditions. Once each 
month a “Trade Extension and Friend Making Sales 
Day” is held. The merchants advertise it in double- 
page newspaper space, which is divided among the 
forty stores. The day’s business that results is equal to 
that of Saturday. 

The civic awakening of Cuthbert, Ga., two years ago 
a sleepy little Southern town of 3000 population, and 
its bid for national as well as local fame, was the subject 
of a talk by A. S. Perry, of the Randolph County Ad- 
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vertising Club, in Cuthbert. An advertising club, 
formed in Cuthbert to see that that town got its due 
share of business and publicity, soon outgrew the town, 
and became the Randolph County Advertising Club, 
which first sold the town and county to the people 
there, functioning as a County Chamber of Commerce. 

Seizing upon the paper-shell pecan industry of the 
county as a basis, the Advertising Club planned a 
nation-wide campaign of publicity. This included a 
Tree Ceremonial, in which the oldest and largest pecan 
tree in Georgia was dedicated. The press of the country 
gave uncounted hundreds of columns of publicity to 
this undertaking, and many home-seekers have gone to 
Cuthbert as a result. 


Too Many Sales Are Confusing 


“What Men Don’t Know About Advertising to 
Women” was the subject of a talk by Miss Marie 
Wathen, of the J. J. Sterne Co., San Antonio, Tex. Miss 
Wathen’s main point was that women have been 
“saled”’ to death. She accused retail merchants of hav- 
ing turned them into bargain hunters, but not into 
customers. The average customer is not very critical of 
values, and reductions and sales, wherein prices change 
constantly only tend to confuse her. The store that 
does its business on newest merchandise at regular 
prices stands better in the graces of the general public 
than the bargain emporium, Miss Wathen said. 

A striking, simple and effective system of stock 
records was explained by Robert C. Line, a prominent 
retailer and lecturer of Columbus, Mont. Mr. Line 
manages a chain of stores in small towns. He spoke of 
the advisability of departmentizing the small store, in 
introducing his system of stock cards. These cards are 
made out for each kind of goods in his stores. As sales of 
each item cannot be checked by posting individual 
sales, because of the immense amount of labor involved, 
Mr. Line posts each invoice of goods, giving the whole- 
sale and retail price. The system is: first, a good price 
book; second, a splendid stock record; third, a check on 
leaks and losses, and fourth, an indicator of dead goods. 


Speaks About Window Displays 

H. H. Tarrasch, display manager of Stix, Baer & 
Fuller, of St. Louis, spoke briefly on the importance of 
window display, and answered questions on various 
phases of the subject. The merchants present had 
innumerable display problems to submit to Mr. 
Tarrasch, and many of them profited by his advice. 

At Mr. Tarrasch’s back, as he spoke, were two model 
window displays, one of notions and one of ready-to- 
wear, installed by Robert Lafferty, of Ely & Walker, 
and Oscar Hagen, of Rice-Stix. Charles Jones, of Ely & 
Walker, directed show-card writing classes at the rear 
of the hall. 

Speakers at all of the sessions generally devoted ten 
minutes at the end of their addresses to an open dis- 
cussion, in which they answered questions relating to 
their subjects that were asked them by retailers. Many 
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merchants by this means obtained valuable. individual 
counsel on their own problems. 

One side of the large ballroom of the Hotel Statler, 
where the meetings were held, was devoted to large 
bulletin boards devoted to showings of newspaper ad- 
vertising and direct mail specimens. Many complete 
campaigns were on display. The many visitors who 
studied these result-getting ads left with a new idea of 
small-town advertising and what it can accomplish. 

As a prophet of better retailing, W. R. Hotchkin, 
director of the Standard Corp., a store service organiza- 
tion of New York and Chicago, explained how a store 
might have a great volume, and still show a meager 
profit. This was the opening speech of the morning 
meeting on Feb. 12. Business, he said, is a nervous 
wreck. It has been driven too hard for volume. Cut- 
throat competition has brought about a bargain mania, 
in which the value of good new merchandise presented 
in sane advertising is lost sight of. 


Value of Direct Mail Idea 


The remainder of the morning was taken up with a 
departmental on direct mail, in which representatives of 
three manufacturers of direct mail equipment em- 
phasized the value of this branch of publicity used in 
connection with the regular newspaper advertising. 

Edward F. Hill, service expert of the A. B. Dick Co., 
Chicago, Ill., spoke on “The Mimeograph Way of 
Moving More Merchandise.” Tim Thrift, advertising 
manager of the Multigraph Co., Cleveland, Ohio, gave 
a slide lecture on what retailers were accomplishing 
through direct mail. L. P. Rossiter district manager of 
the Addressograph Co., St. Louis, emphasized the value 
of a good mailing list, reached frequently with direct 
publicity. 

At a luncheon with the Advertising Club, the 
American Retailers heard Fred Voiland, famous 
clothier of Topeka, Kan., and former president of the 
National Association of Retail Clothiers, speak on 
“Better Retailing—Less Waste—More Profit.” 

Mr. Voiland urged the adoption of the budget system 
of buying. He was pessimistic about the salesmanship 
now displayed in stores, but optimistic about the 
chances of developing it. 


How Successful Style Shows Are Promoted 

A Style Show Departmental was held immediately 
following the luncheon, in which two men and a 
woman connected with successful style shows told how 
these events are staged. 

The first two talks were illustrated with lantern 
slides of the style shows under discussion. Mr. Levy’s 
speech was accompanied by slides showing the impor- 
tant points about a number of style shows that he has 
put on in different towns. 

Following the Style Show Departmental came a talk 
by J. A. Hubbard, account executive of the Chappelow 
Advertising Co., on ““How to Make Your Newspaper 
Advertisements Better.” 




























SIR EDWARD PENTON 


Snapped by the press photographer as 
he left the White ee 


Sir Edward Penton Makes Hit 


The visitation of Sir Edward Penton of England to 
the United States in the early weeks of February has 
done much to cement friendships in the industries 
of both countries. Merchants who had opportunity 
to hear him talk before the National Shoe Retailers’ 
Association had the pleasure of listening to business 
problems common to both England and America. He 
expressed praise and admiration of manufacturing and 
merchandising methods in America and hopes that 
merchants here would make a reciprocal visit to the 
Shoe and Leather Fair in London next October. 


So many merchants had the opportunity of shaking 
hands with Sir Edward Penton that we feel like giving 
them information as to himself and his connections. 
He is one of the principle owners of the firm of E. 
Penton & Son, established in 1832, founded by his 
grandfather. The firm of E. Penton & Son is perhaps 
the largest concern of its kind in the world, having a 
diversified business covering everything from findings, 
leather, factory and store supplies and some footwear. 
He also sells many American shoe products. 


Sir Edward Penton, K B.E., received his title 
through organizing the boot supplies for the British 
and allied armies during the war. He served from 
September, 1914 to May, 1919 at this huge task. He 
has been for many years treasurer of the Boot Trade 
Protection Society. He is a member of the boot trade 
management of the Boot Trade Society and member of 
the board of management of the Cordwainer’s Tech- 
nical College and president of the British Association 
of Shoe Trade and closely connected with other 
activities, both of a social and educational nature in 
London. 

On landing in New York he was made welcome by 
prominent shoe men. Thence he went to Boston for 
an inspection of the Bureau of Business Research, 
Harvard University and E. A. Filene asked his advice 
on the Filene Peace Plan Contest. Prominent shoe 
men in New England were participants to a dinner 
given in his honor by Everit B. Terhune, publisher of 
the Recorder 

At Chicago, Sir Edward Penton spoke at the Shoe 
Travelers’ pre-convention banquet and addressed 
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the National Shoe Retailers’ Association from the con- 
vention rostrum. He visited big stores and studied 
civic and economic problems. 

At Washington, D. C., he conferred with the presi- 
dent and was entertained by associations and execu- 
tives. 

He wound up his tour by visits in Philadelphia and 
in New York and sailed a week ago for home. 


— 


The Millerites Meet 


All of the workers in the I. Miller organization of 
Brooklyn, N. Y. meet once a year at a beefsteak dinner 
and entertainment. This year it was held at the Hotel 
Commodore, New York, Sunday, February 24. 

The association sponsors a sick fund, saving fund, 
loan fund and death benefit plan and functions all the 
year round. 

As a welfare organization, the grandfather of them 
all, Israel Miller, is also host to hundreds of repre- 
sentative shoe and leather men and here is one of the 
viewpoints expressed about the organization at the 
beefsteak dinner. 

And Gasnge eapocude on vale 


While Maurice urges Courtesy 
And the Value of a Smile. 


And Charlie talks on Workmanship 
And Michael speaks of Wear 
And Irv just winks and wisely says: 
“Those Millerites are there.” 

The dinner started at 7.00 with all of the participants 
in white aprons and white hats. Souvenirs were at 
every plate and dinner was followed by an elaborate 
entertainment and dancing. 





John C. Miller Is Dead 


Kenton, O., Feb. 26—John Conklin Miller, 94 years 
of age, known in this section as the “Grand Old Man of 
the Shoe Trade,” died Feb. 13 at his home here. He 
was the senior member of the firm of J. C. Miller & 
Son, retail shoe merchants here for 50 years. 

Mr. Miller was born at East Moriches, New York, 
in 1830. His ancestors were principals in movements 
to bring about American independence in the Revolu- 
tionary war. Several Millers were minute-men. Mr. 
Miller’s father, Enoch, was a shoe manufacturer. At 
16, John C. Miller was an apprentice in his father’s 
shop and he learned the shoemaking trade. 

In 1858, he came to Kenton and entered the shoe 
game. Practically all shoes sold were made by hand in 
the shop. In 1876 Henry J. Miller, a son, joined the 
father and the partnership, J. C. Miller & Son, was 
formed. Mr. Miller was always deeply interested in 
civic affairs. He served in the Civil War and saw serv- 
ice in the Shenandoah Valley. 

Mr. Miller was one of the earliest subscribers to the 
Boot and Shoe Recorder. 
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Moss-Seamans Shoe Company Succeeds 
Welch, Moss & Feehan 


Boston, Feb. 28.—Announcement is made that the 
Moss-Seamans Shoe Co., has succeeded to the busi- 
ness formerly operated under the name of the Welch, 
Moss and Feehan Co. The factory, whose output 
consists of fine turns and welts, is in Haverhill: the 
sales office is at 183 Essex Street, this city. The two 
partners in this new concern, Vernon H. Moss and 
Frank M. Seamans, are well-known in the shoe in- 
dustry, Mr. Moss having been active in the selling 
end for a number of years and Mr. Seamans having 
been connected as treasurer with Seamans and Cobb 
Co., wholesalers of shoe goods, prior to his entry into 
the manufacturing field. 

Mr. Moss and Mr. Seamans, as a matter of fact, 
have been in control of the Welch, Moss and Feehan 
Company for some time and under their management 
there have been effected a number of radical changes in 
manufacturing and merchandising policies which 
changes, in turn, have been reflected in a considerably 
increased volume of business. 

Mr. Moss will continue to cover the entire Middle 
West including Chicago; C. K. Garretson covers New 
York City, Pennsylvania, Baltimorefand Washington; 
Henry N. Long covers the entire South and Sydney 
Rule of 407 Pacific building, San Francisco, covers the 
West from Denver to the Coast. 





Allied Trades Meet 


The fourth annual dinner of the Allied Shoe and 
Leather Industries of Greater New York was held at 
the Hotel Commodore on Tuesday evening, February 
26. This function is the annual get together of the shoe- 
men of New York, members of the Retail Shoe Dealers’ 
Association, Shoe Manufacturers’ Board of Trade, 
Boot and Shoe Travelers and the Hide and Leather 
Association. Committees served for weeks in advance 
in lining up the industries and their representation. 

Shop talk is taboo; one nationally known speaker 
is heard and an entertainment completes the program. 
This year, David 1. Walsh, junior senator from Massa- 
chusetts, delivered the address and took as his topic, 
“The Duties of a Minority Party and the Duties of 
Business Men to Their Official Representatives.” 

He emphasized the need for cleaning house in con- 
nection with the Tea Pot Dome scandal and voiced the 
opinion that dishonesty is so rare that it disturbs the 
entire country. The integrity and efforts of men in 
public office are not properly appreciated by business 
men or the public for honesty and application is the 
rule and not the exception. He felt that men in high 
office should be given opportunity to express their own 
opinions without being intimidated by propaganda 
for tax bills which cannot be swallowed whole, but 
need the correcting influence that a body of law 
makers can give it. 
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More Time for Corporations to Turn in 
Income Reports 


Washington, Feb. 26—Extension of time has been 
granted domestic corporations for completing returns 
of income for the calendar year 1923, the fiscal year 
ended January 31, 1924, and the fiscal year ending 
February 29, 1924, provided tentative returns are filed 
with the proper collector of internal revenue on or 
before March 15, April 15, and May 15, respectively. 
This concession was authorized after corporations had 
complained against the shortage of time allowed in 
filing returns. The Bureau of Internal Revenue points 
out that it will be necessary for the corporations to pay 
at least one-fourth of the estimated amount of tax due 
and to submit a statement setting forth the reason why 
the return cannot be completed within the prescribed 
time, and make formal request for the extension. 

Tentative returns submitted in accordance with the 
foregoing should be on Form 1120 for the calendar year, 
and on Form 11204 for a fiscal year, on which should be 
written plainly across the face “Tentative Return.” 
Only the name and address of the corporation and the 
estimated amount, if any, of the tax due need be stated. 





George F. Putnam Is Dead 


- Lynn, Mass.—George F. Putnam, former shoe 
manufacturer, and later in the shoe findings business, 
as head of the George F. Putnam & Co., from which 
firm he retired ten years ago, is dead. He was 85 years 
of age and a Civil War Veteran. 

He was a member of Gen. Lander post, G. A. R., 
and of Richard W. Drown lodge, I. O. O F. Mr. 
Putnam is survived by his widow, Marianna, and two 
sons, Herbert F. Putnam and William O. Putnam, and a 
sister, Mrs. Florence Prentiss of Danvers. 





Ed. B. Hafertepen Dead 


New York City—“‘Ed.” B. Hafertepen, the inventor 
of the “Arch Bandage” Shoe, manufactured by A. J. 
Bates Co., died at Orlando, Florida, February 19. Mr. 
Hafertepen was fifty-four years of age. He is survived 
by a sister and three brothers. The funeral took place 
from his sister’s home here on Saturday, February 23. 
Services were conducted by the Elks. Burial was in 
Kenseco Cemetery, Kenseco, N. Y. 





Advertising Error Corrected 


On page 19 of our February 16 issue appeared an 
advertisement of the Certified Proven Arch shoe, 
manufactured and marketed by the Stonefield-Evans 
Shoe Company, of Rockford, Ill. The words “Patent 
Applied For’ should have appeared under the dis- 
played name of the shoe as patents covering the arch 
support and the method of building it into the shoe 
have been applied for. 
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‘“‘Rour Pair a Year’’ Customers 


“It has been my pleasure to buy 
four pairs of French, Shriner & 
Urner shoes this year. So 
pleased with them thatI bought 
another pair last Saturday.”’ 


— More customer testimony. 
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You'd be amazed at the number of men who average four pairs of 
French, Shriner & Urner shoes each year. 





A man who forms the French, Shriner & Urner habit appreciates the 
convenience of being able to get the same perfection of comfort, and 
distinctive style in dress shoes, sport shoes, golf shoes and street shoes. 


SSS OOM 


Selling French, Shriner & Urner shoes establishes you in your com- 
munity as the store where gentlemen secure complete and correct 


shoe outfitting. 
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We maintain a stock department as an aid to our dealers 
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FACTORY and SAILES ROOMS, 63 MELCHER ST., BOSTON, MASS. 
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6 ips. graceful Butterfly design is the 
very latest flutter. It is especially 
effective in all patent and in satin trimmed 
with lamp-black suede calf, to be worn 
over peach colored silks. 


Our styles are constantly changing but 
our exclusive INSOLITE FLEXIBLE 
PROCESS is the foundation of them all. 
Make it also the foundation of your 
women’s business. 








P.A. FIELD SHOE COMPANY 

















BEVERLY, MASS. 


INSOLITE 


REG.US.PAT.OF F 


Successful Quality and Quantity: Manufacturers for 40 Years 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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THE MOST TALKED OF LEATHER EXHIBIT AT THE N.S. R.A. CONVENTION 


HE inevitable, and invariable question which came with each meeting of 
friends in the Coliseum at Chicago during the Convention was: 


“Have you seen those rich Hygrade Suedes that Shapiro 
is showing?” Or, 
“Did you ever see anything like those ' Hygrade suedes 
over at Shapiro's booth >” 


Retailer and manufacturer alike displayed unusually favorable interest in the 
HYGRADE SUEDE exhibit and were particularly enthused over these two 


leathers: 


HYGRADE HYGRADE 
ORIENTAL PEARL SUEDE FEATHERWEIGHT CALF 
Luxurious and highly favored A light calf with the texture 
for immediate business by and feel of kid skin. In all 
prominent retailers and pastel colors for summer foot- 
makers. wear. 


Samuel Shapiro 


Sole Distributor 


HYGRADE SUEDE 
Spruce &WiLiiAM Sts.New York 
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CHICAGO 
Favorable Tone to Buying 


Spring Patterns in Women’s Departments Command Atten- 
tion and Result in Good Sales—Hosiery Trade Satisfactory 


HE retail shoe business was very 

good in the Loop district of Chicago 
during the week ending February 23. No 
one of the several popular styles was bet- 
ter than the others and bargain counter 
sales and clearance sales did much towards 
clearing the shelves of broken sizes and 
passe styles. Show cards calling attention 
to models “Shown at the National Style 
Show” or “Approved by the National 
Styles Committee’’ proved effective in 
creating consumer interest in newer pat- 
terns. 

In the fashionable Sheridan Road dis- 
trict, at Wilson Avenue, an excellent vol- 
ume of business was done in ladies’ spring 
street footwear. Fancy gore patterns, 
patent leather straps and satin and suede 
also sold well. 

Hosiery departments and hosiery coun- 
ters, in general, enjoyed good volume. 
Nude shades are exceedingly popular, 
although there is still quite a lot of fancy 
wool hosiery being worn. 


Wolf Made Manager 


Morris Wolf, formerly a member of the 
sales force in the Marshall Field’s women’s 
shoe department, has been appointed 
manager of the Meyer & Levinson Shoe 
store at 1269 Milwaukee Avenue. Since 
taking over the management, Mr. Wolf 
has found it necessary to increase the 
amount of space devoted to men’s and 
women’s hosiery and men’s shoes. 


Reports Good Trade 


T. J. Obrien, manager of the O’Conner 
& Goldberg store at 1253 Milwaukee 
Avenue, reported a very good business. 
Seasonable weather is responsible for an 
excellent volume on new shoes; the “extra 


pair’’ business is apparently holding off 
until the more definite spring showings. 


Foster Opens New Store 


F. E. Foster is opening a new store on 
the corner of Church Street and Orrington 
Avenue, in Evanston, Ill. Because of a 
rapidly growing patronage from among the 
North Shore residents, Mr. Foster has 
opened this store. 


New Department in Elgin 

Joseph Steiss Company of Elgin, IIl. 
added a new women’s, children’s and mis- 
ses’ shoe department to its store. P. M. 
Featherkile, formerly with Hanan & Sons 
at State and Washington Streets, Chicago, 
will have charge of the department. 


Jim Richardson Honored 


Jim Richardson, veteran Chicago Shoe- 
man and called the “Grand Old Man” of 
the N.S. T. A. by his associates was enter- 





tained today. March 1, at a luncheon at 
the La Salle Hotel given by the Chicago 
Shoe Travelers’ Association. It was Mr. 
Richardson’s eighty-fourth birthday .an- 


niversary. 


Thompson-Ehlers Co. 
Expands 


The prominent Chicago leather and 
findings house of Thompson-Ehlers Com- 
pany has absorbed the long established 


* leather and findings business of Henry 


Kleine & Co., also the name, stock and 
good-will. This transaction marks another 
step in the steady expansion of the 
Thompson-Ehlers Company which is now 
conducting its business under four active 
divisions, namely a general leather findings 
and shoe store supply division, a shoe 
division, a hardware division, and the 
Mulford, Cary & Conklin division, which 
involves wholesale distribution to jobbers. 

Henry Kleine was one of the founders, 
also president, of the National Leather & 
Shoe Finders’ Association. The business of - 
Henry Kleine & Co. will be operated in 
the leather and findings division of the 
Thompson-Ehlers Company organization. 
Mr. Kleine retains his needle and machine 
business and will have offices with the 
American Shoe Polish Company of 


Chicago. 





ST. LOUIS 


Improvement in Retail Shoe Buying 


Trend Toward Colors Is Latest.Note of Interest in Women’s 
Lines—Black Satin Very Strong 


USINESS throughout the retail shoe 

belt was reported as improved during 
the week ending February 23. Increased 
activity for February has been of such 
character that some stores report an in- 
crease over the same month last year. 
There is a ripple of spring buying, and good 
business is anticipated from now on until 
Easter. Belated sales which should have 


been made during November and De- 
cember are being consummated at the 
present time. 


Trend Toward Colors 


The style situation is assuming a new 
role and there is at present a trend to- 
ward the colors which have been held in 
doubt. However, during the past week one 
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The sample room above of the Johansen Bros. Shoe Company in the Morrison Hotel during the 
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N.S. R. A. Convention at Chicago represented in furnishings a cost of approzimately $5000. 
The drapes were of salmon pink gauze. The chair drapes were of silver paisley cloth and floor 


cushions of gold and silver cloth. The furniture was of the Mi 


Recamier period. 





of the largest operators in the down-town 
section stated that black satin led by a 
small majority in the sales, but patent 
leather, airedale and gray suede all had 
closed the wide gap between satin and 
these materials which existed up to a few 
weeks ago. At present it is almost an even 
break between satin, patent, and colored 
suedes. Patent especially has forged to 
the front during the week. Much of this is 
attributed to the demand for some black 
material other than satin and patent 
Leather seems to have been the choice. 
The light hose with black shoes vogue 
continues to be popular. It is questionable 
whether this idea will hold sway when the 
warmer weather appears, with the highly 
colored garments. Indications are that it 
will not as at present the colors are coming 


at a rapid pace. Airedale is receiving more 
attention in the sales and gray as well has 
made itself heard during the past week. 
Both of these materials are expected to in- 
crease their pace from now until Easter. 


Third Shoe Mart Store 


The Shoe Mart closed a lease for another 
branch at Cherokee Street and Ohio 
Avenue. The size of the store will be 21 
by 86 feet. This makes the third store for 
the Shoe Mart organization, the others 
located in Wellston and the large down- 
town store at 711 Washington Avenue. 
The Cherokee Street branch will not be 
open, however, until September. No 
definite plans for remodeling the building 
have been completed. 





CINCINNATI 


Factories Busy on Spring Orders 


Strap and Sandal Effects in Many Colors Being Made—Light 
Tan Calf Gaining in Strength 


HOE factories here are running on a 
rather heavy schedule with orders 
coming in nicely from salesmen. Most of 
the plants are busy on footwear for im- 
mediate delivery as well as on a consider- 
able amount of post-Easter business. 
Several factories have increased their 
volume of production in the past few 
weeks and it looks as though the spring 
season is going to be the biggest one for 
the Cincinnati market in several years. 
There are all kinds of strap effects 
being turned out in-the local factories. 
Some of these are blacks with glazed kid 
showing a measure of popularity and both 





patents and satins showing strength. 
Sandal effects in a multitude of colors are 
being turned out daily. No one color seems 
to predominate. One manufacturer said 
that orders have come in for sandals in 
eight different colors, no one of which was 
given any preference over the other. Light 
tan calf is coming to the front as more 
orders are coming in for these every day. 

The semi-annual clearance sales in the 
Cincinnati shoe stores have drawn to a 
close and shoe merchants are now prepar- 
ing for the spring selling season. Cold 
weather during week ending February 23 
proved beneficial to the retail shoe trade. 
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Colored Strap Number 


The Petot Shoe Company, East Fifth 
Street, is featuring the Betty Two Shoe. 
This is a colored strap effect with cut-outs 
and can be worn on either foot. The 
Petot Company has been showing the 
early spring styles in colored sandals dur- 
ing the past few weeks. This store is appeal- 
ing to the public to shop in the morning 
by carrying window cards in its windows 
asking the shoppers to make their pur- 
chases in the morning. 


Potter Employees Meet 


The meeting of the Potter Shoe Com- 
pany’s employees on Tuesday, February 
19, was devoted to hearing reports from 
those members of the firm who went to 
the Chicago convention. The Potter Shoe 
Company had the distinction of having 
eight representatives at the Chicago 
gathering. Harry C. McLaughlin was 
chairman of the meeting. 


Good Turn Business 


The Duttenhofer Sons’ Company re- 
ports that its orders on turn shoes have 
been especially good in the past few weeks. 
This company is producing a big volume 
of black shoes at the present time, glazed 
kid, satins, and patents being in demand. 
The company is also doing a larger busi- 
ness on light tan Russia calf footwear. 


Colonials in Demand 


W. T. Dickerson, vice-president and 
sales manager of The P. Sullivan Com- 
pany, states that his company has a heavy 
call for big-tongued Colonials and tailored 
pumps to wear with boys’ suits. They are 
being made in light tan and dull calf and 
also in patents. The plain opera pumps 
have a little jazz bow on the throat, have 
wide toes and carry 12-8 box covered heels. 


Hosiery Sales 


Chiffon, lace clocking and medium- 
weight hosiery have had the call recently 
in the retail shoe stores. One feature of 
the sales in the hosiery departments is the 
larger numbers and varieties of colors that 
are being carried in stock. Hosiery sales 
have been holding up well during the 
period in between the winter and the 
spring seasons. 


Ohio Valley Convention 


Elaborate preparations are being made 
for the annual convention of the Ohio 
Valley Shoe Retailers’ Association which 
will be held in Dayton, Ohio, March 10, 
11, 12. The convention headquarters will 
be at the Gibbons Hotel. There will be 
round table discussions at the various 
sessions which will be of vital interest to 
the retail shoe merchants of Ohio, West 
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Virginia and Kentucky who are members 
of the association. 

Seaton Alexander, newly-elected presi- 
dent of the National Shoe Retailers’ As- 
sociation, will be in attendance at the 
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convention. Other national directors who 
will be present are John Baird, J. Charles 
Fedler, and Harry C. McLaughlin. All of 
these men are also officers of the Ohio 
Valley Retail Shoe Men’s Association. 





MILWAUKEE 


Spring Lines Commence to Sell 


Indications Point to Demand for Suede Strap Patterns and 
Colored Kid Models for Coming Season 


opening nicely in Milwaukee, with 
just enough buying to enable the merchant 
to “get a line” on what the trend of the 
demand will be. Judging from the early 
sales, demand this spring will center about 
suede strap effects and colored kid foot- 
wear. Suede demand has already set in, 
and sufficient inquiry and interest has been 
evoked by the colored kid showings to 
promise nice business for this type of foot- 
wear when spring weather brings spring 
buying. 


Spee lines of women’s footwear are 


Men Slow to Start 

Men have failed, as yet, to show any 
interest in footwear for the coming season. 
Only one fact conclusively forces its 
obviousness upon the retail shoe merchant 
at this time, and that is, that tan and 
lighter shades will have the call this 
spring. Patterns that are simple and dig- 
nified, and contain a maximum of comfort- 
giving qualities, will be the big favorites 
with men this spring, is the unanimous 
opinion of local shoe merchants. 


Leather Situation Improves 

The leather industry seems to be on the 
brink of better times, according to infor- 
mation furnished at the leading Milwau- 
kee tanneries, and compiled by R. E. 
Wright, manager of the commercial serv- 
ice department of the First Wisconsin 
National Bank of Milwaukee. Reports 
show that leather has moved to firmer 
prices following the recent advances in 
hides and calf skins. Tanners have held to 
a policy of conservative operations during 
the past year and most of the salable sur- 
plus of leather is now out of the way. 

Since early in December hide and 
leather prices have become firmer. Some 
good business has been taken at the higher 
prices and prospects are noticeably 
brighter. Demand for novelty leathers 
continues to be heavy. In staple leathers, 
supplies are no longer in such excess as a 
year ago, and consequently tanners can 
hold firmly to asking prices. 


Shoe Merchant Dead 


Richard T. Cummings, a member of the 
common council of Madison for many 
years, and a former shoe merchant in that 
city, died at his home int that city, aged 
81. He came to Madison in 1869, and 


engaged in the shoe business with John 
Gallagher, for many years. 


Shoe Factory Completed 


The Mayville, Wis., branch of thy 
Harsh & Chapline Shoe Company of Mil- 
waukee has been completed, and plans 
are being made for a big celebration to 
commemorate its opening. Officials of the 
company from Milwaukee will be present 
and a prominent speaker will be secured to 
lend an aspect of formality to the opening. 


Advertising Makes World 
Better 


Advertising has raised the standards of 
living and made this world a better place 
to live in, according to George Enzinger, of 
Oison, Enzinger, Inc., Milwaukee adver- 
tising agency, speaking before the adver- 
tising council of the Junior Association of 
Commerce of Milwaukee. “Advertising 
has changed the mode of living of grand- 
father’s day when they lived in houses 
without running water, without bathrooms 
and other modern conveniences,”’ he said. 
“It has educated the world in making life 
more pleasant.” 


Holds Open House 


Open House was held at the plant of the 
Cedar Grove Shoe Mfg. Company of 
Cedar Grove, Wis., on February 16, with 


63 


several hundred visitors in attendance. 
Visitors were shown every process in the 
manufacture of footwear in a modern and 
complete shoe factory. E. L. Riebeau is 
president of the company; J. R. Huenink, 
vice-president; Ira Lubbers, secretary, and 
M. J. De Master, treasurer. 


Hosiery Company Shows Gain 


The annual report of the Phoenix Hos- 
iery Company of Milwaukee for the year 
ending December 31, 1923, shows a most 
satisfactory business for the period, with 
the addition to surplus of $667,597 after 
dividends and retirement of a large block 
of preferred stock. During the year heavy 
expenditures were made in building ex- 
tensions to the plants and in increasing 
facilities for the improvement and greater 
production of the Phoenix products. These 
extensions totaled nearly $900,060 for the 
year. The company laid $315,000 im pre- 
ferred stock dividends and retired $120,- 
000 worth of stock. 


Men’s Club Hears Vogel 


August Vogel, vice-president of the 
Pfister-Vogel Leather Company of Mil- 
waukee, addressed members of the Men’s 
Club of Wauwautosa, a suburb of Mil- 
waukee, at a special dinner in the com- 
munity house in that city. His subject 
was “Current Economic Business Condi- 
tions.” 


Opens Shoe Department 


A shoe department has been added to 
the Breithaupt ladies’ wear store at Third 
Street and Grand Avenue, Milwaukee. 
The department has been placed in charge 
of Philip Applebaum, formerly assistant 
manager of the Chicago store of I. Miller 
& Sons, and Herman Mautner, former 
assistant buyer with Marshall Field & 
Co., Chicago. In addition to the new shoe 
department, the concern has also added a 
new hosiery section. 





LITTLE ROCK 


Tri-State Retailers’ Convention 


Entertaining and Instructive Program for Annual Event An- 
nounced—Dates Are March 10, 11 and 12 


HE program for the seventh annual 
convention of the Tri-State Shoe 
Retailers’ Association is complete and was 
recently announced by the arrangement 
committee. It contains many instructive 
features which will be presented at Hotel 
Marion, this city, on March 10, 11 and 12. 
The Arkansas Shoe Travelers’ Association 
will also meet during the same period in 
conjunction with the Retailers’ Associa- 
tion. 
The convention will be opened with a 


luncheon Monday noon in the banquet 
hall. Rabbi Jack will deliver invocation 
and an address of welcome will be given 
by Mayor B. D. Brickhouse. Committees 
for the resolutions, nominating and elec- 
tion committees will be appointed. 

Rube Steifel, a director of the National 
Shoe Retailers’ Association, will preside at 
the afternoon session. Vice-chairmen 
include: Albert Cohen, Hearn Watson, 
Sam Katzenstein, J. P. Dean, C. D. Mc- 
Rae, L. E. Hinton and I. Rothschild. 
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There will be an open forum discussion 
and the subjects will include: 

“Mark Ups,” “Net Profit,” “Store 
Trim,” “Special Sales,” “‘Styles,”’ “Sell It 
with color.” 

Other events for Monday are: Inspec- 
tion of exhibits; majestic party for visiting 
ladies; Stag for men in Banquet Hall, 
Marion Hotel. 


Inspection of Exhibits 


Tuesday morning is reserved for the in- 
spection of exhibits. At 12:30 luncheon 
will be served in the banquet hall. L. A. 
Langston, a N.S. R. A. director, will pre- 
side at the open forum session in the 
afternoon. Vice-chairmen will include: 
Abe Kempner, W. F. Stemmer, Joe Hart, 
Norman Blass, J. L. Jones, R. C. Trusty, 
A. J. Stegall, Howard Bergman and Floyd 
White. Subjects will include: 

“Location and Rents,” “Store Front and 
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Window Trim,” “Organization and Sale 
Plans,” “Stock Keeping,” “Styles.” 
Commencing at 9 o'clock Tuesday 
evening there will be a grand ball in the 
ball room. 
Election of Officers 


Delegates will inspect exhibits Wed- 
nesday morning again. An open forum 
session will follow luncheon. Morris Ellis 
will preside at the session and vice-chair- 
men will be: Robert Love, L. R. Ashby, 
R. G. Clinkscale, A. Goldberg, C. T. Ryan, 
Charles Marbury, P. B. Powell, R. B. 
Hooker and H. A. Small. The subjects: 
“Merchandising,” “Advertising,” ‘“Re- 
turned Goods,” “‘Service—Its Power for 
Good Will.” 

The reports of the resolutions, nomina- 
jing committees will follow. Election and 
installation of officers will follow and the 
convention city for the 1925 sessions will 
be chosen. 





DENVER 


Black Is Favored Color 


Satin and Suede Patterns Selling Best in Women’s Depart- 
ments—1923 Crops Break Records 


LACK seems to continue to lead in 

style color in spring footwear for 
women as displayed in the leading retail 
shoe stores. Black satin and suede are very 
popular here at present and it seems as 
though they would be right at the front 
all during the spring season. Brown is also 
popular and there are some that predict 
that this color will pass the black before 
spring is over. 


Showing New Patterns 


Business is reported good at the Broad- 
hurst-Young Shoe Company's store. This 
store has been featuring advance spring 
styles. A shoe in black and brown suede is 
retailing here at $13, while in black satin 
or black kid it is selling at $12. 


Fontius Sale Over 


Since opening their new store at Six- 
teenth and Welton Streets, this city, the 
Fontius Shoe Company has discontinued 
its store at 617 Sixteenth Street where 
Ground Gripper Shoes were featured ex- 
clusively. The new store is large enough to 
accommodate this department and since 
the store was across the street from the 
present new store it is no longer needed. 
Last week the Fontius Company finished 
its one-half price sale. 


Excellent Crops 


Due to unusually favorable weather 
conditions, the crop acreage harvested in 
Colorado during 1923 shattered all records, 
according to a report just made public by 


the Colorado Crop Reporting Service. The 
total acreage amounted to 6,289,143 as 
compared to 5,771,660 acres in 1922, and 
the value of the crops last year was 
$130,022,070 as against $102,370,314 in 
1922. This increase has put more money 
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into circulation and ‘s one of the reasons 
advanced by local retail shoe merchants 
as to why business is showing improve- 
ment. The outlook for good crops this year 
is bright. Other indications also point to 
good business ahead and shoe merchants 
in Denver and other parts of the state are 
making ready to care for a very good year. 
Business in January and February this 
year was better than during the same two 
months last year. 
Retail Notes 

Solomon Breier has closed his retail shoe 
store at 873 Santa Fe Drive. 

E. E. Laverty of Jamieson’s, Trinidad, 
Colo., was a recent business visitor in 
Raton, N. M. 

The Sparn Shoe Store, formerly con- 
ducted at 249 Broadway, this city, has 
quit business. 

M. B. Wise, head of the Wise Shoe 
Company, reports this year’s business 
getting away to a very nice start. Mr. 
Wise reports that it is his belief that this 
spring’s business will be much better than 
business during the same period last year. 


Sells Discontinued Lines 

Robert Johnston of the Johnston Shoe 
Company, 607 Sixteenth Street, reported 
1924 business opened well. Mr. Johnston 
is looking forward to a good spring shoe 
business. A sale of discontinued lines in- 
cluding patents, brown and black kid and 
satins was also featured with the sale 
price, $8.85. 





DES MOINES 


Showing Shoes for Spring 


Cold Weather Retards Interest in Early Displays of Women’s 
Footwear—Plans for State Convention. 


PRING shoe patterns are being 

shown in display windows of retail 
shoe stores. Shoe buying has been retarded 
due to extremely cold weather which has 
prevailed. New merchandise is daily com- 
ing into the stores. Most of the stock is 
that which has been purchased for early 
spring trade. New styles and patterns dis- 
played at the National Shoe Retailers’ 
Convention in Chicago influenced local 
buyers in choosing spring and summer 
merchandise. 


Very Well Represented 


The Des Moines attendants at the 
N. S. R. A. Convention in Chicago this 
year was one of the largest that was ever 
attended from this city. Practically every 
large retail shoe store in the city was rep- 
resented and also the shoe buyers of local 
department siores. Frank T. Jaques, presi- 
dent of the Iowa Shoe Retailers’ Associa- 
tion with his wife, attended the Conven- 


tion. Jack Corcoran, general manager of 
the Panor Shoe Store chain, attended the 
National Convention with nearly all his 
store managers. 


New Policy at Panor’s 


At the new location of the Panor Shoe 
Store, 408 Walnut Street a new price 
policy was announced recently. The 
new store will have three prices only, 
$3.45, $3.95 and $4.95. The store will 
handle the entire line of men’s, women’s 
and the younger and older children’s 
footwear. The new store is built for 
quantity sales. 


Ground Gripper Sale 


A special event of this week was the 
sale of regular merchandise in small sizes 
of Ground Gripper corrective footwear. 
The sale was well advertised in the daily 
newspapers and brought good results. 
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“Getting More Hosiery Sold Right’’ 
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ALVANIZING 
prolongs the life of 
iron. Case harden- 


ing increases the dura- 
bility of steel. 


Tanning gives leather a 
high resistance to friction. 


A zinc oxide process in- 
creases the tensile strength 
and toughness of rubber. 





The scientific 
achievement in preserva- 
tion is KEEPIT, for silk 


hosiery. 


latest 


























New 
Spring 


Colors 


Ramier 
Ecaille Blonde 
Montruiel 
Anjou Rose 
Gazelle 
Rachelle 
Cher Brun 
Argent 

Nigre 
Venetian 
Moresque 
Desert Grey 
Log Cabin 
Fawn 
Piccadilly 
Cinnamon 
Airedale 
French Nude 
Banana 

New Peach 
Black 

Cocoa Brown 
Rosewood 
White 
Gunmetal 






Science finds a way of 


Doubling the Life of Hosiery 


The Sheerest of Silk Hosiery 
Toughened for Wear 


DOUBBELIFE Hosiery, treated with Keepit, stands 
from two to four times the wearing strain of the regular 
untreated stocking. 


This is a remarkable achievement, tested and certified to 
by the United States Testing Company. 


DOUBBELIFE means Double Value—a powerful, uni- 
versally appealing, money-making feature. 


Give Your Customers DOUBBELIFE 


LANSDALE SILK HOSIERY CO. 


Lansdale, Penna. 


A. L. ULLMAN, Sole Selling Agent 


267 Fifth Avenue New York City 
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| $2,500 in Cash Prizes 


For Finest Window Displays 


HE Richmond Hosiery Mills will offer a ADDITIONAL GRAND SWEEPSTAKES PRIZES 


series of prizes in 1924 for the best window 

displays of hosiery, in an open competition 
among window display men in all parts of the 
country. 





MANY CASH PRIZES 


$2,500 in cash will be distributed as prizes to the 


22,5 


display men producing the most attractive windows. 


EQUAL CHANCE FOR ALL 


In order that the display man in the smallest store 
in the smallest city may be on an equal footing with 
the display man in the largest store in the largest 
city, the contest has been divided into five classes, 
as follows: 
Class 1—Stores in cities of 5,000 population and 
under. 
Class 2—Stores in cities of over 5,000 and under 
25,000. 
Class 3—Stores in cities of over 25,000 and under 
100,000. 
Class 4—Stores in cities of over 100,000 and under 
500,000. 
Class 5—Stores in cities of over 500,000. 


CASH PRIZES IN EACH CLASS 
In each class a first prize of $200, a second prize of 
$100 and a third prize of $50 will be given for the 
best displays, judged on photographs. 





























In addition, there will be given a first Grand Sweep- 
stakes Prize of $500 and a second Grand Sweepstakes 
Prize of $250 for the best display constructed, re- 
gardless of size or location of store. All photographs 
regardless of the class they were entered in, will be 
considered in awarding this prize. 


ARROWHEAD DISPLAYS 


All photographs entered in the contest must be 
those of displays made between January 1, 1924, 
and December 24, 1924. The displays must contain 
no hosiery except Arrowhead—and in the event 
that a store does not stock Arrowhead Hosiery 
the Richmond Hosiery Mills, Inc., will furnish the 
display man, free of charge, with a sufficient quantity 
of Arrowhead Hosiery to enable him to participate 
in the contest. 

In the event of a tie in any of the classes the full 
amount of the prize will be given to each tying 
contestant. 


SEND THE COUPON 


Get now the rules of contest and complete informa- 
tion. It costs nothing to enter. 

Use the accompanying coupon. Mail it to the 
Richmond Hosiery Mills, Inc., signifying your 
intention of entering this contest. Sit down at 
once and plan your hosiery displays for this year. 
Here is an opportunity to help your store make 
more and greater hosiery sales and at the same 
time pay yourself handsomely for your efforts. 








RicHMonD Hosigry Mitts, INc. 








Established 1896 / 
Makers of Arrowhead Hosiery for all the Family / 
CHATTANOOGA, TENN. / ,, _ Ricmeon 
5 / Hosiery Miu 
j INCORPORATE 


/ — Chattanooga, Ter 
rf Gentlemen; 
I will enter t 
fa Arrowhead Window D 
play Contest conducted | 
/ you during 1924. 
4 Send mean Arrowhead catalo 
/ Send me folder giving furth 
P information and helpful display su 









Arrowhead 


Ankle-Clinging 


HOSIERY 


For all the Family 


Write now for the 
rules of the conjest 
or if you prefer the 
coupon may be used. 
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7/HEN Mothers purchase at your store a Hosiery value — 
like IRON CLAD No. 17, it isn’t long before they con- 
lude this Hosiery, which withstands their boys’ hardest wear 
without losing its shape, good looks, or color, is truly the 
most economical brand for the entire family . . . purchase ac- 
cordingly .. . from your store. 
Style No. 17 is that durable, dressy IRON CLAD number in 
black made from two-ply peeler yarn and with a fine ribbed 
leg that features the wonderful IRON CLAD triple knee and 
double sole. 

6, 6% $3.25 8, 814 $4.00 
7,7% 3.75 9, 94, 10...... . 4,25 
10%, 11, 11%... ... $4.50 
No. 17 AB is the same as the above in sizes and prices, 

only in African Brown. 


COOPER, WELLS & CO. 


Broad Street St. Joseph, Mich. 


























Many of your customers will read the above IRON-CLAD 
advertisement, which will appear in the March 22nd issue of 
the ‘Saturday Evening Post.’’ We are giving IRON-CLAD 
dealers a very important tie-up with this advertisement— 


Watch for yours. 
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FLUF-FLUF 


Very soft and sheer, 


$39. per dozen. 





























SILK HOSIERY 





flimsy. All silk, 96 colors, at 


| in 5 styles and 9 colors, total $6(0.25, will be shipped to 
a limited number of new dealers. If you are not now a 
| McCallum dealer, mail this coupon for additional in- 
formation about the McCallum “Ideal Assortment” 
| and what it will do for you. 
McCallum Hosiery Company, 
| Northampton, Massachusetts 
| Without obligation, mail to me details of your “Ideal 





but not 


a 


The stocking that took 
Fifth Avenue by storm 


Your volume, your turnover and your profits 
are all increased by novelty, newness — that 
something different that women can buy from 
you alone. That’s why you need McCallum 
“Fluf-Fluf.” It is new and different. It is an 
exclusive McCallum pattern and construction 
—its beauty and utility took Fifth Avenue by 
storm. 


That’s why you need the whole McCallum line. 
Years of quality production have built around 
McCallum stockings a justly deserved reputa- 
tion for high quality. From No. 1915, the lisle 
top and sole style that retails at about $2.00, 
to the $100 lace insert style, stockings with the 
McCallum name mean extra value at no more 
cost, and that alone would make the customer 
want to buy. 


McCallum leads the field in staples as well as 
in style, color and novelty. Anything you need 
in full-fashioned silk stockings, you find in the 
McCallum line. There are some things in 
McCallum stockings you can’t get anywhere 
else. Concentrate on McCallum Hosiery, and 
your profit total will prove your judgment 
right. 


McCALLUM HOSIERY CO., Northampton, Mass 
BOSTON NEW YORK CHICAGO 


MAIL THIS COUPON 
c-—o—oCoCe-o eo - - 


The McCallum “Ideal Assortment” of 28'4 dozen pairs, 


Assortment,” and what it will do for me. 
Name 
Firm Name 


Street _ ——— 


69 


~ 


4 
| 
| 
| 
| 
| 
| 
| 
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Sheer or chiffon stockings will re- 
tain their overwhelming popularity. 

lain weaves will be favored, though 
in the finest grades of hosiery the 
French lace clocks and the Jacquard 
Embroidered styles will be fashion- 
able. The following numbers will 
enable you to take care of the vol- 
ume of demand. 

Sheer, Style 308. A_ superb 
chiffon stocking, made of finest 
Corticelli silk and equal to the high- 
est-priced imported French hosiery 
in smoothness and clearness of tex- 
ture. Pure lustrous silk from toe to 
top. Flare top, low-spliced rein- 
forced heel and toe. All fashionable 
colors. A big selling number because 
its quality is so apparent and be- 
cause it gives remarkable service. 

Medium Sheer, Style 319. A 
smooth, even, fine-gauge stocking 
that answers the demand for a re- 
liable, good-looking chiffon to sell 
at a popular price. Lisle top, heel, 
sole and toe. All the new colors. 

Medium Sheer, Style 310. 
Made from the very finest of Corti- 
celli silk. A beautiful, sheer pure silk 
stocking with a high-spliced rein- 
forced heel and all silk garter welt. 
Very fine and even in texture. Made 
in all the fashionable and staple 
colors. A number you can recom- 
mend to women of taste. 

Medium Sheer, Style 304. 
Splendid quality medium sheer, 
made of pure thread Corticelli silk. 
Remarkably fine, smooth, and clear. 


STYLES THAT WILL BE WoRN THIS SPRING 


High spliced heel and reinforced toe. 
The degree of sheerness most women 
want, yet heavy enough to give re- 
liable service. 

Medium Weight, Style 324. A 
rich, lustrous stocking, always in 
good demand. Made from fine qual- 
ity thread silk from toe to top. Deep 
garter welt, lisle interlined. High 
spliced double heel and toe. Very 
popular and a repeater. Complete 
range of popular colors. 


Medium Weight, Style 347. A 
rich looking, serviceable full-fash- 
ioned stocking to retail at a popular 
price. Lisle heel, sole, toe and flare 
garter top. All the new colors. 


French Clock, Style 106. Latest 
design French openwork lace clock. 
Surpassingly beautiful, clear chiffon, 
made of rich lustrous silk from toe 
to top. Reinforced ‘lare top, low 
spliced heel, reinforced sole and toe. 
An exquisite stocking that sells on 
sight to women of taste. 


If you want a big-selling, quality 
line that is aggressively advertised 
and backed by America’s oldest silk 
manufacturer, write to our office 
nearest to you for details on these 
or the-many other Corticelli styles. 


THE CORTICELLI SILK COMPANY, 
New York, 136 Madison Ave.; Chicago, 
373 West Adams St.; St. Louis, 1314 
Washington Ave.; Cincinnati,®Sixth and 
Sycamore Sts. ; Boston, 68 Essex St. ; Balti- 
more, 109 West Redwood St.; Philadel- 
phia, 1211 Arch St.; St. Paul, Fourth and 
Jackson Sts.; San Francisco, 278 Post St 


Corticel li 


SILK HOSIERY 
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207 South Street, Boston 


Pale Flesh Shades Favored for Spring 


HE trend of style in 
hosiery continues to be 
toward sheer weights 


and light colors. It appears that 


and Summer 


Reports from Palm Beach 
indicate a considerable 
vogue for nude hosiery with 
white shoes and dresses 


be counted upon confidently. So 
may the continued vogue of the 
lighter colors. Reports from lead- 
ing manufacturers indicate that 








the proportion of sheer hosiery 
being worn is increasing, and the same is true of 
the proportion of light colors. And if this has been 
the case during the winter it will be obviously 
much more the case during spring and summer. 
There is some question as to whether the vogue of 
strictly tailored suits this spring will mean more 
demand for heavier silk hosiery. Some new num- 
bers in heavier weights, especially designed to go 
with the mannish tailleur, have been put on the 
market, and no doubt to a certain extent these 
will be favored as against the sheer styles. 
But it is extremely doubtful if the 
vogue of the tailored suit will interfere 
with the vogue of sheer hosiery to any im- 
portant extent. For onething thereisa feel- 
ing that the strictly tailored suit will not 
have the wide acceptance that was at first 
predicted for it—at least,in themore man- 
nish styles. The tendency now appears to 
be toward more feminine styles in suits 
than the early openings indicated. And 
for another thing it is not likely that any- 
thing could wean the smartly dressed 
woman away from her present devoted ad- 
diction to sheer hosiery for all kinds of 
wear. 
So the continued vogue of sheer hosiery may 


not more than 25 to 30 per cent 
of their sales on all styles are on blacks, and the 
proportion of blacks and other dark shades in 
sheer hosiery is even smaller. Some smart shops 
report that their sales of black hosiery are prac- 
tically negligible. Gunmetal is favored to some 
extent in sheer hosiery for evening wear with 
black shoes, but generally speaking the lighter 
colors in sheer styles are practically the whole 
story. 


Pale Flesh Shades Popular 


Of these lighter colors the most distinctly 
favored for spring are the paler nude shades. As 
previously reported by the Recorder there has been 
a decided tendency during the fall and winter 
toward what are known as the sunburnt shades, 
and the indications were that these would prob- 
ably be the favorites for spring. But during the 
last month or so smart women both in New York 
and in the Southern resorts have been showing 
unmistakable favor for the pale flesh shades. 
Next to these the pinkish flesh shades, known as 
blush, dawn and similar names, appear to be 
most fashionable. In some quarters it is reported 
that the sunburnt shades have lost none of their 
appeal and it is predicted that they will be leaders 
in spring selling. But it seems pretty certain 
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that they will have to yield precedence to the 
paler tints, particularly in view of the vogue for 
black shoes, with which the latter are more in 
harmony. 
Nude Hose with White Kid 

Une of the advantages of the pale flesh shades is 
that they can be worn with almost anything in 
the way of shoes or costumes, and one finds them 
being worn with almost anything, both for day- 
time and evening. An interesting note reported 
from Palm Beach is the wearing of nude hosiery 
with white kid shoes. Some market observers pro- 
fess to see in this a restricted vogue for white 
hosiery this summer. There is a certain amount of 
logic in it too, because after all a sheer white silk 
does not look much whiter on the leg than a pale 
nude. Incidentally, white hosiery with black shoes 
was a style shown at the recent convention of the 
National Shoe Retailers’ Association, which at- 
tracted considerable attention, but it is doubtful 
if the style will find much acceptance. Nudes in 
all their varieties, are the thing. 


Powder Blue a New Note 


Among the new colors a very light yellow and 
a mauve are being talked about, but haven’t been 
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seen very much as yet. There are signs of a vogue 
for matching hosiery and costume colors, and at 
least one manufacturer has put out hosiery in the 
new powder blue color, sponsored for spring cos- 
tumes by the National Garment Retailers’ Asso- 
ciation. Hosiery in colors to match the costume is 
being worn by the principals in some of the new 
musical comedies and the idea has been taken 
up to some extent in Palm Beach. But its vogue 
will probably be confined chiefly to sports wear. 

Outside of sports wear, as previously noted in 
these columns, fancies are not much favored by 
smart women. The vogue of sheer hosiery in light 
shades does not encourage decorative effects, and 
about the only form of decoration considered ac- 
ceptable is the very narrow French clock. For 
sports wear, however, there is a wide range of 
fancies favored, including both embroidered and 
Paris clocks, diamond patterns, stripes and printed 
Paisley effects. Stripes are seen a good deal at the 
Southern resorts and are featured by some houses 
as the leading note in sports hosiery for spring and 
summer. The printed Paisley effects are a novelty 
which will probably have a limited acceptance. 
Embroidered clocks in bright colors on heavy 
white silk hosiery are considered very good. 


Should a Size g Stocking Be Worn on Both 
a 4B anda 4D Foot? 


ARIOUS attempts have been made at differ- 

ent times to plan charts that would indicate 
exactly what size in hosiery should be worn with 
a given size in shoes. One difficulty with all such 
charts, as practical guides, is that they have failed 
to take into account the variations in shoe sizes 
—in other words the fact that a size 4 shoe, for 
instance, may actually be of different sizes, de- 
pending on the width of the last. 

These considerations have been borne in mind 
in the preparation of an excellent chart recently 
issued by the Kobe Hosiery Co. This chart is 
based on the assumption that 4B is the model 
average size in a woman’s shoe, and that size 9 
is the right hosiery size to go with a 4B shoe. On 
the principle that the spreading of an elastic 
article automatically contracts its length, it fol- 
lows that a wider foot than a 4B should take a 
longer size, and size 9%, therefore, is indicated 
for shoe widths ranging from 4D to 4EE. On this 
basis the accompanying chart hasbeen constructed. 

It is unquestionable that women would get 
much more satisfaction out of their hosiery if they 
wore the proper size, and this chart ought to be 
very useful to shoe stores in enabling them to fit 
their customers with the right size in hosiery. Of 
course, it is not particularly easy to tell a woman 
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what size in hosiery she should wear, any more 
than it is particularly easy to tell her what size 
in shoes she should wear. If she has an idea that 
the right size for her is 9, she will probably insist 
on having this size. But these things are a matter 
of education. 


Hosiery size Shoe size Shoe width 
1% AA, A, B, C, D, E, EE 
8 2 AA, A, B, C, D, FE, EE 
2% AA, A, B, C 
2% D, E, EE 
8% 3 AA, A, B, C 
3% AA, A, B, C 
3 D, E, EE 
9 3% D, E, EE 
4 AA, A, BFC 
4% AA, A, B, C 
5 D, E, EE 
10 5% D, E, EE 
6 AA, A, B, C 
6% AA, A, B, C 
6 D, E, EE 
104 6% D, E, EE 
7 AA, A, B, C, D, E, EE 
71% AA, A, B, C, D 
71% E, EE 
11 k AA, A, B, C, D, E, EE 
8% AA, A, B, C, D, E, EE 
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He Re-Organized His 
Stock — Re-Located 


His Department — 
Tripled His Sales 


A variety of interesting patterns in 
men’s half hose from 'the line of 


“Onyx” Hosiery, Inc. 


ing the advisability of a hosiery depart- 

ment in exclusive men’s shoe shops. It is 
not uncommon to find hosiery in such stores, but 
oftentimes little effort is made to make the de- 
partment an asset to the business. In this article 
Mr. Winfield, Manager of the Red-Man Shoe 
Shops in Pittsburgh, furnishes conclusive proof 
that a hosiery department does pay if a reasonable 
amount of effort is put forth. 

Three Red-Man Shoe Shops, which cater to the 
better class of exclusive men’s trade, are operating 
in Pittsburgh. Prior to the policy now in force 
the hosiery end of the business was looked upon 
only as a necessary incidental in the marketing of 
shoes. Little attention was given to the hosiery 
stock, which was relegated to the back of the store, 
with no attempt at display. It found no place in 
the advertising, and the department had to be 
content with the crumbs that fell from the table. 


| ERETOFORE littlehas been said concern- 


Neither Right Styles Nor Right Sizes 


But, during a very busy season a number of 
customers asked to see some hose. After being 
shown the selection they failed to buy. It hap- 
pened that the customers were generally pleased 
with the selection but the salesman was forced to 
say, “Sorry, sir, but we are just out of your size.” 
This state of affairs resulted in a loss of business. 

After carefully analyzing the situation the man- 
ager decided to go after the hosiery business for 
all it was worth. A careful inventory of the stock 
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on hand in each store was taken, odds and ends 
laid aside, and the stocks were replenished with 
an up-to-date line of high-grade hose. In each 
instance the department was given a prominent 
location by installing a display case at the en- 
trance of the store. Not only were attractive dis- 
plays made inside the store and in the windows 
but special effort was made to have every adver- 
tisement mention the complete line of hosiery 
carried in each store. 

The biggest factor in the phenomenal 
growth of hosiery sales in the Red-Man 
stores is the personal solicitation of the 
salesman. The question of hose is put up 
to the customer at the psychological mo- 
ment. Instead of waiting for the customer 
to ask for hose,each salesman is instructed 
to inquire in a diplomatic manner as to 
his needs for hose. 

Mr. Winfield relies not only on the power of 
suggestion but insists that the salesmen show the 
merchandise. If the customer has just completed 
the purchase of a pair of winter oxfords, the sales- 
man walks to the hosiery case and selects a pair 
of imported Scotch wool hose and approaches the 
customer with some remark such as, “What do 
you think of these for wool hose? Just the thing 
to wear with these oxfords.” If the customer pre- 
fers silk, he is immediately shown a complete line 
of silk in all the newest shades from which to 
make his selection. During the holiday season 

(Continued on page 76.) 
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Now Come Full-Fashioned Hose to Retail 


at $1.00 and $1.50 


Some Are All Silk and Some Are of Silk Combined 
With Fibre—Prices Firm On Sheerer Grades 


ee the most important development 
bearing on the silk hosiery market during 
the last month has been the cut of 50 to 75 
cents a pound in the price of artificial silk. This 
has not only had a direct effect on the price of 
hosiery containing the artificial product, but it has 
also had an indirect effect on the raw silk market, 
which has declined to an appreciable extent since 
the cut on artificial silk took place. For a time the 
hosiery market was a bit shaken by the sudden 
change in the situation—chiefly because the change 
was so unexpected that people 
needed time to figure out what 
effect it would be likely to have. 
But the market recovered prompt- 
ly enough, and during the last few 
weeks buyers have been operating 
more actively and confidently than 
for a long time past. 


Good Sales All Winter 


There are two reasons for this 
go confidence and _ activ- 
. One is that silk hosiery busi- 
ness at retail has been very good 
all through the winter and prom- 
ises to be very good this spring. 
The other reason is that prices, 
particularly on the more popular-priced lines, are 
now felt to be on a more favorable level from the 
consumer’s point of view. The active consumer 
demand for silk hosiery during the winter and the 
close hand-to-mouth buying policy pursued by 
retailers has kept retail stocks so low that it is 
expected there will be a very lively demand for 
goods for spring selling. Wholesalers are so confi- 
dent of the outlook in this respect that they have 
been buying actively during the last few weeks 
and in many cases have been requesting mills 
to anticipate shipments of orders already placed. 


“Many 


them out,’ 


to the scheme.” 


Prices Being Lowered on Some Grades 


The price situation also has something to do 
with the improved demand. A price of $14.50 a 
dozen has been made by most direct-to-retailer 
mills on full-fashioned hosiery formerly priced at 
$16, and there are several good full-fashioned lines 
available at $13.50. This places full-fashioned silk 
hosiery in a profitable popular-priced selling range. 
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Wool Over Silk 


women are so firmly 
convinced that they cannot wear 
wool hosiery that they don’t even try 
” said the manager of a 
hosiery department recently. “I 
have managed to get around that, 
in many cases, by pointing out that 
they can wear sheer silk next to the 
skin and, for heavy weather wear 
with oxfords, wear wool hose over 
the silk. It has worked, too. And 


many an extra sale can be credited 


Emphasis has been placed on this particular range 
since one mill a short time ago got out a near- 
chiffon full-fashioned stocking to retail at $1.50. 
This is an 8-strand number, lighter than the staple 
medium weight and heavier than a genuine chiffon. 

The attempt to establish a good full-fashioned 
stocking to retail at around $1.50 is parallelled by 
the attempt to establish a good $1 retailer, as it is 
felt that the bulk of popular demand is tending to 
center on silk hosiery at $1 and $1.50. One line 
which has attracted particular attention is a full- 
fashioned silk and artificial silk 
number to retail at $1. It is some 
thing of a novelty to see a full- 
fashioned stocking at $1, even 
though it is not all silk. The stock- 
ing is knitted full-fashioned, with 
seam-back leg and seamless foot. 
It is described as of Japan silk 
and English fiber, in proportion 
of three strands of the former to 
one of the latter. Manufacturers 
of circular knit hosiery are meet- 
ing this competition with pure 
thread silk numbers to retail at 
the same price. 


Good Prospects for Spring Business 


These developments, it is felt, will stimulate 
business on the more popular-priced grades of silk 
hosiery, which have been lagging in comparison 
with the better grades, particularly chiffons, retail- 
ing at $2 up. The latter have been in active de- 
mand throughout the winter and promise big for 
spring. Prices continue firm on chiffon hosiery, 
partly because demand for these lines is relatively 
much larger in comparison with supply than on 
the more staple weights, and partly because the 
decline in raw silk prices is not enough to make any 
appreciable difference in the production cost of 
chiffons. It should be understood that the price 
of raw material bears a smaller proportion to the 
total production cost of chiffons than of the heavier 
weights, not only because they are lighter but 
because their mechanical production is more diff- 
cult and costly. 

With the revisions which have taken place on 
medium and lower-end lines, silk hosiery prices 

(Continued on page 88) 
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Sunday’s Ad 
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“0G Hagledy is always full fashioned 2 
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Wednesday's Ad 


She Advertises Cheap Hose on Sunday and 


“Q'CONNOR & [OLD 


205 State St. S. 23 Madison St, E. 4616 Sheridan Ra. 


New Styles in O-G Sj ports Hose’ 


~ FOR. SPRING! — 


- IMPORTED. SILK AND 
LISLE: NOVELTY. 
PLAIDS AND STRIPES | 


ee 


Wee 3 pairs at $10.00 








The Vogue for Street Wear fot wow? 





| Men: i pal fom woe HR OG HORRY 





—and every pair is perfect! 





: 





Expensive Hose On Wednesday — Why? 


ARGARETC. MOORE has charge of the 
hosiery department at the West Madison 


Street store for O’Connor and Goldberg, 


Chicago. Her 17 years of service 
represent 17 years of study of 
human nature, for Miss Moore is a 
keen observer of the whims and 
fancies of the feminine sex and 
credits her success to her ability to 
analyze her customer. To sense 
what the customer should wear, 
and have that customer accede to 
the judgment of the salesperson is 
the acme of retail salesmanship 
and that is the height Miss Moore 
has reached. 

A young lady was given twenty 
dollars by her father and told to go 
to a certain store to purchase what 
hosiery she needed. The daughter 
replied, “I'll take the twenty all 
right, Daddy, but I won’t go to 
that store. I’ll see Miss Moore. 





mines the success of this department is the judi- 
cious arrangement of advertising. This appears in 
the daily papers on Sunday and Thursday morn- 


ings and on Monday and Wed- 
nesday evenings. Sunday’s ad 
appeals to the Monday shoppers— 
those who draw pay checks on 
Saturday and scan the Sunday 
paper for bargains. Hence this ad is 
on cheaper hose—chiffon at one 
ninety-five. Wednesday’s, Thurs- 
day’s ads are on higher priced 
merchandiseappealing to the more 
fastidious dresser—the woman who 
is looking for something new in 
style. 

Monday sales on chiffon hose 
are usually credited to the stenog- 
rapher or office worker type or 
the housewife who only now and 
then attends some formal func- 
tion where silk hose is necessary. 


The office girl, however, is a con- 


MARGARET C. MOORE . 
Miss Moore, who isin charge of the hosiery stant buyer. Chiffon hose do not 
Baiting the Trap for the Customer partment of one of the O-G stores in permit of as much service as other 


She knows just what I need.” 


Chicago, says that hosiery customers are 


more valuable than shoe customers. materials and these young ladies 


Another factor which deter- 
Issue of March 1, 1924 





76 


in a week’s time wear out a pair of chiffons because 
they use them for all occasions. Whether at work 
or at play they feel they must wear silk hose to 
be presentable. 

Miss Moore has realized the short wear chiffon 
hose gives under these conditions and makes it a 
point to sell chiffon wherever possible. 

In doing this she claims a hosiery cus- 
tomer is more profitable than a shoe cus- 
tomer. Her records show that a woman will 
spend double for hose what she spends for 
shoes and a total of both makes such cus- 
tomers very desirable. 

Wednesday’s ad on higher priced hose brings 
out a different type of buyer. While the office 
worker or housewife buys solid colors the society 
woman does her buying on a different basis. Both 
types buy the best. The woman who is a member of 
civic, religious or social organizations usually has 
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sufficient means to permit these extraneous duties 
and the additional outlay necessary for correct 
apparel for all of these occasions. 


Higher Grades Sell Later in the Week 


And that is the type who find time in midweek 
to respond to the hosiery ads which solicit business 
on merchandise for the occasion. Whether in the 
home, at the theater or on the golf links the society 
woman must be properly attired and particularly 
in shoes and hosiery. Hose must be bought for 
service or style or for ornamental purposes and it 
requires a thorough knowledge of what best fits 
into the occasion in style or in color and many are 
the women who seek Miss Moore’s advice. Their 
past experiences have taught them that she is up 
to the minuteon what is stylish, and their confidence 
in her satisfies them when it comes to making 
proper selections. 


Glos Is New Name for Artificial Silk 


FTER months of consideration representa- 
tives of a number of important trade bodies, 
including the National Retail Dry Goods Associa- 
tion, the Silk Association of America, the Knitted 
Outerwear Association and other organizations, 
have decided upon the name “glos”’ as a substitute 
for the names “artificial silk,” “art silk,” “fibre 
silk,” and all other terms by which the artificial 
product has heretofore been known. 

The subject has been agitated for a long time. 
It has been felt that while such terms as artificial 
silk and fibre silk are not in themselves misleading, 
they lend themselves easily to misrepresentation. 
The possibility of misrepresentation lies in the use 
of the word silk. Furthermore, it has been felt that 
these terms are inaccurate, since the artificial 
product is not silk but a distinct product. 

The choice of a name for artificial silk presented 
innumerable difficulties, and glos was finally 
chosen as being simple, easily remembered and not 
inappropriate. Efforts are being made to secure 
the adoption of the term glos throughout all 
branches of the trade, and the National Retail 
Dry Goods Association is contemplating a National 
Glos Week to popularize the name. In the mean- 
time some of the big artificial silk manufacturers 
have declined to accept the name and a number of 
manufacturers and distributors have also taken 
a negative attitude. However, it is believed by 
the sponsors of the new name that. eventually it 
will find general acceptance. 





Apportioning Your Buying Budget 
In apportioning your buying budget keep four 
things always in mind: 
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First—Sales for the same period last year. 

Second—Your sales by styles. 

Third—What you have left over. 

Fourth—The trend of styles. 

One of the most important of these is the fourth 
—the trend of styles—for whereas, for instance, 
your sales of chiffon hosiery may have been light 
last year, you know from what style experts say, 
that they are in high favor this year. 





He Re-Organized His Stock 


(Continued from page 73.) 


special advantage was taken of the popularity 
of men’s hose for gift purposes. By packing three 
pairs in attractive holiday packages, large quan- 
tities were disposed of, many lines being com- 
pletely sold out. 

Mr. Winfield is more than pleased with the 
showing the department has made the last year. 
From the first week of the new order of things the 
hosiery department began to show signs of life 
and before a month had elapsed it was proving 
profitable. 


By the end of the year it was found 
that the hosiery sales had more than tripled 
over preceding years. 


Mr. Winfield says: “While we do not sell hose 
to every shoe customer, the results have certainly 
justified the extra effort. Our hosiery business is 
booming and we look for better things in the fu- 
ture. Right now we are carrying in each of our 
stores, a much larger stock of men’s high-grade 
hose than most men’s furnishing stores.” 
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GOTHAM 


GOLD STRIPE 


REG.U.S.PAT. OFF 


NEW OFFICES for 


GOTHAM 
Gold Stripe 
HOSIERY 


On Marcu 3rd, 1924, the makers of “Silk Stockings that 
Wear” and the distributors of “Gotham Invisibles” will be 


in their new offices at 


389 Fifth Avenue 


North East corner of 36th Street 


New York City 


Improved facilities and closeness to marketing centers are 
advantages gained. 

Merchants and buyers who wish information on the silk 
hosiery situation or those who would like to inspect a Gotham 
finishing plant—one is not far distant—are welcome. No one 
who visits the Gotham offices is ever importuned to buy. 


GOTHAM SILK HOSIERY CO., Inc. 
Mills: Philadelphia and New York 
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Business Building vs. Just Selling 


The customers who come back to your 
store, who deal with you in preference 
to other stores, who buy of you with 
complete confidence, are the ones to 
whom you have sold quality merchan- 
dise—merchandise that wears longer 
and looks well as long as it wears. 


Every good merchant knows this— 
knows that the public is king; that the 
public pays all the bills; that he who 
serves the public best gets more of the 
public to serve. 


Quality hosiery is not made to fit a price; 
it is made to fit a quality. When 
price is the consideration, com- 
promises must be made on 
quality—something 

of the quality 


must be taken out. Bargain prices can- 
not be achieved in any other way. 


The fifty year old tradition of the 
Brown Durrell Company is to offer only 
the best quality for the consumer in its 
price class. Each number must excel. 
It must have in it all of the elements 
of material and workmanship which 
spell quality. These are the invariable 
Brown Durrell specifications, with rigid 
inspections to make sure. Indeed more 
inspections and more rigid than is 
usual. 


Our large volume all over the United 
States and in foreign countries requires 
reserve stocks for fill-in orders which 
are larger than any single mill can 


afford. 
ordon 





Full fashioned, pure 
dyed silk stocking, 
with mercerized 
top and sole. 


Stands for all that 
is best in a lisle top, 
pure dyed, silk 
stocking. T h e 
“Pioneer” or ““Ori- 
ginal” pure dyed 
silk stocking. 


In stocking the Gordon line 
you are always sure of un- 
equalled quality and service. 
Thus you are never out of 
quality hosiery, or forced to 
offer “just any silk stocking,”’ 
but are continually building 
consumer good will. 


The H600 quality 
for evening wear, 
or to suit the pref- 
erence for a stock- 
ing of pure dyed 
silk from top to 
toe. 


Ladies’ full fash- 
ioned, pure dyed 
silk stocking. Very 
fine quality — 
48 gauge. 


HOSIERY 


Men’s full fash- 
ioned, pure dyed 
silk sock, with mer- 
cerized top and 
sole. 





BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York 


11 West 19th Street 


Boston 


104 Kingston Street 


Men’s full fash- 
ioned, pure dyed 
silk sock, with all 
silk top and mer- 
cerized sole. Very 
fine quality. 
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How to Determine a Model Hosiery Stock 


Some Lines of Thought Which It Will Be Profitable to Follow If You 
Wish Maximum Volume and Frequent Turnover. 


T has often been said that the job of every 
merchant is to have the things that people 
want when they want them. This is a dif- 
ficult job to do successfully. A merchant can fall 
down on it in two ways—either by having things 
that people do not want or by not having things 
that people do want. In the first instance he loses 
money by having to sell goods at a loss, and in the 
second instance he loses it by missing sales which 
he should make. 
Obviously, then, the merchant’s problem is to 
have enough, but not too much of the right kind of 
goods, and none of the wrong kind. 


Not the Place for Guesswork 


This problem cannot be solved by guesswork. 
And it cannot be solved by stocking goods which 
the merchant thinks people ought to want, no 
matter how good a judge of merchandise he may 
be. It can be solved only by determining just what 
the people in the merchant’s own community 
actually do want. 

It would seem that a retail merchant who has 
been doing business in a certain community for a 
number of years ought to know from experience 
exactly what his trade needs. But as a rule he 
doesn’t. For experience has shown that the main 
reason why so many merchants of long experience 
are not successful is because they are always carry- 
ing too much dead stock—that is goods which the 
people of their 
communities do 
not want. 

The biggest and 
most progressive 
department stores 
in thecountry have 
been experiment- 
ing along this line 
for some years and 
have discovered a 
number of interest- 
ing things. 

They have 
found, for in- 
Stance, that in 
a given depart- 
ment carrying 
a large num- 
Ler of lines, the 





Three new patterns in hand-woven imported woolen golf hose from the Taylor & 
Watson line. 


bulk of the business will be done on a very 
few lines. They have found that it is more 
profitable to concentrate on a few lines and 
carry a complete assortment of these lines 
than to carry a large number of lines in 
incomplete assortments. 


As a result of these investigations, the better 
stores are gradually adopting model stock plans 
in which an attempt is made to formulate the 
smallest stock on which the maximum amount of 
business can be done. 

In order to have a model stock there are two 
things chiefly which a merchant must know:— 
first, the general trend of demand in the market 
as to styles, colors, qualities, prices and so forth; 
second, the trend of demand in his own community 
and particularly in his owa store. The first infor- 
mation is obtained by visiting the market, talking 
to the representatives of manufacturers and 
wholesalers who visit the store and reading busi- 
ness papers, which carry market reports and style 
information as well as advertisements of repre- 
sentative sellers in the merchant’s own field. The 
second information is obtained by noting what 
other stores in the merchant’s own community are 
selling and by keeping a careful stock record, as 
previously described in the Recorder. 


How to Build a Model Hosiery Stock 


Now let’s apply this to the hosiery department 
of a shoe store. 
The buyer’s prob- 
lem is to determine 
what are the best 
selling lines for her 
to carry. 

A review of the 
market, such as 
iS contained in 
this issue of the 
Recorder, will show 
among other things 
that not more than 
25 to 30 per cent of 
the business being 
done on silk hos- 
ilery is in black, 
while the remain- 
der is practically 
altogether on the 
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SILKS 
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A HOUSE YOU KNOW 


der 





—high quality full fashioned hosiery 

—priced right for quick resale 

—backed by the Heminway reputation for 
fine merchandise and honest dealing. 


On the top of this smart, black box of Heminway Full Fashioned 
Thread Silk Hosiery and on the toe of the hosiery itself you will 


find the name 
HEMINWAY 
SILKS 


And that tells the whole story to most who know that once a product is 
merchants today—merchants who stamped “Hem‘away Silks,” its 
know of Heminway’s seventy-five year quality and easy saleability is as- 
record in the silk industry—merchants sured. 


MADE IN THE LEADING COLORS FOR SPRING. The 
new line comprises a full array of style numbers, priced from $15.50 to 
$30, including dip dyed and ingrain. Some lisle tops, others all-silk. 
Each style with a distinguishing difference—chiffon, colored top 
stripe, side lace clock, white top stripe, front and side lace clock, etc. 


Write for full data and prices, or request an early visit of our salesman, 


THE H. K. H. SILK COMPANY 
OF NEW YORK, INCORPORATED 
120 East 16th Street . . New York City 








FULL FASHIONED HOSIERY 
—they wear as well as they look 


J Re ee 
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, Soft clinging forms of gracefulness that have 
Their Beauty caught all the enthralling loveliness of Nature 
in silk and revealed it with lustre, life and glowing color. A symphony 
in silk. 


Their Value You might find a comparison in the better 


. grades of strictly full fashioned goods. But no 
stocking of equal value can be found at $10.50 the dozen. 


: : Made of pure thread, double cracked silk, 
Their Quality and shaped as are the finest full fashioned 
goods with perfect narrowings and an evenness of knitting texture. 

Every inch of the silk leg is guaranteed by us. 
Lisle re-enforced tops and soles. All shades. 


RAYMOND HOSIERY CO. 


138 FIFTH AVE., NEW YORK 
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A smart ribbed sport stocking from the line of the Richmond 
Hosiery Mills 


lighter shades, particularly the paler flesh colors, 
the rosy nudes and the sunburnt shades. The 
hosiery buyer will decide accordingly to carry a 
full line of these light colors. She will find also that 
about §0 per cent of the business is being done on 
chiffons and about $0 per cent on the more staple 
weights. This may be modified by the experience 
of her own store, but in default of other informa- 
tion this would indicate about the porportion of 
chiffons and staple weights to carry. 


Determining the Best Prices 

In the matter of price she will find that certain 
prices stand out in the general market as rallying 
points, so to speak, for the bulk of demand. 
Among popular-priced lines $1 and $1.50 stand 
out as the most favored retail prices. In medium 
lines $2 and $2.50—especially the former—are the 
best sellers. In the better grades $3 and $3.50 seem 
to be especially favored prices, while the more 
exclusive stores find a lot of demand centering 
around the $4.50 figure. 

Now it is obvious enough that no one store will 
do a considerable amount of business on all these 
lines. If the hosiery buyer of a shoe store were to 
stock complete lines of hosiery at $1, $1.50, $2, 
$2.50, $3, $3.50 and $4.50, she would probably 
find herself with a large amount of unsold stock at 
the end of the season. And if she were to carry 
incomplete assortments in all these price lines she 
would probably miss a lot of sales by not having 
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wanted styles or colors at the wanted price. For 
she will almost certainly find that demand will 
concentrate chiefly on a few—perhaps not more 
than two of these price lines. 


Analysis of Your Trade Important 

In this respect she can be guided to some extent 
by the size and general character of her store. If, 
for example, her store caters to a more exclusive 
trade, selling shoes at $12 to $15 and up, it is cer- 
tain that she will have no demand for silk hosiery 
at $1 or $1.50, and probably very little at $2. If 
on the other hand her store features medium- 
priced shoes—say at around $8 to $10—the de- 
mand for hosiery will probably run chiefly to the 
$1.50, $2 and $2.50 range, with special emphasis 
on the $2 figure, while if her store is a more popu- 
lar-priced one, featuring shoes at $5 or $6, the bulk 
of demand for hosiery will probably be on the $1, 
$1.50 and $2 range. 


Hosiery Grades May Not Follow Shoe Grades 


For the average shoe store it is likely that $1.50 
and $2 are the prices which will atrract the largest 
share of hosiery business. But this is a general 
statement which must be taken in conjunction 
with the actual experience of the individual store. 
The hosiery buyer should keep careful records of 
what her customers have been buying over a 

(Continued on page 9?) 
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A light-weight, net, all-silk full fashioned stocking with a clock 
effect achieved by a plain fabric side stripe. From the line of the 
McCallum Hosiery Co. 
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98 POSNER: 
HOSIERY 


CHILDREN DEMAND STYLE TODAY! 


The Child of Today 
Is the Child of Fashion 


Style is as important in juvenile hosiery as in juvenile shoes. 


Dr. Posner's Scientific Hosiery fits your need. Every number in the 
line measures up to the requirements of style as well as quality— 
and this house was the first and remains the only one confining its 
activities to children’s hosiery lines exclusively. 





Complete stocks in all iy and styles in vogue are available 
including several we esp For ple the style 
illustrated. 


Style 6300 A popular pattern, made in 9 attractive colors 
NEW CATALOGUE JUST_OUT 


Write for it; and you would make no mistake in sending an open 
order at the same time. 





DR. A. POSNER SHOES, Ie. 


138 West Broadway 
NEW i'YORK CITY 


The Only House Specializing in 
Children’s Hosiery Exclusively. 
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Four Rules to Follow in Fighting 
the Bell-Ringer 


From an Address at the 
N.S.R.A. Convention 


By T. WALTER FRED 


ik bell-ringer is a serious menace to your 
hosiery department. One concern alone 
did the past year several million dollars 
by this method of distributing. Hundreds and 
hundreds of others, inspired by their success, have 
gone into this game. Now if you don’t give a hang 
about your hosiery department, on general prin- 
ciples you should fight this proposition with all 
the force and ability you possess, for as long as 
this idea is a success, it is going to spread to other 
things. 

Let’s analyze why these people are so success- 
ful. Where does this business come from? Is it 
from the poor classes. Emphatically, no! These 
people haven’t $5.50 in cold cash to put out in 
advance for a box of silk stockings, so the bell- 
ringer works on the best residential street—your 
best customers. 


Why the Bell-Ringer Succeeds 


Are they successful because they are offering 
something better in qual- 


the retail hosiery department. Just a few years ago 
even the women of means had only a few pairs of 
silk stockings. They wore them only for dress-up 
occasions. For theirevery day use they worefinelisle 
hose. 

Big Increase in Silk Hose Demand 

But times have changed and today every 
woman, everywhere, wears silk hose. Now fashion 
demands that tor dress-up occasions silk stockings 
must be of sheer silk, these sheer silk hose of their 
nature are frail. They cannot stand the gaff of 
hard wear and use. Women who have the money 
to put out for them have to do so for all of their 
use. It hurts their sense of propriety and the fit- 
ness of things to subject these thin, sheer silk hose 
to the hard wear and uses of every day. 

The bell-ringer appreciates this fact. They came 
out with a utility silk stocking and it was what 
every woman everywhere wanted for their every 
day use and they got the business. The other factor 
in their success is superior salesmanship. 

How are we going to 





ity or more attractive in 
price? Emphatically, no! 
There are any number of 
well-known brands sold 
over the retail counter to- 
day that are offering bet- 
ter values than the hosiery 
peddler is offering. This is 
not a rash statement but 
one that you can verify. 
There are two outstand- 
ing reasons why they have 
succeeded so well. [n the 
first place they are giving 
women what they want. 
In the second place, they 
are exerting more and 
better salesmanship. 
There has been an evolu- 
tion in the past few years 
of the hosiery demand, an 
evolution that the bell- 
ringer was quick to sense 
and that he capitalized on 
and this evolution has not 
been thoroughly sensed by 


An all-silk, full fashioned chiffon with a delicate open-work 
clock from the Roserhain line 


fight this proposition? 

There have been one or 
two methods suggested 
and tried out that have 
proved utter failures. For 
instance, some people have 
attempted to retaliate by 
adopting the same scheme; 
that is, putting out scores 
of men and women to go 
from door to door and take 
orders for hosiery and fill 
those orders from thestore. 
That is a mistake, gentle- 
men, because it puts you 
on the same.par with the 
house-to-house canvasser. 
By doing it you admit the 
correctness of his method 
of merchandising. Besides 
that, it is a proposition 
that is expensive. You are 
not rigged up to merchan- 
dise goods in that way and 
you wil] soon get tired of 
the expense. 
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“Hollywood” is an unusual 
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A Hard Game to Beat 


One or two hosiery mills have attempted to do 
the same thing for their customers—have taken 
corps of men and women and gone from city to 
city and staged for that customer the bell-ringing 
stunt. It, too, has proved a failure. Long after this 
spurt of bell-ringing has passed, the hosiery peddler 
is knocking at the doors of your customers and 
after you have got tired of trying it out, he is 
still getting the business. 

It seems to me that the plain, common horse- 
sense method of treating this proposition and 
fighting it is to give your customers the things 
that the bell-ringer gives them and give them a 
more liberal helping of those things. We have seen 
the bell-ringer succeed, first, because hegives people 
what they want; second, because he uses better 
salesmanship. Now | 
I am going to make 
four suggestions to 
you on the ques- 
tion of what kind 
of merchandise 
you ought to 
handle. 

Feature a util- 
ity silk stocking in 
price range from 
$1.35 to $1.65. I 
would suggest 
$1.50, because the 
price is popular 
and because for 
that price you can 
offer your custom- 
ers a better silk 
stocking than the bell-ringer is offering them. 


Offer a Real Guarantee 


In the second place, see that that utility silk 
stocking is guaranteed to give satisfaction, that 
the manufacturer stands behind you on that pro- 
position. The bell-ringer gets by largely because 
of his guarantee. A guarantee always appeals to 
the public and if a woman has had experience with 
wearing out a thin silk hose, she is attracted by 
a guarantee of long wearing qualities. 

When you feature that guaranteed silk stocking, 
tell the public that your guarantee is not a myth. 
The bell-ringer is here today, but where is he to- 
morrow? WI.at is his guarantee worth when he has 
gone? Impress on ttem the fact that your guar- 
antee is a real guarantee, that you are on the job 
at the same old place to back it up. 





Don’t Carry Too Many Lines 


Now, in the third place, I would suggest that 
you concentrate on one silk stocking in each price 
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A variety of new patterns in children’s and infants’ hosiery 


SECTION , 87 
range. Pick out the best one, cut the others out. 
The bell-ringer has made his success in a large 
measure, because he specialized. 

This is the day of specialization. How can you 
get anywhere when you are competing with your- 
self in the same price range with different kinds 
and brands of hose? How can you sell your cus- 
tomers when you yourself and your salesgirls are 
not sold on any one brand? I know this is not easy 
to do. You are besieged by a world of hosiery 
salesmen. All of them have good stockings, all of 
them are good fellows, but my advice would be, 
if necessary, to take a shotgun and keep these 
fellows off. Concentrate on one thing in each price 
range and stick to it. 

Another suggestion—form the habit of taking 
inventory every Monday morning. Delegate some 

one in your hosiery 
department to do 
this. As has been 
aptly said, “Lean 
hosiery stock 
means fat profits 
for the hosiery ped- 
dler.” This system 
of takinginventory 
every week will 
prevent you from 
being overstocked 
in certain sizes and 
colors and _ under- 
stocked in others. 
It is good business. 


Educate Your 
Salespeople 


Now, briefly, I want to mention four sugges- 
tions in regard to how you are going to sell this 
merchandise. In the first place,see that your sales- 
girls know the stockings they are selling, know 
the talking points, know the special features. They 
should wear your service or utility silk stocking so 
that they could show the customer how it looks 
when it is on and can tell these customers from 
their personal experience just how they wear. 

In the second place, you, by some method, must 
inspire your sales force with enthusiasm. The bell- 
ringer is a real salesman. He goes after the busi- 
ness. You have got to inculcate in your sales force 
a real enthusiasm and love for their work. You 
must make them feel that selling is a game, a game 
they will win. If a woman comes in to buy a pair 
of black silk stockings, show her the colors. This 
is a season, by the way, of high colors and a big 
range of colors. Women do not now buy a pair of 
silk stockings because they need something to 
cover their feet. They buy because they like a 
shade or color. So your salesgirls should succeed 
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in selling that woman before she gets out of your 
store a number of attractive new colors. When the 
hosiery peddler comes around she is not in the 
market. The second sale that the salesgirl has put 
over, the thing that the woman bought that she 
didn’t intend to buy when she came in, is where 
your profit lies. 

Having got your sales force all tuned up, keyed 
up to put this proposition over, put your silent 
salesmen to work. Your silent salesmen, of course, 
are your windows and your counter displays. 
Every woman who passes in front of your windows 
is a prospective purchaser. Feature your utility 
silk stockings in your windows with a price. I have 
seen many women who were amazed to find that 
they could get, in a store, a good looking, good 
fitting silk stocking for $1.50. 

Last, I want to suggest this: In your newspaper 
advertising, go after these fellows. Tell people’ that 
you have a better silk stocking and tell them why. 
Tell them that your salesgirls will demonstrate 
any test that the house-to-house canvasser makes. 
Tell them that your guarantee is a real guarantee 
and not a myth. 

In the beginning I told you that your hosiery 
department is a gold mine. If you will carry out 
the suggestions that I have made, I believe that 
you will be able to prevent the house-to-house 
canvasser from stealing the gold from your mine, 
and besides that, I believe that you will be able 
to develop that gold mine and make it pay bigger 
and richer dividends. 


Now Come Full-Fashioned Hose to 
Retail at $1.00 and $1.50 
(Continued from page 74) 


seem to be safe for some time to come. Generally 
speaking they are about on the level held before 
the Japaneseearth- 
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out any important changes eigther way, and that 
nothing will occur to disturb silk hosiery prices any 
further during the spring retailing season at least. 


Silk Now Competing With Cotton in Price 

Prices on artificial silk hosiery and hosiery of 
mixed natural and artificial silk, as already noted, 
have been reduced following the cut in the price 
of the artificial product. The result of the reduc- 
tion has been to stimulate demand for these lines. 
The low prices at which artificial silk hosiery can 
be sold nowadays are making it increasingly diff- 
cult for cotton hosiery to reestablish any footing 
in popular favor. When a full-fashioned artificial 
and natural silk number can be made to retail at 
$1, and other artif ‘al silk numbers can be retailed 
profitably at even less, the point is being reached 
where silk hosiery furnishes direct price competi- 
tion to the better cotton lines. And the latter are 
suffering distinctly by comparison. Mercerized 
hosiery has been selling in disappointing fashion, 
and except for sports lisles and misses fancy-top 
ribs, cotton lines are scarcely moving at all. 

Although wool and wool-mixed hosiery has had 
a poor season on the whole, the severe weather of 
recent weeks has resulted in a pretty thorough 
clearing of retail merchants’ stocks, particularly 
where the goods have been offered at substantial 
concessions, as they have been in most cases. 


U. S. After Hosiery Concern 


Washington, February 21—Statements issued 
by the Federal Trade Commission show that they 
are prosecuting distributors of various classes of 
hosiery for alleged unfair trade practices. Com- 
plaints have been issued against a company which 
is accused of purchasing hosiery from a manu- 
facturer and selling it direct to consumers through 

house to house can- 





quake last fall—in 
other words on the 
basis of raw silk at 
about $7.50 a 
pound. This is the 
level on which raw 
silk prices stand at 
the present writing, 
marking a decline 
of approximately 
50 cents a pound 
during the last 
month. It seems 
probable that the 
market will con- 
tinueataround this 
level for the next 
few months, with- 
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A two-tone derby or cluster rib all-silk half hose from the McCallum line 


vassers and mail 
orders, and in so 
doing _—srrepresent 
that they manu- 
facture the hosiery 
they sell, and they 
are selling direct 
from manufacturer 
to consumer, there- 
by eliminating the 
profits of the mid- 
dlemen at a real 
saving to the pur- 
chaser. 

These represen- 
tations, the com- 
plaint state, de- 
ceive the public. 
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Report of Production, Orders and Stocks of Hosiery 
for November, 1923 


Washington, D. C., January 28, 1924.—The Department of Commerce announces the following 
statistics on hosiery production, orders, and stocks, received from 305 establishments representing 392 
mills, for the month of November, 1923, with a comparative summary for 298 identical establish- 
ments representing 382 mills in October and 381 mills in November. 


REPORT FOR MONTH OF NOVEMBER 1923 


The 305 establishments included in this statement represent 68.4 per cent of the total value of Hosiery reported at the census of manufactures, 1921. 














QUANTITY (DOZEN PAIRS) 









































KIND Men's | Women's Boys’ and | Children's | Athletic 
Total Full Seaml Full Seon Misses’ | and Infants’| and Sport 
(all classes) | fashioned ee fashioned a (all styles) | (all styles) (all styles) 
Product manufactured during month: 
All cotton, including mercerized..........| 2,534,768 7,280 1,088,954 47,176 4795316 479,224 420,029 12,789 
All wool (woolen and worsted). .......... 73,832 (1) 26,142 1,417 15,763 3,778 22,432 4,300 
Natural silk (including those with lisle or 
cotton tops, heels, and toes): 
ee Sr tate crea 977,856 68,764 228,304 47°,977 193,852 (1) 7,959 (1) 
Cut (glove silk, etc.) .. 1,694 a wa 1,694 a er ea , 
Artificial silk (including these with lele on 119,245 (1) 200,005 (1) 39,970 (1) 
cotton tops, heels, and toes)............ 359,220 : 
Merino cites wool and cotton mix- 
tures) .. haeeke a i wi 233,098 (1) 176,317 (1) 27,160 13,634 14,508 1,479 
Silk mixtures: 
Silk and wool....... 58,858 (1) 17,278 11,098 23,379 ‘ni 7,103 (1) 
Silk and other fibers (cotton, mercerized, 
ccncigpuhakhvesetoaecees sd 220,247 (1) 66,071 8,618 126,375 (1) 19,183 (1) 
ere , a 755147 4119 37,501 8,226 13,960 5,635 1,301 4,405 
CT TTT ee Tee 80,163 1,759,812 557,206 1,079,810 §02,271 532,485 22,973 
Orders and stocks: 
Shipments during month. 3:900,857 72,551 1,609,040 469,588 892,398 424,841 410,799 21,640 
Finished product on hand, end of month . 7,611,107 52,399 2,207,199 776,011 2,264,578 798,226 | 1,463,054 51,640 
Orders booked during month .. esses] $16,076 51,981 1,908,397 667,270 876,576 4455354 $35,726 30,772 
Cancellations received during month re 279,877 1,530 97:99° 25,340 75,420 36,977 42,107 513 
Unfilled orders on hand, end of morith ..... 10,010,841 139,699 2,859,293 944,096 2,118,878 1,415,151 1,489,150 445574 — 








(1) Included in “All other” to avoid possible disclosure of individual operations 


Comparative summary of hosiery production, orders, and stocks for October and November, 1923 














QUANTITY (DOZEN PAIRS) 
KIND TOTAL | MEN’S WOMEN’S 
(all classes) | Full fashioned Seamless Full fashioned Seamless 





October | November| October | November| October \November | October | November| October | November 








Product manufactured during month: 
All cotton, including mercerized.......... 2,451,354] 2,448,434] 7,417 7,280 | 1,080,664] 1,052,439] 60,663 47,176 466,505] 479,140 
All wool (woolen and worsted)............ 91,906 735595 (1) (1) 34,816 25,905] 1,847 1,417 20,815 15,763 
Natural silk (including those with lisle or 

cotton tops, heels, and toes): 









































eink a kes sdenke@useetek 955,010] 974,646| 68,308 68,764 205,625] 225,094] 476,209 | 478,977 195,329 193,852 

Cut (glove silk, etc.) .. 3,120 1,694 ete a oat me 3,120 1, aA arp 
Artificial silk (including these with liele « or 

cotton tops, heels, and toes)............ 359.451] 359,020 hid eke 102 126] 119,245 (1) (1) 192,803] 199,805 
Merino anti wool and cotton mix- 

tures) .. peruasvsakaedess ceeeee] 244,§90] 232,898 (1) (1) 191,657] 176,117 (1) (1) 27;795| 27,160 
Silk mixtures: 

Silk and wool...... 88,435 58,558] (1) (1) 36,353 17,278] 9,755 11,098 32,501 23,079 

Silk and other fibers (cotton, "mercerized, 

| PTET PRET CTT (1) (1) 58,811 66,071 9,060 8,618 140,340} 126,200 
All other .. Reeenes ndeseieniiGeena sk 83,820 75,147| 2,260 4,119 41,438 37,501 7:71 4) 8,226 18,865 13,960 

TOTAL 45497:247| 4,444,064] 77,985 80,163 | 1.751,490] 1,719,650} 568,368) 557,206] 1,094,953] 1,078,959 

Orders and stocks: . 

Shipments during month... -| 45317,378] 3,815,779] 73,053 | 725551 | 1,723,361] 1,568,178] 565,488] 469,588] 1,113,215] 892.298 
Finished product on hand, end of month . 6,772,358] 7,506,257] 49,013 | $0,399 | 2,030039| 2,198,074] 692,884] 776,011] 2,084,304) 2,263,853 
Orders booked during month ER oe 495355205] 4,432,347] 110,778 §1,981 | 1,701,241] 1,869,234] 521,573] 667,270] 1,159,427] 876,526 
Cancellations received during month...... 191,720} 277,877 1,095 1,530 73,7941 95,990} 21,928 25,340 545237 75,420 
Unfilled orders on hand, end of month...... 8,726,817] 9,727,249] 153,487 | 139,699 | 3,242 170] 3,723,261! 761,509] 944,096! 2,053,508] 2,118,878 





(1) Included in“ All other” to avoid possible disclosure of individual operations. 
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URE- FIRE 
HOE STORE 
PECIALS 





No. 325—Full fashioned pure silk semi-chiffon—a 
‘lendid wearing stocking for those who want sheer 
e but not a chiffon weight. Per dozen......$13.50 





Dercthy K—Full fashioned 42 gauge pure silk service 
se —America’s best value. Per dozen $13.50 


No. 444—Full fashioned 42 gauge chiffon 8 inch lisle 
top silk foot; per dozen $16.00 


No. 133—Full fashicned pure dye silk hose 8 inch lisle 
For Particular People rae 


» most serviceable stocking made; per doz..$16.16 


No. 135—Outsize of No. 133, per dozen .. $18.00 
Th ‘ . . . . . No. 233—Full fashioned 42 gauge all silk pure dipped 
Che brand of hosiery with which to link the name of lye hose, per dozen . $24.00 


your store is the one that the most customers call for No. 330—Full fashione1 42 gauge all silk chiffon. per 

by name after having worn it. On this basis, put — ; — 

KRA-NIT to a comparative test with the other stock- 

ings that are best known in your locality, and decide to ; ‘ 

build y hosi : : Se } b ks 1 whi +} el Above numbers come in the season's newest 
uild your hosiery business on the brand which wins chain cctoumtehmaen a Gan 

most appreciation through service. numbers will be sent on request. 


Terms 3-10 or 2-10-30 extra. 





Kra-Nit Service Means 


You GET What You Want When You WANT It 


KRAMER HOSIERY CO. 


133-135 N. WELLS ST. $3 CHICAGO 
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What the Convention Taught | 


Hundreds of merchants visiting our booth at the Chicago convention 
learned of profit possibilities in hosiery stocks that they were ready to 
charge off. Colcrs that went well last season are out of it for Spring. We 
showed how re-dying, at small expense, brought stocks right up-to-che- 
minute. There is no such thing as dead hosiery stock now. 

Send us a trial order, give us your specifications, and get back up-to- 
the-minute stocks in place of the line you were going to put on the 
bargain table. 














PEERLESS HOSIERY{DYEING CO. 
PLEASANTVILLE, N. J. 


HOSIERY RE-DYERS 
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CHIFFONS 
In these newest Spring colors: 
Airedale,Tan Bark, Raquet, Jack 
Rabbit, Bombay, Mandalay, 
and all other wanted shades. 
No. 3780 retails at $2.00 
No. 3785 retails at $2.25 











Sales Counter Spoilage 
Reduced 


An Unique Fact About Allen A Chiffons 


The even, lustrous color and perfect weave of Allen A 
Chiffons appeal to women who like to handle and closely 
scrutinize each pair they buy. 

But after the first or second purchase of Allen A, we are 
told, most of them simply request it by name. And do not 
bother to inspect each pair. For they know the quality is 
uniform in every one. 

This, merchants tell us, is why sales-counter spoilage— 
due to handling—is remarkably small with Allen A Chifions. 
Their experience should be a safe guide for you. Feature 
Allen A to satisfy the better class of trade. 


UNDERWEAR 


For men and-boys only 


HOSIERY 


For men, women and children 





THE ALLEN A COMPANY, KENOSHA, WISCONSIN 
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Spring Chiffons 
Carlton No. 300 


42 gauge pure dyed thread silk full 
fashioned hose, 20-21 inch boot. 


$16. 50 1-10 or net 30, f. 0. b. N. Y. 


Appearance: 
Absolutely free of “rings'’ and blemishes. 
and guaranteed against all manufacturers’ 
defects. 


Service on Wear: 


By actual test, a stock pair has worn 43 


consecutive days, with careful laundering 
Our reports show actual average of 25 
days’ wear on all goods delivered during 


1923. 
Each pair in glassine envelope to prevent 
mishandling; 3 pair to box. 


We guarantee 1 week service on any 
additional shades 


Look for us—Booth 22 New York State Retailers Convention 


Service on Colors 


African Brown Dawn Moonbeam 
Airedale Fawn Moresque 
Amber French Nude Nasturtium 
Atmosphere Gold Otter 

ige Gun Metal Peach 
Blush Indian Skin Polo 
Black Jack Rabbit Racquet 
Bombay Log Cabin Silver 
Cinnamon Medium Grey White 
Freckles Sunburn 


Sample Shipment on Request 












| FREUND & BRICKMAN 


SOLE DISTRIBUTORS 
212 FIFTH diemctnnn NEW YORK CITY 
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Here’s what we 


did for Gotham! 


This full length Papier Mache form 
was designed expressly for the 
Gotham Silk Hosiery Co. for dis- 
playing Gold Stripe Silk Stockings 
in their dealer stores. 


It is flesh color enameled, stands 
without additional support and has 
a card holder at the top. 


You owe it to your hosiery depart- 
ment to investigate our line of hosiery 
forms and fixtures, especially created 
to increase sales in your hosiery 
section. 

Photographs of our complete line of 
hosiery forms and fixtures will be 
gladly sent on request. 





AS THEBES 
OrpisPLAY FIXTURE COMPANY, NEW YORK, 


1146 BROADWAY NEW YORK 
ESTABLIS HED 1888 


peewvwywvvwyvy vv eye eye ers 





ASK YOURSELF 
THESE QUESTIONS 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 

What is the evidence of READER 
INTEREST? 

Is the paper essential to its field? 

Is reader interest proved by volun- 
tary paid subscriptions? 

Are the paid subscriptions audited 
bythe Audit BureauofCirculation? 

(Twelve Thousand “Boot and 
Shoe Recorder” paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 

(The character of the “Boot and 
Shoe Recorder” is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 
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Comparative summary of hosiery production, orders, and stocks for October and November, 1923 








QUANTITY (DOZEN PAIRS) 





















































BOYS’ AND CHILDREN’S ATHLETIC 
KIND MISSES’ AND INFANTS’ AND SPORT 
(all styles) (all styles) | (all styles) 
October | November October November October November 
Product manufactured during month: | 

All cotton, including mercerized .. 481,726 479,224 339,819 370,386 14,560 12,789 
All wool (woolen and worsted) .. 2,148 3,778 25,515 22,432 6,765 4,300 
Natural silk (including those with lisle or 

cotton tops, heels, and toes)............ 

Oe ee re 942 (1) 8,597 7,959 (1) 

Cut (glove silk, etc. “sate ‘ is ee wei 
Artificial silk (including those with lisle or 

cotton tops, heels, and toes)............ (1) (1) 64,522 39,970 (1) 
Merino (including wool and cotton mix- 

tures) Sees 12,340 13,634 10,402 14,508 | 2,396 1,479 
Silk mixtures: | 

Silk and wool....... (1) 9,826 7,103 (1) (1) 

Silk and other fibers (cotton, mercerized, | 

Er acddbovaedasexes RR ERR (1) (1) 11,350 19,183 (1) (1) 
All ovues . . 7,604 5,635 35318 1,301 2,621 45405 

MERIT TT Tee TTC Te rrr 504,760 $02,271 4735349 482,842 26,342 22,973 

Orders and stocks: | 

Shipments during month. ‘ 469,596 424,841 350,517 366,683 22,148 21,640 
Finished product on hand, end of month.. 601,244 798,226 1,269,387 1,368,054 | 45,487 51,640 
Orders booked during month... owe 557,874 4455354 457,664 491.210 | 26,648 30,772 
Cancellations received during month . sseesus 21,326 36,977 17,069 42,107 2,271 $13 
Unfilled orders on hand, end of month...... 1,275,086 1,416,161 1,208,704 1,3 1.6°0 32,353 44,574 





(1) Included in “All other” to avoid possible disclosure of individual operations. 














How to Determine a Model 
Hosiery Stock 


(Continued from page 83.) 


period of time, and if she does not keep such 
records it is almost impossible for her to buy 
scientifically. For the buying habits of consumers 
vary a lot in different communities and in dif- 
ferent classes of society. As a loose general rule it 
is all right to assume that people who buy medium- 
priced shoes will buy medium-priced hosiery; but 
it is not always the case. There are many women 
who will economize in the price they pay for their 
shoes and be relatively extravagant in the price 
they pay for their hosiery. And vice versa. 

The effect of these peculiarities on the hosiery 
business of the individual store can be gauged only 
by keeping a careful record of what customers buy. 
This applies not only to prices but to weights and 
colors. It is not enough to know that chiffon 
weights and light colors are the thing. A store 

catering to a smart clientele in a big city may do 
practically all its hosiery business on these weights 
and colors, while a store catering to a conservative 
clientele in a smaller community may do a large 
proportion of its business on blacks and heavier 
weights. 

How to Use Stock Records 


For this reason it is impossible to over estimate 
the importance of accurate stock records, and we 
urge all hosiery buyers to keep a careful record of 
what their customers are buying from day to day 


and week to week and month to month. With the 
aid of this record and the general information 
above indicated, a buyer ought to be able to buy as 
scientifically as is humanly possible—always 
keeping in mind the important fact that the object 
to be achieved is the maximum of business on the 
fewest possible full lines, for this means less capital 
investment, quicker turnover and fewer left-overs. 





Keep Track of Current Sales 


In order to budget your hosiery purchases 
intelligently a month ahead you must keep 
careful track not only of your sales during the 
corresponding month in the past, but also of your 
recent sales—for the latter help you to determine 
the trend of demand. In addition you must keep 
track of your current sales, so as to know whether 
you are running behind or ahead of your schedule. 
You may have planned to spend $350 for merchan- 
dise during the month and to do a sales volume of 
$500. But if you find that your sales are running at 
a rate that promises a total of much less than $500 
for the month you must either find ways of jacking 
up your sales or else reduce your purchases. Simi- 
larly if you find that your sales are running ahead 
of the quota you set for the month you should ex- 
pand your purchases accordingly 

Allowance must be made also for markdowns. 
From your own experience you can ascertain about 
how much of your merchandise you may expect 
to mark down during a given month and what the 
rate of mark-down will be. 


Issue of March 1, 1924 





HOSIERY SECTION 


Department Store Sees the Light and Puts 


Shoes Close to Hosiery 


And Furthermore, They Callin Their Shoe Man To Help Re-organize the 
Department — Big Sales Increase Noted 


. E. DELLENBARGER, of this city, has 
demonstrated to the satisfaction of the 
Higbee Company, one of the largest de- 
partment stores in the Middle West, that hosiery 
can be put into a full-sized, full-fledged depart- 
ment and that the department will pay. 

It has been customary to devote a small amount 
of space to hosiery by the storekeepers in this city 
and the Higbee Company, until within the last 
year also followed that policy. The hosiery section 
—as it was then called as distinguished from the 
department that it is now designated—occupied a 
position in one of the corners of the main floor. 


Shoes Moved to First Floor 


Paul L. Holmes, who came here some time ago 
to take charge of the shoe department of the 
Higbee Company, then on the second floor, and 
Dellenbarger collaborated in the enlarging of the 
hosiery section into a department and moving it 
to a better location. 

Holmes persuaded the management to move the 
shoe store from the second to the first floor, and 
then Dellenbarger decided that it would be policy 
to move the hosiery section over to a position 
directly in front of the shoe department. This 
meant that the hosiery department was to have 
probably the most prominent part of the entire 
first floor. One goes direct from the main entrance 
off Euclid Avenue, direct through an aisle into the 
shoe department. It is situated in about the center 
of the mammoth first floor of the store. 


Both Show Good Increase 


The move meant the re-location of other de- 
partments, an increase in hosiery department 
overhead and the giving over of a large part of the 
store that had been devoted to the display and 
sales of higher priced goods. 


But the experiment was tried and since 
then the business of both the shoe and 
hosiery departments have steadily mounted. 


The experiment also has demonstrated that it is 
of distinct advantage to have the hosiery depart- 
ment located in the approach to the shoe depart- 
ment, and that the shoe department gets a special 
benefit from its location adjacent to the hosiery 
department. 
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The Higbee Company department devoted to 
hosiery is 30 by 40 feet in its external dimensions. 
Walnut fixtures and cases are used and the aisle is 
lined with glass display cases. No boxes show, the 
hosiery being in wood front door enclosures, with 
small wrought iron handles. Each door contains a 
label showing the contents. 


If You Buy Shoes You Can’t Help Seeing Hose 

To the right of the aisle which goes through the 
hosiery department and then leads direct to the 
shoe department, is to be found the fine silk 
hosiery for ladies, and on the left of the aisle is the 
plain and fancy lisle and woolen stockings. The 
women’s shoe department is just to the north of 
this aisle. Then to the right of this aisle, the half 
section of another aisle is devoted to children’s 
hosiery, which is situated just south of the chil- 
dren’s shoe department. 

The arrangement is such that mothers purchas- 
ing hosiery for their children may look to the 
north and see the fine display of children’s shoes. 
Women when buying hosiery for their own use 
also may look to the north and find displays of 
women’s shoes. There is a psychology about this 
that has helped sales. 


Hosiery Displayed with Shoes 


In the shoe department, hosiery is used to set 
off the displays of shoes, and in the hosiery depart- 
ment shoes are used along with the regular stock 
in all displays that are made. 

Dellenbarger just now is preparing for a new 
season in hosiery and he is playing strong, the high 
colors. The demand just now is largely for the 
bright colors, and he feels that it is going to get 
stronger as the days pass. Apricot, dawn, oriental 
pearl and silver are colors that he expects to go 
well and he is looking for the chiffons to be ex- 
tremely popular. These will be worn with black 
shoes. 


Black Sh ere Hosiery 


Boston—Retail shoe merchants report a con- 
tinued call for black shoes, mostly suede with 
some patents, with which are being worn hose of 
a lighter, sharply contrasting hue. 
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HE Rosaine (Girl trade-mark is finding its way into new 
hosiery departments all over the country. Once in, it 
seems to stay; for the repeat orders come rolling back in 


UTR 


a steadily increasing volume. 
Rosaine Hosiery 


This success is built on a sound foundation. 
has been made to sell as a staple. That means not only to sell, 


it 
eT RR 


Hy 


ae | 


but to stay sold. 
The wise merchant will not jeopardize customers worth $50 to 


$5000 a year by shopping around in his hosiery buying and tak- 
ing chances on inferior quality or uncertain delivery. 


Quality for quality, Rosaine prices are lowest on the market 
Make it the backbone of your hosiery department! 


The Rosaine Line Consists of Full-Fashioned Numbers Only 
dipped-dyed 1504—Medium weight 1506—42 gauge, pure dip- 
n. lisle top, pure dipped-dyed, silk ped-dyed, sheer chiffon 
...-.$16.5@ hose per doz $13.50 hose, per doz $13.50 
1209—The first popular 1212—Full fashioned chif- 
in fon with 8 in lisle a 2 and 
silk foot, per doz.. . .$16.00 
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5017—Pure 
silk hose, 8 i 
S00 GiGic cc0ass 
1210—A heavy. pure dip- 

chiffon made 


ped-dyed, all silk hose, per priced 
GMs a0 dewkencad eee America, per doz... .$19.00 
55-1-2—New Paris Clox, 5017—Out size, African, 
dipped silk, full-fashioned, Black, White, per doz. 
ey $18.00 


per doz.... 
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ROSENHAIN CO., Inc. 220 Fifth Ave., New York 
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osaine Hosiery 


5] ARE 


P/ REEEF) 
l 
dl 


BS 
i 
el 


HTT 




















HOSIERY SECTION Boot and Shoe Recorder 


Li 








“ RDERING again, Mr. Youngbuyer? I thought you got in a ship 
ment of ‘Onyx’ goods only last week?” 


*I couldn't keep ‘em, chief. I marked ‘em at $1.95 and those women 
swooped down and carried off every stocking on the counter. The 
whole lot will be gone by this time next week.” 


well, Mr. Youngbuyer, your mark-up wasn’t very high, 
lbut it looks to me as though you’d moved that stock just about four 
times as fast as we ever moved it before. As long as you ‘can’t keep ‘em! 
your road will be clear in this store. Go ahead and don’t write. 
Mr. Youngbuyer, wire.” 

If you're the kind of buyer who knows how to get profit out of quick turn 
over you'll want to know more about our Nos. 255 medium weight lisle 
top silk, and 355 sheer weight, lisle top ‘both with “Pointex” heel- 


At $1.95 they’re world-beaters! 
Write or wire for particulars. 


“Onyx” Hosiery Ine. 


Broadway at.24th Street, New York 


CHICAGO BOSTON SAN FRANCISCO 








PHILADELPHIA BUFFALO LOS ANGELES 
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For Wear After Sun-down 





EN are becoming shoe conscious. 
They are beginning to pay at- 
tention to the type of shoes they wear. 
They want their shoes to harmonize 
with the balance of their attire—they 
want them correct for every occasion. 


This condition is the result of the 
concerted effort by shoe retailers and, 
manufacturers to force shoe conscious- 
ness. We must continue to promote 
the idea. 


The Sheffield pictured above is de- 
signed for wear after sun-down. Made 
of black dull Holster calf on a semi- 
brogue last with light weight soles and 
rubber heels—an exceedingly comfort- 
able and rather dressy shoe for informal 
wear after a day of business. 


The Sheffield is one of three “In 
Process’’ shoes featured for spring wear 
in our national advertising and our local 
advertising over our distributors’ names. 
These three shoes are also featured in 
our booklet—‘‘Below the Mirror’— 
and on attractive window cards made 
up from our Vanity Fair advertise- 
ments. 


This ‘‘ Below the Mirror” booklet has 
been accepted by men the country over 
because it was not an obvious effort to 
sell more shoes, but a concentration of 
attention on shoes as an important part 
of men’s wear. 


You will find that The Sheffield will 
mean extra business—additional sales 
to your customers. If you haven’t seen 
a copy of ‘‘ Below the Mirror’’ write for 
one today and then let the Crawford 


representative explain our merchan- 
dising plan and how it will improve Chhe raw QO Shoe 























This illustration is 
taken from our adver- 
tisementin Vanity Fair 
for April. 


your turnover and your profit. 


Most Styles $8 Retail 


CHARLES A EATON (())) SHOE INDUSTRIES 


Copyright 1924 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A Prominent Retail 
Shoe Merchant 


—Who attended the Chicago Style Show of the Na- 


tional Shoe Retailers’ Association said:— 


**T was very much impressed with the many 
fine styles I saw made from Gallun’s 
Quality Leathers. The manufacturers and 
their salesmen seemed to speak of these 
leathers with genuine pride.”’ 








—We are happy to know that our customers are proud 
to make mention of our leathers. We also are proud 
of them because we know they are made as good as we 
know how to make them. 


Norwegian Veals and Calf 


well-known and much used for over a quarter of a 
century. This leather and this name were originated by 
us long years ago. Always consistent in quality, serv- 
ice and demand. : 


Aztec Calf Viking Calf 


A smooth finished leather thatisplia- | Available in black and five 


ble, strong and pleasing to the eye. colors. A smooth finished 
Offered in the Fashionable shades. leather of superior merit. 
ommcommeotasotmeomns eR 


A. F.GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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Comparative Leather and Hide Prices 
‘ Upper Leather (Price Per Foot) 
Pre-War Peak December, 1922 
Calf, suede. top grade................. $0.32 @$0.35 $1.40 @$1.50 $0.65 @$0.7 75 $0.60 ey 65 
Calf, smooth colored. top grade......... 28 .30 1.40 $ 1.50 45 @ .50 35 @ 45 
Calf, smooth, black, top grade.......... 2 28 1.30 1.40 43 @ 45 @ .40 
Side ieathers, colors, top grade.......... 18 @ .22 75 @ 1.00 26 @ .30 2 .30 
Side lesther, black, top grade........... 16@ .20 65 90 24 8 .26 2 .28 
SINR GNNIEN. 25 20:00 0¢040s00nasnsere< 45 4 50 1.40 1.60 65 .80 60 .70 
White buck, top grade (side leather).. -28 .30 90 1.00 35 @ 40 35 @ .42 
Bh, ME GE cccccceseseocscesceece 24@ .26 65 @ .70 24 @ .26 -28 $ 32 
Elk, for sport shoes... ... .30 42 
Kid, colors, best fancy. . 35 40 1.40 1.65 80 -90 65 4 80 
Kid. colors, top grade .28 .30 1.35 1.60 .70 .80 .60 -75 
Kid, black, top grade. .28 .30 1.35 1.50 -60 -70 65 .75 
Kid, medium, colors. . -20 .24 -70 1.10 35 55 35 60 
Kid, medium, black. . 18 -22 -60 1.00 .30 50 35 50 
DMD cc neces es ecqedaneesesecees .06 12 20 @ .36 in 18 -.@ .20 
Chrome, patent sides and kip........... 25 .30 85 @ 1.05 45 50 40@ 45 
DUES Bn. coccccccccccecccconsccces 40 ae 1.40 @ 1.60 7 @ 80 65 @ .75 
Sole Leather (Price Per Pound) 

Green hide sole (sides)................- $0.32 @$0. = $0. - a. 58 $0.34 @ .. $0.26 @ .30 

SO RR eR rar - 46 $0.50 44@ .46 
Bees, 8 GH DOERR. oo ccc ccc cgecccessccos 38 30 92 28 95 35 58 40 AT 
No. 1 oak bends, shoe mfrs.’ use........ 46 @ 7 1.05 .60 65 48 55 
No. 1 oak bends, finders’ use........... -@ 48 vis @ 1.25 .70 80 60 -70 

Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
Native steers, as used in sole ieather, Sept. 1, 1922 Today 
DONOR, COE... ccccce Besdeceucos .. @$0.18% $0.52 @$0.55 @$0.20 % 16 
Heavy ‘Texas steers for sole leather. . -- @ .18 -. @ 50 @ .18% @ .151%4 
Light native cows. for side upper leather as ¢ 17 .. @ ‘62 a @& @ .12 
Branded cows. for light sole leather . ia 17 -. @ SO @ .16 @ ll 
No. I buffs for heavy t and side lea. -- @ .1S 45 @ 50 $0. 134%@ 13% 0844 @ .09 
No. | Chicago City Calf ins for fine calf 
OO eee .. @ 17% 80 @ 1.02% 1 @ 21% $15 @ 21% 

Kips for upper SNE a de conxacicee -. @ 16% .65 @ .80 15 @ .20 14 @.19 
B. A. hides for sole leather............- -@ 30 42@ .26 1646@ .17% -. @.18 











Fair Note to Volume of Leather Business 


HERE is apparent a rather strong 
T te of conservatism in the leather 

market, and there is not the eager- 
ness to buy which might be expected at 
this time of year, and particularly right 
after the N. S. R. A. Convention. The 
volume of business ‘s fair, and tanners 
anticipate a good business for some 
months to come, but there seems to be 
some uncertainty as to the future trend of 
prices. 

There is no mistaking the firmness of 
the market. Tanners of both upper and 
sole leather are much firmer in their views, 
and there is no disposition to shade prices 
to effect even large sales. Sole leather tan- 
ners are not only adhering closely to 
prices, but there has been an advance of a 
few cents on most grades since the begin- 
ning of the year. Upper leather prices are 
also firmer, and quotations “‘mean more” 
than they did some weeks ago. The state 
of the raw calf and kipskin market is the 
subject of much discussion, although its 
effect. upon the finished calf leather mar- 
ket is hard to determine ai this time. The 
prices of raw calfskins have shown a 
rapid advance in recent weeks. They are 
now 20 to 25 per cent higher than last 
fall, and considerably higher than a year 
ago. The quotation for raw calfskins in 
February, 1923, was 12c to 18%c per 
pound. The present quotation is 15c to 
21 l6ec, and tanners are reluctant to meet 
the present price. Packer hides also ad- 


vanced 4c two weeks ago, but receded 
that amount the past week. The recent 
advances in the hide market are not con- 
sidered well established. 


Sole Leather Situation 


Sole leather tanners are beginning to 
feel the general revival of business and 
report an increased demand from their 
regular customers. The principal cutting 
is on union and oak sole, and sole cutters 
are purchasing stock in good volume, as 
are shoe manufacturers who cut union 
backs. Union packer steer backs are quoted 
at 40c to 45c per pound for heavy tannery 
run; cow backs, medium and light, 39c to 
tlc per pound. There has been some im- 
provement in the demand for oak sole, 
with prices 2 to 3c per pound higher than 
in December. Oak steer backs are bringing 
10c to 47c per pound, and cow backs 35c 
to Ale. 

Calf Leather 


The purchasing of upper leather is still 
close to the needs of shoe manufacturers. 
Tanners are holding firmly to prices, and 
top quotations for calf leather are 48c per 
foot for choice, which is several cents 
higher than was quoted at the close of the 
year. Colored chrome calf for the first 
three selections is quoted at 48c, 40c and 
35c per foot. Lighter weight and spready 
leather is quoted at 25c to 30c. The de- 
mand for suede finishes in the popular 


colors is fair, and quotations range from 
55e to 65c pe: foot for choice selections. 
Medium grades 40c to 50c. 


Side Upper Leathers 


Side upper leathers are meeting with 
fair demand, and reflect somewhat the 
advances on calf leathers. Colored chrome 
sides are bringing 26c to 30c per foot for 
the best selections, medium and lower 
grades ranging from 18c to 25c per foot. 
Buck finishes are quoted up to 45c for 
choice selections, and medium grades 
ranging from 30c to 40c. Manufacturers of 
workingmen’s heavy shoes are buying a 
good amount in the aggregate of veal, kip, 
elk and waterproof leathers. The best 
selections of elk range from 32c to 42c per 
foot and manufacturers of sport shoes are 
buying in fair quantities. 


Glazed Kid 


Some improvement is noted in glazed 
kid, although the volume of business is 
not as yet satisfactory. While a good 
season is predicted, it appears slow in 
starting, although kid tanners are operat- 
ing their tanneries at larger capacity than 
some weeks ago. Prices are firmly held, 
and standard tannages of colors are quoted 
at 65c to 80c per foot for top selections, 
and 40c to 60c for medium. Considerable 
cheaper grade leather is being moved at 
prices ranging from 30c per foot down- 
ward, according to quality and selection. 
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Facts for Eight Million bi 
Farmers BT) 








Selling to the farmer means talking cold facts. . 
He is practical—he wants to know the truth ; “ 
about merchandise before he buys. ‘ be 

“U. S.”” Rubber Footwear is being advertised 4 m 
now in thirty-one farm papers covering every - 
state in the country. These papers reach more “ 
than eight million subscribers with the most - N 
extensive rubber footwear campaign ever con- re 
ducted. ; ru 

The story of “U. S.”’ Rubber Footwear is told ——— TI 
simply and forcefully, presenting plainly the “ 
actual facts. It is creating in the mind of the re 
farmer a strong desire for “‘U. S.”’ goods. at 

Dealers who carry “U. S.” Rubber Footwear sp 


are getting real profits from this campaign. 


United States Rubber Company | fo 
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An outdoor scene, showing a ly enjoying a picnic. Ti are wearii 
rubber canvas footwear. Th cs "dieple: my 4 
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is is a window display featuring Keds, made 


by the United States Rubber Company. The window display is one which 
commands attention and immediately suggests canvas footwear for picnics. 


Rubber Canvas Footwear Season Not 


\ \ 7 ITH the end of the winter season 
in sight, retail shoe merchants are 
thinking more about canvas rubber 
footwear than rubbers or overshoes. Recent 
periods of stormy weather did much to 
move large stocks of overshoes and rub- 
bers in shoe stores and was regarded in 
many cities as the turning point in the 
season. Prior to that time, there had been 
little severe winter weather to serve as 
a stimulus in moving winter rubber goods. 
Now shoe merchants are in a much more 
receptive mood about talking business on 
rubber canvasshoes for spring and summer. 
Their minds are now free to grasp the sub- 
ject of canvas footwear. It was ‘only 
recently that they entertained a sub- 
conscious feeling that while thinking 
about selling canvas footwear during late 
spring and summer they had yet to move 
most of their winter stocks of rubbers. 


Orders Received for Canvas Footwear 


Reports from rubber men state orders 
for canvas footwear are coming in well, 
with indications pointing to a good season. 
\s usual shoe merchants have a wide 
variety of patterns to choose from in 
selecting their merchandise of this type. 

The question of how to properly display 
rubber canvas footwear is always an in- 
teresting one to merchants. On this page 
there is an ideal window display, showing 
how the outdoor environment necessary 
to suggest canvas footwear as suitable for 
the occasion, is obtained. 

(Continued on page 126) 


Far Distant 


“Bob” Rice Celebrates 25th 
Anniversary with Hood 
Rubber Co. 


Robert L. Rice, Manager of Footwear 
Branches of the Hood Rubber Products 
Co., completed on February 23rd his 25th 
year of service with the Hood organiza- 
tion. 

Mr. Rice, better known as “Bob’”’ to a 
multitude of shoemen throughout the 
United States, isone of the most popular 





ROBERT .L. RICE 


Manager of Footwear Branches of the Hood Rub- 
ber Products Co 


rubber shoe merchandising men in the 
industry. His record with the Hood or- 
ganization is one of constant progress, and 
his experience covers a broad range of 
activities. 

Starting with the company on Feb- 
ruary 23, 1899, as a bookkeeper, he later 
took charge of the clerical end of the 
Freight department, and from there rose 
to the head of the Advertising and Cata- 
logueing department. 

Following this experience, Mr. Rice 
became secretary to F. C. Hood, and re- 
mained as such for five years, the position 
later developing into the buying of all 
rubber and other kindred materials, in 
which situation he continued for ten 
years. During the latter part of this period 
he commenced selling the manufactured 
Hood products. 

From the time that he entered the 
Selling department, Mr. Rice’s progress 
was rapid. When the company adopted 
the policy of doing business through its 
own branch stores, he took charge of the 
operation of these branches, which posi- 
tion he has held steadily ever since. 

Mr. Rice’s long period of steady upward 
progress in the service of the Hood Com- 
pany is the logical result of hard work, 
loyalty to the company and a breezy 
geniality that has made friends for him 
wherever his duties have taken him. His 
popularity with the Hood Rubber Com- 
pany branches was evidenced by the 
number of congratulatory telegrams which 
he received on this occasion. 


— peer : 
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By Reason of the Systematic Work Now Being Done 
Among Labor Unions All Over the Country, Wise 
Retailers Will Order Liberally on Union Stamp Shoes. 





That the principle of the Collective Bargain is 
operative and no strikes or lockouts are permitted. 
That the manufacturer and employes are settling 
their disputes through mutual adjustment or arbi- 
tration without losses from cessation of work. 


That industry and workmanship are benefited by 
uninterrupted production leading to highest quality. 


That goods will be delivered on time so that 
dealers and wearers may be assured of seasonable 
footwear in season. 











A system of handling labor problems that has 
been in operation more than twenty-five years and 
has created growing respect between employers and 
employes. 


Manufacturers and workmen producing shoes bearing the above 
Stamp deserve the support of all wage. earners and all friends of 
industrial peace. 


Shoe retailers are requested to carry full lines of shoes bearing the 
Stamp. 





List of makers of shoes bearing the Stamp furnished on request. 


BOOT AND SHOE WORKERS’ UNION 
246 Summer Street, Boston, Mass. 


COLLIS LOVELY CHARLES L. BAINE 
General President General Secretary-Treasurer 
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Plainer Effects in Women’s Styles 


Period of Stormy Weather Stimulates Rubber Trade But Curbs 
Interest in Spring Merchandise 


HE severe storm and cold weather of 

last week served to check the growing 
demand for spring shoes in New York City 
and adjacent territory, although stimulat- 
ing considerably the demand for rubbers 
and galoshes. By coincidence, several 
sales of galoshes at such prices as $2.95 a 
pair, appeared on the same morning as the 
heavy snow storm which later turned to 
rain and filled New York’s streets with 
slush, which in places was almost knee 
deep. It was the first weather this winter 
that has had any appreciable effect upon 
the rubber business and those merchants 
who had confidently held on to their old 
prices were rewarded. The storm also 
brought forth a brisk demand for hosiery 
and felt slippers. Thousands of stenog- 
raphers and other office workers who got 
wet feet going to work, sent out for dry 
hosiery and felt slippers to wear while the 
soaked footwear was drying. 


Complain About Cut-Price Sales 


This stimulated business, however, was 
not sufficient to take the curse off of gener- 
ally dull trade. Complaints are becoming 
more frequent among retail shoe mer- 
chants and there is considerable specula- 
tion on the subject of a reason for present 
conditions. The most obvious explanation 
is that the general public is surfeited with 
style and that the cut-price sales have been 
largely overdone. 


Plainer Effects in Women’s Shoes 


The shoe merchants are hoping that the 
suit vogue among women will gain suffi- 
cient impetus to bring about a real demand 
for welt shoes. So far, although welt shoes 
are selling better than for some time past, 
the chief reaction to the suit vogue has 
been a demand for plainer effects in turn 
shoes. One retail shoe merchant, who is a 
fairly good style judge, asserted that he 
has bought more plain shoes for spring 
than for the past four years. “I have 
ordered shoes of a type that I would not 
consider at all in recent years,”’ he declared 
“and I am of the opinion that the style 
trend from now on will be definitely in the 
direction of plainer effects.” 

Similar evidence was given by one of 
the leading Fifth Avenue,merchants, who 
happens at the present time to be supply- 
ing the footwear for the trousseau of a 
society girl who will be married in the 
near future. There isn’t a shoe in the 
entire lot that might come under the classi- 
fication of “fancy,” although shoes for 
every possible occasion are included. 
Other of his customers also are demanding 


plainer type footwear to distinguish them 
from the ordinary run. 





Good Business Sign 

Blyn Shoe Stores, Inc., which recently 
sold a large block of stock to the general 
public reports sales for the first five weeks 
of the current year at $357,196, compared 
with $256,068 for the same period in 1923, 
an increase of 351% per cent. 


John Busky Is Dead 


“Old John” Busky, custom shoemaker 
to Wall street financiers for more than 
half a century, fell to his death from a win- 
dow in the Hotel Gramercy early in the 
morning of February 19. His son, John S. 
Busky, Jr., declared that his father un- 
doubtedly had a weak spell which caused 
his plunge four floors to his death. 

Wall street mourns the passing of ‘‘Old 
John,” who at one time had a custom shoe 
shop in Reade street with 109 employees. 
Lately, however, he has maintained a small 
shop in Beaver street with but one assist- 
ant. 

Mr. Busky not only made shoes for some 
of America’s financial giants, but was also 
a shoemaker to President McKinley and 
President Roosevelt. The shoes made by 
“Old John” possessed exceptional fitting 
qualities and cost from $35 to $100 a pair. 

He is survived by three sons, John S., 
Jr., Bertram A. and Percy T. and by his 
wife. 

Mr. Busky, although devoted all his 
life to the task of making shoes by hand, 
invented a machine enabling the blind to 
make shoes. He also was the inventor of 
a steel shank and a special type of air 
cushion heels. 





Miller Hosiery in Larger 
Quarters 
The Miller Hosiery Co. of 220 Fifth 
Avenue, has recently taken larger quarters 
in the same building. 





New Shoe Department 


Harrisburg, Pa.—L. D. Newman, for- 
merly shoe and hosiery buyer of Bowman 
& Co. for the past five years, has recently 
opened an up-to-date shoe department of 
his own at Mary Sach’s Women’s Specialty 
Shop. 


Leather Merchant Abroad 

Boston—Eugene M. Carman of Don- 
nell, Carman & Mudge, sheep leather 
merchants, is visiting European markets. 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S.A 
MEN’S FINE SHOES EXCLUSIVELY 











HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 








ALEY Sto, 
Fae eu: own @ 2 

















BOSTONMANS 


Commonweauta Suot & Learmez Co. 


WHITMAN, MASS. 








One Pair 
Sells 
Another 


T. D. Barry Ce. 


Brockton, Mass. 





























C0 TS hog SRE 


COMPANY 
FOR MEN ~~. = 











| Men's Suoes ~Hanp Taoren | 


NotHiInG a>, MaveTneBesr 
But THE Man 
Best Mave Knows How 
Wuen East Visit Us 


Waren IN Your Town We Wit Vist You | 
* 


Stock Dept. 5 


Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 

















HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 















FOR MEN ON THEM FEET 
THIS SHOE CAN'T 6E O5AT 


MERSON Nc 





Boston Office: Room 214 United States Hotel 


Lua FREDERICK S. PECK 


Worcester, Mass. 





Men’s and Women’s 


Sport and College Shoes 


Boston Salesroom 
207 Essex Street 





woecrstse 


PULLIION TRAVELING SU 
better’than ever inQualltyand fit _ 
rower of Thade Mari Pillman 













Black and Brown 
full srzes 3 to/lin 3tock 
M. GUSTIN CO. 
DWiIo SH New York 








THE SHOE FOR MEN 


ELLIOT SHOE CO. BROCKTON, MASS. 
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Sales Still Hanging On 


Odds and Ends Being Cleaned Out—Severe Winter Weather 
Stimulates Rubber Trade 


’ 

NE of the noticeable features in the 
QO retail shoe stores during the week 
ending February 23 was the prominence of 
special sales. Many stores had some kind 
of a sale or other, all having the same pur- 
pose in view—trying to clean out on odds 
and ends and extreme sizes. Excellent 
values were offered in both the medium 
and high-grade stores, particularly on 
women’s lines. The sales in most cases 
were conducted on much smaller scales 
than the regular clearance sales which 
opened weeks ago. 

There is only a fair note to the buying, 
many merchants reporting that “between 
season” dullness some 
stores, where part of the new merchandise 
for spring was received, there were reports 
that women showed interest in these lines. 

Stormy weather during the middle of 
the week was a welcome change to the 
shoe merchants. Overshoes and rubbers 
sold well in stores located in the most im- 
portant parts of the shopping district. 
However, one large department store with 
its shoe department located above the 
first floor, reported the very severe weather, 
didn’t seem to give impetus to the rubber 


prevailed. In 


trade. 


Low- Heeled Colonials Good 


Black materials held up well during the 
week. Satins and suedes sold well. The low- 
heeled} Colonial, carrying a large metal 
buckle on front, seems to be meeting with 
increasing favor. One of the large depart- 
ment stores recently received a generous 
order of this type, the material being dull 
calf. It goes well with the tailored suit 
vogue. 

Slender strap patterns are going: to be a 
big factor in early spring patterns in 
women’s footwear. Contrasting straps 
show up well against the body of the shoe. 
A number of these models were shown in 
shoe stores in the busiest shopping dis- 
trict. Pipings, more conspicuous in shoes 
made in dark brown materials, were shown 
occasionally in the spring offerings. 


Protes t Cancellation of Rates 
on Shoes 


A strong protest against the proposed 
cancellation of commodity rates on boots 
and shoes from New England to New York 
and vicinity, effective April 1, was voiced 
by a large and representative delegation of 
traffic managers and manufacturers at a 
hearing given by the New England Tr affic 
Executive Committee at the South Sta- 
tien, Boston, on February 20. 

The New England Freight Association, 


following a previous hearing, had voted to 
cancel these rates notwithstanding the 
protest of the trade, and the New England 
Shoe and Leather Association, through’ its 
Traffic Managers’ Council, had appealed to 
the Traffic Executive Committee for a re- 
hearing. 

Vice-President Benjamin Campbell, of 
the New York, New Haven and Hartfort 
Railroad, presided, and Carlton R. Blades, 
chairman of the New England Shoe and 
Leather Association’s Council, conducted 
the hearing in behalf of the protestants. 








HECTOR E. LYNCH, SR. 


Of interest lo the many trade friends of Hector E. 
Lynch, president of Howard § Foster Company, 
is the fact that he was recently admitted to the Bos- 
ton Rotary Club as the representative of the shoe 
manufacturing trade. Mr. Lynch is one of the 
most widely known and popular manufacturers 
and salesmen in New England. His admittance to 
the Boston Ri Club marks a new step in his 
long and honorable business career 


Those testifying in opposition to the 
cancellation were Secretary Thomas F. 
Anderson, of the New England Shoe and 
Leather Association, J. J. Cummings, 
transportation engineer of the New Hamp- 
shire Manufacturers’ Association, Car] H. 
Davis, traffic manager of the W. H. Mc- 
Elwain Co., Manchester, N. H., E. H. 
Mayerhofer, of Morse & Rogers, New 
York, John T. Hollis, treasurer, and B. J. 
Rounds, traffic manager of Cushman- 
Hollis Co., Auburn, Me., R. C. Johnson, 
traffic manager of the Haverhill, Mass., 
Chamber of Commerce, and J. Franklin 
McElwain, president of the J. F. Mc- 
Elwain Co., Boston and Nashua. 

Mr. McElwain’s statement to the¥rail- 
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road executives was especially interesting. 
He said that railroad rates must be funda- 
mentally right if the industry is to be 
entirely successful, and that undoubtedly 
general costs have increased more in the 
East than in the West, as a result of 
abnormal conditions during the war period. 
The Committee took the question under 


advisement. 


Two New Wallace Stores 


A new Arthur Wallace store opened at 
Washington and Essex Streets. This is one 
of several Wallace stores operating in this 
city. The latest styles in shoes were shown 
in the display windows. Some mannish 
effects in women’s oxfords aroused interest 
and indicate a future demand for women’s 


welts. 
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Another Wallace store on Tremont 
Street, occupying the store recently 
vacated by Moseley’s, will soon open. A 
temporary window, showing a line of 
novelty shoes in colors at $6.00 was 
arranged. Chinese reds, blues, silver and 
gold models in strap novelty effects 
attracted much attention. Work inside 
was being done while the temporary win- 
dow display attracted attention. A blue 
velour background set off the display very 
nicely. 


To Cross Continent 


Elisha W. Cobb, of Beggs & Cobb, 
leather merchants, who is in Florida for a 
winter vacation, will cross the continent 
and spend a little while in California, be- 
fore returning to Boston. 





BROCKTON 
Light Tan Shades Prominent 


New Samples of Men’s Shoes Featured by Manufacturers 
Show Wide Variety of Patterns 


N the new samples of men’s welts made 
by Brockton shoe manufacturing con- 
cerns, the lighter shades of tan are featured. 
For several seasons efforts have been 
made in this direction, but until now the 
lighter shades have not been especially 
prominent. Merchants apparently are in 
a receptive mood for taking up the lighter 
shades. There are greater opportunities 
for additional sales. It is along this line 
that manufacturers and merchants may 
co-operate to mutual advantage in demon- 
strating the slogan “Shoes for Occasions” 
which has been endorsed by the associa- 
tions representing shoe manufacturers and 
also retail shoe merchants. The remarkable 
advances made by the tanners of upper 
leather are effectively demonstrated in the 
new samples going out of Brockton and 
the South Shore district. Delicate shades, 
with finishes of satin smoothness are 
characteristics of the new leathers. 


Styles for Al! Seasons 


New styles which are going out from 
Brockton factories, although technically 
known as fall samples, embrace patterns 
and leathers suitable for all seasons of the 
year. The popularity of men’s oxford pat- 
terns as all-the-year-round sellers bids 
fair to continue, judging by the predomi- 
nance of low cut styles in the new samples. 

Lightweight oxfords for spring and 
summer and heavyweight oxfords for fall 
and winter are shown side by side in lines 
of men’s welts. 


Howard & Foster Add Stock 


Shoes 
One of Brockton’s long established con- 
cerns, Howard & Foster Company, “2 





facturers of men’s high grade welts will 
establish an instock department where 
several seasonable styles will be carried for 
immediate shipment. This new depart- 
ment will, no doubt, be received with inter- 
est by the concern’s many customers, 
throughout the United States. 


Men’s Wood Covered Heels 


Edwin Clapp & Son, Inc., manufactur- 
ers of men’s high grade shoes, East .Wey- 
mouth, showed at their booth in the recent 
Chicago Exhibition, a unique and practical 
novelty, namely: a man’s wood heel cover- 
ed in the same way as a woman’s wood 
heel. This was shown advantageously in 
a man’s gray buck oxford carrying a regu- 
lar one-inch heel covered with the same 
material as the upper.The heels were made 
and shaped by hand. Later on, machinery 
will be built. 

Manufacturers and merchants who 
examined shoes carrying these wood heels 
endorsed the practicability. In this con- 
nection it is interesting to note that 
Edwin Clapp & Son., Inc., were the first 
to show crepe soles on men’s shoes. Sheets 
of crepe rubber were imported from Eng- 
land and the soles cut at the factory. 
Since that time crepe soles have made 
remarkable strides. 


Edward M.Cox with Schwarz- 
Ruggles, Inc. 

Edward M. Cox, for many years associ- 
ated with Howard and Foster Company, 
has resigned his position and acquired an 
interest in the business of Schwarz-Ruggles 
Inc., shoe manufacturers, with factory in 
the Campello district of Brockton. This 
concern makes a line of men’s medium 


105 


"WHERE TO BUY 8 


Meni & Women’s Siguec: 
{- 








MULES and D’ORSAYS 
Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
quest. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 








SNAPPY FELT FOOTWEAR 
Medium in Price—Long on Wear 
Felt soft y~ oom for wo- 
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in all colors. 

chrome split Colonial 
soft sole slippers for 
women in colors. Men's 

felt slip 


soft-sole 
SANDLER & RUMNEY, 35 WAREHAM “STREET, BOSTON, MASS. 













Felt, Satin and Leather, Soft Sole Sli 

For the Entire 
No. a0 Ribbes 
Trimmed Moccasin. 
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styles in our com- 
plete line of felt slip- 
— Made intwelve 


NEW ENGLAND * SLIPPER co, 
140 Green St., Worcester, Mass. 












PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 


Made of Satin, Quilted Satin, Embossed 
Leather, Tinsel and Brocade 
Prices from $23.00 per doz. up 
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BEST-EVER 
Soft-Sole Leather 
Boudoirsand Novelty 

Kimona Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc, BROOKLYN, N.Y. 



































Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER RIVER STREET 
ont a 
207 Essex Street 








Colcord & Walker. Inc. 
Turn Footwear for Women 
HAVERHILL, MASS. 
Factory 34 DUNCAN ST. 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for are attracting mos! 
favorable attention. Hand turn sli and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








J. W. BARNARD & SON 


Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 
For Ladies 
IN STOCK 

















SHOE 
CUTS 


(Hal ftones) 

For Booklet, Catalog or Folder if we do the printing 
Novelties and Staples 

Or you may buy them at $1.25 each. 


Send for 


NELSON H. GROVER CO. 161 SUMMER ST. BOSTON 
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grade welts. Mr. Cox has for many years 
traveled in the South. He will attend to 
style production and the selection of lasts 
and patterns. In addition to covering the 
Southern States, Mr. Cox will look after 
trade in several of the larger cities. 





W ill Make Corrective Shoe 


Whitman & Keith Company, one of 
Breckton’s leading manufacturers of men’s 
and women’s welts, has secured the exclu- 
sive right to manufacture in men’s foot- 
wear the Dr. Kahler shoe. This corrective 
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specialty combining comfort and style, is 
included in the new samples which the 
concern is showing in men’s welts. 


New Features for Show 


Frank E. Packard, manager of the Shoe 
Style Show at the Brockton Fair, attended 
the exhibition in Chicago and returned 
with new ideas which he will utilize for the 
Brockton Show in October. These will 
include toe dancing and other graceful 
activities by professional dancers and 
models. 





HAVERHILL 


Buying Is on a Fair Basis 


Manufacturers Consider Merchandising Methods—Salesmen, 


Residing on Territories, 


HOE manufacturers here are of the 
S opinion that shoe buyers will ccntinue 
to buy sparingly which has been the plan 
followed here during the past few months. 
Reports from salesmen, who reside in terri- 
tories where they solicit trade, state they 
are getting frequent orders. 

“Long distance selling,” as formerly 
practiced is today from the standpoint of 
Haverhill shoe manufacturing, a thing of 
the past. Selling expenses are heavier than 
ever before, yet manufacturers realize that 
frequency of buying contact is indispen- 
sible. 

Merchandising methods have changed 
so radically that concerns in Haverhill and 
elsewhere, who have not kept up to the 
times, have fallen by the wayside. As one 
manufacturer put itrecently: “Our produc- 
tion methods are nearly 100 per cent per- 
fect. Our merchandising is very far from 
that point. We appreciate the important 
part which merchandising plays in our 
business and we are taking steps to bring 
about substantial improvements in this 
department. We have had too many shoe- 
makers and too few shoe merchandisers in 
our trade. We shall change all that. In 
fact, we must do so if we propose to survive 
and meet competition.” 


Laced Effects in Patterns 


Haverhill’s new styles shown at Chicago 
have attracted favorable attention. 

Among the many novelties in women’s 
footwear are semi-oxfords, combining the 
cut-out strap and the oxford effects. Sev- 
eral new combinations in these laced pat- 
terns have been brought out by Haverhill 
concerns, and are being shown to buyers 
with excellent results. 





Shoes for Easter Trade 


Optimism prevails in shoe manufactur- 
ing circles as a result of the success which 
has been achieved in selling the “Haverhill 








Send in Good Orders 


Idea,”’ to the shoe buyers and the trade in 
general. The “Haverhill Idea’”’ relates to 
the recent signing of a peace pact between 
manufacturers and workers. 

At the Chicago convention buyers were 
encouraged to place orders which in the 
past went elsewhere. These, which are 
mostly for Easter trade, are now being 
filled. The late date of Easter Saturday, 
the great shoe selling day, gives Haverhill 
manufacturers additional time in which 
to produce Easter footwear. 





Ewing Elected President 


L. J. Ewing, who is identified with shoe 
pattern designing and manufacturing, at 
the recent annual meeting of the American 
Shoe Pattern Manufacturers, Inc., was 
elected president. This association in- 
cludes in its membership about 30 New 
England pattern makers. Mr. Ewing is a 
young man, who has had extended experi- 
ence in pattern designing and is making 
substantial progress in that line of work. 





Assignment of Manufacturer 


Ira J. Webster, Inc., one of Haverhill’s 
oldest shoe manufacturing concerns, was 
recently assigned to Myron L. Whitcomb, 
Charles E. Dole and William LeFavre, 
representing respectively the Merrimack 
National Bank and the First National 
Bank of Haverhill, and the First National 
Bank of Boston. Liabilities, it is stated, 
are in excess of $100,000. Mr. Webster 
has been engaged in shoe manufacturing 
in Haverhill for practically his entire life- 
time. This concern has for 40 years made 
shoes for the jobbing trade, with a large 
factory in the River street district. 


Saturday Hours Established 


Edwin Newdick, recently appointed 
arbitrator on all questions arising between 
the Haverhill Shoe Manufacturers’ Asso- 

n and the Shoe Workers’ Protective 
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Union, has made a decision in regard to 
Saturday working hours in Haverhill shoe 
factories. This decision which is final, calls 
for a Saturday workday from 7:10 A.M. 
to 11:50 A.M. 

For the first five workdays the schedule 
js from 7:10 A.M. to 11:50 A.M. and 1 
P.M. to 5 P.M. The additional morning 
hours are of great importance to Haverhill 
shoe manufacturers inasmuch as it enables 
them to clean up a week’s work and to 
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make shipments of shoes much more 
promptly and satisfactorily than under the 
five-day a week working schedule. 


Shoeman a Happy Father 


George W. Langdon, Jr., of Hazen B. 
Goodrich & Company, is being congratu- 
lated by his friends on an interesting event 
which recently took place in his family by 
which George becomes the father of a boy 





PHILADELPHIA 


Demand for Variety of Patterns 


Tan Calf and Patent Reported to be Popular in Orders Re- 
ceived by Manufacturers—Airedale Selling Well 


HOE manufacturers report that de- 
S mand is distributed over a variety of 
patterns and materials. One manufac 
turer says that tan calf and patent 
are his leaders although demand for aire- 
dale and Jack Rabbit suede is also active. 
The call for black suede is declining. He 
reports quite a business in satins, also. 
Another manufacturer finds good demand 
for black ooze, a little for brown, and 
practically none for grays. Another re- 
ports good demand for buck. Several 
manufacturers report good call for alliga- 
tor, both as trim and in solid shoes, and 
both genuine and imitation. In patterns, 
also, there is a wide divergence in demand. 
One factory is selling a lot of tongue pumps 
with front gores in patents, ooze and black 
calf. Another is making mostly straps and 
cut-outs. Quite a few are working on ox- 
fords and a few find business in high shoes 
not bad. Prices show no fundamental 
changes. 


The Wholesale Trade 


Wholesalers report there has been very 
little improvement in their trade during 
the past week or ten days. Aside from the 
fancy shoe situation, wholesalers say that 
one of the chief causes of the dullness in 
their trade is the fact that a number of 
retail shoe merchants have stocked their 
stores with rubbers, four-buckle arctics, 
and winter shoes which they have been 
unable to move because of the mild 
weather. They have their money tied up 
in these stocks and, being unable to get it 
out, are either not in a position to buy for 
spring or do not feel inclined to do so at 
this time. 

In spite of the dullness in the wholesale 
Situation, some gray and brown suede 
shoes are being sold for March delivery. 
They are straps, cut-outs, and tongue 
effects. There is very little call for glazed 
kid except as trim. In men’s shoes the 
lighter shades of brown are in demand for 
March delivery. While trousers crease 
shoes are expected to be in fair demand in 
boys’ and little gents’ shoes there is a 


declining call for them in men’s shoes. 
Plain toes, however, with crepe rubber 
soles are looked upon with favor. Perfora- 
tions and stitching are not going very big. 
The best sellers in the men’s line are plain 
shoes. One jobber says he has been able 
to get shoes at five or ten cents a pair less 
than a month ago because several fac- 
tories are willing to make such concessions 
to get business. His experience, however, 
seems to be exceptional as prices generally 
are reported firm. 


F eaturing Colored Suedes 


The Kathryn Footwear Shop; at 1627 
Orthodox street, is featuring a line of 
colored suedes at $6.85 and $7.85. Among 
the colors are black, mandalay, gray, 
brown, log cabin, and airedale. 


Demand for Educator Shoes 


Christian’s store on Frankford avenue 
is pushing its line of Educator shoes and 
reports fairly satisfactory demand for 
them. In selling these shoes this store is 
making good use of the point that these 
shoes combine good appearance with solid 
comfort. 





Repair Business Increasing 

One of the prominent retail merchants 
says that there has been a very great 
increase during the past month in the 
repair business he runs in connection with 
his store. He says that even the cheaper 
shoes, which have generally not been con 
sidered worthy of new soles and a new 
pair of heels, are being repaired. Another 
feature of unusual interest in the repair 
trade and one commented on by a number 
of finders is the growing tendency for 
people to repair their own shoes. This has 
been noticed not only in Philadelphia 
where even housewives have taken to 
nailing soles on their shoes and those of 
their children, but also upstate. One job- 
ber who sells the hardware stores through 
the hard coal fields says that his business 
on both leather soles and substitutes shows 
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a 50 per cent increase during the past 
month over the preceding month. He also 
reports an unusually heavy demand for 
rubber heels since the first of the year, 
coming indirectly from people who attach 
them themselves. 


Special Service for Children 


Strawbridge’s and Clothier’s store is 
urging parents to bring their children to 
its shoe store so they may be properly 
fitted. The store’s shoe service includes a 
wide assortment of children’s shoes scienti- 
fically designed according to the latest 
knowledge of orthopedics, fitters especially 
trained in determining the correct last, a 
department of orthopraxy, in charge of 
an expert who will advise methods of cor- 
recting any troubles which may be develop- 
ing, and the X -ray Foor-O-Scope by which 
an X-ray of both feet in the shoes will 
determine whether or not the shoes fit 


properly. 


Shoe Merchants Elect 


At a meeting of the Philadelphia Shoe 
Retailers’ Association held at the Walk- 
Over store on Chestnut street on Wednes- 
day evening, February 20, the following 
officers were elected: President, Geo. Mc- 
Laughlin, of the Walk-Over store on Mar- 
ket street; vice-president, George Garman; 
secretary, Horace Gentel, of the Chestnut 
street Walk-Over store; treasurer, A. L. 
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Flitcraft. The members of the association 
at this meeting agreed to turn over to the 
Near East Relief all unsalable shoes on 
their shelves and the partly-worn slices 
left in their stores by customers buying 
new pairs. 





Pledge Support to President 
McKeon 


The Boot and Shoe Manufacturers’ Asso- 
ciation of Philade!phia in recognition of 
the recent election of John C. McKeon of 
the Laird, Schober & Company, shoe 
manufacturers, as president of the Na- 
tional Boot and Shoe Manufacturers’ 
Association, passed resolutions’ recently 
pledging the support of the local associa- 
tion to President, McKeon’s efforts. The 
resolution concludes: “Be it resolved that 
the members of the Boot and Shoe Manu- 
facturers’ Association of Philadelphia do 
all within their power to assist Mr. Mc- 
Keon in his efforts to give the National 
Boot and Shoe Manufacturers’ Association 
a successful administration.” 


Retail Store Moved 


The retail store of H. W. Derby has 
been moved from 13th & Sansom streets 
to 1214 Walnut street. When this store 
was moved a number of shoes were offered 
at greatly reduced prices. They included 
street and dress slippers, sports and semi- 
sports oxfords, and evening slippers. 





LYNN 


A New Price Movement 


Styles for Easter Selling Well—Straps and Sandal Patterns 
Are the Leaders—Colonials Show Gain 


RICE movements are getting more 
| ware than for some time. Prices of 
fine shoes are advancing. Outputs of 
cheap shoes are increasing. Both move- 
ments are supported by buyers, according 
to their circumstances. 

As the result of these two movements 
will probably emerge the medium grade 
shoe, which has been missing for some 
time. Possibly this is the most important 
feature of the price movement. At least, 
it is the opinion of a number of shoemen 
that more of the medium priced shoes are 
needed to stabilize business. 


An Advance of a Dime 


Some exceptions have been taken to 
last week’s statement that “‘advances of 
five cents a foot on upper leather are 
reported.”” They come from those who 
say, “It isn’t so.” 

This week, a shoe firm paid ten cents a 
foot advance over last year’s average 
price for a certain leather. And its cus- 
tomers are paying corresponding advances 
in prices of shoes. The shoe firm says it is 


getting its money’s worth, for the leather 
is the best in color and finish that it has 
handled in this particular grade. And its 
customers are satisfied too. 

On the other hand, some shoes are 
undeniably cheaper. 


The Lines of Style 


Straps continue to lead in Easter and 
early spring patterns, and are far in the 
lead if the flapper sandal styles are counted 
with the dressy strap pumps. Colonials 
are selling better than was expected. They 
have stayed in fashion longer than pessi- 
mists predicted, and are still selling in 
strength. Colonials of this’ season are 
often made with elastic gores under the 
buckles, and are easy fitting. This may be 
one reason why they are selling better than 
Colonials of former seasons, which were 
made without gores. 

Oxfords are talked about more, and 
that is a sign of a larger interest in them. 
New sample lines show new dress models, 
as well as new sport models. 
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It is an open question whether oxfords, 
or Colonial pumps, or strap styles will 
be worn with the new tailored gowns. It 
js expected, however, that sport oxfords 
will be wanted for wear with the new 
sport gowns. 

An increase in orders for sport oxfords 
js expected after the Easter business is 
out of the way. Fall models, now being 
planned, show oxfords, as well as straps. 





New Crepe Sole Oxfords 


A Lynn firm had in mind not to make 
any crepe sole shoes for this summer, but 
after looking at the new crepe soles, and 
hearing about new methods of attaching 
them, it proceeded to make samples of 
sport oxfords with crepe soles, and is now 
booking orders on them. The new point 
about the soles that caught its attention 
is the rolled edge and the smoothly round- 
ed heel. 


M. G. & W. Shoes 


Straps continue to Jead in the Murphy, 
Gorman & Waterhouse line. They are of 
a score of colors, with grays, whites and 
blacks leading. The firm notes a larger 
demand for shoes of one-color tone, and 
believes that many merchants will fit a 
shoe of one-color tone, and the customer 
will get a two-color effect by the wearing 
of colored hosiery. Some oxfords are 
selling. 


An Indian Sport Oxford 


The Welch Shoe Co. has a sport oxford 
of Indian tan calf leather. It has a mocca- 
sin style vamp, the moccasin inset being 
carried up to make a high tongue, which 
is finished with a fringe in the Indian 
style. The quarters are carried to the 
front, to make the lace stays, and they 
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The Scope of Color 


Gray continues a favorite color 
for Easter footwear. There are 
several shades of it. The soft tones 
have the preference. 

White shoes are selling in increas- 
ing quantities for Easter and after- 
wards. 

Black shoes are selling in patent, 
suede, dull and bright calf, satin; 
and velvet here and there. 








A question of the moment is the 
influence of hosiery on colors of 
shoes—whether women will wear 
white stockings with black shoes, or 
with white shoes, colored stockings 
and colored shoes. 

Besides, there is fully a score of 
other colors, but there is no way 
of measuring their relative sales. 
It’s every man’s choice. The new 
grains, like lizard and alligator, by 
the way, are finer and, according to 
good judges, are handsome leather 
for shoes. 





Delivery One W. 
The H. L. Sietene Co. 


52 W. 15th St. 
New York City 





























fasten with laces passing through three 
sets of eyelets. And if the buyer wants a 
real Indian fastening, he can lace that 
Indian sport oxford with a leather lace. 


Some Burdett Shoes 


The Burdetts are busy. They are making 
white sandals, California style, for stock, 
in grades from growing girls’ down to 
children’s. 

New lizard leathers of fine grain and 
beautiful coloring have been received at 
the factory. They are being made into 
sandal style shoes and strap pumps, and, 
also, are being used to get some particular- 
ly fine effects in dress and sport oxfords. 





ROCHESTER 


Much Interest in Black 


Airedale and Gray Suedes Look Promising for Spring Selling — 
Davis Store to Move to New Home 


LACK is the most popular material 

being bought at the present time by 
women. There is interest in new spring 
merchandise and black suede, satins and 
patents are going well. Strap designs, with 
cut-outs, promise to be the leaders. 
Sandals will no doubt sell very well. 
Airedale and gray shades are meeting 
with favor and signs point to a continued 
demand for these colors. 


Davis Store to Move 


The John Davis Stores, Inc. recently 
leased its store at 155 Main street East to 
a local company interested in men’s 


apparel. The Davis store will continue 
business in a new location. 


Dollar Day Successful 


Despite the fact that the weather was 
the worst Rochester has seen this winter, 
local shoe merchants fared well on Dollar 
Day, a merchandising event held semi- 
annually under the auspices ‘of the 
Chamber of Commerce. 

Pidgeon’s announced in _ large-sized 
advertisements, that due to the stormy 
weather their Dollar Day specials would be 
continued for an additional day. The 
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BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 











BLOG SHOE FINDING CO., INC. 
147 Duane St., New York,'N.Y. 





BALLET SLIPPERS in Stock 
Black and Pink Satin, Black Kid offclally adopted 


as the best made professional toe and ballet slipper in 


America by International Association Masters of 
from 6 Spal t 
large in all widths. 

Parmey, sna 
“ Y 


Only one exclusive agency in a town 











Do You Know 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 




















FJOLLYwoo 
HOSE 


U. S. Pat. Of. 


Reg. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 
Harrington & Waring 
41 Union Sq. W. New York 











Inc. 


CHICAGO 

227 West Jackson Bivd. 
ATLANTA 

246 Peachtree Arcade 


BOSTON 
99 Chauncy Street 





J. R. BEATON CO. 


331 Fourth Ave..New Yor? City 














LK HOSIERY MILE 
Erie Ave. & Amber St., Philadelphi« 
Ladies’ Full Fashioned caveen Hose 
THAT 


ARE SUPERIO 
ee York Office, 358 Fine Ave. 




















ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street 
Telephone, Beach 4960, 4961 


Boston, Mass. 
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No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless, you need the 

Boot and Shoe Recorder 
ALL THE TIME 
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Sterling Stores reported excellent business 
on hosiery and arctics. The Edwards store 
featured thousands of pairs of felt slippers 
for men and women at $1 a pair. 





_ Mark S. Cassidy Dead 


The retail shoe merchants learned with 
regret of the death of Mark S. Cassidy, 
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facturers, and a member of the Rochester 
Association of Traveling Shoe Salesmen, 


Purchases New Building 


The F. W. Hahn Co., Inc., jobbers of 
all kinds of footwear and rubber stock, 
have purchased the former Yawman and 
Erbe Building at 420-424 St. Paul Street 





for 23 years a member of the sales force and expect to move into the new home 
of John Kelly, Inc., Rochester shoe manu- soon. 
LYNCHBURG 


Stormy Weather Stimulates Business 


Rubber Trade Aided by Snow and Rain—Merchants Look 
Forward to Good Spring Season 


RECENT period of stormy weather 

was a great stimulus to the rubber 
trade in the retail shoe stores. Both rubbers 
and overshoes sold freely. Students at 
the Randolph-Macon Women’s College 
bought galoshes freely while young women 
students at Lynchburg College also fol- 
lowed the vogue and favored galoshes over 
rubbers. 

Patent leather have shown 
remarkable strength in women’s depart- 
ments. Large buckles adorn the front and 
the patterns carry low heels. 

Trade in shoe stores has been somewhat 
backward, but shoe merchants confidently 
expect a good spring season with sandal 
numbers meeting with gocd sales in 
women’s departments. 


models 


The Craddock-Terry Company during 
the month of January, 1924, showed a 
larger volume of sales than during the 
same period in 1923. The company’s 
catalogue issued some time ago met with 
favorable response. 


In New Location 


The Rucker-Evans Shoe Company 
recently moved from 810 Main street to 
921 Main street. There are many new 
improvements in the concern’s new home. 


Cofield in Florida 
W. H. Cofield, manager of the Bell Shoe 
Store, is in Florida. He was ill and is rest- 
ing in order to gain back his strength. 





PITTSBURGH 
Quiet Tone to Shoe Trade 


Sandals in Varied Colors a Prominent Feature of Early Spring 
Displays—Good Rubber Trade 


HE activity in the retail shoe busi- 

ness made little change during the 
first part of February, The general dullness 
which has been prevalent during the sea- 
son has not been stimulated to any great 
extent by the presence of inclement 
weather. However, the recent period of 
snow and slush has given the merchants a 
chance to dispose of their rubber stock to 
good advantage. Many merchants will 
continue to launch sales until late in the 
month in order to clear their shelves of 
winter stock. 


Sandals Prominently Displayed 

Spring displays are gradually making 
their appearance in shoe stores. Sandals 
are being shown in all patterns and colors. 
According to all indications, Milady 
should be able to match every gown for 
spring wear. Some stores are displaying 
suedes in blue, green and red as well as the 
more conservative shades of airedale and 
gray; sport oxfords with lizard and alli- 


gator trimmings will also enjoy their share 
of popularity. There is no doubt that 
business will improve. 


Easter Buying Completed 

Pittsburgh merchants have expressed 
their confidence in the coming season by 
buying generously of staples and novelties 
for spring wear. Orders have been placed 
for practically all the shoes needed for the 
Easter trade. Traveling men are very 
much pleased with the volume of business 
in this district. 


Shoe Salesmen’s Banquet 


The Shoe Salesmen’s Association held 
its first banquet in the General Forbes 
Hotel Tuesday evening, February 5. 
There were 44 salesmen at the initial meet- 
ing. After the dinner, a business meeting 
was held. The chief feature of this session 
was the reading and adoption of the con- 
stitution and ‘the enrollment of members. 
The purpose and plans of the association 
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were very clearly explained to those pre- 
sent by Messrs. Walters, Milne, Ritter 
and Burns. The following men were 
elected as members of the executive 
board: Mr. Milne, Mr. Hancock, G. Lude- 
buehl, and S. Grossman. The next dinner 
will be held in the Hotel Chatham, Tues- 
day evening, March 11. 


Regal to Get New Location 


The Regal Company have taken a lease 
for a room in the Hersch Building on 
Fifth Avenue. This location is in the heart 
of the business district and is considered 
one of the best in the city. At present the 
room is undergoing a remodeling and a 
new front is being installed. The store will 
move into its new location March 31. 


Aiding Near East Relief 


The Shoe Retailers’ Association have 
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pledged their support to the Near East 
Relief by passing a resolution to collect 
worn and discarded shoes, including poor 
selling merchandise, for the refugees now 
living in Greece, Syria, Palestine and 
Armenia. Each merchant is urged to do 
all he can to promote this great work. 
Cards are displayed in the windows of all 
merchants. 


Oppenheim & Collins Get New 
Manager for Shoe Department 


C. C. Murphy has been named manager 
of the shoe department of the Oppenheim 
& Collins Department Store according to 
an announcement made by that firm. Mr. 
Murphy is Vice President of the Shoe 
Salesmen’s Association and is well known 
among local shoe dealers. His many 
friends wish him success in his new posi- 
tion. 





BUFFALO 


Little Response to New Merchandise 


Heavy Snowfall Serves as Factor in Moving Rubbers—Spring 
Footwear Selling Slowly 


S if to make amends for the belated 
A arrival of winter, the weather man 
blanketed the city with a foot of snow 
during the week ending February 23 and 
in so doing brought joy to the hearts of 
Buffalo’s retail shoe merchants who faced 
the prospect of carrying over the best part 
of large stocks of overshoes. The heavy 
snowfall was especially welcome to the 
smaller merchants, serving the various 
residential communities throughout the 
city. 

Downtown stores, which have “rushed 
the season’’ by displaying in windows, the 
latest effects for spring wear, have failed 
to gain more than passing notice except 
where prices have been reduced and at- 
tention drawn to that fact through news- 
paper ads. 

On the other hand the advent of real 
winter has had the effect of quickening 
the demand for shoes for sport wear, such 
as skiing boots and hockey shoes while 
heavy woolen hosiery, which has been 
sluggish, has likewise enjoyed a better sale. 


Becker Hears Daughter by 
Radio 


When little Jane Becker, 9 years old, 
daughter of Fred Becker, former William 
street shoe dealer and Erie county sheriff, 
played her violin at broadcasting station 
WGR in the Hotel Statler recently, she 
never dreamed that among her listeners 
was her daddy, 2,000 miles away. 

But a few hours after Jane arrived home 
came prompt applause by telegraph from 
her father in Denver, Col. On his way to 


the coast on one of his regular trips for the 
John Ebbert’s Shoe Co., Mr. Becker had 
received a night letter which mentioned 
Jane’s scheduled concert. So he stopped 
off at Denver, sought a radio station and 
listened in. 


Rogers to Open Store 


A. G. Rogers will open a shoe store at 18 
Main street, Tonawanda, N. Y., about 
March 15, featuring a full line of men’s, 
women’s and children’s footwear. His lead- 
ing brands will be those of W. H. Walker 
Co., and Lewis A. Crossett Co. 

Though a comparatively young man, 
Mr. Rogers has had twelve years’ experi- 
ence in shoe merchandising. He is a 
popular city official at Tonawanda and 
has a host of friends who predict success 
for him in his new enterprise. 


Dr. 





Reed Store 
Meet 


J. Q. Brown of St. Louis was elected 
president and treasurer of the National 
Dr. Reed Retailers’ Association at the 
sixth annual convention of these mer- 
chants held at the Lafayette Hotel here 
on February 18 and 19. N. S. McLoughlin 
of Chicago was chosen secretary and the 
board of governors comprises Roy T. 
Parker, New York City; S. J. Brouwer, 
Milwaukee and Alexander H. Hamilton, 
Denver. 

Delegates from fifteen different cities, 
as far west as Denver and as far East as 
Boston, attended. 
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Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE | 
AND FITTING QUALITIES 
IN YOUR SHOES. 

















At the opening session Monday morn- 
ing a round table discusion took place on 
how to increase the sale of Dr. Reed 
shoes. In the afternoon, style was the 
principal topic. During this session the 
newest models in women’s corrective foot- 
wear were exhibited on a live model. Frank 
C. Nunn, president of the John Ebberts 
Shoe Co., which makes the women’s 
Dr. Reed Cushion shoes, explained in 
detail the many improvements in the new 
lasts for late spring and autumn wear. E. 
B. Steere, representing the J. R. Smith 
factory of Chicago, manufacturers of the 
men’s lines, emphasized the corrective 
advancements in male footwear. Adver- 
tising ideas were exchanged at the Tues- 
day’ sessions. 

The following attended the convention: 
Alex. H. Hamilton, Denver; N. S. Mc- 
Loughlin, Chicago; S. J. Brouwer, Mil- 
waukee; Walter Gass, Detroit; R. M. 
Gray, Toledo; Frank Spargur, Cleveland; 
Roy T. Parker, New York City; Ben. 
Goulsen, Boston; Raymond Wilson, Phila- 
delphia; William Pidgeon, Rochester; J. 
Q. Brown, St. Louis, Louis J. Metz, 
Medina; Walter Hoffman, Earl Nunn, 
Buffalo; I. E. Cox, Kansas City. 


Cotter Joins Young Co. 


Los Angeles, Cal., Feb. 25— William E. 
Cotter, for several years connected with 
Florsheim Company at Chicago as 
auditor and manager of stores, is now with 
A. B. Young, Los Angeles, as general 
manager of his seven stores. 
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Meet Us at kort Worth, Texas 


Retail Shoemen’s Convention, March 3, 4&5 
TEXAS HOTEL | 
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See the display of our newest styles in Beaded Metal, 
Rhinestone and Cut Steel Shoe Ornaments. 
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FRENCH BEADING & NOVELTY Co. 


Office and Factory 


226 S. FOURTH STREET 
PHILADELPHIA, PA. 
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In attendance— 


Mr. R. E. PATTERSON 
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THE LACE FOR SPORT WEAR 


Strong—Durable—Fast Color 
No Tin Tags to Pull Off at the Wrong Time 
*“*“HUBTIP”’ ‘*“NO-METAL-TIP”’ 


(Trade-Mark Reg. U. S. Pat. Off.) 





Trade Mark Reg. 





ie ¥ | 
| Play Them Up! 
| In these days—every profit opportunity should be taken | 
advantage of. Don’t neglect the profits represented in | 
| baby feet! 








No. 462—First Step _Tackless No. 157—Infants’ Soft Sole 

Stitchdown Blucher Low-Cut. One a White Washable, 

White, Tan or a aa 7. — 4 ) — aa wy 

Flexible Sole. P . $15.00 id. Per’ doz......... . : 
a eee “HUBTIP” Cabinet Displayed 
May we send our catalog of other IN-STOCK styles? MEANS ADDED SALES 


Are you supplying this demand? Made in Black, 
Brown and Russet. 72 Pair in Cabinet. 


Ydeal Daby, Dey Shoe Company Specify “HUBTIPS” to your jobber. 
Fh nctre. CHlassachusetts FRANK W. WHITCHER CO. Mfrs. 29879 
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NEW YORK OFFICE 320 FIFTH AVE 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Stamp of Approval 


tgp eg shoe retail- 
ers, and shoe wearers have 
all stamped the Armstrong Cir- 
cle A Heel with their approval. 


Manufacturers of shoes find 
that Armstrong Circle A Heels 
are easily and accurately at- 
tached. They finish well. They 
make a good-looking job. 

Merchants who sell these shoes 
know that Armstrong Circle A 
Heels add style and beauty. 


ARMSTRONG CORK COMPANY, Shoe 


Armstrong 
(aaa, Heels 


Men and women who wear 
the Armstrong Circle A Heels 
are won by the added comfort, 
resilience, and durability. 


Right down the line you find 
the satisfaction that comes from 
a heel that was made right in the 
beginning by men who know 
how to make heels. 


Specify Armstrong’s on your 
next order of shoes, made in all 
styles and sizes 


Products Division, LANCASTER, PA. 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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, There is Sales Power behind every pair of Beacon Shoes. This Sales — “ 
Power is clearly shown in the VARIETY OF STYLES AND QUAL- Be 
[TY OF THE MATERIALS USED. i ) 


MEN’S, BOYS’ AND WOMEN’S NOVELTY WELTS 


Men’s Style No. 138—Buck Last 
TAN CAJLF OXFORD 
Wingfoot Rubber Heel . 3 ' 
Corded Vamp, Tip and Quarter PRICE S 
Width B, sizes 6-11 $4 25 eg 
“Cand D, sizes 5-11 . Bae ; 
IN STOCK zs 


MEN’S OXFORDS 


IN STOCK 
Women’s Style No. 7343—Stride Las! 


AIREDALE NUBUCK 
BEVEJRLY OXFORD 
Wingfoot Toplift 
PRICE 9-8 Military Heel 
Strip Tip 
$4 35 Brown Calf Trimmed 
7 Width B, sizes 3-8 


C and D, sizes 214-8 


F. M. HOYT SHOE COMPANY 
MANCHESTER - - NEW HAMPSHIRE 
Catalog Mailed on Request 






WOMEN’S Pi 
OXFORDS bid 
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Philadelphia Celebrates ““Daddy” Earle Night 


R. A. T. S. S. Hold Big Meet at Which National Secretary Delany Talks National’s 
Policies—Other Inspiring Addresses 


NHE testimonial dinner tendered to 
Arthur C. Earle, by his hosts of 
friends and members of the Phila- 

delphia Shoe travelers’ Association, on 
Friday evening, February 29, at the Cafe 
L’Aiglon, Philadelphia, was a delightful 
event. 

Arthur C. Earle is known nationally as 
“The Dean of Shoe Travelers.’’ He has for 
many years traveled for Laird, Schober 
Company and has probably done more than 
any other one man to advance the interests 
of the Philadelphia Association. He is 
held in high esteem by manufacturers, re- 
tail shoe merchants and shoe travelers the 
country over. 


Real Love Fest 


But to none is he more dear than to the 
boys of The Quaker City. And so, some 








PAUL 8S. LIPPINCOTT, Jr. 
President of Philadelphia Shoe Travelers and 


member of Committee on ‘Daddy Earle” Night 
He travels for Dizon-Bartlett Company 


few months ago, these good friends of 
Daddy’s decided that they would express 
their appreciation of him by a real love fest 
in his honor. The big success of last night’s 
event was the happy culmination of weeks 
of planning by willing hearts and hands. 


National Attendance 


Nothing that could be done was left 
undone to insure a happy and harmonious 
get-together. There was a splendid en- 
tertainment, the menu was excellent and 
an attendance so large and representative 
as to do justice to a national event. Around 
the family shoe table, in “The City of 
Brotherly Love”’ gathered guests from the 
Far-Away Pacific to the Atlantic, all for 
one great purpose—to do honor to this 
“Prince of Good Fellows’’—Arthur C. 
Earle. 








ARTHUR C. EARLE 


The Beloved N.S.T. A. “Daddy.” He travels or 
Laird-Schober Co. 


Committee in Charge 

The committee of arrangements in 
charge of Daddy Earle night was Frank L. 
Fitzpatrick, Chairman, assisted by Paul 
S. Lippincott, C. R. McClellan, Frank I. 
Oberfield, William Schoell, Lewis L. 
Enow, W. D. Hirtz, Horace F. Cumming- 
ham, R. W. Franklin, James L. Scanlon, 
George Wiese, L. B. Wood, Al. W. Meley, 
and George Drysdale. 


N.S. T. A. Work Outlined 


The Rochester Association of Traveling 
Shoe Salesmen pulled off one of their 
biggest meetings of the season on Saturday 
noon, February, 16, in honor of National 
Secretary T. A. Delany, who ran into the 
Flower City to shake hands, homeward 











(Photo by Waid) 

FRANK L. FITZPATRICK 
Chairman of Philadelphia Shoe Travelers’ Com- 
mittee on “Daddy Earle” Night. Mr. Fitzpat- 
rick is Philadelphia representative for Poole 

Johnston 
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JOLGEVIL’N 

















Sturdy, Serviceable Felts 


Dolgeville felt footwear is built to give long wear. 
It offers your customers the service they are looking 
for, and increases your felt slipper trade. 


Here is an embroidered moccasin for women, a 
new addition to the famous Dolgeville line. It is 
not only dainty and appealing, but also has the 
wearing qualities for which the Dolgeville name 
has always stood. The best workmanship and 
materials give our footwear the sturdiness which 
has been a Dolgeville feature for years. 


Dealers who carry Dolgeville felt footwear build up 
profits by selling slippers that give long and satis- 
fying service. 


Dolgeville Felt Shoe Company 


Dolgeville, N. Y. 











Dealer Influenge is secured thru advertising in the Boot and Shoe Recorder. 
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W. A. DAVIS 
» ‘ill represent the Riley Shoe Mfg. Co. 


in N. 
, S. C., Georgia and Florida. He is well known 
‘ie the Southern trade, having covered this territory 
for 10 years for a Cincinnati manufacturer. Mr. 
Davis is now in his territory with a complete line 
of Riley samples 





bound from the N.S. R. A. Convention. 
Secretary Delany gave a comprehensive 
review of his stewardship during the past 
year; presented an outline of the last an- 
nual N. S. T. A. convention, and told 
about plans for the coming year, as pre- 
pared by the National officers and the 
various local associations which had re- 
ported. Secretary Delany received a most 
cordial reception and enthusiastic ovation. 
A vote of thanks was extended to him for 
his splendid presentation of conditions, 
work accomplished and to be accom- 
plished. 
Meeting Dates Changed 


President R. B. Leard, President of the 
R. A. T. S. S. presided. The efficient 
Secretary-Treasurer, Clarke B. Rowley, 
was also present. The constitution of the 
R. A. T. S. S. has now been revised to 
make it possible to set a day for each meet- 
ing on which the greatest possible number 
of members can attend. For the present, or 
during January, February, June, July, 
August, and December, meetings will be 
held on Saturday noons at the Chamber of 
Commerce. 


For Increased Membership 


A big campaign is now going on for in- 
creased membership; this will include men 
selling to the wholesale, as well as retail 
trade. 

Byrne Talks Legislation 


“Joe” Byrne gave an exhaustive resume 
of his past experience as former Chairman 
of the N.S. T. A. legislative committee. It 
was through the work of this committee 
during Mr. Byrne’s direction that the bill 
was passed allowing traveling salesmen to 
claim exemption from income taxation of 
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JOSEPH P. BYRNE 


Who covers the Central and Middle States for 
John a. ioe. “Joe” is one of the able lega 
hts of the N.S.T.A 





expenses incurred in traveling. Mr. Byrne 
wrote this bill, himself, and as it was 
framed by him, so it was presented to the 
legislature. Prior to its passage, traveling 
men were obliged to consider expense 
money as income and to pay taxes thereon: 
and not only was the traveler obliged to 
pay a tax on money actually expended for 
hotel accommodations and train accommo- 
dations, but also, if he carried two or more 
lines. Also in his talk, he made reference 
to the new ruling of the internal revenue 
department as to expenses for the com- 
mercial man. These expenses may not be 
turned in as a lump sum, but must be 
rendered in more or less detail. 

Mr. Byrne is one of the most active 
workers in the United States for ab- 
sentee voting. While in office, seventeen 
states voted in favor of absentee voting. 
At the present time, there are only a very 
few states that have not adopted this law 
for those obliged to be away from their 
voting precincts at election time. 


Schaub Reviews Conditions 
Gus Schaub, who travels for the Sher- 
wood Shoe Company gave a very interest- 
ing talk on conditions as they appeared to 
him.while at the N.S. R. A. Chicago Con- 


vention and prospects for the future. 


For Talks Pacific Coast 
E. L. Fox from San Francisco, who 
covers the Pacific Coast for the Sherwood 
Shoe Company, gave an interesting outline 
of the work of the Pacific Coast Shoe 
Travelers’ Association. 


Berner Boosting Membership 

Among others present was Sol Berner, 
President of the San Francisco Shoe 
Travelers’ Association and salesman for the 
Krohn, Fechheimer Company. Mr. Berner 
attended the N. S. T. A. Chicago Conven- 
tion. He is one of, the hustling salesmen on 
the Pacific Coast and is also one of the 
biggest producers. His motto is “Energy 


117 





J. D. SHANAHAN 
Has caress | to his old place and is to represent 


the ng ey Mfq., Co., in Michigan and In- 
diana. Was former buyer for W. arrick Bros., Flint, 
Mich. Prior to that he was on the road for The 
Riley Shoe Co. Mr. Shanahan is now in his 
territory witha complete line of Riley samples 





and Practicability’—a business man im 
every sense of the word. President Berner, 
with his fellow officers, are making a very 
strenuous campaign for increased member- 
ship in the N.S. T. A. because of the many 
works beneficial to shoe travelers in 
general, accomplished through association 
and because of the new policies adopted. 


Schneider Talks “Shoes for Occasions” 


Roy F. Schneider, who travels for John 
Kelly, Inc., Rochester, was a busy man 
during the Chicago Convention. With his. 
“running mate.’ Joe Bryne, Roy had: 
headquarters at the Coliseum and also a 
display of samples at the Great Northern 
Hotel. Roy has been traveling the Coast 
for some years past and reports business as 
being particularly good on his line. He says 
that the West is doing well in regard to 
advance ordering, and that while style 
enters largely into the pruchase, yet the 
merchants in his section feel that greater 
harm can come to the trade through too 
frequently changing patterns than through 
standardization. 

Mr. Schneider is a firm advocate of 
“Shoes for the Occasion.’’ He believes in 
working through the retail salesmen of the 
store and impressing upon them the ad- 
vantage they have with the public through 
suggesting to their customers the need of 
their having shoes adapted to certain 
types of dress for party, sports, or business. 
He suggests that retail salesmen tell their 
customers that it is possible to have style 
and comfort at the same time—that one 
can be more comfortable and fashionable 
through the wearing of the right shoe for 
the right occasion. 

Mr. Schneider left for Rochester last 
week and is now in his territory. 
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To make women feel that yours is the store where they 
can buy shoes to best advantage, feature the line that 
provides every inducement for their business. We are 
proving regularly that the artistry revealed in W& D 
Turns is a definite guarantee of selling quality. The 
Colonial illustrated in patent chrome can be had in 
Suede, Kid or Calf. Turn shoemaking can be con- 
sidered a profession. Does not the beautiful shoe shown 
above suggest that we have mastered the profession ? 




















Witherell & Dobbins A ompany 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 


Boston Office, 170 Lincoln Street 


The W & D Line is featured in the Chicago 
market by Harper Kirschten Shoe Co. 
In, the Boston market by The Hub Shoe Co. 
In the Philadelphia market by the 
Brav Shoe Company 
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SAM B. HERZFELD 


Beller known as “Sam B.” is now associated 
with A. Freedman § Sons Inc., of Brockton, 
Mass., makers of men’s high grade wells, whose 
line he will show through the territory which he 
has covered for so many years, the South and 
Southwest, where he has a wide acquaintance. 
Mr. Herzfeld will leave tor his trip about 
March 10 





Ream Increasing N.S. T. A. 
Membership 


L. D. Ream, Chairman of the Com- 
mittee on N. S. T. A. membership, has 
recently been conferring with many presi- 
dents and other officers of the various local 
associations, as also with the National 
Secretary. To all, he has outlined his plans 
for increased membership activity during 
1924. From Chairman Ream’s Des 
Moines home, he has been broadcasting 
the many benefits received from associa- 
tion with the local and National bodies. 
His plan is that the chairmen of all the 
local associations be members of the 
National's committee on membership and 
that each one on this committee report to 
him monthly. 


McCarthy Boosts Buster 
Browns 


R. B. McCarthy, who covers sections of 
New England for the Brown Shoe Com- 
pany, states that the new sales plan which 
his company has presented is a big help to 
him and his customers. The Brown Shoe 
Company sends out 176 shoe travelers to 
all parts of the United States, and numbers 
in its sales departments about 250 men. 


Secretary Delany Visited De- 
troit 


Among the group of cities covered by 
the National Secretary on his hand-shak- 
ing tour of the various locals was Detroit. 
Here Ke had a noon-day conference on 
February 15, with the officers of the De- 
troit Shoe Travelers’ Association. 
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N.S. T. A. Presents New 
Arguments for Inter- 
changeable Mileage 
Briefs have been presented by 
the attorneys of the National Shoe 
Travelers’ Association to the In- 
terstate Commerce Commission, for 
the re-opening of the case of inter- 
changeable mileage. These briefs 
show that a great improvement in 
the railroads’ finances have come 
about and also offset many of the 
arguments presented by the rail- 
roads. In the opinion of many of the 
National's officers, inasmuch as the 
validity of interchangeable mileage 
has been passed upon, the final out- 
come looks very propitious for the 





travelers. 

















“Oakey” Visited Chicago 

W. M. Oakman, one of the National’s 
‘“Honorables,"’ who travels from Coast to 
Coast for the Pels Shoe Company, recently 
returned to the East from a business trip to 
the Chicago Convention. After the Con- 
vention. he called on some of his trade in the 
immediate vicinity. 

This year marks Oakey’s forty-fifth 
on the road. This is surely a record of 
which to be proud, especially when we find 
that the man from Marshfield Hills is 
each year getting younger and more active. 


Goldsmith Pushing Absentee 
Voting 

Gordon Goldsmith, a member of the 
legislative committee of the N. S. T. A., 
and representing the Phillips Shoe, Com- 
pany, Maryland Shoe Corporation, A. M. 
Legg Shoe Company, J. Newton Seitz 
Shoe Company and Kazanjian & Co., 
combined business with N.S. T. A. ac- 
tivities at his sample room in the Palmer 
House, Chicago. 

Here he not only sold shoes, but con- 
ferred with other members of the N.S.T.A. 
on plans for legislative work, particularly 
interchangeable mileage, surcharge on 
Pullmans, and absentee voting. 

Mr. Goldsmith has a bill in the Mary- 
land House petitioning for absentee vot- 
ing, which on account of the strong 
arguments and documents presented by 
him, bids fair to become a law. 


Moral: Advertise 


“Full many a gem of purest ray serene, 
The dark, unfathomed caves of ocean 
bear.” 
Full many a bargain goes for days unseen 
Because the people do not know it’s 
there. 


119 





JIM BOYLE 


With Menihan Company for approrimately siz 

months. He is specialty man for Menihan Arch- 

Aids. Just completed trip through West. along 

Coast and in Southwest. Has closed some large 

accounts and has been very successful in opening 
Arch-Aid agencies. 


Boyle Is a Menihan Hustler 


James D. Boyle sells Menihan’s Arch 
Aid shoes. He has been with this concern 
for eight months. Prior to that for four 
years, he opened many accounts, 135 
to be exact, for the Dr. Kahler shoe. Mr. 
Boyle’s activities have taken him from 
Coast to Coast twice and through the 
South five or six times. 

James D. is a hard worker, his day is 
ofttimes 24 hours long, but he states 
that he likes the corrective shoe business 
better than anything else in the world, 
and that he finds the retail shoe mer- 
chants a fine bunch of fellows. His many 
friends are predicting for him a continua- 
tion of the success with which he has al- 
ready met in “Getting More Shoes Sold 
Right.” 


“Charlie’’ Evans on Job Again 

Charles W. Evans, Chairman of the 
National’s Railroad Committee, who 
covers the larger points of the Middle 
West for La Valle & Lo Presti, New York, 
was one of the very active workers during 
the week of the Chicago Convention. This 
will be pleasing news to Charlie's many 
friends, as he was reported seriously ill. 
Although unable to attend the National 
Convention at Boston, Charlie, neverthe- 
less, sent a very fine report. He has now 
recovered to such an extent that he is once 
more out and among his trade. 


Some Paristyle “Highlights” 

Paristyle Footwear Mfg. Co., of Brook- 
lyn, which heretofore has manufactured 
nothing but high grade mules and D’- 
Orsays, has now branched out into the 
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Posed by 
Mlle. Andree Latayette 
Courtesy of 





Richard Walton Tully 





The patent leather’ oxfords illustrated 
are instantly identified as shoes of 
euality by the Diamond Brand (visible) 
Fast Color Eyelets. Their genuine 
celluloid tops retain their original finish 
indefinitely. They promote easy lacing 
and actually outwear the shoe. 





DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


cA Close Up 
of True Style! 


ghey is the presence of that subtle sense of absolute correct- 


ness which is possessed by the well-groomed woman. 


Style gives the American woman the poise and calm confidence in 
her appearance that is at once the despair and admiration of her 
European cousin. 

True style is the sum total of the care and discrimination with which 
every item of one’s wardrobe is selected, since details, insignificant 
in themselves, may make or mar the perfect harmony of one’s costume. 


Fashionable women everywhere insist that their footwear be stylishly 
finished with visible eyelets. 


Ask for shoes with visible eyelets! 
UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 
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manufacture of women’s high grade turns. 
G.E. Briggs has been elected vice-president 
of the organization, and will have charge of 
the factory as well as do some outside sell- 
ing. 

Phillip Berkowitz, prominent designer, 
will create all of Paristyle’s new patterns. 
It was mentioned in a recent issue of the 
Recorder that Mr. Berkowitz is an outside 
salesman, but this was erroneous. 

“Ed” Andrews Convalescing 

E. J. Andrews of Vollman, Lawrence 
Company met with a serious accident 
some few weeks ago. “Ed’’ was walking 
along the streets of his home town at 
Point Independence, (Onset) Mass., and in 
stepping from the sidewalk to the road, he 
encountered a large hole. Two bones in his 
ankle were broken as the result. Mr. 

_Andrews is recovering rapidly, however, 
and expects to be out and among his trade 
again in a months’s time. 


Camps Has Successful Trip 


William A. (Billy) Camps of New Or- 
leans, recently enjoyed a very successful 
three weeks’ trip to some of the big cities 
in Mississippi, Tennessee, Arkansas and 
Louisiana. “‘Billy’’ sells the R. E. Me- 
Donald-Katzman Company’s line, which 
company has headquarters in St. Louis. 
Whereas, “Billy’’ formerly came to Bos- 
ton twice a year, he now makes his ob- 
jective St. Louis. 


William Graves Is Dead 

William H. Graves, who in the old days 
traveled for Green-Wheeler Shoe Com- 
pany, and recently for Roth Shoe Com- 
pany, covering Michigan and the Middle 
West, died suddenly at his home in Leslie, 
Michigan, during the week of February 3. 

William H. Graves or “‘Bill’’ Graves, as 
he was popularly known, was known every- 
where in shoedom. He was a member of the 
Michigan Shoe Travelers’ Association and 
also of the National. He was a big fellow, 
with a big heart, and had a host of friends. 

He had always apparently enjoyed good 
health and his quick passing on was at 
great shock, as well as sorrow, to brother 
travelers and the trade in general. 


“Ed” Lovell with Old Colony 


“Ed” H. Lovell, who for many years 
traveled for T. D. Barry Company, is now 
to cover the Pacific Coast for the Old 
Colony Shoe Company. For years, prior 
to his new connection, Mr. Lovell has 
covered the larger trade in the East and 
Middle West. His past experience and 
successes will undoubtedly insure him of a 
cordial reception in his new territory. Mr. 
Lovell intends to make his permanent 
headquarters in Los Angeles, and is already 
en route to the Golden Gate. 
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Porter with Witherell & Dob- 
bins 


William Porter, formerly with Ira J. 
Webster Company, has recently joined 
the salesforce of Witherell & Dobbins Com- 
pany and will cover the wholesale trade 
working in connection with Phil English, 
Jr., of the concern traveling extensively 
in all parts of the country. He will also 
make frequent trips on the chain store 
and department store trade. Mr. Porter 
has sold shoes for the Ira J. Webster Com- 
pany for years. He is a very high-grade 
man, is well known and a great favorite 
in “shoedom.”’ 


Strong for Oxfords 


Harry Thomas, of V. H. & A. H. Jones 
& Thomas Co. is “strong” for welted 
oxfords for spring and summer and 
stronger still for welted oxfords for next 
fall. Snappy sport models for this spring, 
and dressy models more numerous for 
next fall. 

Frank Terhune took a new line of 
samples to Chicago and the west the week 
of February 10. Frank is known as 
“Salesman de Luxe.’ All the boys say 
“He sells a lot—all the time.”’ 


McElwain Has New Sandal 


Donald McElwain who sells the Mc- 
Elwain, Holmes & Talbot line to the 
jobbing trade, says that his trade is buying 
well on his “In Memoriam,” a sandal, 
which is “all harnessed up” with horses’ 
heads, bits, saddles and rivets. This model 
has an 8-8 heel with a rubber top lift. 


Crafts Selling Crepe Soles 

J. B. Sullivan covers the large cities of 
the South and Middlewest for the G. P. 
Crafts Co.; while J. M. Geary covers New 
York City, Philadelphia, Baltimore, and 
the large cities of the East for this house; 
C. M. Crafts looks largely after the 
Pacific Coast. All three men recently 
expressed themselves as very enthusiastic 
over the G. P. Crafts Co.’s new sport 
shoe with crepe sole, which they say is 
very popular. This company is also find- 
ing an increased sale of black oxfords for 
men for spring. 





Big Time at Rubin’s 
J. B. Rubin of Rubin Bros. Foot-Wear, 


New York, covers the wholesale trade of 
the country in company with Abe Herr- 


( SALESMEN WHO SELL 9 
WHOLESALE. TRADE 








(Photo by Waid) 
J. B. RUBIN 


Who with Abe Herman sells the wholesale trade 
of the country for Rubin Bros. Footwear 





mann of this concern. Recently a big 
affair was “‘pulled off’ by the employees 
as a testimonial to the firm on taking 
possession of its new “home.” Abe Herr- 
mann made an inspiring speech, giving an 
account of the achievements of the firm in 
its nearly five years of existence. 

In behalf of the employees, he presented 
to the firm an American Flag and a ban- 
ner, bearing the name Rubin Bros. He 
expressed it as the wish of all that there 
might soon be flags flying from an even 
larger building than the big one which the 
concern has just acquired. To add to the 
festivities and spirit of the occasion, the 
employees presented a floral ladder with 
the wish as expressed by Mr. Herrmann, 
“Keep on climbing until you go over the 
top. And then let the great pathway which 
stretches ahead be strewn with flowers.” 

A Rubin Acrostic 

Five young women employees recited 
the following acrostic on Rubin. 
“R—Stands for Rubin, leaders in their 

line, 

U—For Universally, their name _ will 
spread in time, 

B—Is for the Brotherhood, that built 
their business up, 

I —Is for the Industry, of which they are 
on top, 

N—Means Never will they stop to make 
increased progress until the letters of 
their name will spell the word Suc- 
cess.” 
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With Comforts, Profits Multiply 


You will admit the good sense of a woman who buys 
a shoe for comfort. The good sense of most women 
makes the comfort dollars grow. Gardiners are real 
comforts. They are made to fit. Their hand-turned 
softness and flexibility pleases the sensible women of 
your community. 










Our IN STOCK dep'’t is 
at your service. Samples 
or Catalog gladly sent. 





No. 2012 


KID STOCK TIP OXFORD, medium toe, 
Hom t! 9-8 rubber heel, E and EE $2.25 


KID SANDAL, opera toe, 12-8 rubber heel, 
B. C, Dand E $2.10 


H. K. GARDINER COMPANY 
PITTSFIELD, NEW HAMPSHIRE 
Boston Sample Room 134 Lincoln Street 










































WHREREEREOROOE EE EET 
66 9» cemsi| HOTEL EMPIRE 
CLIFTON a BROADWAY at SIXTY-THIRD ST., NEW YORK CITY 


convenience and “Servidor” Service. 
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Preferred Because Most Perfect 


Used with our wet process it produces a 
perfect innersole, as it is easily formed 
in and hugs the lip providing strength 
where strength is most needed. 


You'll Always Specify 
“CLIFTON” Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping cloths 
are recommended for satisfactory re- 
sults. 


CLIFTON 


MANUFACTURING CO. 


65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 


48@B@ BBB RBRBeRBRB BBB Sa Basa Under Personal Direction: P. V. LAND, Manager 
4 














CAPACITY 1.034 


The location is unique: Subway, elevated, street cars, busses, all at door 


RATES: Room, private toilet $2.50; Single Room with bath$3.50 
Double Room with bath $5.00 
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RE-NULIFE, an 
important chem- 
ical discovery, isa 
liquid application 
for shoes that 
makes them wa- 
ter-proof, and 
adds 50% or more 
to durability. 













Let Us Prove 
What RE-NULIFE Will Do 


Without Cost to You 


We want to prove to you that RE-NULIFE 
makes shoes absolutely waterproof—adds greatly 
to their durability—preserves their shape and 
appearance—contains no greasy or injurious sub- 
stances—does not affect ventilation and permits 
shoes to be polished as usual. 


We proved this to America’s largest shoe retailer, 
and now, they are selling RE-NULIFE to their 
customers, using it in their repair department, 
and having thousands of shoes treated with RE- 
NULIFE by manufacturers. 


Write for a sample and treat the shoes you are 
wearing, or send the shoes to us and let us treat 
them for you. Then you will know what RE- 
NULIFE will do, and once you know, we believe 
you will want to do just as America’s largest! shoe 
retailer is doing. 


Sold in lots of one dozen and up for supply- 

ing the retail trade; in 1,2, 3and 5gallon cans 

for shoe departments; and in bulk for manu- 
facturers. Write for prices 


WATERPROOFING, INC. 


546 South Meridian Street 
INDIANAPOLIS, INDIANA 


RE-NULIFE 


Waterproofs and 
Increases Shoe-Life 50% or More 
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Soe? “oR cHl DREN 


REG US PAT OFFICE 


Sturdy Shoes 


I n Stock 
McKays 


52—Patent Strap, foxed gray 
quarter and strap 1.60 1.80 


152—Patent Strap, foxed gray 
quarter and strap, Eng. 
toe 1.80 2.10 


67—Patent Strap, 2 button 
fawn strap, patent inlay 1.65 1.90 


167—Patent Strap, 2 button 
fawn strap, patent inlay, 
English toe 1.90 2.25 


Stitchdowns 


RUBBER HEELS ON MISSES SIZES 5-8 8'%-1l 11%-2 


516—Cherry Oxford, Smoke 
saddle 1.15 1.35 1.60 


536—Tan Oxford, Cherry sad- 
dle 1.15 1.35 1.60 


586—Smoke Oxford. Cherry 
saddle 


1.15 1.35 1,00 
719-—Cherry Moccasin Oxford 1.15 


1.35 1.60 


Prompt Shipment 


Complete stock list gladly 
furnished on request. 


Hagerstown Shoe & Legging Co., Inc. 
Hagerstown, Maryland, U.S. A. 
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The Fellsway 
372—Patent C. S. Oxford, Fenway Last, 
Plexible Sole. AA—6'4 to 12, A and B, 6 to 
12, C and D, 5 to 11. 
No. 467—As above in Black Ivory Calf. 


The one perfect 
dancing partner 




















The Dalton Company, Inc., Brockton, Mass. 


Makers of Fine Shoes 


GEO. W. MANSON, JR. E. B. SLOCUM . BARSTOW 


) BaoooonnAnAnOn 





BOSTON: 183 Essex Street CHICAGO: NEW YORK: 
GEO. J. OveL¥ 1618 Republic Bidg., = . State Street 651 cite ne 
> . S. DY 


abstotatatatatstatatasisiststatstsustetatauatseststeususustststsueusuststetets 
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“i <—\ The “Staso” Suede Sie Sup 
=)’ Stick Cleans While (ym Ge ‘i 
It Colors :: :: 


Leather Men who know 
the difficulty of cleaning 
and coloring Suede 
leathers at one opera- 
tion, declare the ‘‘Staso” 
Suede Stick a Wonder- 
Worker. 


































RAOVES DIRTanoS# 
jpcukis ORIGINALS 








fine particles of a gritty substance that work down into the nap cards will be sent on request. 





ERHiLL, MASS-. 


the color down to the 






Send for Sample Dozen Today 














(by 
HT] 
} 1 
5 3 I 


Above carton contains 12 * A 
Carried In Stock In All Standard Colors  2eceesni Wr i‘treiencd con 
taining 36 sticks of 12 different colors 


The Staso Suede Stick is made from a new formula. It contains The Staso Suede Stick is made in all shades, and sample color 


y of the leather, not merely smearing and immediate delivery can be made. Special shades will re- 


the surface. quire about one week. 

The Staso Suede Stick is a very small, neat package, very or- The Staso Suede Stick is packed |2 sticks in attractive counter 
namental in appearance, and one which o— particular woman display carton. 

will take pride in using and showing to her friends. $21.00 per gross, F. O. B. Haverhill, Mass., $1.75 per doz. 


| 

E. sant 
ELLIS « com ush of the leather, my 4 = leather, at the same time carrying The Stase Suede Stick is carried in stock in all standard shades 
| 


W. E. ELLIS CO, = manuracrurers HAVERHILL, MASS. 
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Sell Suede Naps 


Pick Out the Dirt 
lco Pick Up the Nap 


> 








“Smooth Inside as a Miller’s Wing” 


The Sandal--IN STOCK 
500— 2 - 41% $1.20 

Tan ) 50I— § -8 1.35 
Smoked ) Elk; $02 — 814-11 1.60 










Choc. ) —11%- 2 1.85 

\3- 244-8 2.15 

S2i— §- 8........6408 

Patent }522— 8%-11...... 1.85 

$23—11%4- 2...... 2.05 

S15— 246- 7...... 228 

SSi— § - 8........88.98 

White 552— 8-11... 95 

Nubuck | 353- 11%- 2... 2.15 

Your market has been made for you by the 816— 249- 8...... 2.50 


tremendous popularity ofMsuede footwear. It is 
steadily growing. Take advantage of the oppor- 

















tunity to make an extra™profit with every sale of | Terms:—3% 10 days | 
suede shoes. Don’t wait. ORDER TODAY. 

The Mary Jane—IN STOCK 

$2.00 Per Dozen Patent \Re 33-2-414.. $1.30 

Leather ) No. 34—5-8. 1.60 

Only No. 35 —8%- il.. 1.85 


E. T. GILBERT MFG. CO. ee aes 
228-36 South Avenue, Rochester, N. Y. MILLER SHOE COMPANY 


J. E. DAY, M@r. 
If Your Jobber Cannot Supply You, Write Us SALEM, MASS. 

















The “Hong-Kong” SANDALS FOR SPRING Te “Man-Chu” 


Reflecting the Mode of the Orient! 
NOVEL! SENSATIONAL! 
AND SOME SELLERS! 


Book your orders now for earliest delivery 
MARCH 15 


ase. 





Full Leather Lined 


& FELTMFRS. No. 201— Grey Alligator with Patent Inlay, Rub- 








No. 22914—All grey elk. Jack Rabbit shade. Rubber ‘We. 208 2 —. Robber Heal. 
i. 2 x. Ail pate ie Rattles. slides aiteahens Mahi In Stock Dept. No.3203— —Grey Lizard with Patent Inlay. Rubber 
: eal eee ee i GOLDMAN BROS. SHOE CO. . Heel 
No. 227 —All red elk. Rubber heel Selling Agents No. —— Lizard with Patent Inlay. Rubber 
No. 228 —aAll blue elk. Rubber heel " 
sien She ans th 100 Reade St., New York City Sizes 214-7 $2.65 
4 Sizes 214 to 7, $2.35 x 





| 
a Fine Calf Leathers 


esc suaares  Sapes Manufacturers of 


a Velvetta Calf— 














pos — stock of 
ar complete” by" sending Tuscan Calf— 
fe hatns wa Russia Calf— 
Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 





106 Beach St., Boston, Mass., U. S. A. 
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Rubber Canvas Footwear 

Season Not Far Distant 

(Continued from page 101) 

Power of Good Window Displays 
Men, women and children eagerly 
anticipate the season when rubbei canvas 
footwear is worn and the proper window 
display that offers suggestions for foot- 
wear comfort is bound to attract those 
having some interest in outdoor attrac- 
tions. footwear will be 
worn at the summer reso-'ts by all types of 
people—from young to old. Those seek- 
ing 1ecreation on the tennis courts and in 
summer camps will buy canvas shoes, if 
you by the power of your window displays 
and advertisements show them the com- 
fort and sense of foot freedom they will 
gain by wearing them. 

Boys and girls are ever so much more 
interested in summer camps and organiza 
tions for boys making it necessary for 
members to wear regulation uniforms and 
canvas shoes have unconsciously estab- 
lished a measure to aid the retail shoe 
merchants in selling rubber footwear. 
Boy scouts and girls, too, wear canvas 
shoes and there is a big field in this kind 
of trade. 

Although the time for window displays 
of this type is somewhat distant, it is a 
subject worthy of consideration for more 
and more interest is being manifested in 
outdoor activities and rubber 
footwear is well qualified as the ‘“‘shoe for 
these occasions.”’ 


““Scufflaws”’ “Scofflaws.”’ 
A new mode prevails in galosh wearing, 
at least, it is new to many eyes—and in- 
teresting to all. Young ladies of Boston, 
Wellesley College and the fashionable 
finishing school of Dana Hall, have put 
their stamp of approval on the vogue. 
They have chosen the four-buckle over- 
shoe for demonstration of the unique. 
The weather makes no difference. For 
regardless of snow drifts, or icy blasts, as 
much of the arctic’s upper as possible is 
turned down over the instep, thus expos- 


Rubber canvas 


canvas 


not 
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ing ankle, and as much of the hosiery as 
extends therefrom up to the skirt’s edge. 
In fact, the more the lining is soaked by 
snow or slush by this method of wear, the 
better, apparently, is the wearer's idea of 
“what is what”’ in galosh style. 

The argument may be that as so many 
of the girls have been wearing longer skirts 
this winter than last, they have been 
obliged to turn down the gaiter’s cuff to a 
further extent than last winter when 
shorter skirts usually prevailed. As to 
whether or not this style will continue, 
now that the ladies have heard the latest 
short skirt decree, is a question which is 
indeed difficult to answer. 


“Draggin Gaiter Step” 


But just now, we are concerned with the 
present. We have not told all of the turned- 
over gaiter top story. And it is this—to 
be properly worn, to further carry out the 
aforesaid feminine idea, the lady neces- 
sarily scuffs with each step. This new walk, 
the feet hampered a bit with the over- 
lapping and dragging gaiter tops, aids ma- 
terially in wearing out a large number of 
gaiters. “I know,”’ said one masculine ob- 
server, who is the father of several young 
daughters, devotees of the Wellesley fad 
gaiter, “because I have bought more new 
gaiters for my daughters this winter than 
ever before.” 

With apologies to Delcevare King, 
would it not be appropriate to term these 


“Scufflaws’’? 


turned-down arctic wearers 


New 


Boyden Company in 
Building 


Newark, Feb. 28—Due to the increase 
of business resulting from the enlargement 
of the consumer demand for fine shoes, the 
Boyden Shoe Manufacturing Company 
recently found it necessary to relinquish 
its old home at 185 Washington street, 
and to go into a new, five-story building at 
98 Warren street. The new quarters are 
equipped with every facility for giving 
better service and refinements. Electric- 
ally driven machinery has been installed, 
including many new machines just put on 
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Real value is to be seen in every 
pair of my boudoirs. Search as 
you may, | have no doubt but 
what you will Say,After all, 
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and in that ‘time ie earned the 
confidence of a wide circle of 
“Greele 
is the slogan of many 
buyers. Make it yours. 


"If Your Jobber Cannot Supply You, Write Us. 
4 A. W. GREELEY, Haverhill, monet | 
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the market by the United Shoe Machinery 
Corporation. As a result the company 
reports it is now shipping single pair orders 
to retail merchants in ten working days 
from receipt of the order. Duplicate lot 
orders, regardless of their size, can now 
be filled in three working weeks. 

The Boyden Shoe Manufacturing Com- 
pany is the oldest concern here. It was in 
1844 that L. Boyden, brother of Seth 
Boyden, the inventor, founded the com- 
pany with only a few employees working 
in a couple of rooms. The business pro- 
gressed and eventually passed out of the 
hands of the Boydens, but the name was 
never changed. 

A. L. Slavens, the present head of the 
company, has been actively identified 
with the shoe industry for the last 35 years. 
He was associated with a number of 
concerns and bought an interest in the 
Boyden Shoe Mfg. Company in 1910, 
serving in the dual capacity of traveling 
salesman and director. He became presi- 
dent of the company in 1916, and has 
since held that office. Associated with him 
in the business are Harry Fleuchaus, who 
is secretary and treasurer, and his son, 
Charles Slavens, who is vice-president and 


general manager. 


Swiss Fair May 17-27 


The Swiss Industries Fair will be held in 
Basle, Switzerland, May 17 to 27. Being 
the oldest of modern fairs, this coming 
exposition occupies a prominent position 
internationally and is visited by buyers 
from all corners of the world.*Since the 
prices are stable, the terms favorable, and 
the qualities of recognized merit, the 1924 
Fair is expected to surpass any of its 
recent predecessors. 

First Anniversary of Opening 

Youngstown, O., March 1—The Petot 
Shoe Company today observed the first 
anniversary of its opening here. The store 
is one of a chain operated in Ohio and 
other states. It is located at 233 West 
Federal street and sells shoes for men and 
women at $6. 








The World’s Largest and Most 
Beautiful Hotel For Men 


HOTEL CLAMAN 
TIMES SQUARE 
43d St. West of Broadway 
NEW YORK CITY 
1000 Rooms and ri Baths 
convenience — an ideal = for 
men in New York City. Ges oe- 


t ower: 
* indeed. Y - ee 8 


is not used to buoy up the rates. 
$12 to $18 $2 to $3 
Weekly Daily 


-=e- Absolutely Fireproof = 
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6.00 5.00 allowed in each advertisement for address. When Prey desire 

9.00 7.50 replies forwarded direct to their address, each werd of the address 

‘ . must be counted in the advertisement poe paid for accordingly. Answers 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SAL sESMAN wanted for Maine, New Hampshire. 
Vermont. Stitchdowns, McKays, Leggings- 
Cover territory thoroughl Hagerstown Shoe & 
Legging Co., Ehosntautn. Xi. aryland. 





RAVELING salesman now employed living in 

territory well acquainted and a producer with 
Michigan trade, 14 years on road selling shoes, 
wants popular priced line men's or women's snappy 
shoes. Address E-661, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





ERRITORIES open for only experienced out- 

side men with following. Women's and children’s 
novelty line. Call Saturday. Katz Shoe Co., 16 
Hudson St., New York Vity. 


SAL 4ESMAN wanted for Eastern New York 
State exclusive of New York City. Stitchdowns, 
McKays, Leggings. Must know the trade and be 
constant worker. Hagerstown Shoe & Legging Co., 
Hagerstown, Maryland. 








OSIERY—Shoe salesman wanted to carry a 
popular priced line full fashioned ladies’ hosiery 
as a side line. All latest shoe shades. Give full in- 
formation first letter and territory now covered. 
Room 1202, 1123 Broadway. New York, N. Y. 





SAL JESMEN ATTENTION —To a salesman well 
known in his territory and able tofurnish references 
we are prepared to give our line of 1 to 5 mock-heel 
and 4 to 8 spring-heel turns, also our line of stitch- 
downs of 12 styles up to size 2. Can be carried with 
a non-conflicting line. We pay highest rate of com- 

mission. Every style carried in-stock, insuring 
prompt shipments. In addition to Pennsylvania we 
have some other good territory open. Give full par- 
ticulars in a +. R. C. Milow Shoe Co., Inc., 
Rochester, NY 


—ALESMEN—Strictly commission. In _ stock 
\ men’s dress and service shoes, men’s and wom- 
en's leather slippers. Northwestern Ohio, Western 
Michigan, Indiana, Chicago, and other territory 
open. Can be sold with other non-conflicting line. 
Address, E-660, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





E XPERIENCED salesman wanted to sell our 
“4 line of medium and fine infants’, children's and 
misses’ turns. Territory open, any of the southern 
states East of the Mississippi River and also 
Arizona and New Mexico. Can be sold in connec- 
tion with other lines. Do not write unless you had 
ag road experience. Rohrer & Co., Orwigsburg 
a. 





GA LESMAN WANTED for Mississippi, must 

know the trade and be constant worker. Stitch- 
downs, McKays, Leggings. Hagerstown Shoe & 
Legging Co., Hagerstown, Maryland. 


SIDE LINE KAS., MO., NEB., COLO. We have 

left one litie misses’, children’s, infants’ turns 
for real business getter trav eling above territory or 
part of it. Straight 7 7 per cent commission. Our line 
selling in territory for 30 years. Carry 70 styles in 
stock ali runs sizes. Samples now ready include 
newest low cut styles for ade fall delivery as well 
as 80 boots. Give references and tell all about your 
experience and qualifications in first letter. 8. 
Zulick & Co., Orwigsburg, Pa. 








QGIDELINE OPPORTUNITY—Hard hitting con- 
“ sistent producers to sell a popular priced line of 
children’s stitchdowns and women’s McKay com- 
fort shoes. Only 25 samples and most of the num- 
bers carried on the floor. Attractive commission 
plan. Write today. Wobst Shoe Company, Mil- 
waukee, Wis. 


SHOE SALESWOMEN—The K. W. Watters 
“7 Company, Buffalo, N. Y., wishes to secure the 
services of two experie | ti d 
to the requirements of a high grade retail store. 


ALESMAN an tae - agg ny Stitch- 

downs, McKays. ings. Must ow 
trade, Hagerstown Shoo = gging Co., Hagers- 
town, Maryland. 


WANTED—Shoe Salesman with $5,000 to in- 
vest in concern m g and owning patented 
shoe on Men's and Children’s Line. Address E-643, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


WANTED-—Salesmen to sell popular priced line 
infants 1-6 flexible turn shoes of merit, in con- 
nection with line now handling; fifty styles in 
stock; 7 cent commission. Good territories open. 
Give references, how long sold present line, age, 
annual sales ,etc. Elam Shoe Mfg. Co., 16 Columbia 
St., Boston, Mass. 

















ANTED—Sal or sal carry 

side line of baby soft sole shoes. Ades E-645, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


W ANTED—Salesman to cover the retail trade 
on a commission basis on a full line of stitch- 
down shoes, Men's, Women's and Children's, of the 
better grade, exclusive territory given. Give all 
information regarding yoursell in first letter. 








. Address E-646, care Boot and Shoe Recorder, 207 


South Street, Boston, Mass 


THE K W. WATTERS COMPANY, Buffalo, 

New York, has —— openings for two high 
crade retail sal ate with Ray 
Elias, Manager. 














AN UNUSUAL 
OPPORTUNITY 


For a high-grade salesman widely 
acquainted in the New Jersey ter- 
ritory to represent New York’s 
largest exclusive Infants’ Shoe house 
and specialists in Stitch Downs. 
To the right man with a proven 
record for big annual sales, we will 
turn over an established trade. 
a applications whether by mail 
or Tee will be treated strictly 
confi tial. 
H. MALKIN’S SONS 
120 W. Broadway, 
New York, N. Y. 











WANTED 


Salesman for Pacific Coast to sell 
high-grade line of women’s turns 
madeinBrooklyn.Must bea high-class 
man who is acquainted with the trade. 
Write, giving full particulars. Address, 
E-662, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








“Wanted by Wisconsin manufactur- 
er of men’s work shoes, a good, live 
experienced shoe salesman to cover 
southern Minnesota territory. German 
preferred. State experience and refer- 
ences in first letter.’’ Address, 
care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Il. 


Unusual Opportunity 


A position is open for a high- 
grade salesman for a line of 
women’s welts and McKays to 
retail from $5.00 to $6.00. One 
with acquaintance with the 
larger trade in the cities East of 
Chicago and at present employ- 
ed. Only such need apply. Ad- 
dress, E-674, care Boot and Shoe 
Recorder, 207 South St., Boston. 








Salesmen Wanted 


To sell Well-known line of “‘Milwau- 
kee’’ Work shoes, Nailed and Welt. 


Territories 
Iowa Indiana 
Kansas Wisconsin 
Illinois Pennsylvania 
Kentucky West Virginia 
Nebraska North Carolina 


Northern Texas 


Men looking for money-making propo- 
sition will be interested. Forward 
references with application. Address 

care Boot an Recorder, 
207 South § Street, Boston, Mass. 








An in-stock, solid leather 
-line of Milwaukee market 
men’s and boys’ work and 
dress shoes open in a few 
territories to experienced 
men with good record. Ad- 
dress all details to 


PORTAGE SHOE MFG. CO 
Portage, Wis. 








SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an opportunity to salesmen 
with ability to sell ome of the best 
known men’s shoes in America, 
of first quallee. solid leather. A factory 
that is recognized as being foremost in 
shoe cons: 


truction. 
Immediate attention given to appli- 
cnnge Chad com Guswte® © sesasd of past 
formance that shows 

in their tion as Pn was 
men. Must be able to finance them- 
selves, easeunn tee Reese Ses — 
sonal interview. 





-_ confidential. Address E477. 
Shoe epeeeneenes 207 
South St., Boston, Mass. 
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SALESMEN WANTED 





POSITION WANTED 


FOR RENT 





ium Price Welt Dress Shoes (All Leather) 
selling at $3.40 to $3.60. Write for territory. E. B. 
Piekenbrock & Sons, Dubuque, Iowa. 





WANTED—Salesmen handling a shoe or rubber 
line to handle our line of sheep skin bals and 
slippers as a side line in (Maine, New Hampshire, 
Vermont, Connecticut, Massachusetts, New York, 
Geod Commissions, Exclusive territory. The 
Brown Warner Mfg. Co., Franklin, Ohio. 





SALESMAN for ladies’ Brooklyn turn shoes. 
Middle western territory. Man now handling 
high grade men's could take this as side line. Con- 
pu Shoe Co., 1616 St. Marks Ave., Brooklyn, 





SALESMAN wanted to sell our line of Women's 
Misses’, Children's and Infants’ TacklessMcKay 
sewed, Goodyear Turn sewed, Stitchdown and 
Puritan Welt Stitch Shoes in the State of Michigan 
and the Pacific Coast States on commission. Can 
be sold with other non-conflicting line. Only those 
with established trade need apply with references. 
H. 8. Albright & Co., Inc., Orwigsburg, Pa. 


ALESMEN WATNED—We have several oppor- 

tunities for experien salesmen, acquainted 
with their territories, to sell our popular Men's 
Dress Welt line. The best $5.00 retail line on the 
market. One tray of samples. Strictly commission. 
Only 5 mY shoe salesmen need apply. La 
Cr t and Shoe Mfg. Co., La Crosse, Wis. 








ALESMEN WANTED for Manhattten and 

Bronx. Stitchdowns, McKays and Leggings. 
Hagerstown Shoeand Legging Co., Hagerstown, 
Maryland. 


ANTED—Salesmen selling non-conflicting lines 

to carry best-known Hochester make of First 
Walk Turns and Soft Soles. 10 cent commission 
on Soft Soles, 7 per cent on Turns. Strictly stock 
proposition enables salesmen to secure early pay- 
ment of earnings. Samples ready. References re- 
quired with eoplcation Address E-589, care Boot 
and Shoe Recorder, 207 South St., Bos 


WANTED First-class salesman to represent 
factory line of men's dress welts, 6 
cease? capesiines Age lealp between 20 sna 46. 

ears’ ge t ween 3 
Ge that can furnish list of accounts sold in the 
ve ears. Must be able to finance himself. 
Be of: erences required, none other need apply. 


ALESMEN WANTED—We have several op- 

portunities for A-l salesmen to carry our 
popular priced line of children’s turn shoes. Up to 
the minute in style. Sizes run from First Steps to 
Misses’ 11 }¢-2's. We pay 6 per cent commission. 
This is a stock proposi Samples now ready. 
Quality Shoe Company, Roch oe Be 





ton, Mass. 








y. Milwaukee, Wis. 











Wanted—Experienced shoe salesman 
for Maine, New Hampshire and Ver- 
mont. Well known Manufacturer of 
Men’s work shoes, Moccasin toe Pacs 


and drivers. Liberal commission. State 
references and experience. Address 
E-650, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago. Ill. 








POSITION WANTED 





ANTED—Experienced salesmen Men's Med- 





LARGE line of children’s, misses’ and women's 
novelties, medium-priced for Philadelphia and 
vicinity, wanted by young man who has large 
following. Have covered this territory for five 
ears. Can furnish references. Address, P-24, care 
oot and Shoe Recorder, 1420 Widener Bidg., 
Philadelphia, Pa. 


OUNG man, shoe salesman, willing worker, 
desires position as assistant to high-grade win- 
dow trimmer. Salary no object. Address K-623, 
a and Shoe Recorder, 127 Duane St., New 
ork. 


PRACTICAL SHOEMAKER AND FACTORY 
MANAGER—I have had wide and successful 
experience in shoe construction and factory man- 
agement with three important firms. I am equipped 
to manage a shoe factory making either h Lesther 
shoes—Men’s or Women's, Welts or McKays; 
2—Felt Slippers; 3—Canvas leather Sole footwear. 
4—Canvas Vulcanized footwear, or rubber foot- 
wear. My experience entitles me to be considered 
for either of the above lines of construction. I am 
46 years of age and in fighting trim. t of re- 
ferences furnished. Address E-668, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


IF 


You have a sales problem it may be to 
our mutual interest that we get to- 
gether. 

A sales manager with a record of suc- 
cessful merchandising will shortly be 
open for a new connection. 

He is experienced in all branches of 
the shoe industry, is capable of deter- 
mining the type of shoes a factory is 
best able to make, pricing them in 
keeping with their natural market, 
developing that market, and by the 
proper merchandising methods hold- 
ing it. 

Replies held in confidence. Address, 
E-669, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 



































LINE WANTED 


ALES AND CREDIT MANAGER boys’ 
MeKays and Welts with twenty salesmen would 
like manufacturer's line girls’ welts or McKay Welts 
to sell to retail trade. Straight commission basis. 
Address E-655, care Boot and Shoe Recorder, 207 
South Street, Boston Mass. 








FOR LEASE 








FOR LEASE 

Long tablished, ful % 
wear specialty concern in Lowell, Mass., 
now greatly enlarging its structure desires 
to lease space on main floor and basement 
for a women’s and misses’ high class popu- 
lar line of shoes. Splendi oppercants 
for strictly live, up-to-date SU ESSFUL 

rty. Address Cherry & Webb Co., 275 

festminster St., Providence, R. I. 

















FOR RENT—Best retail location in Muncie. 
Address Dale Shreeve, care Merchants Trust & 
Savings Company, Muncie, Indiana. 


FOR HENT for an ideal shoe store best location 
in town, or will sell lease on building. Address 


tive Cohen, 359 Third Street, Niagara Falls, 


SPACE TO LET 


Excellent opportunity for man- 
ufacturer or jobber to locate in 
heart of New York shoe market. 
Offices, display and stock rooms 
complete. Telephone, stenogra- 
phic and sales service can be 
arranged. Address Box E 673, 
Boot and Shoe Recorder, 127 
Duane St., New York City. 














FOR RENT 


Store room in handsome store and 
office building now being erected on 
the most desirable lot in the city, THE 
PHOENIX, corner Main and Ninth 
Streets, Hopkinsville, Kentucky. Ideal 
location for exclusive shoe business in 
the best city in Kentucky anything 
like its size. If interested write imme- 
diately to W. T. Cooper, Hopkinsville, 
Ky. 























FOR SALE 


R SALE—Well established exclusive shoe 
store, in city about 7000, northern Minnesota. 
Doing good cash business, good y yy and 
tourist trades. Write, E-670, care ot and Shoe 
ecorder, 207 South St., Boston, Mass. 
FeR SALE—Shoe stock in an Ohio town of 11,000 
Established for 26 years. Good location, low 
overhead. Stock can be reduced to 5000 or less. 
Out of town businéss interests necessitate selling. 
Address, E-671, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
SOR SALE—We are discontinuing our women’s 
shoe department and are offering for sale 370 
pairs of Clapp oxfords and 170 pairs of Clapp boots 
in black and in tan vici and Kangaroo leathers on 
up-to-date Clapp lasts as this department is but 
two years old. Good widths and sizes. These can be 
bought at a bargain viding the whole lot is 
taken. Write or wire May Brothers, Tulsa, Okla. 




















,;ACTORY EXPERT OPEN FOR POSITION— 


I am connected with one of the large shoe 


BUSINESS OPPORTUNITY 





manufacturing concerns in the East as ger of 
shoe construction departments. I have had wide 
and successful experience on the subjects of costs, 
production and quality and bave made a specialt 
of women's shoe construction for several years. 
am desirous of joining an organization making 
women’s shoes that has need of a man with my 
experience. Can furnish the highest of references. 
For further particulars address, E-664, Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





APABLE shoe buyer, 40 years of age, with wide 

experience in department and chain store 
management now employed, desires change. Ad- 
dress, E-665, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


SITION WANTED—Buyer and manager, 12 

years’ experience in the shoe game, a producer. 
Address, E-666, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


XPERIENCED shoe salesman seeks position. 
A-1 reference, 6 years last position. Distance 

no object; will dress windows. E-667, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 

















EAWUILNG store in growing town of Four Ihou- 

sand. Prosperous surroundings. One thousand 
college student body. a price. Offer open 
until April First. Address E-654, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 








Exceptional Opportunity 


A large wholesaler wishes to 
secure the services of a young 
man as assistant to the buyer 
of women’s, misses’ and chil- 
dren’s shoes. State full de- 
tails regarding your qualifica- 
tions, experience and salary 
expected. Communications 
confidential. Address E-656, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








FOR SALE 


Brooklyn Shoe Factory now in opera- 
tion, daily capacity pairs; estab- 
lished 18 years; all new modern equip- 
ment for welts, turns and McKays; 
can be bought as a running business 
taking over the corporation name, an 
Good Will of over 300 active accounts, 
or will sell the plant alone. Two lar, 
floors, about 19000 sq., feet, centrally 
located, good lease, low rental. Present 
owners will give personal assistance for 
a while to the buyer if —— to carry 
on the business as a go concern. 
Write E672, care of Boot a | Shoe Re- 
corder .207 South Street, Boston, Mass. 
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Friedman Making McKays 

B. Friedman, New York wholesale 
house, recently started a factory in Brook- 
lyn to make high-grade McKays. The 
factory will have a capacity of 1,000 pairs 
per week with facilities to take care of a 
greater output as the business increases. 
The shoes will be very reasonably priced 
and the concern expects the line will meet 
with immediate success. 

B. Friedman is one of the oldest whole- 
sale houses in the New York market. It 
was established in 1880. Leonard Fried- 
man, head of the business, is associated 
with his brothers. 


Wife of Shoe Manufacturer 
Is Dead 

North Grafton, Mass., Feb. 20—Mrs. 
Ida McGarry, wife of F. M. McGarry, 
president and treasurer of The Forbush 
Shoe Company died in Naples, Italy, 
recently. She was ill with pneumonia. Mr. 
and Mrs. McGarry left here several weeks 
ago to tour Southern Europe. 








WAN IED TO PURCHASE 








We bu ~sJ—t 4. Lt — 
Tod wheal je stocks 


for retail of shoes or any 
other tt -, ;~ - no object. 
For 30 years our ty. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 snosowar, NEW YORK, N. Y. 
suo . esne— Canal 5 6874 F 
WILL ; ELLE OR 

SURPLUS STOC! KS 
BUY (ENTIRE STOCKS }' CASH 
Bargains in shoes always on hand for special 
jee and bargain basements 








CASH PAID 


for shoe stores or yr stocks of shoes or 

for other merchandise. Leases taken over. — 

will send a representative to investigate and 

make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 

Phone Sodten $160-5161-5162 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or ether merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N, Y, 
Phone Spring 1443 




















313 Church Street, New York City 
also purchase 


| \ 890. 

MAX GLAUBERG 
| clothing, hats, furniah- 
} Canal 5802 
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ing goods. ete. Phone 8764- 

















MISCELLANEOUS 
Zvcee 
ax SMYE rappers 
=5 (10M rome MODERNIZE 










To provide adequate 
storage facilities for shelf 
stock — to make it accessible 
and convenient for clerks and 
stock men to handle with absolute 
safety to insure quick service for 
7 —— or retail trade—install one 
fi) more MYERS NOISELESS 
DeusttiON = rag pn 
‘ tread steps, ful h 
hand grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 
and noise and produce a ladder of ample 
strength for safety, convenience and eff 
yO a of design prone = 4 
— any height — easily 
installed — meets most 
requirements. 
Circular on 


















Milbradt Rolling 
Step Ladders 


Sj ere made in a great 
: oe ADT 

kinds stores and 
shelving. They will en- 
able you to get along 
iess help, save the 


Write for our latest 
= catalog showing 18 
=| styles of ladders as well 
=| as other store fixtures. 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 




















Winpow DISPLAY FIXTURES 
ASK FOR CATALOG 


Mi-imeie-4-20).1.45, 168) 


[11 WT. 4™ ST. CINCINNATI.O. | 








WHERE TO BUY 
Wanted Styles 


An Extra Editorial Service 
to **Recorder”’ readers, free 
for the asking, with authen- 
tic information on current 
problems. 
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THE COMFORT MEN BUY! } 


With his other treasures of comfort and convenience the 
typical man greatly covets his shoes with lacing hooks. 
He appreciates the thought and consideration on the 
part of the retailer that has made it possible for him 
to enjoy greater shoe comfort. A man never forgets the 
store which sells him service of that kind—make the 
men who come into your store to buy, your permanent 
customers by selling them footwear which has the feature 
that makes shoes snug fitting, easy to lace and conven- 
ient to wear—sell shoes with lacing hooks! 





ae ee — Dealer Inft is secured thru advertising in the Boot and Shoe Recorder. 
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No. B4642- 
Imitation Turn, 
feel. A to C 
No. B4643—As Illustrated, ‘Pat. Leather, 
— Metal Trimmed. A to C.. $4.65 
As Illustrated, Airedale a 

Pieid Mouse Kid Trimmed. A to C... 
Also as Illustrated, White Kid, Black ‘iid, 
Airedale Kid and Gray Kid. A toC 

(25e. per pair less in 36 pair ‘loa 


Black Satin, Suede Trimmed, 
16-8 Full Covered Spanish 
-65 


No. B4553—Airedale Buck, Russia Calf Trim- 
med Turn, 15-8 Full Covered Spanish Heel. 
A to C $5.00 
No. B4554—As ‘Tilustrated, Black Satin Gun 
Metal Calf Trimmed. A to ( $5.00 


per pair less in 36 pair lots) 


No. Bt615 

Kid Trimmed, 

Heel. AtoC.... - $4.50 

As Illustrated in Airedale, Black ‘Satin, Black 

Velvet, Patent and White and Gray Kid . $4.50 
25e. per pair less in 36 pair lots) 


Jack Rabbit Gray Buck, Gray 
Imitation Turn, 8-8 Covered 





All of these High 
Grade Novelties 
IN-STOCK for 
IMMEDIATE 
DELIVERY 


If you don’t see just what 

you want here for your 

Easter business, Write us— 
We have it 


The largest novelty 
shoe house in New , 


England 


Terms—2% Net 30 
F. 0. B. Boston 





Single pairs 25 cents extra 








No. Bt725—Patent Leather 


} Lvop Sandal, 
Imitation gTurn, 6-8 Leather Heel. 


C width 


$3.25 
No. B4726—As illustrated, Black Vici a 
Cc width - 
No. B47 27—As lilustrated, All Gray ‘Aisbale 
and White Buck. C Width 
No. B4730—All White Kid, also Red, Green 
and Blue Kid. C width. . $3.60 

(25e. per pair less in 36 pair lots) 


—\ 


No. B4627—Black Satin, Black Suede Trim- 
ag Imitation Turn, 12-8 Covered Heel. A to 
C. Also in Black Velvet, Gray Buck, Airedale 
and White and Gray Kid. $4.50 
(25e. per pair less in 36° pair lots) 


No. B4550—Gray Buck, Gray Calf Front, 

Lattice, Turn, 8-8 Covered Heel. A to C. .$4.75 

No. B1552—As Illustrated, YN Buck, 

Russia Calt Trimmed, 8-8 Heel. A to $4.75 

No. B14555—As IMlustrated. _Black aii. Gun 

Metal Calf Trimmed. $4.75 
. per pair ty in <6 pair lots) 


No. B4740—Patent Leather Wr Sandal, Imi- 
tation Turn, 6-8 Leather Heel. B and C. .$3.35 
No. B4741—As Illustrated, Airedale Buck, 
Field Mouse Kid Saddle and Strap. B and C. 


No. B4742—As peastegsed, Gray Buck, Gray 

Kid Saddle and Strap. B a -60 

No. B4743—As Illustrated, all White, Blue, 

Red and Green Kid. B and C $3.75 
(25c. per pair less in 36 pair lots) 





ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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“WEST WIND” 


Every customer who walks out of your store unsold, represents a 
potential customer lost. Save the sale by showing the “Adora,” shoe 
first. A try on will convince your customer that this is the shoe to buy. 
The winning characteristics of “Adora” turns stand out unmistakably 
clear and appealingly. The careful calculating buyer, who enjoys the 
reputation of knowing quality and buying it, is sending orders for 
the “Adora” shoe with notable regularity. 


<* 
A 


5} 0 


The “WEST WIND” a semi-sport sandal in patent chrome, 
can also be had in white leathers, black and colored calf 
skins, also Alligator and Lizard effects. This pattern fits 
the foot and hugs the heel. Carries an 8-8 heel. 


F. E. pt Shoe nee 


Seabrook: N. 2. 


Bostor New York Chicago 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bidg., Room 810 


Address all correspondence to the factory 


SALESMEN 


Pacific Coast--Geo. R. Rule New York—Frank Harris Southern States—Ernest and Harry White 
New England-gLouis Bonin Chicago District—Frank Parker Eastern States—Frank Law 
Middle States—Chas. Reedholm 


iy 
PEPPER RPT PLP IIPS TRIPP 
‘ 
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Not a tvace 
of Color 


inthe — 
Whitest Whites 


March 





Clear, Clean, Spotless White 


NOT A SIGN OF UNDERCAST 


And besides the perfection of finish is the beautiful 
texture and the feel of Leather 


The Whitest Whites 


The Leader for Years 
and for Quality 


WHITE LEVOR GRAIN KID - Cabrettas 
WHITE LEVOR GRAIN GOAT - Chevrettes 
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~ but tf you want 


COLOR 


fov Easter 


| LOOK. 
HERE 


No.* 3—JACK RABBIT No. 8—BEAVER 

No. 4—EMERALD GREEN No. 9—TRU BLU 

No. 13—ORIENTAL PEARL No. 5I—GOLDEN BROWN 
No. 17—IVORY CHAMPAGNE No. 63—HAVANA BROWN 
No. 37—RED No. 23—MEDIUM GREY 


LEVOR GRAIN KID—Cabrettas 


Siren Cie 






/ Tanners 
New York GLOVERSVILLE, N. Y. Boston 
Distributing Force 
ARTHUR S. PATTON LEATHER CO., St. Louis GEO. W. NEWMAN LEATHER CO., Cincinnati 





McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
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FISHER’S 
FULL - FOOT 


Black or brown vici Flexi- 
ble McKay, Triple E 
wide. Full ankle last, 
Reinforced Spring Steel 
Shank. Wingfoot heel. 
No. 054 Oxford. . . . $2.35 


No. 078 Boot. . ... . $2.85 
5% —30 Days 


IN STOCK 


“There’s a depth of 
comfort and service built 


into FISHER Full-Foot 
Comforts. Let a woman once experience 

the sturdy support, cushioned insoles and 

exceptional fitting qualities of FISHER 

Comforts and you've made a firm friend. 
She will naturally think of your store, 
whatever her shoe requirements.” 


FISHEBCOMYORIS 


\ FISHER &/5,\QN 


LYNN,MASSACHUSETTS 
Boston Office: 216 Lincoln Street Chicago Office: 189 W. Madison Street 
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SPRING STYLES 


Immediate Shipment 


B, C, D WIDTHS 


KK-539—Black Kaf- 


KK-509 —Black o< 
for Kid Bal....... $5. 


KK- aictibnsabaes M- 
Kaffor Kid Oxford Ca 
$4.85 M- 





R-109—T. Red Calf 
_ 504 
Orange upper stitching 
Gable edge; 501 


oe) —-Saes Veal Ox- 6038 — 
ford...... . $3.35 Oxford 
009 — “Black. Veal Bal. 6008 — 

$3.45 Bal. .. 
6039—Chocolate Veal 8038 — 
Qateed, acccesee $3.35 ford. 
o seme Veal 3008 — 
Bal.. . $3.45 





Terms: 
4% Ten Days 
Net 30 


ROHN SHOE MFG. 


400 Florida Street - - 


5138—Black Calf Ox- 

for Kid Oxford. . .$4.85 ford $3.85 

5108—Black Calf Bal. 
$4.00 


R-1018—T. Red eo 
Blu $5. 


ee $4.8. 


SIZES 5 to Il 



















1038 — Mehoakan 
lf Oxford .....$3.85 
1008 — Mahogany 

. $4.00 


KK-109—C hocolate Calf Bal.. 
Kaffor Kid Bal... $5.00 
3.85 
R-1048—T. Red Calf 
R-139—T. Red Calf re $4.85 
WN ckncsoged $4.85 


8—T. Black Cat 
8—Black Cait Bl, 


Chocolate Veal 
vamennedel $3.35 
Chocolate Veal 
, inde went $3.45 


Black Veal Ce. 
. $3.3 


Black Vv real od 
$3.45 


* 
oS 
” 


. -* 
"ener 


COMPANY 


MILWAUKEE, WIS. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Shoes by DEGEN- 
LIPP Inc., Brooklyn. 
Made of Vode Kid 
color 46 RED. 












































Shoes by Phillipson 
Duncan Inc., 88 Uni- 
versity Pl., New York. 
Made of Vode Kia 
color 51 FAWN. 
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‘“‘Beware of Color Weakness’”’ 


Beware of “color weakness’”’ in selecting the leathers of which your 
colored kid shoes for next Spring and Summer are to be made. 

The demand for colored kid is assured, and will progress from Easter 
right on through the Summer. Leading retailers throughout the 
country, particularly those who follow style trends closely and profit 
by novelties we originate, are placing orders for “Vode Kid colors. 
Select “Yode Kid Colors, and you won’t have “color weak”’ shoes. 
Every one of the many new shades in “Yode Kid which we have 
originated is produced with the thought of livening up the shoes these 
shades will make. 

Nothing but the finest quality of raw skins, specially selected for their 
fine grain, can produce the warmth, richness and brilliance which 


always characterize “Vode Kid shades. 
Our Brighter Shades, Matched with Textile Colors 


Color g6 RED Color 340 CLOISONNE Color 16 KARA 
Color 38 BLUE Color 61 YU CHI Color 47 PLUM 
Color 39 MIDNIGHT BLUE Color 62 APPLE GREEN Color 48 LAVENDER 
Color 40 LIGHT BLUE Color 6 CHINESE YELLOW Color 147 PATRICIA 


Color 546 CHINESE RED 


Our More (onservative (olors Are as Follows: 


Color A HAVANA BROWN Color 117 LIGHT AIREDALE Color 70 JACK RABBIT 
Color B GOLDEN BROWN Colorzz TAN Color 170 ORIENTAL PEARL. 
Color 19 CAMEL Color 712 BOMBAY Color 50 WHITE 

Color 17 AIREDALE Color g FOG GRAY Color 51 FAWN 


Color 114 APRICOT 


The Standard Kid Co. 

















us for the occasion and Headquarters Boston, Mass. 
style trend of shoes in 
rs to harmonize with NEW YORK CINCINNATI 
t materials will mean megs tIe 
vased business for stores CHICAGO 1 dicunes 
rf h iscrim- " ‘ 4 ~ » 
a? LOS ANGELFS PHILADELPHIA ROCHESTER 


ing 


A decided finishing touch to 
the shoe — quarter linings 
of GRAY, WHITE, 
CAMEL, andF AW Nshades 


of “Vode Kid. These 


also lessen crocking of 


hosiery. 
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PERFECTING THE NEW PATTERN 


HE chief function of the Dunbar organization is the creation of new 

designs. A large number of leading manufacturers rely upon the 

regular style letters and suggestions from Dunbar Designers. This 
service insures that the manufacturer’s line shall always be ahead of the 
style procession—that his models shall reflect the most advance trend of 
fashion. 

The preliminary pattern may be an estates Dunbar creation, or it may 
be adapted from the manufacturer’s suggestion. The next step is the 
making of a trial pair—a close examination of it on a model foot—then the 
making of the permanent pattern. 

Dunbar Service is thorough. It insures dispatch. It protects the interests 
of those who make and those who sell style footwear. 


Your designs are always safe when 
locked in the Dunbar Treasure Chest. 


DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 
SV SSS taal 


A mtene ern cn 
Wie fam we 7 bs? 12 " ST. LOUIS ~CHICAGO ~ MONTREAL 


is BA Zo we 








BOSTON ~BROCKTON ~NEW YORK 
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"catalase 


This booklet can make you the 


most envied shoe merchant in town 


OMING to you is a booklet—which 
tells the Johansen program for 1924 
on Feeture-Arch Shoes. 


Johansen Feeture-Arch Shoes are by far 
the most remarkable line of corrective- 
stylish shoes ever offered a retailer. 


The Feeture-Arch itself, a patented de- 
vice hidden in the light graceful sole, is 
both rigid and flexible. And although it 
gives this remarkable orthopaedic action, 
it detracts in no way from the stylish effects 
for which Johansen has always been known. 


The Feeture-Fit Heel, which brings a 
new standard of heel snugness, is a sales 
clincher all by itself—and yet it’s only one 
feature of Feeture-Arch Shoes! 


All the wonderful sales points are being 
broadcasted to every city, town and cross- 
Write for this Booklet roads village in the country by national 

today! advertising. 





T And only one merchant in each town 
can handle Feeture-Arch Shoes. Exclusive 
franchise granted to the best! 


JOHANSEN BROS. SHOE CO. 
3634-3650 Laclede Avenue 
St. Louis, Mo. 


OHANSEN 


FEETURE ARCH SHOES 


WITH THE FEETURE-FIT HEEL 
“They Have Made Fashion Comfortable 





Trade Mark 
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HE question of space 

economy increases in 
importance as rents go 
higher. It is worth your 
while to make note of the 
fact that you can seat 
seven people as comfort- 
ably in American Inter- 
locking Shoe Store Chairs 
as you can six in chairs 
of other types. 


AMERICAN-SEATING (OMPANY 


General Offices: 


CHICAGO PHILADELPHIA [NEW YORK 
1016 Lytton Bldg. Room 707, 250So.BroadSt. Room 601, 119 W. 40th St. 
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Patent Leather Footwear Is Being 
Worn Extensively with Flesh 
Colored Hosiery 








IN STOCK 





B 419.P $4.60 B 519-E i ‘ $6.50 
Net 30 Days Net 30 Days 

Women’s Patent quarter and vamp, black suede Women’s Patent quarter and vamp, Berville cross 
straps, two-strap Coma sandal, Savery last, strap sandal, black ooze collar and straps, Savery 
McKay sole, 134-inch patent covered Cuban heel last, Turn sole, 14-inch patent covered Cuban heel 

AA 5 to 8 AAA 5% to 8 

A 4% to 8 AA 5 to8 

B4 to8 A 414 to8 

B 4 to8 

Cc 


C 34 to8 
cia 314 to8 


Patent pumps with light shades of hosiery is the newest 
in dress. It is a combination that is sweeping the 
country. 


The styles illustrated will not only satisfy 
the style whims of your most particular 
customers, but they will also give lasting 
satisfaction to the wearer. 


Shipments Made Same Day as Order Is Received 


Many Other Styles IN STOCK---Send for Catalogue 


UTZ & DUNN CO. 


ROCHESTER «NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bidg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Building 
TIGER & McNUTT 130-132West 42nd St., Room 1521 Angeles, Cal. 
Representatives S. A. McOMBER, Representative G. C. McATEE, Representative 
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LITTLE JOURNEYS TO AND FROM FAMOUS PLACES | 
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Ponce de Leon .s. e° 
St. Augustine, Florida ods 
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The Ponce de Leon Hotel at beautiful St. Augustine was named after the Spaniard 
who came to America to find the fountain of eternal youth. He did not find it. Our chemists 
who made the formula for Vim heels were more fortunate. They have found a way to keep 
rubber young and lively after months of hard wear. We make two other long-wearing rubber 
heels—Bull Dog, our highest grade, and Ever Grip, a wonderful value at a popular price. 













BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 














. 4 














March 8, 1924 BOOT AND SHOE RECORDER 13 





—_— os swe ee ee 





NOW IS THE TIME 


to get your Grays for Easter 


We have them in stock! 


Snappy 
Styles 


Right 
Patterns 


Send 
for 
our 
Catalog 












No. 159 
Price $4.85 
Silver Suede Kiki Sandal, Cut-out on 
Saddle and Quarter, Single Sole, 8-8 
W Covered Heel, 
Belmont Last. AA to C. 


Price $4.85 Price $5.00 
Silver Suede Patsy One Strap, Cut-Out Silver Suede Dolly One Strap, Cut-Out 
Vamp and Quarter, Single Sole, Mili- on Saddle and arter, Single Sole, 
tary Wood Covered Heel, New- Full Wood vered Spanish 
port Last. AA to C. Louis Heel, Beacon Last. AA to C, 





cee a a NF NF oO FE Ff SF a + eS 


Thomson-Crooker Shoe Co. 
18-26 Station Street Boston, Mass. 


em ee mmm 
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“The 
Immortal 


Sole” 


Natural (Plantation Finished) 
Crepe Rubber 


Millions of people with jaded nerves ana 
jarred physical systems will soon learn with 
joy that they can buy shoes soled with 
Natural (Plantation finished) Crepe Rubber. 


A great advertising and publicity cam- 
paign to be released with the advent of the 
spring buying season will announce that 
dealers and sporting goods houses car now 
supply footwear soled with the sole sensation 
of the age—-NATURAL CREPE RUBBER 

THE IMMORTAL SOLE. Already a 
tremendous success in Great Britain. 

Until this Spring few American-made shoes 
have had the genuine CREPE RUBBER 
SOLE—but the thousands of pairs that have 
been imported have proved that the demand 
so far exceeded the supply that many manu- 
facturers, ever alert for new and active 
markets, have taken up CREPE RUBBER 
and experienced the same favorable reaction 
here asdid those of England—that NATURAL 
CREPE RUBBER is the ideal sole. 

This campaign in the Saturday Evening 
Post, sport papers and the leading news- 
papers of the country, will soon be released— 
get ready now for the results—Don’t delay— 
the Spring demand is coming with a rush. 


Cash in on this campaign!!! 


If you have not yet been fully informed 
about Natural Crepe Rubber, we shall be 
glad to mail you, on request, our hand-book 
on the “Crepe Rubber Sole” and full infor- 
mation as to source of supply of genuine 
Natural (Plantation finished) Crepe Rubber. 
Act quickly, and get in on the crest of this 
new business wave. 

Natural (Plantation finished) Crepe Rub- 
ber is 100% pure rubber—nothing added, 
nothing taken away—with all the natural 
rubber properties unimpaired. It is the 
pure latex of the rubber tree, freshly 
milled immediately after coagulation. It 
is live rubber, full of nerve, subjected to 
no subsequent treatment. 


Address 


RUBBER GROWERS ASSOCIATION, Inc. 
2, 3, 4 Idol Lane Eastcheap, London, E.C. 3 
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Natural Crepe 
Rubber has a 
peculiar gristly 
texture which 
gives unequalled 
durability, mak- 
ing the most eco- 
nomical sole in ex- 
istence. The com- 
bination of light- 
ness, flexibility, 
resiliency, and 
particularly the 
unprecedented 
durability has 
made Natural 
Crepe Rubber 
the sensation 
of the entire 

Boot and 

Shoe In- 
dustry. 


































































192% 











March 8, 1924 


= C4 










————————— 


When Remington went into the 
Cash Register business there were 
two questions that had to be an- 
swered. 


1. What protection does the mer- 
chant need and want today? 


2. How can a Cash Register give it 
to him? 


An organization that knows the 
problems of the merchant as few 
manufacturers ever get to know them 


Akron, Ohio 
Albany, N. Y. 
Atlanta, Ga. 
Baltimore, Md. 
Binghamton, N. Y. 


Remington, 
Cash Register § 


REMINGTON CASH REGISTER CO., Inc. 


Factory and General Sales Office, Ilion, N. Y. 


Subsidiary of REMINGTON ARMS COMPANY, Inc. 
25 Broadway, New York, N. Y. 
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answered the first. 


The livest talent in the country 
was retained to answer the second. 


Remington has a _ century-old 
reputation for precision and skill in 
manufacturing fine mechanisms. 
This experience is embodied in 
Remington Cash Registers. 


The Remington is the new and 
better Cash Register. You ought to 
see it. 


Seattle, Wash. 
Sioux City, Ia. 
Spokane, Wash. 
Springfield, Mass. 
Springfield, Ohio 





Birmingham, Ala. 


In Canada: Remington Cash R 
557 Yonge Street, Toronto, Ont., Canada. 


ister Company of Canada, Ltd. 


St. Louis, Mo. 





Boston, Mass. 
Bridgeport, Conn. 


St. Paul, Minn. 
Syracuse, N. Y. 





Brooklyn, N. Y. Fargo, N. D. Los Angeles, Calif. Omaha, Nebr. 

Buffalo, N. Y. Fort Worth, Tex. Louisville, Ky. Philadelphia, Pa. nema gp 

Charlotte, N. C. Fresno, Calif. Madison, Wis. Pittsburgh, Pa. ee tag 

Chicago, Ill. Grand Rapids, Mich. Memphis, Tenn. Portland, Me. Toledo, Ohio 

Cincinnati, Ohio Harrisburg, Pa. Miami, Fla. Portland, Ore. bmg “} J. 
ica, N. Y. 


Cleveland, Ohio 
Columbus, Ohio 
Dallas, Tex. 
Davenport, Ia. 
Denver, Colo. 
Des Moines, Ia. 
Detroit, Mich. 
E. St. Louis, Il. 


Hartford, Conn. 
Houston, Tex. 
Indianapolis, Ind. 
Jacksonville, Fla. 
Jersey City, N. J. 
Kansas City, Mo. 
Lansing, Mich. 
Little Rock, Ark. 


Milwaukee, Wis. 
Minneapolis, Minn. 
Nashville, Tenn. 
Newark, N. J. 

New Orleans, La. 
New York City 
Oakland, Calif. 


Oklahoma City, Okla. 


Providence, R. I. 
Reading, Pa. 
Rochester, N. Y. 
Sacramento, Calif. 
Salt Lake City, Utah 
San Antonio, Tex. 
San Diego, Calif. 
San Francisco, Calif. 


Washington, D. C. 
Wheeling, W. Va. 
Wichita, Kan. 
Wilkes-Barre, Pa. 
Wilmington, Del. 
Yonkers, N. ¥. 
Youngstown, Ohio 


There is a Remington Cash Register built to fit your business. Get in touch with the Office nearest to 
you, and you will find our representative there willing and glad to make a complete demonstration. 
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‘*Specialize—|t 


















































DOCTOR 


PRIVATE 














F PFNHE scene is the reception-room of a doctor's office; a 
| score of people are waiting expectantly, each one 

©” hoping that when the door marked ‘’Private’’ is 
opened his or her name will be called to see the great 
specialist. And the great man? He is a doctor who has 
specialized on bones, and after years of intensive work has 
concentrated on one set of bones; the bones of the feet. 
The fees he collects, the long lists of patients, the reputa- 


tion he has built up—they are all the result of Specializa- 












tion, then Concentration. 


IN STOCK IN STOCK 





























No. 59—Metropolitan Last, Black Kip No. 58—Metropolitan Last, Brown Kip 





with rey aan Inla Widths. B, C, D. with Brown Grain —. Widths. B, C, D 
Sizes, 6 to 11.. "Price. $3.50 less 4% Sizes, 6 to 11. ice, $3.50 less 4% 
. Crease) rouser Crease 










The numbers 
featured here 
are in open 
stock, and can 
be ordered in 
single pairs or 
more. 











; -CARTI 


SPECIALTY]|N\ 








Men’s and Boys’ Goodye 














MADE everypart 
SOLID LEATHER 
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then Concentrate” 





























IN STOCK 
IS success has a message for all progressive shoe re- 
tailers. Specialize on a certain section of the great 
buying ‘body’’—the class of trade that it is logical 
for your store to reach—and then concentrate on lines that 
you know will give greatest satisfaction to them. If you 
are specializing on the $4, $5, and $6 trade, you will find 





that by concentrating your purchases of Men’s and Boys’ 
Goodyear Welt Dress Shoes on the CARTER LINE, you 
are collecting profitable “fees; that your lists of custom- 

No. 81—Runaway Last, Spanish Red 


ing: l ildi y - Calf Inl WwW B.C. D. S 
ers are lengthening; and that you are building a worth Calf Inlay Pattern. Widths. 3. GD. Sizes. 





while reputation. Samples? Any time! 


IN STOCK IN STOCK IN STOCK 





No. 71—Runaway Last, Light Tan Kip 60—Runaway Last, Black Mohawk No. user Crease Widths Gun Metal Side 
Stitched 2 and 2. idths. B, C, D. Sizes, aT Stitched 3-8 spans Widths. B, C, D. (Trouser vegans os. B, as D. Sizes. 
6 to Il. . Price, $3.50 less 4% Sizes, 6 to I1.... .Price. $3.50 less 4% 6toll . Price, $3.00 less 4% 


ER & COMPANY 


MANUFACTURERS OF 


ar Welt Dress Shoes Popularly Priced 
; ; TENNESSEE fam 


SOLID LEATHER 
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chaos. Deas 


Mr. Walter J. Hallahan 
HALLAHAN & SONS, Inc. 
PHILADELPHIA, PA. 





‘‘JUDGE IT BY ITS USERS’’ 


IA 
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To WALTER J. HALLAHAN 


Dear Mr. Hallahan: 


Your statement that you have featured our Havana 
Brown Kid in your line of shoes for many years, and 
have called attention in your advertising to the fact that 
all your Havana Brown Kid shoes are made of NEW 
CASTLE HAVANA BROWN KID, is one of the high- 
est appreciations of our product that we have ever received. 


We welcome this opportunity to broadcast to your 
customers that we have the fullest realization of your 
responsibility to keep the standard of our leather to such 
a point that you may never regret the confidence which 
you have imposed in us. 


Very truly yours, 
NEW CASTLE LEATHER CO., Inc. 


Be 


President 


NEW Cigh LE KID 


SAS 
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B 180—Men’'s 6 inch Tan Soo 
Calf. Goodycar Welt. Unlined. 
Soft Toe Cap. Single Sole. Rubber 
Heel. 

Last 36. 
Widths 1 to 5. 
In stock, 5 wide 

$3.50 









B 261—Men’s 6 inch Tan and 
Chocolate Elk Seamless. Goodyear 
no Unlined. Single Sole. Ru 


Last 36, widths 1 to 5. 
In ok, 5 wide 
PERS $3.50 
B 263 — Same as 
above in Tan Soo 
Calf Seamless 
Not in stock 
$3.50 








B 158—Men’s 6 inch Tan Soo Calf. 
Goodyear Welt. Unlined. Plain Toe 
Single Sole. Rubber Heel. 

pe) Last 36, Widths 1 to 5 


In stock 5 wide only... .. .. 83.50 
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We Build Them to Wear 


There’s a lot of personal satisfaction in selling 
heavy duty footwear—that will give the cus- 
tomer unmatched satisfaction — and when 
there’s good profit in the sale then you have 
the ideal combination. 













The Chippewa line means 
more profit to the merchant 
—and more satisfaction to the 
customer. 


















B 150—Men’s 6 inch Tan California 

Calf. Goodyear Welt. Lined. Soft Toe 

ger. Single Sole. Rubber Heel. Army 
‘attern. 


Last 36, Widths 1 to 5 
In ‘stock 4 wide only........... $3.65 


We'll Send Salesman or Samples with the 
story of “Original Chippewa’ Profit 


WRITE US 


CHIPPE\VA SHOE MFG. CO 


CHIPPEWA FALLS WISCONSIN 
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a< from Rueping’s KIN KIN Sport Shoe Leather. ey 
Fé In the production of KIN KIN, the process of elk tanning GB 3 
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- development by the pioneer tanners in this specialized D 
A field. by 
ae] Made in all colors. pe 
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We Are Sole Distributors 
for 


The UNITED STATES 


THE OLD DEPENDABLE 
CAKE DRESSING 
FOR WHITE 
f=——SHOES 4 





} IN WHITE, KHAKI AND 
WEB (Green) 





Laing, Harrar & Chamberlin 


41 N. 3rdjStreet PHILADELPHIA 
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One of our leading shoes, 
built within the dictates 
of the N.S. R. A. Styles 


Committee. 


Good for Post-Easter and 
early summer. 








No. 978 


KANTUNG 


Patent Leather with Dull Trimmings. 
Black Satin with Dull or Ooze Calf Trim. 
White and All Popular Colored Kids. 


THE CAHILL SHOE CO. 


CINCINNATI 
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THE PURE 
GLEAMING BEAUTY 


FBsCWHITE 
GLAZED KID 
IS SHOWN BY 
VOLK BROS CO. 
INC 
DALLAS. TEX 
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Kad Shoes Last Summere 


ANY shoe merchants under- 
estimated their sales of white 
d shoes last Summer. 


ut the Summer days came earlier 
an usual, and women of fashion 
once re-expressed their annual 


eerence for F. B. & C. White 
lazed Kid Shoes. 


p matter if they had bought colored kid 
oes for early spring. They did not hesitate 
buy another pair or pairs of the leather 
t is the stylish staple for Summer—F. B. &C. 
hite Glazed Kid—the leather that sheds dirt 
cause of 


‘‘The Glaze that Stays’’ 


ise shoemen who had learned from experi- 
e and observation that shoes of F. B. & C. 
hite Glazed Kid are always safe Summer 
rrchandise, reaped the benefit of their wise 
d early anticipation last Spring and 
mmer. 


Amalgamated Leather Companies 


INCORPORATED 


4 North 5th St. Philadelphia, Pa. 


Factories: Wilmington, Del. 





White Kid Shoes are some- 
thing like White Kid gloves. 
No woman’s wardrobe is com- 
plete without at least one 
pair. 


They are “Style” in almost 
any season and are harmon- 
ious with almost any cos- 
tume. 


Thus, they represent style 
and at the same time are in 
practically the same “Bread 
and Butter” class as your 
regular run of staples. 


There’s no “guess” about F. B. 
& C. White Glazed Kid. 


Only don’t “guess” you can 
get it at the last minute. 
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— a heap of satisfaction— 
. When you look over your inven- 
tory sheet, figure out what your efforts 
during 1923 have meant— 










When you decide that new life is 
needed in your business to create 
enthusiasm in your merchandise on 
the part of your customers and your 
clerks, it is good to know there is at 
your command an absolutely reliable 
service for this work. 






























You know a Kelly campaign will 
put that life into your business—move 
“shelf warmers,’ and winter goods 
which will be obsolete if carried over. 
With the usual Kelly results in the 
way of a clean stock, more business 
from a greater territory and a fund of 
new selling and merchandising plans 
business is sure to hit a splendid stride. 





George J. Schoner of Canton, Ohio. 
has just enjoyed that “‘grand and glori- 
ous feeling’ which comes after a Kelly 
sale—over $20,000 worth of shoes were 
sold for him in sixteen days’ time. 


“Bigger business, a cleaner stock. 
and profits from merchandise sold”’- 
that in brief is Mr. Schoner’s comment 
on Kelly Service. 








Such a Service operating in your 


store the next few weeks, will bring 
out the possibilities of your store and fa 


territory—possibilities which will 





4 mean a bigger figure on the profit side 
mice of your 1924 ledger. 
MUINNEA POLIS 
Certainly you can hardly afford to 
| pass up any opportunities for making 


this year a banner one. If you have 


sas? 
wa never received full details of Kelly 
port Service, send in the size and kind of 
”, stock you carry and our plans will be 
forwarded at once. If you have full 


details, then you would do well to 
make early reservations. 
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‘Most Styles Ten Dollars”’ 


A Rare Sales Opportunity for the Retailer 
of Men’s Fine Shoes 


A line of men’s fine shoes to sell at ‘Most Styles Ten Dollars”’ is 
a merchandising opportunity long sought by retailers. 

By reason of the comparative slow turn-over in men’s fine 
shoes, it has been almost impossible for the manufacturer to 
produce shoes of quality and style that could be sold at such a 
price and net the retailer an attractive margin of profit. 

Many of your customers would pay ten dollars for a fine shoe 
but would hesitate to pay a higher price. But these same men 
demand the finest workmanship and correct style, both of which 
the Eaton Shoe can and does give them. 

In addition, the Eaton Shoe offers a decided advantage in the 
very nature of its construction. The saddle insole makes ortho- 
pedic shoes unnecessary for those who have trouble with their 
feet and gives you an opportunity to sell them a fine shoe of 
excellent leathers in correct style at “* Most Styles Ten Dollars.” 

Illustrative of the fine workmanship and correct styling. of 
Eaton Shoes is the Trenton pictured below. 

If you have never sold men’s fine shoes the Eaton agency offers 
you a chance to begin on a conservative and fast-turning basis— 
one that will start from the very beginning at a profit. 

Write us for complete details of what the Eaton agency can 
do for you. 





The Trenton 


Medium brogue oxford for general 
outdoor wear. Made from selected 
brown Gauntlet calf with medium 
weight sole and O’Sullivan rubber 
heels. 


Made under the A. E. Little Patents 


CHARLES A. EATON (@) SHOE INDUSTRIES 


BROCKTON MASS., U.S.A. 














97 
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Specialists in Special Measurement Footwear 


TURNOVER 


““My stock of W. B. Coon shoes has not run below 
$300.00 or exceeded $600.00 at any one time, an aver- 
age of $450.00 for the year. 


**T his is not so bad when I look back and consider that I 
started with one pair in 1919. 


“T wish to say that in my ten years’ experience I have 
never tried to sell a shoe which sells as easy as W. B. 
Coon shoes. Just take pains to see that the first pair is 
fitted properly, and the customers are sure to come back 
generally bringing some one else with them.” 


From a dealer in a town of 9,000, whose weekly orders, 
during 1923, totaled $2,700.00. 


A little figuring will show that he turned his $450.00 
stock of W. B. Coon shoes SIX times, and that with a 
50 per cent mark-up his ‘‘Coon’”’ shoes brought in 
$4,050.00. 


This dealer would not have secured this turnover if he 
had spread his purchases of women’s, conservative and 
semi-dress welts among a number of houses. 


By concentrating upon the W. B. Coon Co. line, he had at 
his command a wide variety, in every size and width known 
to shoedom, and at no time was he “stuck” for an unusu- 
al size or width. 


UNEQUAL UVESUUM HHL 





a Rochester, N. Y. 


Chicago Office: 506 Security Bldg., 189 West Madison St. 
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urn Over— 


CWALK-CROFT SHOES “TURN: 
OVER* LIKE AWELL OILED WHEEL. 
RETAIL SALESPEOPLE LIKE THEM 


BECAUSE THEY SELL EASILY AND 
‘QUICKLY. 


Walk-Croft, 


-SMART SHOES FOR. WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 


AT THEIR FACTORY IN BOSTON 
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TONY TAN 


Reg. U. S. Pat. Off. 


has given us a surprise 





EK knew it was a favorite 
novelty color in the big city 
stores, but we never expected 
its popularity to spread so rapid- 


ly from big cities to smaller cities 


— yes, clear across the country to 
San Francisco. 


To-day TONY TAN is our 
most popular color---with TON Y 
BROWN in second place. 


CREESE & COOK COMPANY 


SALESROOMS ha Fa TANNERIES 
95 SOUTH ST., BOSTON file TAY DANVERSPORT, MASS. 


P. A. HENRY & CO. a SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. < 39 SPRUCE STREET 
Leather Trades Bldg., St. Louis, Mo. QYedr iN ; NEW YORK CITY 














Oe eLOL OLLI TU PLU LO Le 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








March 8, 1924 BOOT AND SHOE RECORDER 





_ 








(PN 
C.H.ALDEN CO 
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An Alden Style 
that can be 
delivered promptly 


Lot No. 130 


TONY BROWN 
CALF OXFORD 


Rubber Heel 


Lot No. 140 


GLAZED CALF 
OXFORD 


840 Last 
Rubber Heel 








The past four years during which we 
have concentrated upon a limited 
range of standard styles, leathers, 
lasts and patterns have proven beyond 
doubt that the economies we have 
effected have greatly assisted Alden 
dealers in giving better value, at no 
sacrifice of profit. 


Our plan also includes quick 
delivery service on certain lines 
altho’ this 1s not an in-stock 
proposition. 





¢ + + 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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Note the flexibility of this new E-J workshoe 
—imagine the real comfort that means to workers’ 
feet. Sturdy built, extremely flexible and long 
wearing. 

You’ve never sold a light weight work shoe that 
has given greater satisfaction. Made of E-J special- 
tanned leather by the three soled process, double 


SHOQHOHUNNULUQURELAAGASO AGE CCU UD UG PP TULAUAEUUUU UE CUTOUT EU 


fastened.” Vamp lining is cemented to leather inner- 
sole. Middlesole of good flexible leather, clinched 
to upper with wire staples. Outsole of first quality 
E-J oak, securely fastened by stitching through welt, 
upper, middlesole and outsole. 


Practical tests have proved the worth of this new 
workshoe—at a price unequaled. 


No. 170—Moccasin Tip Darkstone Blucher, Endwell Rubber 
Heel, Munson Army Last, Sizes 6-12. 


No. 171—Plain Toe Brownstone Blucher, No Box, Endwell Rub- 
ber Heel, Munson Army Last, Sizes 6-12. 


‘Ready for Delivery Now 


ENDICOTTJOHNSON 


Endicott, N.Y — St.Louis, Mo. — 


Better ShAoes. for Less /Money 
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JerseyCity,N. J. 
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_- — ING ALFRED of 
England, tired and 

weary from dodging an 
enemy found a half-hidden 

He entered and fell 


{ 
ee fast asleep. A band of 


cave. 


\ ly 

tN 
searchers came upon the 
cave but found spread 
across the entrance a glim- 
mering spider web—woven 
since Alfred’s entrance. 
**No one has entered here’’, 
said the leader of the band, ‘‘see 
the unbroken spider web."" So 
they turned away while Alfred 


slept peacefully on. 








Most Difficulties Are But Spider Webs 


Besides being comfortable, Ye Ope 
Tyme Comrort Suotss are good looking, 
durable and reasonably priced. Their 
cost is slight compared with the prices 
you must ask for style shoes. 


The obstacles which seem to prevent 
you from following the Lunn & Sweet 
plan of selling two pairs of shoes where 
you sold one before, are most always 
easily brushed away. 








There is one reason for buying Ye Otpe 
Tyme Comrort Suoes that a custom- 
er’s objection cannot overcome. YE 
Ope Tyme Comrort Suoes make the 
feet comfortable. And comfort is an 
all important talking point in selling 


shoes. 


The slight additional cost represented 
by a pair of Ye Orpe Tyme Comrort 
Suoes makes it easy for you to sell two 
pairs of shoes where you sold one before. 


Try it on your next customer. Brush 
away those spider webs that stand 
between you and larger profits. 


Send for Illustrated Booklet H 


LUNN AND SWEET, INc. 
AUBURN, ME. 


Largest manufacturers of comfort shoes in the world 


SHOSS 














No. 771. $4.50. Black Glazed 
Kid Suspension ArchWelt Two 
Strap, Plain Toe, 12/8 Military 
Adv. Rubber Heel, Corrective 
Combination Last. 


— 


No. 173. $4.40. A genuine 
turn Suspension Arch Black Kid 
Lace Oxford, Imitation Tip, 
Sheep Lined, 12/8 Advertised 
Rubber Heel, Corrective Com- 
bination Last. 


No. 183. $4.85. Same as above 
except in Havana Brown Kid. 


No. 773. $4.40. A Suspension 
Arch WeltLace Oxford of Black 
Glazed Kid, Imitation Tip.Sheep 
Lined, 12/8 Advertised Rubber 
Heel, Corrective Combination 
Last. 


No. 793. $4.85. Same as above 
except in Havana Brown Kid 


Sizes In Stock : 
0 AAA & AA, 4to 104, 
0B, 2to9C, D and E. 





O recommend the Sweet Sally Lunn Suspension Arch 
Shoe is to lay the foundation stone of a profitable correc- 


tive shoe business. 


For the Sweet Sally Lunn Suspension Arch Shoe is the result 
of years of scientific endeavor to produce a shoe that would 
relieve and correct the abused foot. 


In this shoe the foot arch is supported gently but firmly by 
means of a concealed, built in, metal arch. The sole, which 
bends freely at the ball, provides perfect freedom and comfort. 


The Sweet Sally Lunn Suspension Arch Shoe meets the wide- 
spread demand for a scientifically designed corrective shoe. 
Its moderate price is due to the fact that it is manufactured 
in the largest comfort shoe manufacturing plant in the world. 


Order your stock of Sweet Sally Lunn Suspension Arch 
Shoes from our IN: STOCK DEPARTMENT now. Shoes 
will be shipped same day order is received. 


LUNN anno SWEET, Inc. 


Largest manufacturers of comfort shoes in the world 


AUBURN, MAINE 


SUSPENSION ARCH SHOE 
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Endorsed by The National Shoe Manufacturers in 
Convention at New York Jan. 16th, 1924 
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Awarded Certificate of Merit at the N.S. R. A. Convention 
Feb. 11-14, Chicago, 1924 

These booklets featuring the Right Shoe for the 
Occasion were written by a well-known writer— 
and liberally used will go a long way towards educat- 
ing the public to buy and wear more shoes—and to 
have the “Right Shoe for the Occasion.” 

These booklets are now ready for distribution at a 
small cost—Manufacturers’ or Dealers’ names may 
be imprinted on back covers. 
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Send for samples and prices. 
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Brockton, Mass., 71 Center St. 
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("TWO LIVE ONES! \ 


TWO LIVE ONES! 


For Volume Buyers 
To Retail at 


$5.00 


Made in all popular 
colors and combinations 


Deliveries 3 to 4 weeks 


No. 51 No. 224 


3 SY . > qo es 


Made on our 383 last, carrying 
8-8 and 9-8 rubber heel, Good- 
year welt. Also made in flexible 
McKays with covered heels. 


Made on our 50 last, cnevying 
14-8 and 15-8 full breaste 
Spanish covered heel and Cuban 
heels. Imitation turn. 


Write or wire for prices 


Confidence 


To purchase shoes successfully you must place your confidence in the com- 
pany with whom you intend to deal. That company—to be successful— 
must guard your confidence as an obligation imposed upon it. We recognize 
this, and our constantly expanding business is evidence of our honest prices 
and fair methods of merchandising. 


MERSKY BROS. SHOE CO., Inc. 


Manufacturers 


Novelty Welts & McKays 
93-97 Center St. Malden, Mass. 





H. L. Shaw 


Boston Office 
Sales M¢r. 


42 Lincoln Street 


| 
| 
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Crepe Rubber Soles Will Be Used More and More 


Late and complete information in the March issue of 


INDIA RUBBER REVIEW 


Rubbers Growers’ Association contemplates a 
vigorous campaign in U. S. to popularize the soles 
also for general wear. 


The Rubber Growers’ Association of London 
has sent G. R. Crowther, propaganda secretary, to 
America for the purpose of informing American 
shoe manufacturers regarding crepe rubber soles 


made from fresh, new rubber in Malaya. In our March issue appears a detailed interview 


with Mr. Crowther and a complete outline of the 
Rubber Growers’ plans and a statement of what 


OOOO ee ae oe 
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This rubber prepared on the plantations in 
sheets of varying and proper thickness will be 
shipped to factories and can be cut into soles of 
proper sizes. 


It appears that the demand for these — “es 
sports wear will be very large this summer. 


has been accomplished in England with the crepe 
sole. 


We urge all shoe manufacturers to familiarize 
themselves immediately with this development 
and to follow it carefully through America’s 
leading rubber journal. 


INDIA RUBBER REVIEW 


THE DOMINANT RUBBER AUTHORITY 


Edward S. Babcox, Publisher and Editor 
PUBLISHED AT AKRON, OHIO—RUBBER HEADQUARTERS 








SUBSCRIPTION RATES 
$3.00 per year; $5.00 Two years 
ADVERTISING RATES ON REQUEST 








BOSTON OFFICE, QUINCY TUCKER, Mgr. 
126 State Street, Boston, Mass. 
PHONES: MAIN 2000, 2001 
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For Spring and Summer the 
above, in addition to many 
other new styles, are bein 
featured in stock in the Pi: 
Piper line; in all runs of 
sizes and widths. Send for 
samples and prices. 


“‘THE GREATEST 
TRIUMPH 


IN 


PRESENT-DAY 
SHOEMAKING’”’ 















No. 815 Pied Piper Junior Blucher Oxford; highest grade patent colt; 
built on specially designed orthopedic last. THE FINEST OXFORD OF 
ITS KIND. 

In stock in patent colt, smoke calf and tan calf in C and D widths, sizes 
216-54, 6-8 and 84-12; made to order B and E widths; also in sizes 1234-2. 


Place your children’s department on a foundation that 
stretches far beyond the level of competition! Pied Pipers 
will help you do it! 

It’s the fastest growing quality line of littleinfants’, infants’, 
children’s, misses’ and growing girls’ shoes in the United 


States. And to every good store it suggests a selling appeal 
that has never before been approached in volume merchandis- 


ing. 

The Pentler & Short Patented Improved Welt Process does 
it. There is nothing like it for smoothness, flexibility, comfort 
and long wear. 


Maiathon Shoe Co, 


Wausau Wisconsin 
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A bottle of REPC YA 
— with every pair of White Shoes 


SALE of white shoes is not complete unless it includes a 
bottle of Repco Heel and Edge Enamel. Every retailer who 
appreciates the possible profits of his findings case will find he can 
build up a pleasing business by pushing quality goods like Repco. 


dn (3 


This superior liquid enamel is easily applied. It restores the 
smooth, neat appearance to sole edges and heels. 


Repco Heel and Edge Enamel is made also in the colors of ivory, 
light gray, dark gray, champagne and Havana brown. 





Stock Repco, show Repco and you will easily sell Repco. 
For Sale by Shoe Finding Jobbers 
eeidiiniinniiees 


UNITED SHOE MACHINERY CORPORATION, BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 


J. K. KRIEG UNITED SHOE REPAIRING 
39 WARREN ST., NEW YORK MACHINE COMPANY, BOSTON 
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IN STOCK 


No. 515—Patent one-strap. 13-8 Wood 
Cuban Heel 


No. 520—Similar to above, in Black Satin 
with Black Suede Collar and Vamp Strip. 
A—414-8 
B—3)-8 
C—3%-7 


$4.10 


With the very strong demand for Black Shoes 
we present these styles for immediate delivery 


from stock— 
In case lots only. 
Terms: 5%-30 Days 


No. 52§—Patent One-strap, Mat Lattice. 
13-8 Wood Cuban Heel. 

A—41%-8 

B—3)-8 

C—3%-7 


$4.10 





Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, MASS. 
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A perfect waterproof 
A wonderful flexer 


























forward looking manufacturers 


are KORITING their shoes 


More and more will do the 
same, as fast as they under- 
stand the service and comfort 
that KORITE adds to a shoe. 


KORITE is a perfect water- 
proofer. It is also a wonder- 
ful flexer. 


KORITE waterproofs with- 
out surface grease. There- 
fore, KORITED shoes may 
be perfectly shined. 


KORITED shoes will rid you 


of customer complaints 
about shoes pinching, be- 
cause KORITE gives back 
to the leather the natural 
softness which tanning pro- 
cesses remove. 


To sell KORITED shoes is to 
show that you are a mer- 
chant of the modern type— 
forward looking, acting for 
better customer satisfaction, 
and the loyalty that it stimu- 
lates. 


KORITE PRODUCTS Ine. 


292 Main Street - 


Cambridge, Mass. 

















Vealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





Ma 











, = 

















a. 





March 8, 1924 BOOT AND SHOE RECORDER 
P q 
STYLES 
Now in Great Demand 


They represent a variety of pattern which 
pleases the most critical shopper 





18 93—“‘Lady Louis” Genuine 
Wht. Kid Priscilla Stp., 
Pl. Toe, S.S., 14-8S: ~ 
ish Cov. Wood HI. 
Turn, Lucy Last. £3, 
B3-8,C& D24-8, $5.00 


1800— Same in Bik. Satin, Blk. 
Suede Trim... .. $4.50 


1801—Same in Grey Suede, 
Grey Gf. Trim. .. $5.00 


1802—Same _ in Airedale 
Suede, Nut Br. Cf. Poy 


1804—Same in Patent . $4.50 





No. 1803 


1700—“‘Lady Louis” Wos. 

Ser, uede Strep, yd 
im., 

14-8 Spanish Cov. “Wood 

=. t. Pam 7 


ireda 
Suede, Airedale Calf 
T $5. 


1702—Same in all over patent. 
AA 5-8, A 4-8, B 3-8, 
C 2-8. In stock April 
i Geasceeawaws $5.50 

















ENTRAL style offerings were never more attractive—in fact, 

never quite so beautiful as they are this year. The early spring 
season is here. New spring frocks will require many new changes 
of footwear and you should be ready. Gét your orders in far enough 
in advance so you will be sure to have the new styles when they 
are in demand. 


% CENTRAL SHOE Co. 


MANUFACTURERS Solid Leather Shoes ST. LOUIS MO. 
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HROME tannage 

revolutionized the 
manufacture of upper 
leathers about thirty- 
six years ago. Before 
that time upper leathers 
were tanned by vege- 
table or alum processes. 


T is significant that 

the instrumentality 
by which chrome leath- 
er was developed, per- 
fected, and introduced, 
was the goatskin, the 
success of which has 
revolutionized the tan- 
ning industry through- 
out the world. 


OW, as then, there 
is no leather that 
so satisfactorily com- 
bines ease and comfort, 


beauty and durability 
in footwear for man, 
woman, and child, as 
glazed kid. It is pro- 
duced in black and 
white, browns and tans, 
and all shades of the 
rainbow. 


SEDin combination 

with each other, 
with Patent Leather, or 
separately, they lend 
themselves as well, if 
not better, to style ef- 
fects in low or high 
shoes than any other 
leathers yet devised. 


Chiko 


JS tandardize on 





March 8 , 134 
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RUBY KID 


Black Glazed Kid 


CUIR de NEIGE 


White Glazed Kid 


CHIPPENDALE 


Mahogany Brown Glazed Kid 


“MAXIMUS” PATENT LEATHER 


Full Grain Enameled Sides 


Shoes made from EVANS LEATHERS this 
year will give the same service as those made 
from them last year. 


Shoes made from them next year will give the 
same service as shoes made from them this year. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 
(Branches in All Principal Shoe Centers) 





E vans Brands ; 
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Will you greet 
tomorrow’s prospects 





keen and alert? 











7 


OR the sake of your order book, your 
health and personal comfort, use dis- 
cretion in choosing your hotels! 
Here are some of the reasons why sales- 
men in growing numbers are finding it 
advantageous to make United Hotels their 


headquarters: 


“‘United”’ rates are standard. You know 
just what you will pay, and that it 
won’t be too much. 

Upon leaving one United Hotel, you can 
reserve your room at the next along 


your route. 


You will enjoy the refreshing night’s sleep 
that a comfortable bed makes possible, 
in a large airy room, attractively 


furnished. 


Different types of restaurants enable you 
to dine as you please. Although you 
will usually be entertained at mealtime, 
you will not be taxed a cover charge. 


United Hotels will save you time and tem- 
per, for here the salesman’s needs are 
understood and provided for. 

You will greet tomorrow’s prospects keen 
and refreshed if you have spent the night 
before at a hospitable “United.” You will 
find United Hotels centrally located in 
the business cities listed below. 


THE BANCROFT 
Worcester, Massachusetts 
THE TEN EYCK 
Albany, New York 
HOTEL UTICA 
Utica, New York 
THE ONONDAGA 
Syracuse, New York 
THE SENECA 
Rochester, New York 
THE ROCHESTER 
Rochester, New York 
THE ROBERT TREAT 
Newark, New Jersey 
THE STACY-TRENT 
Trenton, New Jersey 
THE PENN-HARRIS 
Harrisburg, Pennsylvania 
THE LAWRENCE 
Erie, Pennsylvania 
THE PORTAGE 
Akron, Ohio 
THE DURANT 
Flint, Michigan 
THE MOUNT ROYAL 
HOTEL 


Montreal, Canada 


THE KING EDWARD 
Toronto, Cana 


THE 
ROYAL CONNAUGHT 
Hamilton, Canada 
THE PRINCE EDWARD 
HOTEL 
Windsor, Canada 
THE CLIFTON 
Niagara Falls, Canada 
Under Construction 
THE ROOSEVELT 
New York City, N. Y. 
THE OLYMPIC 
Seattle, Washington 
THE NIAGARA 
Niagara Falls, New York 
Projected 
THE ALEXANDER 
HAMILTON 
Paterson, New Jersey 
THE ADMIRALBEATTY 
St. John, N. B., Canada 


Also 
**The Colonial Chain’”’ 
THE COLONIAL 
Gardner, Massachusetts 
THE BURRITT 
New Britain, Connecticut 
THE PONTIAC 
Oswego, New York 
And 25 others projected 


UNITED HOTELS COMPANY 


Executive Offices: 


OF AMERICA 


25 West 45th Street, New York 
EUROPEAN CORRESPONDENT: U.N. I. T. I, 
(Unione Nazionale Industrie Touristiche Italiane) 
Operating fifty hotels in European Countries 
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The Hallmark Ya? of Hospitality 
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cA GOOD LUCK COIN 
WITH EVERY PAIR, 










We had our style ea: to the 
ground when we designed 
this smart brogue. It’s a 
sure winner for the coming 
season—with just enough 
perforations—blind eyelets 
— Wingfoot rubber heels ’n 
everything. Carried in stock 
for immediate delivery. The 
number is S-388. 


It takes one of these tan 
blucher sport moccasins to 
make a real boy prefer to go 
shod rather than barefoot. 
They come in tan with a 
smoked elk tongue and col- 
lar—a winning color com- 
bination, Carried in stock 
in gents’ sizes and widths 
only, ready for immediate 
delivery. The number is 
S-281. 




















With Excelsior Medal 
Shoes for Boys 
Carried in Stock 


You’re not getting merely footwear 
when you stock Excelsior Medal Shoes 
for boys. You’re buying sales possibili- 
ties, that within the next few months 
are to be doubly increased. For sales— 
plenty of them—and a quick turn-over 
can be made to result from the forceful 
new campaign that is soon to be run in 
the above magazines. 


‘ 
Theuill be made 
+ 
this Spring 
It won’t be long until you’ll begin to 
realize on this national advertising, for 
each sales message carries the number 
of the shoes featured, together with the 
injunction to “ask your dealer.” And 
they’re aimed at the mothers and 
fathers as well as the boys themselves— 


calculated to bring them into your 
store ready to buy. 


To help you make these sales most 
effectively, we prepared an interesting 
series of dealer helps that will tie up 
your store completely with our na- 
tional publicity. Everything is ex- 
plained in our business builders book- 
let. Write for your copy today and also 
ask for a copy of our new little booklet 
entitled Tips on Tent Life shown here- 
with which you will want to distribute 
to your boy friends and .customers. 


The Excelsior Shoe Company 


Portsmouth, Ohio 


Mareh 8, 1924 
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BRIGHT VELOURS CALF: A chrome tanned black leather 
with a fine grein and beautiful high lustre. Its velvety smooth finish 
will take an exceptionally high polish. It has established the mode in 
fashionable footwear. 


The P. & V. trademark is a symbol of protection and is a guarantee 
that you are getting the utmost in leathers. 
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“MOUNETTE” —“__) 


WHITEKID,MODIFIED STAGE LAST, SIXTEEN 
EIGHTS SPANISH HEEL. THE TAILORED EFFECT. FINE 
FITTING QUALITIES, EXCELLENT WORKMANSHIP 
AND SERVICEABLE LEATHERS, GIVE THESE SHOES 
A CUSTOM APPEARANCE DESIRED BY WOMEN WHO 
ARE PARTICULAR ABOUT THEIR FOOTWEAR. 


TRAVASO SAOE ComMPANY 
1908 LOCUST STREET 


ALONG PERILOUS PATHS WE GO HAND IN HAND WITH FASHION 











SAINTLOUIS 














LADIES FINE TURNS EXCLUSIVELY 
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Headquarters for Display Ideas and Service 
Manufacturers and Importers of Flowers and Floral Decorations 


decorative ideas 
for you! 


Every Display Man and Merchant wants to know about the 
newest and most attractive decorations that will make his show 
windows a success. Here is a new book brim full of such decora- 
tions. Most of the illustrations are in actual colors. 


Visit our elaborate show rooms when in Chicago. 


Write for your copy Today. 


A Book with real 








Artistic Floral Designs 
© Artificial Flowery and 
Decorative Unity 


LRaumannil. 


MANUPACTURERS 
z 


357399 W. CHICAGO Av 
Chicago, mt 


















LPRBaumanne©o, 


347 W. Chicago Ave., Chicago 
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agile Brand 
Suede Stick 


You want your suede shoe customers 
to be satisfied. The measure of their 
satisfaction depends largely upon the 
appearance of the shoes after they 
have been in service for a time. 


EAGLE BRAND SUEDE. STICK 
insures and prolongs that satisfaction. 











Colors: 


There’s a shade for 
every suede 


White 

Black 

Jack Rabbit 
Light Grey 
Oriental Peari 
Medium Grey 


<This 


Dark Grey 
R-Grey ( d 
No. 18 Grey ar 
Beige 
Fawn , ‘ 

contains thirty sam- 
Light Fawn 
Soot Dame ples of Suede Leather 
Congo made by the best 
Castor tanners — matched 
Bamboo with the Allied Tan- 


ners’ Official Color 
Card. Yours for the 
asking. 


Cinnamon or 
Light Brown 
Medium Brown 
Bombay 

Dark Brown 
Racquet 
Mandalay 
Airedale 
Piccadilly 
Tanbark 

Log Cabin 
Otter 

Beaver 
Autumn Brown 
Hazel 





American Shoe Polish Co., 
1950 S. Troy St., 
Chicago, Ill. 


Please send us the following quantity ofp EAGLE BRAND SUEDE STICK—Colors 
assorted 
....Gross at $18.00 gross............Dozen, at $1.75 doz. 


ia BR ee. os os ka cn dies p ens ceed nes State 


By Position with firm... 








| 
' 
| 
! 
| Store name.... 
| 
I 
| 
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High Colors Are Due 
For Another Big Run of 
Popularity Starting 

At Easter! 


In anticipation we have prepared 
and are selling freely a range of 
brilliant, sparkling high colors in 
DONKEY COLT. 


Rich and lively as these colors are 
in the skin, they are even more so 
in the smart shoe models of today. 


They are not only beautiful, but 
also very practical, because shoes 
made of these DONKEY COLT 
colors will retain their newness and 
sparkle for weeks—remaining just 
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like new with no dressing or clean- 
ing necessary. 


These colors are produced by our 
new process, which almost wholly 
eliminates breakage in the factory 
or on the feet, making DONKEY 
COLT the last word in patent 
leather. 


We are sure you cannot select any 
high colored leathers that will en- 
able you to offer your trade such 
novelty, such practicality, or such 
surprising satisfaction in service as 


DONKEY COLT will provide. 


Get in touch with your manufac- 
turer now, and have him send you 
a few “pullover” samples in his 
newest patterns. You'll order a 
complete run of sizes the minute 
you see what wonderfully attrac- 
tive shoes DONKEY COLT in 
high colors makes possible. 


TOLMAN, Dow & Co., INC. 


176-180 LINCOLN ST. 


Rochester, N. Y. 
Mr. Charles L. Kirk 
22 Andrews St. 


Greater New York 
New Castle Leather Co. 
100 Gold St. 


St. Louis, Mo. Cincinnati, Ohio 
T. M. Fitzgerald & Co. Mohr-Holters Sales Co. 
1602 Locust St. 202 E. 7th St. 
General Representatives for Continental Europe 
New Castle Leather Co. 


Headquarters: Paris, France 


BOSTON, MASS. 
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Thousands of Sides 
Cut and Lasted 
Without a Break! 


We are receiving the most enthusiastic 
reports from factory after factory on the 
remarkable satisfaction which DONKEY 
COLT, produced under our newly devel- 
oped process, is giving. 


One prominent manufacturer states that 
he has cut and lasted thousands of sides of 
DONKEY COLT without a break of any 
kind, and a summary of the reports we 
have received thus far indicate the re- 
markable average of 98 per cent perfec- 
tion in lasting without breakage. 


No patent leather has ever been made, so 
far as we are aware, which so nearly ap- 
proaches the ideal as our newly processed 
DONKEY COLT. 

DONKEY COLT opens up a wholly new 


range of possibilities to the shoemaker 
and the shoe merchant. 


You may have this remarkable patent 
leather in your orders without increasing 
the shoe cost. 
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The HYGIENIC SHANK 
is selling more Corrective Shoes 


The proof of the effectiveness of the Hygienic 
Shank is found in the ready sale of shoes in 
which it is installed. 


The Hygienic Shank is scientifically designed 
to give firm but gentle support to the most 
sensitive foot. 

Manufacturers building this shank into their 
shoes find they can do so and still maintain 
the fine lines of style. 

Hygienic Shank shoes mean more foot comfort 
for the wearer and additional business for the 
manufacturer and the retailer. 


TO THE MANUFACTURER: 


If you will send us your lasted shoe 
inseamed, we will be glad to fit it 
with the proper style of Hygienic 
shank. 


Patented 


United Shoe Machinery Corporation 


BOSTON. MASSACHUSETTS 
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‘NEW YORK’S MARKET 


i“ Sar NOVELTY FOOTWEAR ~ 
a. IN STOCK. __ 4 


»  genmaanen . i S 
Y “THE RIGHT SHOES ON TIME” } 
Mosher Shoe Cc! l Here’s the Best Bet of 


114-116 WEST BROADWAY the Season 
NEW YORK CITY 








Cre Ore 


Oo 


WAS ZS 


Nat ae 






5) 





























e “ZEV” Sandal 


No. 903 Women’s Patent 
Chrome, Zev Sandal. . . : $3.25 
No. 904—Women's Gr ay 
Buck, Zev Sandal, 
$3.25 


{ 
| 
A Winner for Easter! | 
i 
i 
| No. 905—Women’'s 


Flexible McKa Covered Heel 
Black Suede Trimming. 
C and D Widths Only. 
10 Per Cent off for Case Lots. 


| 
BLACK SATIN | 












Airedale Buck, Zev 





No. 3011—16-8 Spanish Heel. 25 
No. 3012—14-8 Spanish Heel, Sandal... .$3.25 
No. 3013—13-8 Military Heei, B. FRIEDMAN 









PATENT LEATHER 
No. 3014—16-8 Spanish Heel. 
No. 3015—14-8 Spanish Heel. 
No. 3016—13-8 Military Heel. 


Established 1880 
109 READE ST. 
e NEW YORK 


“ 














A SNAPPY SPRING NUMBER! 
Ready for Delivery March 10. 
WIDTHS, Ato C SIZES, 3 to7 
All 14-8 Baby Span. Heel 
No. 416—Gray Kid, High-Grade 
Turn, Med. Round Toe. . . Price $5.75 
No. 417—As above, Gray ‘Ooze Calf, 

Price $5.60 


WM. KELLERS SHOE CoO., INC. 
198 CHURCH ST. NEW YORK CITY 








YOU HAVEN’T THE BEST 


| No. 415—As above, Airedale Ooze 
If you are not piss 7 —— i Calf with Kid Trim. to Match, 98.00 
n Shoes for rice $5. 
oe No. #248 above, Satin, Bec’ 
Misses and Children H Ooze Trimming ......... rice $5.3 
rie e STAGE LAST 


No. 411—As above, Patent 
Leather, Gun Metal Kid Trim- 
ming, 13-8 Covered Cuban Heel. 


200 Styles carried in stock. i 


























Catalogue or Samples C width. Sizes, 3 to7 Price $5.35 No. 416 
sent on request WIRE OR WRITE YOUR 
ORDERS AT ONCE ; 
Spring Line now Ready. M. J. SAKS SHOE. CORP. 157 Duane St., New York 
— ae ae — “4 
== ———— — Ba SSS SSS z= uy 

















“RADIO” 


BUTTERFLY ‘“‘“MARY JANES” 
A NEW ORIGINATION FOR 


THE DISCRIMINATING | | The Hit of the Season! 
ceanaeee \ No. 600—Patent P Brookl a 
STORE i Meiey. Miaka 
In All Spring Materials SIZES 


No. 199—Extra Fine Quality i! Children’s 814 ae $2.35 












































Black Satin Lattice, Suede i Misses’ 1144 to 2... 2. 
Zrimmning. 17/8 Full Breasted ' Growing Girls’ , ee and Nar- 
Covered Spanish Heel. . idths, i row Toe 2% to 6........... 3. 
C and D. Sizes, 24 to7. le Write for Samples 
\ ND 
T= pity | LION SHOE Co. 
PRICE 148-150 Duane Street | 107 Reade Street . 600 
L $4.25 NEW YORK, N. Y. lal New York City 
e\_ __ > AED — =q 
‘ SS == == = — nce >= = = == 
y= Sey wa 
~ The New Miss Debutante. 


ee eA | 


One of the best sellers 
Goodyear Welt. 8-8 Heel. 


No. 2313—Patent Lea. 
Rubber heel. 


No. 2312—White Levor i 
el Price 


$3.85 


= 60 g 


eg 


No. 2310—Gray Kid. 
No. 231i—Airedale Nu- 














| buck. 
| Widths B-C-D; Sizes, 
2% to7. 
One of the new Spring Styles CONCORD SHOE 





Carried in ali leathers 
Dr. MALKIN’S “FOOT-KARE’’? CHILDREN’S SHOES 


H. MALKIN’S’ SONS 
120 West Broadway at Duane St. New York mf 


116 Duane Street 
| New York Cit 


| 
|| COMPANY, INC. 
Ih 63 N. Third St., ‘Phite. 




















Gea . ae 2 
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SHOES ano 
SANDALS 


possess that well made, 
clean-cut quality look that 
makes for instant sales. 


They have class, style and character. 
They have all the earmarks of 
a high priced shoe—yet sold to 
give your customers utmost value 
and to give sales and profits. 


Superior workmanship and orily the finest 
materials give them a sturdiness that withstands 
constant service and puts them to the real test. 


Write for samples. They will start you on 
the road to a bigger stitchdown business. 


S. RAUH & COMPANY 


310 Sixth Avenue New York, N. Y. 
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SHOE 


More Bates French Models! 


To Retail at $6, $7 and $8 
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No. 2192-B—Pfister & Vogel’s Gun Metal Calf on the “‘Ro:”” Last—$4.60 


HE French shape, as embodied by Bates in “speed” 
models for Men, has a strong call among the prominent 
retailers who handle our shoes. ‘They are features in our 
famous styles retailing at $6, $7 and $8. 
No. 2192-B, in Gun Metal Calf as illustrated, and its com- 
panion No. 2198-B, in fine Russia Calf, represent 1924 
atmosphere and snap. 
Both shoes are of our best production, and in patterns and 
fittings are exclusive. Both are lively sales-makers. 


Send for our complete Spring Portfolio showing 
five special groups of Bates ‘Shoes for the Occasion” 


A. J. BATES CO. 


WEBSTER MASSACHUSETTS 


Seielntdesietrentnaie 
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Sul lee Int Jalk 
of the Convention. 


iH 


Lot No. 1838—Skinner’s No. 5004 
Black Satin, Black Ooze Trim, One 
Strap Buckle, 13/8 Covered Military 
Heel C and D... eet 


Let No. 1837—Same style, 16/8 
Spanish Heel. C and D . $3.50 


Lot No. 1839—Same style, all Patent 
Leather, 13/8 Military Heel. 
C and D $3.50 


Lot No. 1829—Same style,” Patent 
Leather, Dull Calf trimmed, 16/8 
Spanish Heel. C and D.... $3.50 


Lot No. 1830—Gray Nubuck, Patent 
Leather trimmed, 16/8 Spanish Heel. 
C and D $3.50 


Lot No. 2016—Pat. Leather Gore 
Pump, Beaded Ornament, Imita- 
tion Turn, 15/8 Spanish Full Louis. 
A, B and C eee 
Lot No. 3316—Same style Black 


Satin, Patent Trim, 16/8 Spanish 
Full Louis. AA, A, B and C..... $5.00 


Lot No. 3314—Very High Grade 
Black Satin, with Gray Snake Trim, 
13/8 Military Heel. AA to C widths. 

$4.50 


Lot No. 3315—Same style with 16/8 
—— Full Louis Heel, Gray Snake 
ip. A, B, C widths.......... . . $5.00 


Lot No. 3311—Same style, Black Satin 
with Dull Kid Trim, 16/8 Spanish 
Full Louis. A to C widths $4.75 


Lot No. 3312—Same style, all Patent 
Leather, 16/8 Spanish Full Louis. 
A, B, C widths 


Lot No. 877—Black Satin, Cut Out 
Oxford, Black Ooze Calf Trim, 16/8 
Spanish Full Louis Heel. B, C 3 


878—Same style Black 
Ooze Calf, Dull Calf Trim, 
Covered Military Heel. B, C a D. 


Lot No. 879—Same style Gra 
Nubuck, Pearl Gray Calf Trim, 16/8 
Spanish Full Louis. B, C and D $4.00 


Lot No. 1001—Gra Ooze Calf, 
Trimmed with Pearl Gray Kid, 
“Gypsy” Pump, Imitation Turn, 
16/8 Spanish Full Louis. A, B a“ = 


Lot No. 1000—Same style Black 
_ Black Ooze Trim. A, B and 


= 


o 
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NOVELTY SHOE CO. 


fs 


“TRUE TO ITS NAME” 


32 SWELLS ST\ OS CHICAGO, ILL. 
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VYac CAOGOLIN-CONWAY 


present 


The MAG-WaAY girl 


featuring 
THE TUNIS 


MWac CAUGOLIN - CONWAY SQOE GO. 
LYNN -MaAss. 


WOMENS HIGH GRADE NOVELTY FOOTWEAR 
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BRAND NEW STYLES IN GENUINE 


HIGH GRADE TURNS READY-TO-SHIP 





No. 413 Genuine Imp. Brocaded Silver Turn, 
one-strap. 364 last. Genuine Fr. Cord. Leather 
lined. Solid leather grain counter. High grade 
soles. 13-8 Spanish full junior Louis heel. A-C 
2\4-5. Price $4.75. At once Del. 


No 406 Same as above. 14 last. 8-8 heel 
Price $4.75. Deliveries begin March 24. 





No. 5624 Gray Buck Marion Turn one-strap. 
Cut-out front. 25 last. Silk cord. Leather lined 


rade sole 


13-8 Cuban covered heel. High rice $4.35. 


Solid Leather Counter. B-C. 2'4-8. 
At once Del. 


No. 564 Airedale Buck. Exactly like above. 
B-C. Price $4.35. At once Del 


No. 814 All Pat. Chrome. Exactly like 524 
B-C. Price $4.25. At once Del 


Regarding Prices—Prices quoted are low for 
turn shoes of dependable quality. Single pairs 
can be had for 25 cents per pair more than ad- 
vertised prices. This is to cover extra cost of 
handling and shipping. Terms on all shipments 


are 2 per cent, 10 days, net 30 days. 


E shoes you buy of us are 
backed by a long experience in 
honest shoemaking. Sales are from 
factory direct to you. First come, 
first served. Why gamble in ordering 
shoes made when you can draw from 
our stock department just what you 
need, and when you want it. 





No. 623 Black Satin Turn two-strap. Black 
suede strap and collar. 364 last. Silk cord. Solid 
leather grain counter. Leather lined. Full junior 
Spanish covered heel. B-C. 244-8. Price $4.50. 
At once Del. 


No. 616 Black Satin two-strap. 14 last. Ex- 
actly as above. Carries 8-8 covered hee!. B-C. 
24-8. Price $4.25. At once Del. 





No. 613 Black Satin Turn. Black suede collar. 

364 last. Silk cord. Solid leather grain counter. 

Leather lined. Full junior Spanish covered hee! 
C. 2'4-8. Price $4.25. At once Del. 





No. 573 Gray Buck Marion Turn, one-strap. 
364 last. Cut-out front. Silk Cord. Leather 
lined. 13-8 Spanish junior full Louis covered 
heel. —~ - sole. B44-C.2 44-8. Price $4.50. 


At once 


No. 503 Airedale Buck. Exactly as above. 
B-C. Price $4.50. At once Del. 


No. 813 All Pat. Chrome. Exactly as 573. 
Price $4.25. At once Del. 





No. 806 All Patent Chrome. Marion Turn, 
one-strap. Cut-out front. 14 last. Silk cord. 
Leather lined. High grade sole. 8-8 Celluloid 
covered heel. Solid ather Counter. B-C. 
2-8. Price $4.25. At once De 


No. 536 Airedale Buck, as above. B-C. 244-8 
Price $4.35. At once Del. 


No. 546 Gray Buck Exactly as 806. B.C. 
2'»-8. Price $4.35. At once Del. 


You can order from this advertisement with 
confidence of having the shipment open up 
right. The big expense of traveling men is not 
figured into our shoes, as we have none, 
Advertising is our salesmen. What we do 


does not add to the cost of our shoes. 





KARELIS SHOE CO. HAVERHILL, MASS. 








Mail Orders Direct To The Factory 


March 8, £9% 
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This 
Trade Mark 


rey 


is your assurance of 
Perfect Style 

Perfect Fit 

Perfect Service 


Perfect Satisfaction 






















































































































































































REG. US PAT OFF. TGP CO. 


IN-STOCK STYLES 








READY-TO- SHIP 
from 
BOSTON, 
NEW YORK 
or CHICAGO 


Style 18829 Price $4.35 
BLACK SATIN “CRESCENT” ONE-STRAP 
Black Ooze Frontispiece Cut Out 


13-8 Wood Covered Heel Style 14606 . ; a R 
Flexible Sole Bronx Toe PATENT gored a es 
= rio ee. 
AA 435-8 A 48 B 3.8 Flexible Sole , ‘ Bronx Toe 


C 214.8 D 21.8 
Style 18629 (Price $4.35) The Same‘in 
PATENT LEATHER 


Style 16894 (Price $4.85) The Same in 
WHITE KID 


A 48 B 3-8 C248 D 21548 
Style 14206 (Price $3.50.) The Same in 
BLACK KID (Rubber Heel) 


Style 14806 (Price $3.85) The Same in 
BLACK SATIN (Covered Heel) 


MERCHANTS today are turning to America’s best-known_brand to in- 
crease the trade-drawing power of their own good names—merchandise 
with a good name of its own—long established, nationally advertised. Wherever 








the field is open, we welcome enquiries from progressive merchants regarding 


the QUEEN QUALITY Agency Plan. 


THOMAS G. PLANT COMPANY 


101 Bickford Street, BOSTON, Massachusetts 
NEW YORK: 
125 Duane Street 


| - Lay, 
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CHICAGO: 
207 W. Monroe Street 
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Seer ——$_—_____— c. 
MOND SHOE CO. > 
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6 GOOD ONES HERE 


69 Other Big Values 
‘32 32 












No. 770X, Ruby Red Calf 


No. 747, Chestnut Brown Sn. Calf No. 771X, Black Calf 
No. 757, Black Sn. Calf Frenchy (144) Last 
Brogue (122) Last Rubber Heels 
Brass Eyelets B, C, D; 5% to II 
Rubber Heels 


C, D; 5% to II 





No. 750, Paient Colt 





No. 772X, P. & V. 108 Golden Tan Calf 


Pershing (114) Last 
pen “ot . w Robbe Heel 
u r 


B, C, D, E;5% tol! 


UR salesmen made a big success of this line ek - six months. 
4 Their results prompt us to feature it to the trade in general. 
ll The styles, materials and constructiori offered at.these prices will 
i) stand out as big values. But we want these shoes to talk for them- 
selves. You should see samples out of stock at once. You will buy 
if you look. That’s why we advise— i 


ASK FOR SAMPLES PREPAID 


Diamond ; nd Siac | 


196 Church Street, New York ; 


Two Factories — Brockton, Mass. 
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for a Spring Display 


OU can make an attractive spring display 

that is brighter and more interesting to the 

feminine shopper, by including a window of these 
dainty Comfy boudoir slippers. 


Here is another attractive item for milady’s 
spring wardrobe—a style attraction as appropri- 
ate for spring as for colder weather. 

There are no “‘off seasons”’ for Comfys, especially for those 
dainty and colorful models that are so dear to the feminine 
heart. We suggest a Comfy display below that will have a 
direct effect on your sales sheet. 


More and more progressive dealers are learning that 
Comfy profits are not confined to any one season, but can 
be made to extend throughout the year. 


DANIEL GREEN FELT SHOE 
COMPANY 
DOLGEVILLE, NEW YORK 


New York Sales Office, 116 EAST 13TH STREET 
Chicago Sales Office, 189 WEST MADISON STREET 
Boston Sales Office, 10 HIGH STREET 


STYLE 7904 
Women’s Satin Opera 
Heavy plain satin, bound with fancy 
silk braid. Satin bow. Leather sole. 


TYLE 7539 


Ss 
Women’s Quilted Satin Boudoir 
Quilted sateen lining. Fancy silk braid 
trim. Satin bow. Leather sole. 











Daniel Green 
Comfy Slippers 
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A Note of Color 
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An ad from ovr 
national cam- 
paign appear- 
ing in {13 lead- 
ing mr egazines 
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interested 
in the most valuable sales 
franchise in the shoe industry, write us— 
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PROPPER 


“ BLUE EDGE” 


HOSIERY 
wis 
A DISTINCTIVE PRODUCT 





America’s 


Foremost Chiffon 
Stocking 


“‘No Hose Like Chiffon—No 
Chiffon Like Propper Blue Edge’’ 


SSS ~~ 


Now ready with our 
Spring 1924 Styles and Colors 


~~. 


Propper Silk Hosiery Mills, Inc. 


Manufacturers of Full Fashioned Silk Hosiery 


NEW YORK CHICAGO 
276 Fifth Ave. 220 South State St. 


Mills — Elmhurst and Long Island City, N. Y. 





=] 





99% 











March 8, 1924 














INSOLITE 


REG.US.PAT.OF F 


ThefInsolite Process 
used in all P. A. Field 
Shoes insures unusual 
flexibility. 
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‘COnEneee: 





Every element of style 
that goes into making 
shoes that please the eye, 
yet fit the feet, is found 
in P. A. Field fashion 
footwear. 
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PA.FIELD SHoE Co. 


BEVERLY, MASS. 


fr 





tyle Shoes for Volurne Trade 
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ONCE MORE! 


It’s the talk of the trade 


‘BOND SHOE COMPANY 
FOR STYLE”’’ 
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at * STYLE" 976 


Mecca Calf, No. 101, 
Lace Oxford, lip tip, 


*“*NOVIA” 


1 
vel last. Price... 
Terms 2% 30; net 60 days. 








The newest Spring Creation for 
Immediate Shipment 
No. 189—Patent Colt as illus- mings to match. 16-8 Spanish 


trated, 16-8 Spanish heel. heel. Widths_AA to D. Sizes 
Widths AA to D. Sizes 5s 8 $5.50 


MR. RETAILER: 


When you read this “ad” 
you’re thinking. Let us show 
you this smart line of Calf skin 
all solid shoes to retail at $6.00 
and $7.00 priced so that you 
can make a profit. 


si No. 185—As 189. Patent Colt 

No. 190—As 189. Gray Ooze — with Gun Metal Calf Collar and 

lh hg Ay Le gem trimmings. 14-8 Junior§Spanish 
1 . 5S . 

Widthe AA to D. Sizes 3 to 8, heel, Widths AA to D. Sizes 


, ‘ No. 186—As 190 with 14-8 
No. 191—As 189. Black Satin Junior Spanish heel. Widths 
with Black Odze Calf Strips to AA tofD. Sizes 3 to 8.... .$5.50 
imitate cut-outs over vamp. 
Black Ooze Cal Collar. 16-8 No. 187—As 191 with 14-8 
Spanish heel. Widths AA to D. Junior Spanish Heel. Widths 
Sizes 3 to 8 $5.25 AA to D. Sizes 3 to 8 $5.25 


- ponte Ww ow _— pon We a! Ww, 14-8 - 
of the origina iredale Ooze unior Spanis eel dth ° 1 
Calf with Kid Collar and trim- AA to D. Sizes 3 to 8. $s 50 A postcard will_do the work 


without obligating you to buy. 





Always featuring 
‘*‘THOSE BETTER SHOES” 
that are quick turn-overs 


UNION MADE BY 


© 
© 
o 
: 
SS 
o 
© 
© 
© 
© 
© 
© 
© 
© 
© 
Oo 
© 
© 
© 
© 


Weber Bros. Shoe Co. 


North Adams, Mass. 
New York Office, H. Harris, 1328 Broadway, 
Marbridge Building 


Manufacturing [::: Wholesalers 








132 Duane St., New York 


Pittsburg Office Philadelphia Office 
Blackstone Bldg., 345-5th Avenue 32 N. 3rd Street 


GOSSooe soon seaggga ca 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Style 304 
Gray Ooze Calf 
Gray Kid Trimmed 
“FATIMA” 


Flexible Sewed—16/8 Covered Heel 
Widths A to C 


PRICE $5.50 
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Confidence is a plant of slow growth. The House 
of Creighton is firmly established in the confidence 
of its trade because its Service has been tried— 
its line is one of tested integrity. The roots of our 
Success are deep in the Confidence of the past. 












“Follow The Creighton Line”? 





A. M. CREIGHTON, Lynn, Mass. 
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If YOU Want to 
Increase Your Sales— 





Make sure that you get a copy of 


OUR NEW CATALOG 


The illustration shows the serviceable type of catalog that will be distributed from each 
agency. It contains the newest styles in every type of footwear for “every member of the 
family.” All numbers are sales makers and are designed to continue the reputation of 
Rice & Hutchins’ shoes of having the most rapid turnover of all shoe stocks. Write to 
YOUR NEAREST DISTRIBUTING BRANCH at once if your name is not on our 
mailing lists. Remember that buying for Easter and Spring is now in order. Make sure 
that you will have the opportunity of selecting footwear withthe greatest salability 
such as the Educator, Modified Educator, All America, Armada, Arch Keeper, Lan- 
caster, Signet, Windsor Flex Welts and other well-known branded and unbranded lines. 
Keep a copy near you for ready reference and quick sizing in service. 


RICE & HUTCHIN 


Incorporated ' , 
13 High Street Boston, U. S. A. 


Distributing Branches: 
Rice Hutchins Atlanta " Rice & Hutchins New York Co. 
Rice Hutchins - Baltimore " Rice & Hutchins.St.. Louis Shoe Co. 
Rice Hutchins Chica Co. Atlas Shoe Co Boston, Mass. 
Rice Hutchins Cleveland ‘ Jos. I. Meany &Co., Inc., Phila., Pa. 
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Size Engineering 
Is It Possible to Buy Sizes Which Will Sell Out 


Clean in a Reasonable Period? 


By L. B. HOLLINGSWORTH 


HE writer believes it is possible Mr. Hollingsworth, the author of 
this article, is manager of the store 


to buy sizes which will sell out of the Bilt Well Shoe Company at 
clean in a reasonable period 315 ee Avenue, ome pee 
and has prepared schedules which he £27, He has made @ coneful study 


believes are safe for the average store years. The results of his investiga- 
tion are contained in this article 


in any location catering to the’ me- uritten by him expressly for the 
dium and higher priced trade. Boot and Shoe Recorder. 

It is said that more than half the 
retail shoe failures are caused by the accumulation of 
“end sizes.” There are published innumerable articles 


concerning ‘‘end size” losses. We read 
reports from various bureaus and 
associations warning us of this “end 
size’ danger. We see beautifully 
worked out schemes, comparing size 
proportions to triangles and pyra- 
mids. These are all very interesting 
indeed, but when you wish to buy, 


say 60 pairs of a given style, there is nothing in these 
warnings and diagrams to tell you how many pairs of 
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each size and width to buy with some assurance of the 
line selling out clean in a reasonable length of time. 
The very best data along this line was in a recent 
article by Mr. E. J. Bliss, president of the Regal Shoe 
Co., published in the Boot and Shoe Recorder of Novem- 
ber 3. In this article are two tables showing the per- 
centage of the total pairs sold for each size and width in 
men’s and women’s shoes. These schedules were made 
from the tabulation of the sizes sold for a number of 
years in their various stores. Mr. Bliss says: “There is 
no guessing in these figures; we know they tell the 
proportion in which properly fitted shoes sell in the 
United States.” We have made the same tabulations 
from the sales in the store which the writer manages and 
find the results correspond very close to those of the 
Regal Shoe Company. | decided, however, to base my 
schedules on the percentages as worked out by Mr. 
Bliss since they 
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Schedule No. 1 (above) shows what percentage of total sales in pairs can be credited to each size and width. These percentages were arrived ai 
by a careful study - sales over a number of years, with an honest attempt to fit every fool properly. Schedule No. 2 (below) shows how to apply 

7 e assuming thal you are placing a 144-pair order. Schedule No. 1 shows, for example, that 3.49 percent of all the shoes 
sold were size 844B. Three and forty-nine hundredths per cent of 144 pairs gives us 5.03 —or we can safely buy five pairs of that particular size. 
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centage of total pairs, the per cent of each size and 
width, actually sold over a period of several years, with 
an honest attempt to fit every customer properly. 

Now what can we learn from this table? Take size 
614AA for example, showing a percentage of 008 sold 
This means that there is one man in 12,500 with a 614 
AA foot. Size 1114 A shows a percentage of .01 per cent 
or one man in 10,000; 12C is .021 per cent or one man 
in 4,672; and so forth for every size. We can see im- 
mediately that a store attempting to carry sizes to 
properly fit everyone can only carry these extreme 
sizes in staple shoes and very few of them. 

Our next schedule will be more enlightening on this 
“end size’’ danger. In schedule No. 2, we are assuming 
we wish to buy 144 pairs of a style and safely buy all 
sizes possible in accordance with percentages shown in 
schedule No. 1. To show how this schedule is worked 

out, take size 8! 
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1. The figures 
represent in per- 

































































Schedule No. 3—This shows a condensed schedule designed for use in buying smaller 
quantities. The ertreme sizes and widths have been reduced t6 a minimum. 








are more typical | SHES | 5 | 54] 6 |64%/7 [7348/8 |81%4 | 9 [914] 10 [10%] 11 | B for example. 
for any store. Schedule No. | 

We will just a gives 3.49 per 
make a study of A 96 28 | 195 \2.08|200\/60| 126) .70 |. 55) cent as the pro- 
the percentage B $8 | 2.05|290|37Y|380|253|296|/.78\/aS\.69| portion of 8, 
table for men’s c |.48|.89|470| 29/| 42/|49.<¥6\£09| x32\2,49\ 20/\123 |.7O B’s sold. Then 
shoes as shown 7 ; —jo— +} 3.49 per cent of 
in schedyle No. D {97 | 78 |A38 [£45 |A 4 | 458] 443 13.96 | 340|215 |/47| 72 | 48 | 144—5.03, or 5 


pair of 844 B's 
should be bough! 
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in a 144 pair buy, and so on for other purchases. and 9 for 120 pair, 96 pair, 72 pair, 60 pair, 48 pair and 
A study of the last schedule shows that in buying 144 24 pair buys. Look them over; study them; compare 
pairs of a given style with some assurance that the line them with your standard buys. If you have been guess- 
will sell out clean in a reasonable time, we can only ing and your lines are not selling out clean, try these 
buy 5 pairs of AA’s from 8 to 10, 14A’s from 7144 to 104%; your next buy. I don’t claim that buying according to 
30 C’s from 6% to 11; 50 C’s from 5 to 11; 39 D’s from _ these schedules, a 60 pair line will come in, and sell out 
5\% to 11 and 6 E’s from 7 to 91%. It also shows that one pair after the other in a week or so, or that it will 


outside of a very few staple 
shoes there must be some 
limits as to sizes and widths 
established, within which to 
buy men’s style shoes. We 
can see that it would be 
ruinous to buy all sizes in 
every style. This brings us up 
to the question of the size 
limits within which we must 
confine the bulk of our buy- 
ing 

A careful study and analy- 
sis of schedules No. 1 and 
No. 2 gives us a line on the 
sizes to be omitted except in 
very large buys of staple 
lasts and styles. We will, 
therefore, leave out AA’s and 
E’s and EE’s, all sizes above 
11 and establish our limits as 
follows. In A width, 7 to 11; 
B width 6% to 11; C width 5 
to 11; and D width 5 to 11. 
On this basis the writer has 
worked up a new percentage 
schedule within the just men- 
tioned limits by taking sche- 
dule No. 1, throwing out all 
the extreme sizes and re- 
figuring the percentages for 
our established limits. This 
gives us schedule No. 3. 

Now from this schedule it 
is very easy to work out the 
proper number of pairs of 
each size and width for any 
given number of pairs we 
wish to buy (of a style). If we 
can buy the right sizes, the 
greatest source of loss in the 
merchandising of shoes can 
be reduced to practically 
nothing. A wrong guess as to 
styles can be rectified by in- 
tensive selling effort, P. M.’s 
and price reductions, but a 
large accumulation of sizes 
for which there are no feet, 
will soon spell disaster. 

{ have also worked out 
schedules Nos. 4, 5, 6, 7, 8 


not be necessary to switch a 
914] 10 Jiolay 1. | +=Acustomer to some other style 
because his size is gone and 
you may still have half of the 
line left, but 1 do believe that 
they are as nearly perfect as 
the law of averages will per- 
mit. We have so far only 
considered men’s sizes. In a 
future article we will make a 
similar analysis of women’s 
sizes. 

Schedule 4 may be varied 
to work in other sizes by 
omitting 1-8B, 1-84B, 1- 
914 C and adding 1-7 A, 
1-11 A, 1-5 D every other 
buy. 

Schedule 5 can be varied 
every other buy with the 
omission of 1-11 D and add- 
ing 1-5 C. 

Other sizes may be worked 
SCHEDULE NO. 6—72 PAIRS in schedule No. 6 as follows. 
Every other buy, omit 1-10% 
A, 1-10% D, 1-5% D and 
add 1-6 B, 1-5 C, 1-11 D. 

Schedule No. 7 may be 
altered to admit other sizes 
by dropping every other buy, 
1-11 C, 1-10% C, 1-10% D, 
SCHEDULE NO. 7—60 PAIRS 1-514 C, 1-54 D and adding 
1-10% A, 1-11 B, 1-6% B, 
1-11 D. Also by making a 64 
pair buy every fourth line 
1-5 C, 1-5 D, 1-11 A, 1-7 A, 
may be included without 
over buying on these sizes. 

Schedule No. 8 can be im- 
SCHEDULE NO. 8—48 PAIRS @ proved by altering every 
third buy and omitting 1—9 
B, 1-101% B, 1-5\% C, 1-8% 
C, 1-7 D, 1-9 D and adding 
1-7% A, 1-10% A, 1-11 B, 
1-11 C, 1-5% D, 1-10% D. 

Schedule No. 9 may be 
_ varied by omitting every 

SCHEDULE NO. 9—24 PAIRS third buy, 1-6 C, 1-10 C, 
1-8 C, 1-8% C and adding 
The above schedules have been worked out from the so-called 1 _¢ D, 1-10% C, 1-10 D, 


master size schedules shown in schedules 1 and 2. They show 
typically safe buys in lots ranging from 24 to 120 pairs. 1-10 B. 





SCHEDULE NO. 4—120 PAIRS 





SCHEDULE NO. 5—96 PAIRS 
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NEXT WEEK—MATERIALS 


The materials that go into shoes are of great im- 
portance today. No matter what the pattern or 
design, the right material in the right color makes 
the footwear salable. Therefore, everything in 
materials, upper and lower, the lasts and the final 
extra buckle, have a place in your attention. Make 
a forward pass on your desk calendar to remind 
you to read the next issue of the “‘Recorder.”’ 


Do You Like The ‘Change? 


CHANGE of dress is a good thing for al] people in 
springtime, so why isn’t it as good for a living 
publication? We are making a few re-arrangements in 
this week’s issue just as you might attempt to put 
more sparkle into your own store appearance. 

We are doing everything in ovr power to make the 
Recorder more readabie. The business man today has 
not the time to read long articles. We must get to the 
point quickly or he won't take the trouble to get it at 
all. What we are doing is to condense and come straight 
to the point. 

The Recorder, is above all things, a business man’s 
journal. It goes to proprietors of stores, some of them 








the biggest in the world, others more moderate sized, 
and to their sales forces. But it does not go to los fers 
anywhere on earth that we know of, nor to men who 
have time to kill. Our readers are successful shoe men, 
and the successful shoe men of this day and age is a 
man of business habits, to whom you have to talk 
quickly if you want him to listen to you. The Recorder 
has moved steadily, but perhaps conservatively, in the 
direction of variety of typographical display in its read- 
ing pages, for the sake of enabling the reader to grasp 
the thought more quickly. We believe our efforts in 
this direction have been successful. ]t has not been 
overdone, and we most assuredly are not desirous of 
being considered intentionally sensational, in any par- 
ticular whatever. We simply want to save the time of 
our readers, knowing it to be valuable. 


Feet or Shoes—Which? 


HERE is a distinction between these of such 

importance that several law suits have been 
decided against the shoeman. Here is the ugly truth— 
too many stores make the feet fit the shoes. Whenever 
you get a doctor’s prescription and it specifically indi- 
cates a certain shoe and the size thereof, follow it 
literally or suffer the consequences. 

The orthopedic surgeon is responsible for the condi- 
tion of the customer’s feet and if you make a sale con- 
trary to the prescription, you are liable to suffer penal- 
ties therefrom. If the prescription is wrong, see that it is 
corrected before the sale is made. A prescription is an 
order, it permits of no substitution. 

In too many stores the title Doctor is handed around 
too freely. Just because a clerk has taken a correspond- 
ence course he isn’t entitled to the professional title 
Doctor. lt surely is misused when people with serious 
foot ailments jeopardize their condition in the hands of a 
novice, competent to care for normal feet, but not 
equipped mentally for complex ailments of the human 
frame. 

Serious foot troubles should always be referred to a 
registered surgeon for no store is capable of correcting 
bodily ills which manifest themselves in foot troubles. 
The fitting of shoes is a semi-professional service. It is 
by no manner perfect. It should keep to its proper 
functioas, otherwise shoe men will nationally face 
regulation and inspection by state boards of health and 
medicine. Less than half of one per cent of the people 
need such professional attention, so let the store stick 
to its ready-made service to normal feet. 

There is a wide difference between practical shoe 
fitting and medical shoe fitting, so watch your step. 


Pro-American Styles 


F there is one thing—strongly American—it is 
Sports. In the pursuit of play, old and young wel- 
come the good old summer time. For that reason a 
strong presentation of pro-American styles and pro- 
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prosperity footwear is made as a forward-pass into the 
merchant’s attention. The showings in this issue of the 
Recorder styles—our selections—is to lead attention 
into purely summerish shoes. 

There are four distinct selling seasons in every other 
line of industry—spring, summer, fall and winter. To 
each is given a distinctive costume. Millinery and per- 
sonality; one type of shoe the year around isn’t a good 
thing for business. 

In our style presentation we have examined nation- 
ally the scope of summer footwear and after diligent 
study, have picked out “key styles” having something 
in each illustrative of possibilities in summer footwear. 
We have persuaded the makers who allowed us early 
examination of their styles, to remain in the back- 
ground. The shoes are therefore Jabeled Recorder 
styles, but if you would like to know who made the 
shoes, we will be only too glad to pull them up to the 
front of the stage, like what is done in the show when 
the cry is for “author,’’ and which in this case would be 
in the form of a letter asking for “maker.” 


Small Towns Sell Most 


HAT kind of towns are the biggest factors in the 
distribution of footwear in America? This is an 
argument that is started in every factory and sample 
convention this month previous to the trips of the boys 
on the road. Some of the salesmen make only the 
larger towns. In the good old days, they figured that 
the town that didn’t give them 100 dozen pair order 
wasn’t worth a visit. Times have changed. The measure 
of selling today is in the single dozen lot and small 
multiples thereof. There is no question, but it increases 
the cost of distribution. 
Main Street in the small town is now the important 
factor in “getting more shoes sold right.”’ 
Take the State of lowa 
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Top Of the Morning 


HAT does the shoe merchant in a small town do 
with his morning hours? Here is a scenario taken 

from life in a shoe store—every word of it is true, so 
help us:— 

From the diary of a shoe merchant. 

Open store at 8 A. M. 

Sweeps out the store and awaits opportunity. 

Stranger comes in for information on how to get to 
next town. 

Man enters, wants shoe carton, string and paper so 
he can return pair of shoes to mail order house. 

Man returns pair of shoes that his wife borrowed 
when she had her picture taken. 

Request for pair of free shoe laces. 

A phone call of fifteen minutes duration complain- 
ing about the wear of a pair of shoes. 

Opportunity offered to donate to church and also 
lodge fairs. 

Expressman who wants money. 

Mailman brings bills, circulars, but no money. 

Three requests to use free ‘phone. 

Two invitations to go hunting. 

One life insurance man. 

Two belated Christmas presents exchanged. 

Three traveling shoe men. 

Then it is time to go home to lunch and wonder 
“‘Whyinhell I don’t make money.” 





Two Seasons—Good or Bad 


O much style has been thrown into the women’s 
game that the merchant is coming to believe that 

all style is in good style. His shelves are full of odds and 
ends, his mind is in as great a jumble and he buys six to 
eighteen pair lots to stir up the mess and sweeten it. 
His clerk, instead of trying 





for example; there are 1560 


to sel] the right shoe for the 





towns in Iowa. Thirty-six of 
these towns are over 5000 
population; 1524 of these 
are under that population. 
Which do you think sells 
the most merchandise in a 
year, 1524 towns or the 36 
towns? 

The progress of this nation 
is based upon the standards 
of living in the 1524 towns 
rather than in the popula- 
tion of 36. It pays to en- 
courage better merchandis- 
ing and better profits in the 
smaller towns for by his in- 
dependence the small town 
merchant makes possible the 
great competitive structure 
of the shoe industry. 





Warning 


Our subscribers are warned against cashing checks 
for anybody claiming to be a representative of the 
Boot and Shoe Recorder. Several complaints have 
come to us recently of a so-called agent operating in 
Texas, Arkansas, Missouri, Mississippi, Tennessee, 
Alabama and Georgia signing himself by different 
names in different territories. Some times he goes 
under the name of C. L. Springer, again under the 
name of E. A. Otis, again under Ed. Little, and 
probably under a number of other aliases that we 
have no record of at this time. 


We authorize no one to solicit the renewal of your 
subscription, so pay no money or checks to any so- 
called agent claiming to have authority to collect 
for your renewal. If you are approached by anyone 
soliciting the renewal of your subscription or re- 
quested by anyone to cash a check made payable to 
the Boot and Shoe Recorder we suggest that you 
communicate with your Chief of Police and in this 
way help to protect other merchants. 








right occasion, spreads out 
on the floor in front of the 


’ customer a half dozen near 


freaks and says, ‘Guess 
your style and I'll try to 
guess your size.” 

It’s like playing Mah 
Jong, plenty of shoes in se- 
quence, but mighty few of 
a kind. While on the subject 
and to give an extra twist 
to the adoption of the Boot 
and Shoe Recorder's Four 
Season plan, have you heard 
of the merchant who played 
this glorified domino game 
for the first time and who 
objected to the four seasons, 
for with him, there were only 
two seasons, good and bad? 
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Shoes Cost $33 


Philadelphia, March 6—One 
of the daily newspapers here 
recently took a_ hypotheical 
case of a woman with a blank 
check going out with in- 
structions to buy the most ex- 
pensive outfit she could find in- 
cluding coat, hat. gown, shoes, 
stockings, gloves, bag, handker- 
chief, lingerie, vanity case, and 
perfume. The bill amounted to 

5000. The shoes she selected 
were a pair of Oriental brocades 
with gold kid bandings and 
high Spanish heels at $33. 
Buckles of crystals, set in gold, 
costing $100, were worn on the 
shoes. 

The next most expensive 
outfit cost $2000 and the 
shoes selected were of gray 
suede, trimmed with kid and 
carrying six tiny instep straps. 
They cost $25. 

More Simplicity 

Chicago, March 6—It has 
been noticeable that women’s 
shoe patterns are becoming 
more simple in design. Much of 
the gaudiness and flash that 
were features in some of the 
styles has been done away with 
in the movement to add re- 
finement. 


Black Most Prominent 

Detroit, March 5—All types 
of shoes are offered in the new 
spring lines being displayed in 
the store windows. Black 
is the most prominent color 
while generous numbers of 
men’s light tan models are also 
shown. 


Novelty Styles for Health 


A shoeman in an eastern 
city claims that novelty styles 
are good for the health. He 
says: ““Novelty shoes are light 
and flexible, and give the 
muscles of the feet plenty of 
chance to flex and strengthen. 
That is one means to health. 
The second means to health is 
this: Novelty shoes, of fre- 
quently changing styles, are 
often renewed. Each new pair 
of shoes is a pair of clean shoes, 
and is a welcome change, and a 
healthful change from sweat- 
worn shoes. 

“The third point is this: For 
years, the shoe trade has been 
advising people to alternate 
the wearing of their shoes, one 
pair today and another pair 
tomorrow. The novelty styles 
bring this advice into action. 
Indeed, many women change 
shoes with the hours of the day, 
for style and for comfort, and, 
also, for health.” 





Velvet and Gold 

Boston, Mass.—A stunning 
pair of party slippers for the 
Easter ball are made of crim- 
son velvet, and are trimmed 
with gold kid, the kid making a 
handsome vamp collar, or in- 
tricate pattern and the wings 
of the collar extending to the 
soles at the shanks. The heels 
are of gold kid, too. 


Six Ounces Lighter 

Boston, Mass. — “Dancing 
pee for men. Six ounces 
ighter than your street shoes.”’ 
That’s a sign in a shoe store. 
But it leaves unanswered the 
question how heavy a pair of 
street. shoes is. 

Colored Suedes 

Rochester, N. Y., March 4— 
Sandals and straps are selling 
best in women’s lines. Shoe 





centrating on getting out Easter 
orders. 


Bright Colors 

Cleveland, March 7—Bright 
colors in footwear seem to 
dominate some of the window 
displays where women’s shoes 
are featured. There is every 
indication that white shoes 
will have a splendid run. 


Men's Oxfords Better 
Detroit, March 5—A review 
of the men’s trade during the 
winter months shows that ox- 
fords sold very much better 
than high shoes. At present 


there is a trend toward lighter _ 


shades in tan. 
New Styles Appear 
Chicago, March 5—New 
spring styles for women are 
gradually appearing on the 





paper stories here. 


chooses the shoes.”’ 





Easter Shoes First 


Lynn, Mass.—That Easter shoes now come before 
Easter hats in new ans apparel is the substance of news- 
Newspaper reporters, going through the 

shopping districts, have counted up more shoe stores 
than hat stores. Also, they have counted up more styles 
in shoes than in hats. They conclude that shoppers are 
placing shoes before hats in choosing Easter apparel. Or, as 
one of the scribes sums it up: “If a woman has to choose 
between a new pair of shoes and a new hat for Easter she 








stores are showing their latest 
styles in women’s footwear. 
Colored suedes are generously 
shown and no doubt will be 
good sellers during spring. 
Variations in Straps 
New York, March 7—New 
patterns in strap designs are 


constantly being shown in 
stores here, but for the most 
part they are only slight 
variations from the basic 


models which made their ap- 
pearance some time ago. 
Crepe Rubber Soles 
Boston, March 6—The great 
use of crepe rubber soles on 
women’s sport footwear is a 
noticeable feature in the dis- 
plays of new footwear. Black 
patterns sold well to women 
during the past few weeks. 


Easter Orders 
Haverhill, Mass., March 6— 
Shoe manufacturers are busy 
making both turns and Mc- 
Kays for women. Haverhill 
companies as a whole are con- 





streets. There has been only a 
little response to eé new 
offerings, but as the spring ap- 

roaches added impetus is 

ing given to the new lines. 

Satins Selling Well 

St. Louis, March 5—Black 
satins continued to sell very 
well this week, and suedes in 
colors showed a gain. Many 
merchants are confident that 
women will buy freely of 
patent leather models in April 
when the weather is more 
favorable. 

Sandal Effects Good 

Cincinnati, March 6—Sandal 
effects are meeting with good 
success so far in shoe stores 
where there is some demand 
for the new types of women’s 
shoes. Factories here report an 
increased number of orders 
coming in daily. 

An Extra Season 

New York, March 7—There 
is interest here among retail 
shoe merchants concerning the 








movement fostered by {hi 
National Garment Retailers 
Association to inaugurate a 
summer season in womens 
garments on May L, in all parte 
of the country. It is the opinion 
of many that an extra season 
can be established for the gar- 
ment trade if the movement is 
properly carried out. 

Special Shopping Service 

Retail shoe merchants will 
no doubt benefit by the shop- 
ping service inaugurated by 
one of the daily papers for its 
out-of-town readers. They are 
requested to send clippings 
from advertisements showing 
the articles they want to- 
gether with details as to size, 
color, quantity, etc. A young 
woman is in charge of this 
work and she does the shopping 
according to instructions. In a 
recent announcement concern- 
ing this feature, advertising 
space was devoted to a fore- 
cast of women’s shoe styles 
There is no charge for the 
service. 

About Motoring Shoes 

A designer of shoes was 
asked to create some special 
types of shoes to be worn by 

ple who go on motor camp- 
ing trips in che summer. He 
looked into the matter, and 
came to the conclusion that 
there is no demand for « 
—— type of footwear for 

is use, beyond that which is 
satisfied by the present types 
of footwear. 
- He found that people wear. 
when on motor camping trips, 
either old street shoes, or 
hiking boots, either of the 
welt sewed or of the Maine 
moccasin type. He tarried in « 
hotel, a noted headquarters 
for automobile tourists, and 
looked with amazement at the 
shoes that the motoring travel- 
ers wore into the hotel, for 
some of them had on heavy 
hiking boots, while some of the 
women, although clad in knick- 
ers and flannel shirts, had on 
pumps with high heels. 

He gave up the task assigned 
to him when he learned that 
many women, while on long 
motor trips in summer, some- 
times kick off their shoes to 
keep their feet cool and com- 
fortable. 


Lizard Models 
Philadelphia, March 5 
Handmade lizard pumps in 
brown and a bluish gray wit! 
Spanish heels and French toe 
were recently sold at $7. 











March 8, 1924 





BOOT AND SHOE RECORDER 73 


Brooklyn Takes Lead in Move to Stabilize 
the Style Situation 


Too Many Poor Styles, They Say, and Invite the Industry to 
Join in Cleaning House 


ROOKLYN shoe manufacturers 
B have decided to take the lead in 

what they hope will develop into 
a national movement to stabilize shoe 
styles. The Shoe Manufacturers’ Board 
of Trade of New York, to which some 30 
odd of the largest manufacturers in the Brooklyn and 
Long Island City section belong have appointed a com- 
mittee which already has begun work in this direction. 
It is felt that much of the trouble in the shoe trade, in 
both manufacturing and retailing divisions in the past 
two or three years has resulted from the too quick style 
changes, the too frequent introduction of novelty pat- 
terns that have little or no style and a general lack of 
knowledge in the trade of real style values. 

The Brooklyn producers are inviting the retail trade 
and the other producing markets to join in the move- 
ment. 

A definite campaign of eduction has been planned 
and an effort will be made to keep style development 
from now on within well-defined channels. 


thinking a 


end.”’ 


There is no idea of killing the style ele- 
ment in the shoe trade, in connection 
with the movement, but rather the regu- 
lation of style and the building up of an 
appreciation, not only among retail mer- 
chants, but among manufacturers as well, 
of an appreciation of real style. An effort 
also will be made to apply some scientific 
research into the origin of style to the end 
that the shoe trade may work along defi- 
nite style trends just as do the garment 
and millinery trades. 


A statement of the principles involved in the move- 
ment, and the causes for it is continued in the following 
statement issued March 4, by the Shoe Manufacturers’ 
Board of Trade of New York. 

“A recent composite report covering 105 retail shoe 
stores with annual sales of $62,000,000 shows a net 
profit of less than $1,000 with a turnover of 1.3 per cent. 

“This condition is conducive to a higher retail mortal- 
ity, and demands drastic and remedial measures to halt 
this menace to our industry. 

“‘The causes which brought about this condition in a 
year when most industries were forging ahead is worthy 
of our serious attention. 

“Merchant and manufacturer have been carried along 
more or less in the giddy ever-changing whirl of style, 
oftentimes, as it were, swept off their feet and havinglost 
their bearings. Often when the results in inventory are 


“Let us keep style as our 
servant and not as our mas- 
ter. Let us get down to sane 
ut styles. We 
welcome the co-operation of 
the entire industry to this 


known and proper mark-downs taken, 
the result is blamed upon the present 
style condition, and perhaps occasion- 
ally where full measure of mark-downs 
resulting from many lines and multi- 
tudes of styles with few and broken sizes 
is not taken, the dissatisfaction with ‘style’ is even 
greater. 

“The latter day trend towards unseasonable buying 
and the constant urge to get something different in style 
has been responsible for increasing costs and decreasing 
profits. 


*““We realize that style is of value to us 
all, only as it is of benefit to the industry; 
that we must distinguish between good 
style and bad style and between profitable 
style and unprofitable style; that mere 
ever-changing novelty cannot take the 
place of true excellence of style. 


**Let us keep style as our servant and not as our mas- 
ter. Let us get down to sane thinking about styles. We 
welcome the co-operation of the entire industry to this 
end.” 


Frank G. Allen to Speak at Boot and 
Shoe Club Meeting 


Boston, March 6—Hon. Frank G. Allen, President of 
the Massachusetts Senate and head of Winslow Bros. & 
Smith Co., will be the guest of honor at the monthly 
dinner of the Boston Boot and Shoe Club, to be held 
at the Boston City Club, Wednesday evening, March 
12, at 6 o'clock. This will be the final get-together of the 
Club for the 1923-24 season, and it will also be the 
annual business meeting, with the election of officers 
and yearly reports of the Secretary and Treasurer. 





McElwain Buys New Plant 


The J. F. McElwain Company, producers of the 
Thom McAn shoes, has purchased the plant and 
equipment of the W. H. Griffin Company of Man- 
chester, N. H. This plant is a modern, four-story brick 
building, built in 1916. The layout of the factory will 
be changed immediately and the production will be 
increased to 3,000 pairs per day within a short period. 
The J. F. McElwain Company’s Nashua factory is now 
turning out 3,500 pairs daily. The output of the two 
factories is already insured for a long period in advance. 
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flexas and Oklahoma Shoe 
Retailers Association 





New Angles on the Style Problem Discussed 
at Texas-Oklahoma Convention 


Three-Season, Instead of Four-Season Plan, Advocated by Traveler; 
New Merchandising Ideas 


OMEN’S styles, men’s styles, improved meth- 

ods of merchandising and a three-season plan 

as opposed to a four-season buying schedule 
came in for thorough discussion at the annual conven- 
tion of the Texas-Oklahoma Shoe Retailers’ Associa- 
tions, in connection with a meeting of the Southwestern 
Shoe Travelers’ Association, held in Fort Worth, Texas, 
March 3, 4 and 5. 

The first day of the convention was featured by a 
noon-day luncheon, an open forum discussion of styles 
and a style show revue. 

L. E. Langston, general convention chairman, for 
the third time welcomed the retail merchants, travellers 
and their guests to the convention and to the city. He 
said that an effort had been put forth to make a real 
business convention and an exchange of ideas which 
would be both interesting and inspirational. 


Co-operation Of All Branches Urged 


E. R. Cockrell, mayor of Ft. Worth gave an address 
of welcome and formally extended the hospitality of 
the city. L. Lyons of Tulsa, president of the Oklahoma 
Association; V. T. Mitchell, president of the South- 
western Shoe Travelers; and R. D. Chastain, president 
of the Texas Association responded. Mr. Mitchell said 
that a great step forward had been made when retail 
merchants, travelers, jobbers and manufacturers worked 

- together to make the convention a success. Mr. Chas- 
tain in his response spoke of the mutual good to be 





derived from the get-together spirit in business and the 
value of concerted efforts in educating the public in 
buying more shoes and shoes for every occasion. 

L. F. Tuffly, director of the N. S. R. A. spoke of the 
participation of Texans in N. S. R. A. and told how 
Mr. Langston had won the name of good man Friday 
to John Slater. 


Davis Urges Unity of Action 


Sam A. Davis, field secretary of the N. S. R. A. 
spoke of the benefits to be derived from associations, 
both state and national. Co-operation, harmony and a 
spirit of helpfulness were shown to be of far greater 
value than the older and narrower policy of antagonism 
and secrecy. For the good of the individual shoeman it 
was necessary that he give of his time, his. money, and 
his efforts to organization—trade as well as civic, he 
said. 

Following the luncheon, the merchants and travelers 
went into joint session which was devoted to the dis- 
cussion of styles. Carroll Scoggins, of Houston, was 
chairman. He endorsed the report given by the N. S. 
R. A. style committee. and invited an open forum dis- 
cussion of style. 


Various opinions regarding the colors 
and types that would prove most popu- 
lar during the coming seuson were ex- 
pressed. It was the general opinion that 
whites would go strong, perhaps stronger 
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than ever before; that combination of 
wh‘tes and colors would not prove popu- 
lar, that the white season would open 
after Easter; that white kid, not fabric, 
shoes would go. 


At the present time, colored suedes and colored 
satins are the best sellers. As to colors, the shades of 
brown, particularly in the light tones were said to be 
more popular than grays. Mr. Scoggins asked for a dis- 
cussion of the value of gray in comparison to airedale, 
black, satins and patents. That the latter were proving 
more popular than gray in nearly every section of the 
states represented was shown from the informal dis- 
cussion in which about 20 took part. 


Hosiery’s Influence on Shoes 


Due to the extravagant line of hosiery and the diver- 
sity of colors some merchants felt 
that black, both patents and satins, 
would continue to remain popular. 

Harry Vinconhaler of St. Louis 
said that locality must be considered. 
He summarized what seemed to be 
generally the accepted opinions that 
ooze finished leather in March and 
April, followed by colored kids of 
which 80 per cent would be in tones of 
brown and whites in mid-summer 
were surest bets. That a growing 
demand for. black patents was recog- 
nized was also expressed. As to heels 
he said he considered the following 
most popular, 12-8 in block, 14-8 up 
to 16-8 in Louis safest. That sandal 
effects were good and would continue 
so was brought out in his talk. 


How To Achieve Style Stability 


James H. Stone, editor of The Shoe 
Retailer when called upon in the 
discussion of styles urged the mer- 
chants to sell what they had bought, to maintain con- 
fidence in the manufacturers and obtain unity of 
action. He endorsed the suggestion of R. N. Patterson, 
a shoe traveler, that unity of action in following the 
recommendation of the national style committee would 
do much to simplify the problems of the retailers. 

Preceding the informal discussion of style, Harold 
Volk, Dallas; L. F. Tuffly, Houston; L. Lyons, Tulsa; 
Carl Muller, Austin; W. E. Henderson, Norman, Okla. 
and ¥. T. Mitchell, San Antonio, made short talks 
telling of the particular style situation in their com- 
munities. 


of the N.S 


Real Style Show in the Evening 


A style show, the first of its kind to be held in the 
Southwest was a splendid success of the evening. 
Twelve models representing local stores and shoe de- 
partments, Miss Peacock of the Boyd Welsh Shoe 
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L. E. LANGSTON 
Mr.Langston who is second vice-president 


A. acted 
chairman of the committee which ar- 
ranged for the Teras-Oklahoma Con- 
vention 


Company, St. Louis, and three tiny children paraded on 
the runway at the Chamber of Commerce before an 
enthusiastic audience of local and visiting shoemen and 
interested Fort Worthians. Local ready-to-ware mer- 
chants and milliners co-operated with the shoemen in 
making the style show a real fashion revue. The shoe 
stores and departments represented were Morris Boot 
Shop, The Fair, Washer Brothers, Monnings, Taylors, 
H. C. Meacham, Sanger Brothers, Beacon Shoe Com- 
pany, Goodspeed’s, Jackson’s, Head’s and the Kiddies 
Boot Shop, represented by three small children, who 
proved to be decided hits. 


The following officers were elected at 
the business session held by the Oklahoma 
delagation at their morning meeting, 
March 4; Day Fezler, Oklahoma City, 
President; W. H. Prater, Ardmore, vice- 
president; Grover Cleveland, 
Oklahoma, second vice-presi- 
dent; Ralph Henderson, Nor- 
man, secretary-treasurer. The 
following were elected to the 
Board of Directors: L. Lyons, 
Tulsa; J. W. Krueger, Ard- 
more; W. T. Head, Oklahoma 
City; R. M. Hortan, Okemah; 
J. E. Brecheisen, Muskogee. 


Union of Several States Urged 


At the noon-day luncheon, General 
Chairman Langston introduced the 
old and new officers of the Oklahoma 
delegation who made brief speeches. 
Mr. Lyons said that the Oklahoma 
delegation wished to go on record as 
endorsing the consolidation plan ap- 
proved by the National Association 
and that they were looking forward 
to the time when Oklahoma, Texas, 
Arkansas, Missouri, Louisiana and 
Kansas would meet in joint conven- 
tions. He also said that the Oklahomians had found 
the consolidation plan as it had been employed in the 
last two conventions when Texas and Oklahoma re- 
tailers and travelers had met together to be of much 
advantage. 

Prominent Ft. Worth retail merchants, among whom 
were Leon Gross, W. C. Stonestreet and Will Monning, 
were present and were enthusiastically greeted when 
anno ncement was made that their co-operation had 
helped to make the convention the success that it was. 


as general 


Three-Season Plan Advocated 


Buford McWhirter spoke at the noon-day meeting 
of the second day of the convention on the necessity of 
the retail merchant and traveler getting together in 
making a three-season year instead of four. He advo- 
cated buying in February and March; in May and June; 


5 


all 
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Boston Gets 1925 N.S. R. A. Convention 


The 1925 conrention and exhibition of the National Shoe Retailers’ Association will be held in 
Boston, January 12, 13, 14, and 15, 1925 at Mechanics Building. The executive committee for the ensuing 


vear is as follows: 


Percy E. Hart of New York City, Fred E. Foster of Chicago, C. K. Chisholm of C llereland, Harry H. 


Hahn of Washington, D.C. 


, and John Slater of New York. 





and in November and December. He spoke further on 
the need for a greater compensation for the traveler— 
the broadcaster and loud speaker of the manufacturer. 
Mr. Stone made an interesting address in which he 
sketched the beginning and growth of the National 
Shoe Retailers’ Association, the present-day problems 
that confront the retail merchant and the need for the 
stability of styles. Mr. Stone was one of the twelve men 
who met in Philadelphia twelve years ago to organize 
shoemen into an association for the betterment of 
business and the education of the individual merchant. 
From a small beginning the organization has grown into 
the wonderfully helpful organization that it is today. 


The War's Aflermath 


The present problems of the retail shoe merchant of 
today are to some degree inherited from the war-time 
period, said Mr. Stone. To stimulate business, rapid 
style changes were brought about. With increased 
rapidity in changes has come a chaotic condition. 
There has been great expansion in production, said Mr. 
Stone, but the fact remains that per capita consump- 
tion of shoes, which is three pairs per pseron, has not 
increased in the past thrity years. Another fact that 
faces the merchant is that while one-third of the stock 
may show a gratifying turnover of 5 or 6 times, two- 
thirds is idle. Because shoes have come to be like fruit, 
good one day and bad the next, there must be more 
stability. But Mr. Stone explained that stability did 
not mean standardization. 


American Styles Lead 

Mr. Stone’s suggestion that America retain the 
honor of setting styles for the world was enthusiastically 
recieved. He stated that Paris is wearing styles dis- 
carded by America two years ago. Mr. Stone further 
stated that he was for a three-buying season schedule, 
if it could be proved to meet the needs of the retail 
merchant. 

Important announcements made at the luncheon 
were to the effect that National President Alexander 
had notified L. E. Langston that the next meeting of the 
N. S. R. A. would be in Boston, January 12. B. Mc- 
Whirter said that he felt that the travelers could 
arrange to meet in that city, Jan. 7, 8, 9. 


How to Sell More Men’s Shoes 
subject discussed at the 
An open 


Among the important 
afternoon session were men’s styles trends. 


forum discussion conducted by W. C. Roose, of the 
A. J. Bates Co., Webster, Mass., brought out the fact 
that there was both opportunity and need of selling 
more shoes to men, that the doctrine of correct shoes for 
the occasion would give impetus and that a little pep- 
ping up of men’s lines would greatly help. A suggestion 
was put forward by several members that the sellingi of 
lighter weight footwear for men instead of heave: 
types would help in the selling of more pairs. Other 
suggestions were that tans in the lighter leather, wing 
tips, some “brougie” types, and combinations would 
prove popular during the coming season. 


That old-man type of shoes, or conser- 
vative styles, were on the wane was stated 
in Mr. Roose’s talk. Among other things, 
he said that he believed the plain toe was 
losing in popularity. He said that he con- 
sidered any attempt to put meninto black 
shoes a mistake which would result in the 
selling of fewer pairs. 


Increasing the Sale of Men’s Shoes 


J. E. Selby, of Dallas, of the Volk’s Shoe store. 
because of his experience in buying and selling of men’s 
footwear, was called on to give his opinion on the pro- 
blems of in¢reasing the sale of men’s shoes. He said 
that at the present he considered a modified French 
last good, that a medium shade of brown was more 
popular than the Havana or light; that Scotch and 
Norwegian grains were increasing; that crepe soles had 
not proved entirely satisfactory in Texas, and that the 
appropriate use of crepe sole shoes was only for sport 
wear was stated in this talk. 


Banquel Held in Evening 


The banquet held in the Crystal Ball Room of the 
Texas, March 4, was the crowning feature of the 
entertainment. Entertainers and plenty of jazz marked 
the early part of the evening. L. E. Langston was 
toastmaster, pulled over some clever stunts. R. D. 
Chastain and W. D. Potts gave a duet. Sam Davis and 
James H. Stone cleverly entertained the eight hundred 
men and women present with unique toasts. Marvin 
Brown, heard in a serious vein by the shoemen, pictured 
the ideal salesman who put romance in business and 
whose efforts were marked by vision. 


(Continued on page 80) 
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J. C. Lilly Head of American Hide and 
Leather Company 


Boston—J. C. Lilly is the new president of The 
American Hide and Leather Company. His election 
took place this week at the annual meeting of the 
Company. Members of the executive committee 
elected are: Lindsey Hopkins, J. C. Lilly, John C. Jay, 





J. C. LILLY 


New President of the American Hide 
and Leather Company 


Kdgar M. Williams, Claude Douthit, Scott McLanahan 
and Henry E. Cooper; George A. Hill, Secretary and 
Treasurer, was elected a member of the board of 
directors, as was Samuel Haight, son of the retiring 
President. 

J. C. Lilly, as a very young man, commenced his 
life work as a tanner in the Philadelphia district and 
Canada. In 1915, he became associated with the 
\merican Hide and Leather Company. He was soon 
made production manager of the Western tanneries. 
In 1920, he became head of the production department 
of all of the company’s tanneries. Prior to that time, he 
had obtained a knowledge of the distribution of the 
product and had become well and favorably known to 
the larger buyers of upper leather in the Middle West. 
This friendship he continued after coming East in 
1922. In 1922, he was elected vice-president to 
ill the vacancy caused by the death of Charles P. Hall; 
ind since that time, Mr. Lilly has made his head- 
quarters in Boston, in charge of sales, but he has not 
relinquished his hold on the manufacturing department. 


Chipman-Harwood Co. Under New 
Management 


Boston, March 5—An entire change of management 
was effected at a meeting of stockhoiders and directors 
if the Chipman-Harwood Company, held here yes- 
lerday. Frederick \. Chipman was elected treasurer 
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and Clark Harwood, president. D. J. Harkins and 
Henry Wagner, formerly active members of the firm, 
have retired from all connection with it. 

The Chipman-Harwood Company, which has been 
operating for many years under the slogan “The Spec- 
ialty White House of America,” will continue to feature 
felts, men’s slippers and novelty footwear for sport and 
street wear during the summer. Under the new man- 
agement radical changes, making for improved service, 
will be inaugurated. 


Arthur C. Stern with Lynn Manufacturer 


Boston, March 5—From buying for a chain of suc- 
cessful retail stores to the direction of designing and 
distribution for a well-known factory is the entirely 
logical step taken by Arthur C. Stern, who, after 15 
years of buying for the chain operated by the Al. A. 
Rosenbush Company of Boston, has become associated 
with V. K. & A. H. Jones & Thomas Company of Lynn. 
Working in close touch with Harry B. Thomas, Mr. 
Stern will devote his energies to the building up of a 
line of unusually smart McKay and welt novelties. 

Both Mr. Stern and Mr. Thomas are well known in 
their respective fields, the former having built up what 
might almost be called a national reputation as a style 
expert and the latter having an intimate knowledge of 
all phases of shoe constucrtion. Before becoming a 
member of the present firm, Mr. Thomas was associa- 
ted with the A. E. Little Company while Mr. Stern has 





ARTHUR C. STERN 


Style erpert for the V.K § A. H. Jones 
& Thomas Co. of Lynn 


frequently acted in an advisory capacity to manu- 
facturers with style and merchandising problems on 
their hands. 

The financial management of the company is under 
the direction of Charles A. Littlefield who is president 
and who also is president of the Sagamore Trust Com- 
pany of Lynn. 
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It’s the Last Which Is Making Style—and 
_ Not the Trimmings 
H. igh Grade Lines More Simple in Design 


By MARGUERITE CAROE 


PRING footwear this season bears 
the tailored seal. Shoes pride 
themselves on exquisitely molded 

lasts which as truly follow the lines of the 
foot as the nipped-in tailleur follows the 
figure. Similarly is the American toe pre- 
ferred to the Parisian or French toe for 
its more accurate likeness to the natural 
lines. Heels are low and straight for 
morning ‘wear, high and, curved on 
Louis XV lines for afternoon. The latter 
replaces the lower Spanish or Cuban 
styles much worn during the past season. 


INTRICATE STRAPS 
DISAPPEARING 


The general trend in smart shoes leads 
to higher front effects and not to straps, 
says the firm of J. & J. Slater. This 
higher cut is not necessarily solid but 
may be cut out in manifold ways. 
Intricate strap effects are gradually dis- 
appearing. High priced shoes are more 
and more casting trimmings of all kinds 
aside, proclaiming line the true test of 
aristocracy in footwear. 

The momentary vogue for Colonial 
shoes is not to-be depended upon. 
Though it has swept the country it will 
not last. Beware of any fashion that 
starts in cheaper lines. Its future is 
dubious. The Colonial shoe is untidy, 
says Mr. Slater, and no smart woman 
will wear it. It is not the true compli- 
ment of the tailleur. 

Perforations and brogue tongue adap- 
tations find high favor for morning wear 

















Snakeskin cloche from Hickson, Inc. 
Patent leather slipper with lizard in- 
sert. From Cammeyer. 





Beltless gray cloth dress fea- 

turing the omnipresent scarf 

and metal button trimming. 
From Kurzman, 


usually interpreted in airedale suede 
with tan kid ornamentation. 

In trimmings, when they are used, 
Slater recommends alligator but not 
lizard, the pebbles of the latter being 
too narrow and fine to be smart. The 
brittle quality of alligator does not 
permit its use for an entire vamp but 
lends itself to trimmings and sometimes 
even imitates lacings. Gorings continue 
good, a new type at Slater’s being con- 
cealed under an unfastenable strap, the 
goring permitting full adjustment to the 
foot. Another model has gorings up the 
side concealed by leather strips, and 
two narrow straps over the instep 
ornamented by a tiny buckle. 


MILLER RECOMMENDS BLACK 
AND WHITE 


For summer sports wear, according to 
I. Miller, black and white is one of the 
outstanding fashions, buck or canvas 
with patent leather trimmings being 
assured prominence for morning. Slater 
favors mottled leathers in rainbow 
colorings as a substitute for patent 
leather on sports or semi-sports models. 
Here a reformed brogue tongue tacked 





in place or strapped to the side is smart. 
Kid in all white or touched with color 
takes the lead for afternoon. Of more 
novel effects are the slippers of white 
kidskin at I. Miller with trimmings of 
lizard leather. Such a model has straps 
and collar of lizard skin and a further 
insert of the leather at the heel and toe 
giving a smart contrast of true sports 
effect. 

In colors for street wear all shades of 
brown—Bombay, cinnamon, airedale— 
promise to outsell black. Gray will be 
good for early spring. 

Buckles are here to stay with cut steel 
a favorite on patent leather and rhine- 
stones on evening metal brocades. 


BAKST PRINTS RETURN 


An impressive display of ‘Fashions of 
Silks in Original designs by Leon Bakst” 
was made by Bonwit Teller in all their 
front windows. Costumes of every kind, 
except perhaps for evening, were in- 
cluded: dresses, blouses, skirts, capes, 
and scarfs. White grounds dominated 
and printed patterns were sometimes 
combined with plain white crepe. The 
colors were vivid running to the yellow, 
blue, and coral pink tones. 

Printed from wood blocks patterns 
hand carved from original designs of 
Leon Bakst these prints are typically 
Russian in color harmonies and motifs. 











Brimless black Milan cloche with cheery- 
colored love birds on either side. Seen 
on Fifth Avenue. Airedale suede shoe 
with bindings of tan kid ornamented 
with bronze buckle and brown feather 
fancy. From Hanan. 
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First, Airedale suede 
with scalloped tan kid 
trimming. From 
Hanan. Second, High 
cut suede walking 
shoe with brogue 
tongue and small 
buckle at side. From 
B. Altman & Co. 
Third, Airedale suede 
with fancy toe and 
strap of tan kid. From 
Rossiter. Fourth, 
Novel cut steel buckle 
on black suede slip- 
per. From Frank 
Brothers. 





These strikingly different designs from 
the general run of prints undoubtedly 
open a new era in printed silks. These 
silks are the creation of the artist who 
designed the costumes for the Ballet 
Russe. They will be automatically dis- 
played by all large stores all over the 
country. 


FEATHERS ON HATS, DRESSES, 
SHOES 


The cloche meets a dangerous rival 
in the diminutive tricorne. Of French 
Petersham ribbon, straw, or suede, its 
crown fits the head perfectly and its 
brim lies close to the face without the 
projecting points of the matronly styles. 
A fancy ornament usually adds a dash- 
ing note, the feather treatment being 
particularly new. It takes the form of 
tiny birds or feathered motifs. Bird 
trimmings are rising to high favor in 
Paris and New York. 

This feathered fancy has found itself 
duplicated on shoes at Hanan where a 
taupe suede shoe bound in tan kid is 
adorned by a bronze buckle and brown 
feather fancy. 

From tip to toe feathers now 
travel for there is a profusion of 
marabou trimming on evening 
gowns not to speak of ostrich 
strands and fringes. 


LEATHER SERVES IN NEW 
FORMS 


Leather is the smart note in 
trimmings. On spring coats we 
find it interpreted in bands or 
inlays of soft bright suede or 
lizard leather. New coats are 
made entirely of suede leather 
as soft as satin. Crepe silk 
dresses prefer the use of colored 
suede in all over applique form. 

Snakeskin is a novelty and 
makes a striking cloche at Hick- 
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Black Satin Smart 
in Tailored Suits 


The tailored vogue which 
monopolizes daytime fashion at 
the moment acquires a steadily 
increasing following. Black satin 
has now been enrolled to fabri- 
cate at Franklin Simon and 
other stores the newest suits, 
coats, and dresses. Let it be the 
strictly tailored suit, the softly 
tailored suit of the Patou type, 
the cape-back suit or the three- 
piece suit—all adopt black satin. 


Similarly do coats tread a 
satiny path in black, with fur 
collars, puffing, tuckings, braid 
stitching, leather applique pleat- 
ings, or silk fringe to enhance 
their beauty of line. 


Then comes the tailored black 
Satin gown in the newest spring 
fashions, with buttons, tuckings, 
pleatings, scarfs, jabots, or ling- 
erie collars and cuffs to contri- 
bute a feminine touch to an 
otherwise masculine outline. 


Thus may black satin find 
itself called to join the ranks of 
tailored shoes for afternoon wear. 
Black satin oxfords may be our 
next step in shoes. 


Stockings, whether for the 
street, or for Palm Beach wear 
with white shoes are invariably 
nude. There are no white stock- 
ings worn this year with white 
shoes. This is an important note 
at Palm Beach and all Southern 
resorts, Evening stockings are 
still nude but have a rosy cast— 
being almost apricot in shade. 


, patent leather 














First—Airedale suede slipper with novel strap treatment of 
tan kid. Second—Patent leather slipper piped in white kid and 
buttoning at side. Third—Patent leather slipper trimmed with 
white, cut on Perugia lines. Fourth—Brown satin slipper 
with buttoned side loops caught together with two decorated 
rings. All from I. Miller. 
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First, White 
canvas morn- 
ing shoe with 
patent leather 
trim. Second, 
White kid with 
goring con- 
cealed under 
unfastenable 


strap. Third, 
tongue tacked 
in place on 
white buckskin 
Sports shoe. 
All from F. & 
F. Slater. 


























son. The mottled gray and white ap- 
pearance of the leather is pleasing but 
most expensive. } 

The newest square envelopes select 
gray or colored lizard skins for their 
fabrics as do shoe trimmings and um- 
brella handles. Martin & Martin & Jay 
Thorpe .are strong supporters of this 
vogue. Flat purses of black silk, suede, 
or patent leather decide on bindings of 
red leather. Scarfs also adhere to the 
leather vogue in applique form. 


RANDOM FASHION NOTES 


Jewelry keeps pace with the tailored 
mode and now presents new link brace- 
lets of white and green gold. Interesting 
novelties on this order have Mah Jong 
charms in the form of dangling tiles or 
sometimes three or four tiny tiles will 
join forces with the links to make the 
bracelet. 

Neckwear of every kind and descrip- 
tion holds a foremost place. Vestees, 
collars and cuffs and jabots all play a 
definite role in the ruling tailored vogue 
of today, whether for suits, cloth 
or silk dresses. 

The gilet blouse of linen, pique 
or satin is an ultra-smart affair 
cut so severely as to resemble a 
man’s vest, the tightening 
buckle at the back even ap- 
pearing on many models. It is a 
compromise between the blouse 
and vest and combines the ad- 
vantages of both. The waistcoat 
tailored blouse sometimes 
dangles a fob hung on a Roman 
striped ribbon. 


Spring sweaters of bouclé in 
smart designs with monogram 
and attached scarf are in the 
lead. Slip-over, mandarin ja- 
quette and coat styles vie with 
each other. 
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The Moccasin Pattern’s Place In the 
Style Field 


As everyone knows, the moccasin originated with the 
American Indian and was first taken up seriously by 
shoe manufacturers in states where the Indian popula- 
tion was greatest—notably Maine, Winconsin and 
California. 

Formerly made largely for the woodsmen trade 
it later was adopted for work and play shoes, but 
never really achieved the dignity of being a style 
feature until about two years ago when it appeared in 
many lines of men’s, boys’ and even women’s shoes as a 
pattern feature, either with real hand-sewn vamps or in 
a machine-stitched imitation. 





The genuine moccasin seam is sewed by hand—twel-e pairs a 

day being a high average for high-grade work. The photo above 

shows Lee Reynolds, handsewer for the Sportocasin Co., of 

Yarmouth, Me. Two needles are used, one at each end of the 

thread and the two ends of the thread are looped so that when 
the thread is drawn taut, a knot is formed. 


While little can be said in favor of its appearance 
considered from the viewpoint of simon pure artistry, 
nevertheless it always has and always will suggest com- 
fort and a certain degree of sportiness. There is an out- 
of-doors look to it. For that reason, it is believed that 
the already created demand will persist, cropping up 
evéry spring and early summer. 

What makes this seem even more likely is the fact 
that shoe manufactueres have been able to get at- 
tractive combinations of colored leathers which have 
taken the eye of the shopper. Few of the metropolitan 
stores are without a number or two which show this 
moccasin seam effect, either genuine or imitation. 







Iowa Planning Record Convention 


Des Moines, March 3—A record-breaking attend- 
ance of 500 is what the officers of the Iowa Retail Shoe 
Dealers’ Association have set out to get for their 
annual convention to be held at Des Moines, Marc}, 25, 
26 and 27. A real program is being arranged, one of the 
high lights of which will be addresses by a number of 
merchants who have succeeded in making money during 
the past year or so despite the lack of purchasing power 
on the part of the former, on which trade they largely 
depend for their volume. 

“The years 1922 and 1923,” says Secretary-Treasurer 
Ira L. Welch, of Griswold, Iowa, “‘proved to be a hard 
pull for the officers of the association but they are over 
the hill and going good. This is really remarkable when 
one considers that 90 per cent of them depend on the 
farm trade alone. The prospects for 1924 are much 
better. Judging from the way association dues have 
been coming in since January 1 and from the spirit 
manifest in letters received, there is much more opti- 
mism abroad than has been the case for the last two or 
three years. 

“Retail shoe merchants have not made money the 
past two years, but the fellows who have kept in touch 
with the association have been doing better than the 
others. This is a fact that cannot be disputed. I am 
glad to report that several old members have come 
back into the fold and that several other merchants, 
not previously members, have seen the light. 

“Our association will end up this convention in the 
best financial shape it has ever been in, breaking all 
previous records by several hundred dollars.”’ 





Texas-Oklahoma Convention 
(Continued from page 76) 
Carroll Scoggins New President 

The third day was marked by important business 
sessions of both travelers and retail shoe merchants. 

The following officers were elected by 
the Texas shoe merchants: Carroll Scog- 
gins of Houston, president; Carl Muel- 
ler of Austin, first vice-president; W. B. 
Taylor of Fort Worth, second vice-presi- 
dent; H. L. Davis of Waco, third vice- 
president; W. H. Richardson of Wichita 
Falls, fourth vice-president; E. C. 
Jordan of Fort Worth, secretary-treas- 
urer. The board of directors elected for 
three years are: Bob Logan, Fort Worth; 
W. F. Buckley, Houston; R. D.{Chas- 
tain, Beaumont; C. N. Selby, Dallas; 
Virgil Garrett, Fort Worth. 

The Southwestern Shoe Travelers elected as their 
officers, Tom Collins, Fort Worth, president; E. H. 
Muse of Fort Worth, vice-president; Buford Me- 
Whirter, secretary-treasurer. The following new direc- 
tors were elected: Pratt Harris, W.T. Mitchell of San 
Antonio; Herschel Williams of Dallas 
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This shows you the placement of the wood in the last that is almost 
universally used in women’s footwear today. The toe is between the 
fifty cent and dollar coin size. The wood is so placed that the forepart 
of the foot is short and shapely. Between the heel and ball are all the good 


fitting values of American 


lasts with smaller heel seats and snugger 


quarters. Practically all the lighter weight shoes illustrated in this issue 
are build on a last of this character. 


The Last Grows in Importance 


values of lasts. We are practically over that 
period when clever patterns were bought sim- 
ply because they were nifty and new. 

The kitchen shop cannot continue to exist when 
fitting values are the first feature in shoe buying. The 
average kitchen shop has one line of lasts or size A and, 
to make Double A’s, the shoes are made on half size 
shorter lasts, while to make B’s and C’s the lasts are 
leathered up or the leather is lasted loosely. 

Now is the time for more balanced footwear. It 
sometimes happens that the more originality there is in 
a new style, the less there is of either beauty or prac- 
ticality. Look to the practical first; then the intrinsic 
beauty and good taste; if all is well so far, then it will 
not matter whether the style is distinctly original or is 
made fresh by being a revival of some former creation, 
coming uppermost again in one of the never ending 
cycles of fashion. 

The features of a style include not only the material 
and pattern, but also the thread and stitching, the kind 
of heel, the thickness and trim of sole, the kind of lace or 
button—every detail must be chosen with a view to 
producing an appropriately balanced whole.’ 


\ N ] E sense a national interest in shapes and fitting 


Confirmation of this statement concerning the im- 
portance of the lines of the shoe, as determined by the 
last, comes from high authority. On another page of this 
issue, one of the shrewdest style judges of New York, 
Miss Marguegite Caroe, points out that “high priced 
shoes are more and more casting trimmings of all kinds 
aside, proclaiming line the true test of aristocracy in 
footwear.” ; 

While we hold no particular brief for the untrimmed 
shoe as opposed to those which are trimmed, neverthe- 
less it is an occasion for congratulation all along the line 
that due heed is being paid to the last, which is the 
fundamental of all good style and which all too fre- 
quently in the past has been overlooked in the mad 
scramble for the bizarre in pattern and color. 


Poor Fit Kills Style 


The fitting value of every shoe is determined by the 
last and no style can live, trimmed or untrimmed, 
beautiful or otherwise, if built over a last which does not 
conform to the shape of the human foot—which does 
not take into consideration the obvious fact that the 
foot must be permitted to function as nature intended 
that it should. 


All of the good features of the brogue last with some of the 
smartness of the square French toe have been placed into a 
short vamp last for men. The vamp measures four inches 
from throat to end of toe and it gwesa new smartness to 
American shoes for men. It is typically a young man’s last 
and is in for a run of popularity. It has all of the good fitting 


values between heel and 
front. It permits of any variety of 
caps and can be made in bals and 
bluchers. It is worth looking at as a 
mid-summer novelty. 


ll with much more character to the 
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Chart Your Buying Program 


we 7 HAT to buy for immediate and the next three months’ selling’ is the question which is now 

uppermost in the merchant's mind. The Recorder is endeavoring to answer this question in the 

chart herewith presented. We assume that every member of our great household of readers has a 
record of sizes and merchandise on hand, as well as of what has been sold for the past six months. And 
while past experience must ever form the basis for future operations, nevertheless there is another factor 
necessary in wise buying, namely, the listening-in to the style broadcasts which fashion is constantly 
“radio-ing.”” By tuning in occasionally on the footwear message which the woman customer broadcasts, 
it is possible to interpret what types of shoes will sell the best. 








Semi-rounded toes— 


One, two, three or 
Lasts’ 2 5°™¢ quite Frenchy. 
_ 


Dress even four. 
(See Note 1)) Cross Straps. 
Front Straps. 
Sandal Types 


Straps 
Vamps, 3 1-8 to 3 1-2. 


[7-8 to 14-8 in sport 
welts. 

8-8 to 13-8 boxwood. 
10-8 to 14-8 in 'con- 
{servative welts, turns 
and imitation turns. 
10-8 to 16-8 in Cuban, 
Spanish and a few 
| Louis heels. a 





Colonials (with or without goring) Heels 
ee 


( (Moccasin type with (See Nole 3) 


crepe or other types 
of rubber soles and 
spring heel effects; al- 
so with fibre sole and 


Sport heel; and with leather (General trend toward 


Women’s 
Shoes 
for 


Spring ; 


and 
Early 
Summer 


or in front. It may 


Oxfords 








(See Note 2)) 





| 
| 
l 








| 
| 
| 
| 
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Note 1—Strap fastening may be a button (sometimes ornamented) or buckle or goring. Goring may be placed at the side 


Plain Opera Pumps) 


sole and heel. 

Some wing tips, more 
plain and some blu- 
chers with creased 
| vamps. 


Distinctive lines with 
little ornamentation; 
leather sole with Cu- 


Tailored ban or military heel; 


possibly some creased 
vamps. 





L 


Tailored 
Dress 


concealed by a buckle or ornament. 


Patterns <¢ 


Materials 


(See Note 4) 


more simplicity with 
higher throat lines. 
M occasin pattern 
stronger in-welts than 
in turns or imitation 
turns. 

Fewer complicated 
straps. Cut-outs and 
some perforations. 
Pipings in contrasting 
colors. Sandal, Types 
[leading. 


(Black, brown, gray 
and white calf andkid. 
Ooze in same” colors 
and buck. 

All-over white kid. 
White canvas. 

Black and brownsatin. 
Some bright colored 
kid. 

Lizard and Alligator 
effects. 





Note 2—In turns, imitation turns and McKays, will be found the regulation lace oxford and some oxford novelties such 
as four-button kid and satin. ; 

Note 3—Even in turns and imitation turns, the tendency is toward lower heels although heels as high as 20 8 will be 
found on some evening slippers. 

Note 4—Brocade and metal cloth for evening are found, of course, in turns and imitation turns. 
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Recorder Styles—Select this American revival of the tailored pump in black or colors. 


American Styles 


“a :; 
NaTIONAL movement is developing to emphasize American 


types of footwear based on the change of dress bringing into 
vogue the tailored suit and the boyish lines in sport attire. 

Some sort of order is coming out of style disorder in dresses, 
hats and apparel, which will lead the way for shoes later to fall 
into step. A definite movement in that direction, having some 
guidance and influence with the public in its selections, is now 
under way. 

Freaks and fantastical notions and dreams of European 
designers are giving way to the clear-cut lines of good shoe- 
making. It will take some time for this change to come about 
but simplicity of style cannot be resisted. 

The very timeliness of the tailored dress is making a great 
stimulus to business. The boyish, youthful lines of the costume 
would look out of place with a weird arrangement of straps. 

We, therefore, emphasize Americanization of style in preface 
to this style section containing types of advanced styles salable 
up to September and vouched for by the Bost and Shoe Recorder 
organization after much research. 

Indications are that these typical shoes amended and 
possibly simplified can be translated into whites of mid- 
summer and the more courageous soft colors for the store which 
ventures for a real profit. The irresistible pressure of good 
style makes shoes salable no matter what general economic 
conditions may be. There is always ‘‘shoe money”’ to be had in 
most any income if the attraction of the footwear overbalances 
the desire for strict economy. 


American Styles for 
Summer and Sports 
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Recorder Styles—Select a few extreme styles in color and pattern for profits. 


This Summer 


His summer the out-of-the-ordinary dresser will show “‘class”’ 
by a selection of colored footwear to harmonize with, or 
contrast with, her costume. 

Here is an extreme number in a red Morocco with black 
trimming and we illustrate it in its extremity. The side panels 
show how it can be reduced and made simpler and still retain 
unusual features. We wouldn't ordinarily recommend a shoe 
of this type, but inasmuch as the merchant is the selecting 
agent in his community, we illustrate it to show to what ex- 
treme he can go in picking a good last and shape with modified 
patterns above it. 

This last and vamp is perfect in its fitting qualities because 
it gives ample breadth to ball, hug at the heel and some meas- 
ure of grip at the waist. 

The first essential in all style selection is fitting qualities. 
Every store should have at least one girl who can prove by the 
sample that fitting values are in it. When factories to be accur- 
ate in fitting values make up two dozen of every number, it 
proves that the fit is the thing. 

Don’t accept a shoe on its face value—buy it across the board 
in other combinations or colors. The sample may be in lizard 
and yet its best selling value might be in patent leather. The 
season ahead is one of materials—the pattern if pretty will sell, 
no matter what its shape—providing the right material is in the 
shoe and in the right color. 


American Styles for 
Summer and Sports 
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Recorder Styles—Select pumps with cut-out throats. 


~ 4 
Ys it \mart 
. 
1TH these three words we indicate the most important thing 
for you to consider in your selection of shoes for mid-summer 
selling. American smartness is the keynote of style selection. 

Some designer took the butterfly and spread the wings over 
the throat and waist of the foot and conceived this style. The 
back bone of the butterfly had either a solid center on which a 
buckle could be placed or was used for goring adjustment. 

This butterfly motif has been reduced so that it now becomes 
a pump pattern with the design at the throat. It looks wonder- 
ful over nude hose for the cutouts are handsome. 

In buying shoes of this character, select-a basic pattern and 
alternate the leathers. A diversity of materials makes possible 
a remarkable window as well as a real selling plan to the 
public. This shoe also can be made up in black suede, and black 
kid as well as white suede and white kid. The blending of 
shoes is a fine art and many a merchant has made a big profit 
by selecting only a few good patterns and varying them with 
materials. 

We offer diversity across the board as the best style recom- 
mendation for the summer of 1924. 

You cannot go wrong on pretty patterns in the lower heel 
numbers, for the national call is for lower, neater shoes. 


American Styles for 
Summer and Sports 
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Recorder Styles—W hite kid with soft brown suede trimming is unusually good. 


Less (lax3- 


oME designs in themselves are so interesting that they make 
shoes salable because of their intricacy. We are showing a 
variety of extremes in style designing. Some shoes need to be 
jazzed up and others need to be refined. 

To get the popular pulse of New York one does not look at 
the styles on Fifth Avenue, but to Delancy Street on the East 
side where the joy of pattern making is in every window every 
shop girlin town can be madeexclusive in her ownsocial sphere. 

Women with money to spend which they have earned are by 
far the greatest customers of stores who make a profit out of 
the masses and not out of the classes. Until we eliminate jazz 
in music we are not likely to remove it from shoes. Therefore, 
expect some jazz in both and plan to make a profit thereby. 

These being days when the golden moments speed quickly 
along, there is a demand for shoes that are easy to put on. 
Every clerk, looking ahead to a Saturday rush, gets his eyes 
on the styles that he can put on to a foot in a jiffy, with a 
surety that they will fit the very first time. 

Hence the popularity of strap styles, especially those with 
the open sides. They fit almost as fast as the buttons can be 
fastened. And some of the gore styles go on to the foot as easily 
as a hat on the head. There is one new shoe, that has a strap 
across the instep, and a gore in the side, close down by the 
shank, where it is concealed by an overlay of leather. It fits the 
foot quickly, whether the instep be high, low or between. 


American Styles for 
Summer and Sports 
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Recorder Styles—Select white kid as best summer bet—with or without color trim. 


Sn the Leather 


ro leading leather for summer is unquestionably white kid, 
because of its seasonableness and the trend of style is in that 
direction. Its closest rival will be black patent because of its 
contrast to nude hose. 

The other leathers are black kid and the softer shades of 
brown with possibilities of vivid colors as trimmings just 
as in women’s garments to emphasize the black, red is used as 
a color. 

Thus the accuracy of the Recorder's color forecasts is again 
emphasized by the featuring of black as a background in all 
Paris openings by the great dressmakers whose names are 
symbolical of authority the world over. 

Last year when the entire world of fashion was pledged to 
monotones, first introduced and championed by the Recorder, 
the announcement was made by this publication that the next 
change would be striking color contrasts with black. 

Scarlet has representation in the spring movement of colors 
proper. Manufacturers of ready-to-wear of the sport variety 
feature scarlet in the form of capes, jacquets, dresses and skirts, 
and millinery as well. 
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Recorder Styles—W hite suede needs a collar in black or color. 
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it of the garment trades were months in advance of the shoc 
business in laying out their plans for a sport season. The shoe 
industry can no longer live to itself, but must realize that it is 
dependent upon other apparel industries for its style inspira- 
tion. 

Whatever the color of garments, so will be the influence on 
footwear. A very colorful sport season means a corresponding 
opportunity in shoes providing the colors harmonize or con- 
trast effectively. Here is what is leading in sport garment 
colors. 

As showing the vogue of sport colors it may be said that 
apple green, royal blue, Chinese green, gray blue, and lemon 
yellow are the outstanding colors for sport wear. 

It should be understood that with a vogue for striking col- 
ors, white comes prominently forward for combination pur- 
poses. For example, a jacquette in a brilliant color calls for a 
white flannel skirt and with such a combination white shoes 
are good form. 

Still another combination permissible is a dress of white 
flannel and white shoes with millinery in any brilliant color 
desired. 

The combinations are unlimited. Any color that is smart 
and becoming may be worn with either white or black in con- 
trast. 


American Styles for 
Summer and Sports 





BOOT ANDSHOE RECORDER March 8, 1924 


yi 
Ht ee HW 
niet 


ii saahe? i hice a ; eS bas i cide deeds Bbc ase stk 


Recorder Styles—Now we see a satin in a lizard finish—all taupe color. 


Slebbing Out 


HERE is nO question but that pure white is good for summer. 
Its very safety may make it so common that every merchant 
will have it, and the public will be over-sold on whites by 
preponderance of showing by stores. 

Nevertheless, a great white year is ahead of us. The earliest 
information from the south indicates that clearly. Most mer- 
chants plan to start their white season immediately following 
Easter. 

New York retailers appear to be agreed on one point in 
considering styles for June, July and August—white shoes. 
Plain whites in comparatively conservative styles are touted 
as one safe bet for midsummer selling. Some advocate strapped 
models, in fact the majority expect straps to outsell all other 
patterns in whites; others assert that they expect gorings and 
small tongues to sell fairly well. 

Most of them will try out whites with colored trimmings. 
General opinion slants toward the white with a black trim- 
ming as the one combination most likely to succeed, but even 
on this there is some doubt expressed as to the possibility of 
this type reaching any large volume. Still more doubt is 
expressed concerning whites with blue, green or red trimming, 
or with lizard trimming. However, some will try them out 
in an experimental way 

Next to white, patent leather and black satin are expected 
to be the biggest sellers. Grey is given some consideration and 
the light shades of tan—these two in suede or ooze. 
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Recorder Styles—The sandal is the great leader this summer. 


Summer Sandals 


ERE we see a sandal type in a very soft banana yellow shade of 
leather with an old blue trimming thereon. The merchant who 
can select the smartest of color combinations is entitled to the 
bigger profit that he can get. 

Sandals are by far the biggest bet for early summer. They 
have been nationally adopted by the best stores. There is an 
infinite variety of strap and stitchings possible in sandals. 

In deference to the summer girl who, after allis said and done, 
is the main stimulant for business in textiles, the rainbow and 
the aurora borealis will hide their diminished heads. First, 
out of respect to black but in a larger way to colors. 

Thus, midnight and sunrise join forces to make possible the 
most striking effects in dress the merchandising world knows 
of up-to-date. Imagine, if you can, standing ‘‘on the bridge at 
midnight when the clock is striking the hour,"’ and instead of 
the moon rising over the city behind the dark church tower the 
morning sun appears with a flash of pinkish reds, and you 
have nature's as yet unduplicated color card first hailed by 
The Recorder as the right thing for the oncoming spring 
and summer seasons. 

Note in these style pages the possibilities in pattern ar- 
rangement. The front line sandal is made by prolonging 
the strap from the center of the throat. There is no end 
of clever possibilitics this season. 
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Recorder Styles—Select black satin with suede trimmings. 


( of Uout 


HOES were never more youthful. To look at some of the pat- 
terns, in no matter how large a size, there comes an optical 
effect of smallness, trimness and youthfulness. 

The combinations of materials aid this, forforeparts are made 
short by having bands over the throat and fancy designs in the 
vamp which were impossible a few years ago. Who could ever 
believe that five-inch vamps were comparatively recent in 
footwear? 

We emphasize greatly the play of color in costumes in this 
number because it has an important bearing on footwear. Here 
are two colors that indicate by their prominence how you 
should buy and sell. 

Blue poudre or powder blue is a gray blue such as one sees in 
fireworks against a midnight sky. Powder blue is reserved 
principally for blonds and thus has limited representation, 
since brunettes are in the majority. 

Jean Patou, a dressmaker in Paris, has chosen banana yellow 
as his favorite color, probably for the reason that he can dis- 
pose of more models in yellow than in the more refined color of 
powder blue. 

Again, it is hinted that banana yellow harmonizes with 
many of the browns, especially those broken by the introduc- 
tion of many colors. African brown, for example, is about 95 
per cent black, 3 per cent yellow and 2 per cent orange, or just 
enough of the two latter to give a soft bloom. 
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Recorder Styles—Unusually new because of inside cut-out—buy in all white. 


‘Oiteens lead - 


ATTERN designing is a fine art and many of the new numbers 
owe their creation to retail shoe men. 

Here is a feature that comes out of a shoe store and illus- 
trating the possibilities of variety in design. Shoe design need 
not be symmetrical. Women’s dress often drapes on one side. 
Why not emphasize the arch of the foot, its prettiest part, by 
an exclusive cut-out of its own. 

We look for more of this unusual design because it illustrates 
the endless possibilities of footwear ornamentation. It is de- 
sign like this that gives exclusiveness to fine footwear. The 
pattern sells the shoe in a season of all styles in style. 

There are so many color possibilities in footwear that store 
salesmen can show a customer the whole range of colors and 
the customer might make one or more selections to harmonize 
or contrast with costumes. Black and white are acknowledged 
safe by the customer and salesmen in doubt. It is the definition 
of color selection that makes a man worthy of a real profit on 
a real shoe. 

A white shoe warrants a new pattern effect just to make it 
stand out conspicuously from the ‘*hold-over’’ whites of last 
year. 

The Chinese influence has had much to do with making shoes 
more colorful. The reds are with us to emphasize the blacks. 

The Spanish influence makes red popular. We look upon it 
as a profitable shoe color when used in trimmings. 

Lacquer or Chinese red is probably the leading favorite in 
the market as a whole. . 
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Recorder Styles—Black satin may take an ornate waist band for distinction. 


Gndividuality wi 
TYLEFULLY, black is here in millinery, dresses, suits, costumes 
and, more especially, in fine footwear, where it has a fixed place 
for the season in patent leather, suede and in satin. 

Next to black, black and white looms large in the fashion. 
At one of the fashion promenades held in New York by one of 
the leading producers of fancy silks, costumes of black and 
white and the reverse stood out prominently. 

The truth is that black and striking contrasts have brought 
red into renewed popularity, since it is the first choice of 
black for a running mate. 

Right in keeping with brand new styles for advanced selling, 
we show this number having in it quarter and vamp, a feature 
of last year’s footwear, and across the waist an ornamental 
band in contrasting colors. 

Here we show the quarter and vamp in black satin and the 
waist band in white kid. To tell the absolute truth, the 
addition of the waist band has made a clever and artistic 
pattern out of an open shank back number. 

We do suppose that if you had a good shoemaker in vour 
store he could make many an old pattern a new style by such 
cleverness. 

The band across waist and instep is a style feature of 
great possibility, because it is an easy addition to a good 
fitting pattern and an improvement on the open shank type 
which ‘‘winks’’ with every step. 
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Recorder Styles—Style has a place in patent over yellow suede with fancy threads in color. 


Daring designs 


HE shoe designer never had a greater opportunity to create 
daring patterns. The very exclusive dressers of a community 


find a need for unusual footwear to go with spectacular clothes. 

There is to be a high note of color in millinery and acces- 
sories. Here is authentic information on the subject. 

Milliners just off the steamers from Paris have brought over 
as many as forty-eight shades for millinery purposes alone, 
and this in face of the fact that black is the “‘high jinx’’ in 
millinery. 

In up-to-date radio English it may be said that the 
head of the summer girl will be a receiving station for colors 
from all lands and climes: Proof of this is seen in the designs 
chosen by printers of silks who began with primitive African 
designs and finished with the latest composition of the highest 
paid artists in the French capital. 

Colors are everywhere. Outer garments of black or African 
brown are lined with silks in multi-colors, expressed in plaids, 
stripes and checks. 

No article of the woman's dress is free from the omnipresent 
and assertive color. Bags in colors are to be worn with the 
black tailor-made. 

The possibilities of colored threads — each line different 
in this sample—stitched four lines wide, is a new and clever 
note in shoemaking. Also note all edges are pinked, mak- 
ing the shoe not only distinctive, but expensive. 
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Recorder Stvles—What could be neater than patent with cut-outs to reveal hosiery? 


Simp e Lines 


Hs is such a broad country geographically and stylefully that 
what is selling in Los Angeles may be months ahead of what 
is going in Boston and vice versa. For that reason any national 
study of styles must consider the general fashion trend for its 
national influence on dress and then each merchant can estimate 
for his own community when it is the right time for him to 
have new types of shoes on hand to go with new types of 
garments or changes in hosiery. 

The light-colored hose vogue has been sweeping through 
the country. No hosiery ever emphasized the strap and cutout 
patterns to a better degree. One important-thing to remember: 
In the dyeing of this nude and sunburnt, or whatever you may 
call the shade, no two batches go through the dyers’ hands in 
precisely the same shade. When the Grand Leader story in St. 
Louis found 53 shades of light hose in its new purchases, there 
are only two answers in the shoe department—either black 
patent or black satin. 

Patent is staging a real comeback. Pale color of hose has 
done it. The simple lines of the high throat pump with cutouts 
at the throat have a place in early summer wear. For adjust- 
ment, goring at the side. Variations of motif are to be noted in 
the sketches. 

‘“‘When in doubt —black"’ is the way to sell patents 
and satins, for an odd-colored garment can never find its 
proper shoe color. Then if you make it simple the customer 
can go the limit in the garment, knowing that the shoe will 
tone it down. 
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Recorder Styles—Select white canvas, for it is appropriate in sport attire. 


Smarter Oxfords 


F sTyLe has been overdone in strap effects, it might well be 
said that it has been much underdone in oxford types. A little 


more effort in making cut-out oxfords more artistic is under 


way. 

The welt shoe shows greater possibilities as each month 
goes on and a corresponding attention to clever design is 
apparent. 

We show variations and possibilities in design in the oxford 
as well as in the toe cap and foxings. 

This season, the American woman has decided that low 
heels shall be the accompaniment of the new “‘tailleur’’ (or 
tailored gown or suit). According to some of the leading 
authorities on the ‘“‘tailleur,’’ this vogue will be with us for 
a long time. It has been about one to two years in developing. 
It is a comfortable and practical style, as well as an attractive 
one. Low heels are comfortable and practical, as well as 
attractive. By low heels, we mean, 8-8, 9-8 and 10-8. We would 
also include the 12-8, 13-8 and 14-8. Especially good just now 
is the 13-8 block heel, in both welts and turns and McKays. 
One merchant estimates that 75 % of the best sellers will be on 
heels less than 14-8. 

In further explanation of heel heights, we would say that 
the 15-8, 16-8,—and up to 20-8—for evening will be good; 
there are many who will prefer the 15-8, 16-8 and 17-8 for 


street wear. 
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On, 
QUOTA LUIS 
itH unmistakable clarity, the Recorder has indicated the 
development of the tailored dress and its influence on foot- 
wear. It always takes a change of costume to bring about a 
change in footwear. Ornament and elaborate systems of strap 
look wrong in the picture of a slim tailored suit with its boy- 
ish shirt, fob and accessories. Even the hat has become smaller. 

Shoes in keeping with that type of dress are of a trim tailor- 
ed pattern in line and built appropriately in leathers, and 
bottoming, making it a walking type of costume with walk- 
ing shoes for a definite part of the day and right in line with 
“shoes for the occasion.”’ ° 

You can do much harm in advising a woman wrongly in 
the selection of in-appropriate footwear to go with the 
tailored costume. Be frank and say you haven't anything 
rather than to sell her something in-appropriate with fancy 
straps and fancier color combinations. 

You see on this page an interpretation of the tailored 
pump to go with tailored dresses in April, May and June. 
The O' Rossen fob may be worn in the jacket and an ornament- 
ed bow may be worn on the shoes. Goring under the throat 
gives better pump adjustment. We recommend the encourage- 
ment of this type of footwear because with the change of dress, 
the change of footwear is both possible and profitable. 

‘*As is’’ this Scotch tongue pump in a light tan calf with 
a vamp overlay of strips of perforation. The line sketches 
illustrate variations of the same basic patterns—perhaps you 
would moderate the styie by elimination of some of the extras. 
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Recorder Styles—The Prince of Wales is sponsor for this golf shoe. 
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STRONG return to American types of shoes for men is the key- 
note of this style section, despite the fact that we lead off with 
a shoe designed by the Prince of Wales (because it is styleful). 

The English type of dress for men made its impression in big 
coast cities of America, but never penetrated very far into the 
interior. The smart lines of ready-made clothes for men war- 
rant a return to simple patterns_in men’s shoes for ordinary 
wear or for business. In sport, however, where America 
shines, white knickers lead to combination shoes, white and 
tan. These we recommend for summer and late summer wear. 

Creating styles for men is for more difficult than for women. 
A tricky line or curve has little place in men’s shoes, and yet 
the future expansion of men’s business depends in large measure 
on style development. The new short, full last is the beginning 
—it indicates a call for youthful shoes. The encouragement of 
lighter summer weights is also uppermost in good merchandis- 
ing. No black shoes after six o'clock is a step in the direction 
of more pairs. The mere fact that in style conferences more 
attention is being paid to men’s shoes indicate a change for the 
better—more shoes for men. 

In this section we feature a range of summer types ona nation- 
al basis of selection of shoes to brighten up lines—the standard 
soft toe and custom shoes are obviously ‘‘in stock.’’ The season 
is one of opportunity. 


Smarter Shoes. 


for Men 





BOOT ANDSHOK RECORDER Varel 8, 1924 




















Recorder Styles—Select light shades of tan in smart and simple shoes. 


food S\ wemaking 


ne ability to make good shoes is not confined to any one sec- 
tion of the United States any more. For, in the making of fine 
footwear for men, craftsmanship has broadened out, manage- 
ment has improved, materials and methods standardized and, 
as a result, better shoemaking is universal. 

Men's shoes today must show fine points of shoemaking in 
all grades from $6.00 up at retail. In fact, many of the shoes at 
$5.00 retail shoemaking points which if measured by the stand- 
ards of ten years ago, would have been cafled very superior 
shoemaking. 

Therefore in your selection of shoes for the men’s trade look 
to craftsmanship and insist upon better stitching, better lasting 
and better finishing. It can be had in every grade. Little fine 
points of shoemaking make or unmake businesses, particu- 
larly in men’s footwear. Shoemaking for men has made great 
progress through the grading up of materials. There isn’t the 
differences between A and B selections for tannage is better and 
materials run more uniform in each grade. 

Try by every means to sell in mid-summer lighter weights 
in materials in men's footwear, for otherwise we are going to 
sell a man one pair of shoes per year for the inherent qualities in 
good shoes today give that lifetime ‘to an ordinary price pair. 

Put your best foot foremost—in the store. Have every clerk 
in new shoes for Easter, for comparison is sales-making stuff 
to the customer in doubt. 
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Jop leathers 


HE Most prominent fact that stands out conspicuously in the 
men’s shoe style subject is the impetus that is behind the light 
tan movement. Whether the manufacturer makes medium, 
cheap or high-grade men’s shoes, the most outstanding feature 
of the style trend is the fact that there is more power and em- 
phasis behind the light tan ‘‘idea’’ than heretofore. There 
seems to be an unanimous agreement among shoe manufac- 
turers that light tans are the materials that ought to go into 
men's shoes in order to make the most out of the style phase. 
Men's shoes for spring are of very light tan shades in most 
cases. 

There are many other items concerning men’s shoe styles 
but they are subordinate to the main subject of colors. Like 
women, men today look for more ‘‘snap’’ and style in their 
shoes than heretofore and expect spring and summer models to 
carry styleful characteristics that will make the shoe a smarter- 
looking number. 

Men’s shoes for spring and summer selling will command 
lot of attention. They're smart-looking; lines are trimmer and 
leathers in all shades indicate there will be more than one sale 
to the average man. 
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ull Lasts 


XPERIMENTATION has brought about a change for the better in 
men's lasts. Many designers have felt that there is a place for a 
shorter last, one that measures four inches from the throat to 
the tip and which has all of the merits and fitting values of the 
brogue last combined with that smart shortness that the 
French square toe can give. 

This last is a new number and bids fair to be revolutionary 
in changing men’s styles. A smarter looking shoe with or 
without perforations, with or without brass eyelets is possible 
on this wood. 

To get the shortness of last, many a merchant has done pre- 
cisely what George Peirce of Providence, R. I., had to do. He 
found that for two years he couldn't get what he wanted and 
finally put a file on a pair of lasts and got them down to the 
measurements he desired. This new last had perfect fitting fea- 
tures from heel to ball and plenty of room in the forepart. The 
shortening of the toe did much to emphasize the lines of the 
shoe and a smartness was imparted by making a square finish 
at the tip. 

This last because of its newness, the brogue last because of 
its permanently popular fitting qualities, the custom last be- 
cause of its trimness, and a semi-French last for young men to 
wear, gives the range of lasts for your consideration in the 
purchase of summer footwear. 

The last comes first—in men’s shoes for summer. 
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More Pairs 


M: sport shoes are more striking in appearance than ever, and 


a great multiplicity of patterns possessing smartness and swag- 
ger marks the great advance of this type of shoe. Application 
of the word “‘sport’’ in describing theshoe has its limitations— 
sport shoes do more than sell to those interested only wearing 
them while participating in competitive sports. 

In a gradual way they attracted the style-seeking appetite 
of young men who wore them for street wear, with the result 
that now smart-looking two-tone effects in a broad range of 
materials, classified under sport shoes, fit into the street ap- 
parel of many dapper young men. 

However, sport shoes were primarily designed for wear on 
the golf links and where the occasion was one where men had 
an Opportunity to wear footwear other than the conservative 
blacks and tans. 

Many manufacturing concerns expect a big run on sport 
shoes, better than any prior season. They point to the fact that 
sport shoes will probably be worn much more frequently than 
heretofore on the streets, and at places other than strictly sport 
occasions. 

Demand for a sport model, carrying the moccasin effect and 
a crepe rubber sole, has been more emphatic in middle western 
sections than other places, according to some houses making 
generous orders on it. 
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Peal Shoes 


ANY shoemen have expressed a good deal of confidence in the 
fact that men’s styles are leaning toward more conservative 
lines. But that doesn’t mean that the young men intent on 
getting a shoe carrying ‘‘doggy’’ lines, and bordering on ex- 
tremeness in style, must go without this type. There are num- 
bers of patterns in sport designs that carry plenty of dash and 
swagger. There are two-tone effects in calf leathers and com- 
binations of elks with calf trimmings. Elks come in various 
shades and alligator is used as a trimming on many sports. 
Trimmings in sport numbers are on the back stays, lace stays, 
tips, saddles and many carry the apron and ball strap effects. 

One big object,-which is given a good deal of force by the 
trend toward light tans, is the sale of black shoes. Blacks have 
sold well in recent months and promise to go freely in the 
immediate future. The plain toe models are good; also some 
concerns report a good run on creased vamps. The argument 
that stresses the fact that light tan oxfords must be shed at six 
o'clock and give way to blacks for evening wear is advanced 
by many shoemen as indicative that blacks will sell better if 
the light tan movement is carried out thoroughly. 

A season of lighter shades of tan is welcome for it has 
been expected for seasons past. The retirement of much of 
the muddy colored shoes will follow. There is now oppor- 
tunity for the sale of blacks as a balance shoe against the 
light tan—there certainly is room for both. 
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Recorder Styles—Select standard sport footwear in tan and white. 


borl voles 


im Outstanding sport sole of the summer and sport seasons 
ahead is of crepe. Greater interest is nationally noted in crepe 
soles for regular sport wear and every day wear as well. 

The natural plantation crepe leads the field, but there is 
every sort of a combination of crepe as well as molded sole. 

The majority of fibre and rubber soles have special bottom 
molds giving a variated design supposed to make the foot grip 
hetter. 

While on the subject of sport shoes it is well to mention 
some of the combinations that are used—light tan shades of 
clk and genuine alligator, the same shade of elk and cherry 
calf, gray elk and brown calf, white buck and cherry calf, 
white buck and gray alligator. 

A plain toe oxford of calf with saddle of a decidedly darker 
shade is a prominent sport number. It carries a rubber sole, 
which is true with all sport shoes. Crepe rubber soles are more 
numerous than other types and they look to be more numerous 
than other types and they look to be more polished in appear- 
ance than in the past. 

Sport footwear has not been brought or ordered in volume, 
despite the fact that every outfitter of clothes is in line for a 
real sport season. Get acquainted with the best stores compar- 
ative to your grade of shoes and see how you fit in with the 
scheme of things this summer—especially in sports. 

Every man who plays golf needs attention with the opening 
of the season—get him into new shoes. 
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Recorder Styles—Rubber-soled sport types are salable in June. 


(™~ 
Jundamentals 


r1EFLY the style situation is summarized: toes, particularly in 
sport patterns, are roomier—they’'re slightly broader. Oxfords, 
made over brogue lasts, are plentiful and then there are those 
made over lasts carrying what some manufacturers call a “‘re- 
fined brogue”’ last, the toe being less full. The narrow lasts are 
less narrow than heretofore. Calf leathers lead. 

Many shoes carry two rows of stitchings, particularly pat- 
terns in light tan leathers. Perforations are used generously, 
but the designs seem to be smaller. Several rows of stitching 
close together appear on some patterns, but this idea isn’t so 
pronounced as a year ago. Stitchings represent finer workman- 
ship and do much to add refinement and style to men’s shoes. 
Many sport numbers carry perforations; much more than the 
shoes for street wear. 

There appear to be many more bal. patterns in oxfords than 
bluchers. 

The straight tip is by far the most popular in considering all 
patterns. Then there are short wing tips and fancy tips. Vamps 
appear to be slightly shorter and are stressed, as mentioned 
before, with stitchings and perforations. 

The restrictions are being lifted in patterns, perforations 
and stitchings in men’s shoes—they all have a place and 
are worth considering in smarter summer shocs. Let's 
brighten up the men’s shoe game. 
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Recorder Style Guide 


Features in Footwear Analyzed in Detail for the Merchant 
to Study 








The toe cap was first used 
as a reinforcement overlay 
on the vamp. Today it is 
the most decorative feature 
of sport shoes. Overlay tip 
effects are best. 








The lizard grain in light 
buff shade of tan makes 
this sandal a real number 
when nude hose are worn. 
The toe emphasizes short- 
ness. Shoes never looked 
shorter or fitted better. 

















Sandals are the big bet for 
summer and with bgnana 
colored hose, patent leathers 
are scheduled for a big 
comeback, The best cut- 
outs are stitched first and 
cut out later. 


The shorter the forepart 
the smarter the shoe no 
matter what the size might 
be. Here the sandal has a 
front strap coming down 
over the toe. The design is 
odd and original. 














The barefoot sandal is a far 
cry from the boulevard 
sandal. It is made up 
principally of straps and 
cutouts. Here the cutouts 
harmonize with the straps 
above. 





The designer of shoes who 
first learned how to put a 
band of leather in front of 
the throat so as to shorten 
the vamp, conferred on the 
trade a great blessing be- 
cause many of the standard 
lasts can be used over and 
over again by this subter- 


fuge. 

















The white sandal was the 
big hit in southern resorts 
and will appear nationally 
after Easter. Note the spear 
head cuts in this vamp and 
the clever waist band. 








Out of Hollywood came the 
sandal that has swept the 
country. Here is a char- 
acteristic forepart cutout 
with a trifle unusual stitch- 
ing effect and dot perfora- 
tion. The leather is in blue 
elk. 














All of the grains in leathers 
have a place in specialty 
footwear. This shoe also 
uses a band in a smooth 
inished leather and the 
utouts are most effective. 











The moccasin came in and 
went out again as a front 
design for women’s Louis 
heel boots. Here it is in its 
appropriate place on a sport 
shoe with a fancy top panel 
and cut out. 












































BOOT AND SHOE RECORDER March 8, !924 


Style is a Matter of Detail 


Clever Shoemaking Features that Make the New Footwear: 
Distinctive, Salable and'Profitable 














Using the lizard as a 
throat front over satin is 
combining two widely dif- 
ferent materials. Never- 
theless the effect is some- 
what pleasing. 


We strongly endorse cutout 
oxfords of this type becau 
they give variety to the end 
less array of straps, ar 
because they can be made 
in welts and heavier 
toms. Note the fancy ends 
on the shoe laces. 























The sabot pump came 
direct from Paris a season 
ago. Its high throat makes 
possible a combination of 
cross bands over patent. 
300d lasting and crimping 
are necessary. 





A lace stay and collar 
effect in brown colored 
patené over beige suede is a 
smart number worthy of 
advanced season display 
The low cut of the upper 
makes for snug fitting be- 
cause the tops cannot gape 




















The heather tongue that the 
Scotchman put on his golf- 
ing shoes has been reduced 
down to a nifty tongue 
effect over a pump. It also 
conceals the goring in the 
strap at the waist. 














“ancy cutout sides are the 
things and here is a two 
button style of great selling 
value. It gives the cutout 
and retains the fitting 
values. It is in Jack Rabbit 
suede over calf. 











A buckle made up in the 
same material is both ex- 
clusive and distinctive. Bet- 
ter shoes will show them. 
Here is where a bead 
design strengthens the style 
value of the shoe. Goring is 
underneath. 











The waist band of this shoe 
is in gold kid over a cloth of 
gold forepart. It makes a 
good evening shoe number 
for the mid-summer season. 














The throats of shoes were 
never more beautiful, par- 
ticularly in pump effects 
where the cutouts reveal the 
hose worn. Here is where a 
black suede over black 
satin makes a nifty style 
for mid-summer afternoon 
wear. 





























Black suede in a different 
sort of cutout is grape 
vines all around the shoe 
Note the buttons have 
rhinestone centers to smart- 
en up the effect. 
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Great Ingenuity in Style Designing 


Distinctive Points in Advanced Foot wear for the Merchant Who Has an Urge Toward 
Original Design and to Prove to Him that He Can Find It Already Made Up 





Quarters of shoes are not 
ignored and here we see ina 
sand-colored elk a sport 
shoe with both cutouts and 
stitchings in a novel effect. 








The Grecian front strap has 
grown into all sorts of 
fronts and strap effects. 
Here we have one a trifle 
wider with a fan shape 
front band having its broad- 
est part at the throat. A 
brass buckle fastens at the 
side while the shoe is in 
light tan. 














Patent leather isn't the 
easiest material in the 
world to make cutouts into 
but here it is in a somewhat 
different effect which, with 
the slashes in the forepart, 
gives almost total revealment 
to the hose 








Front line slippers are 
being varied from the 
Hollywood type. Again the 
Scotch tongue is used. This 
time the front is in a 
heavier grain calf than the 
smooth vamp, thereby giv- 
ing contrast. 




















A double strap all around 
the foot and the buttons 
fastened back of the ankle 
bone is a trifle unusual but 
extremely smart. Patent 
leather straps are over a 
nude shade of kid, almost a 
bracelet effect. 





Putting the goring on the 
outside is somewhat new 
as a style feature. The 
Gypsy seam rises to a very 
high waist and duplicate 
panels are on both sides of 
the shoe. For a snug fitting 
tailored effect, this is good 
in the custom trade where 
better shoemaking is to be 
found 
































Another version of the sport 
back in a cutout sandal. 
Thé adjustment is by buckle, 
the heel is low and the cut- 


out is trim 


The band over the instep in 
combination with the front 
line means a change in 
design and the possibilities 
of very clever front effects. 
It is the season of fronts, so 
consider some favorably. 

















White kid is used as an 

underlay in the perforation 

of this patent leather one- 

| buckle shoe. The buckle is 

in white metal, harmonizing 
with the shoe. 














The band over the waist of 
the foot is full of cutouts 
and harmonizes with the 
rest of the white shoe. The 
contrast of the black and 
the white is very good for 
the early season, but later 
consider bure whites. 
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Great Fertility of Imagination 


The Summer Styles Indicate Plenty of Variety in Shoe Fashions and that 
All Styles Are in Good Style 





An alligator front effect 
comes up to meet the brown 
calf strap and quarter. 
Even the perforations are 
new and keep to the 
diamond of the front. 








Many evening functions i 
mid-summer warrant 5 
buying cloth of gold wit 
gold leather trimming 
Here is a simple thro 
effect in gold kid. 











Patent leather again in a 
sandal with the front strap 
coming up through the 
cutout at the throat. This 
opens up endless possibil- 
ities of shoe design. 




















A highly colored gold thread 
brocade with a simple loop 
effect in silver kid makes 
this a real mid-summer 
evening slipper. Women 
pay the price for smart and 
seasonable evening shoes 

















The tailored effect in clothes 
is rapidly sweeping through 
shoes. You can put the 
little leather bow at the 
throat or instep. Here we 


see brown suede over black ' 


satin—an unusual com- 
bination. 

















The lattice effect over the 
vamp is in satin on black 
satin and illustrates what 
can be done with materials 
so delicate, yet lustrous, as 
satin. All sorts of designs 
are being woven into shoe 
satin. 




















Cutouts along the side make 
the customary one-strap as 
smart a new number as 
anything on the board 
Here we see straight panel 
cutouts leading from the 
shank at the side of the 
waist up to within an inch 
and a half of the heel. 


A spear head of a tongue 
lays on to the throat,and is a 
complementary, addition to 
a simple tongue effect 
having foxing and per- 
forations. 























The green calf shoe with 
the fancy throat waist and 
flying band is here shown. 
It illustrates that there is 
no end to pattern variety. 











The gypsy front and the 
wide tip combination in a 
fancy strap front effect ona 
novelty sandal. The leather 
combination is powder blue 
in the straps over a very 
small black kid vamp. 
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, IN STYLE 


Here Is Moverhitt' s Greatest Shoe Factory— 
» Now Ready to Serve You 


HIS is the plant made famous by the 
widely known Fox Footery. It is now 
the home of Hannahsons. Modern facilities 


~~ wn Ss. oO VS 


of every description are being utilized to 





B 231—Airedale Buck Pung Sandal, imitation turn, : . . 
9/8 Military heel, Band C widths, code “Arlene” $3.75 insure the brand of quality and service 


B 232—Patent, as above, code,“‘Pearl” 4 " . 
B 233—Jack Rabbit Grey, as p asi code “Jesse” $3. 75 characterized by this great factory. 


B 234—White Washable Kid,’as’above, code ““‘Welma” 
$3.75 


The presentation of our Spring styles is made 
in the belief that merchants will wish to 
k avail themselves of the advantages_we offer. 
x From our broad line, we have selected a few 
numbers at random, which are shown here. 


7 Any one of them is a good investment. 


B 834—Black Satin Suede Cut-Out Front Strap, imita- 





€ 
tion turn, 14/8 full Spanish heel, B and C widths, 
a code “Charlotte” $3.50 
0 B 835—Black Satin van h ch Bs ae width i eode 
tion turn, anew. S Cuban hee an widths, code 
t “Carlyne”. . $3.25 IN STOCK 
RE B 821—Black Satin One Strap, perforated collar cut- 
= QUEST outs, soutache braid trimmed quarter, imitation turn, 
9/8 Military heel, B to D, code “Mae” $3.15 











ANNAHSON 


HAVERHILL, MASS. 
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B 825—Black Satin Suede Trimmed Vamp Cut-Out 
Sandal, imitation turn, 9/8 Military heel, B and C 
widths, code ‘ ‘Shirley” $3.25 
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Spanish Louis Heel Special Cuban Heel 
Sizes No. 1 and No. 2 Sizes 3-5-7-9-11 
























































French Heel Military Cuban Heel 
Sizes 000F —-0F—2F See Sizes 00-2-4-6-8-10-12 
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DOUBLE- 
TOPUFTS 
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A Dryden Origination— 
Imitated but not Duplicated 


The firm rubber top lift, originated by the Dryden Rubber Co., has 
come to stay. The prediction is freely made in the shoe industry 
that this year will see it used on practically all wood-heel shoes. 


The Dryden Double-Wear Toplift gives 
the security and comfort of a rubber 
heel, which every woman wants—and 
outwears many times the best leather 
lifts. Wearers are spared the annoy- 
ance and expense of quickly run-over 
heels. 


Rubber Toplifts for wood heels were 
practically unknown. until the Dryden 
Double-Wear was introduced. Within 
a few months thereafter, others ap- 
peared and were exploited through 
advertising bearing headlines almost 
identical with those of a Dryden ad 
previously run in this paper. 


Do not confuse Dryden Double-Wear 
Toplifts with others. There is a dif- 
ference in the fine’ touches that count 
just as pronounced a difference as 
that between an old master’s original 
painting and a copy of it. Dryden 
Double-Wear Toplifts are the result of 
long experimenting by experts of 
twenty-five years experience in the 
designing and manufacturing of rubber 
heels and soles. Exactly the right 
quality, style and shape were worked 
out before they were placed on the 
market. 


Be sure to specify Dryden Double - Wear 
Toplifts when ordering Wood-heel shoes 


RUBBER 


CHICAGO -- BOSTON - DETDOrT - ST. LOUIS 
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PATENT IS STYLE’S SURE FOUNDATION 


“Seeing the world with Sterling” is a revelation of the inter- 
national vogue of Patent. Preeminent wherever worn, and 
for all occasions of wear, the character and quality, the lus- 
trous beauty and versatile utility of Sterling make exceptional 
sellers of styles made of 


SterliigGolt SterlinqHid 


eens 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 
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The 
Sceptrestrap 


ELLE. 


IN STOCK 


The Sceptrestrap 
Stock No. 39—All black satin 


centre strap slipper, turn sole, 17-8 
Spanish heel. AAA-C widths. . $8.00 


The Tabstrap 
Stock No. 40—Black satin centre 
strap slipper, piped with silver kid 
around Ai ges, turn sole, 17-8 
Spanish heel. AAA to C wits 


Stock No. 41—Identical with the 
above in all brown satin with gold 
kid piping. ............++.- $8.75 


The Dualink 

Stock No. 45—All black satin twin 
button slipper with jet and steel 
double loop beaded ornament, light 
turn sole, 17-8 Spanish heel. AAA 
to C widtins. .. 6... 6... 400+ OE. 

Stock No. 47—Identical with the 
above in all brown satin with 
bronze and gold beaded Orne oO 


The Chapsford 
Stock No. 43—All black lizard calf 
fringe tongue concealed centre gore 
slipper, light welt, imitation turn, 
10-8 covered cuban heel. AAA to C 
Cin. n0 0.0.09 04.0006 564044,.0Nae 
Stock No. 44—Identical with the 
above in all brown lizard calf. $7.35 
The Regent 
Stock No. 1009—All patent leather, 
bead edge, turn, 17-8 Spanish heel. 
AAA to C widths..........$7.50 
Stock No. 3009—lIdentical with 
the above in all black satin. . . $7.00 





Ye 


The styles illustrated are the accepted 
live numbers for Spring selling. They are 
in stock for immediate delivery, available 
for the I. Miller agency, and also for 
those dealers who desire to become 
acquainted with our product. 

These patterns are being nationally 
advertised in women’s style magazines, 
assuring dealers of consumer interest. 
Our stock service also includes beautiful 
newspaper and direct-by-mail advertising 
to help promote interest and sales, 


Let us serve you. 


I. MILLER & SONS, INC. 


ONE CARLTON AVENUE 
BROOKLYN, N. Y. 











Prevents straps from 
riding above the cone 
and into the hinged 
opening, thus saving 
much time, and speed- 
ing up production. 


Strapscan be buttoned 
in the exact proper 
position when the shoe 
is on the last. 


HE very great saving in 


BOOT 
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Full Cone 
Hinged Last 














time and trouble 


which our FULL CONE HINGED LAST 
is effecting in the factories of large volume 
style shoe producers stamp it as 


The Ideal Last for Strap Models 


Obtainable now at our Auburn, Me. and Rochester, N. Y. Factories. 


United Last Company 


Headquarters — Boston, Mass. 


TEN FACTORIES 
BROCKTON ROCHESTER 


NEWARK 

LYNN 

CHICAGO 
NEW YORK 


HAVERHILL 

AUBURN 

ST. LOUIS 
MILWAU KE 


Affiliated Company 
United Last Company, Ltd. 


Montreal 


with Branch Office at Toronto 


SEVEN SHOW ROOMS 


BOSTON 
212 Essex St. 


NEW YORK 
1402 Bush Terminal Bldg. 
CINCINNATI 
803 Syracuse St. 


ST. LOUIS 
Adv. Bldg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 


331 Arch St. 


MILWAUKEE 
10 Metropolitan Bldg. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Sportocasins 


Supreme for real golf 


Built on the 
Genuine 
Moccasin 
Principle 


“Piping Rock”’ 
for Men 


Style 204—Vamp and backstay of 
Special Sportocasin Brown Veal. Tip 
and quarter of Natural Puritan Veal. 
Sole and heel of genuine English- 
Ceylon Latex. Grain oak doubler and 
counter. Calf quarter lining. 


~ 
se 
= wx, 
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B* reason of their high character and quality Sportocasins appeal to 
golfers and Country Club members who want and can afford the best golf 
footwear. 


Our marketing of Sportocasins is being conducted through merchants (shoe stores, 
departments and men’s wear stores) who control the best trade in their communities. 
Our success in developing this distribution is making a new record in the trade. 


Built on the genuine moccasin method, with a continuous flexible vamp running 
entirely under the foot, Sportocasins present a quality of highest-class materials and 
workmanship not exceeded by any other shoes at any price. 





Our sales extension program for 1924 is aggressive. We invite inquiries from shoe 
merchants of high standing who are interested to obtain the sport shoe prestige and 
profits that the Sportocasin local franchise carries. 


THE SPORTOCASIN CoO. 


YARMOUTH, MAINE 





——e 
COU onniitte THOU NOU OU OU OU 
e e e e * * + e e e * . i 








————————————— —————— Eee 
e | ell e e e HOU een TTT eT 
* e 7 * OHH * 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER March 8, 19° 


POLAR KLOTH 


OTHING has been left un- 
done to make and maintain 
POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 


Distinguished for its Fine Face and 
Even Weave, which give it an 
individual character that is reflected 
in the shoe. 


Thomas, Lake & Whiton, Inc. 


179 South Street 
Boston, Mass., U. S. A. 


3 sed 


_—_THENMITE SHOE CLOTH PAR We 
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Columbia-Combination 


AAAAA/AAA 
to 


F/H 


Our full spring announcement will appear in our next advertisement. 





Howard €9 Foster Co. 


Brockton, Mass. 


Address All Communications to the Factory 
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“They take’ em away is 


IN STOCK 


Style $60—-Turs. Pecent California Sandal. 
4-8 heel. - $3.7 
11-2, C 
Style 551—Same, in Gray Elk. 
Style 552—Same. in White Elk. 
tire on 551-552, 244-7 7. A-D 
11-2, C-D... 


1924 Spring Catalog 
Just off the press 


nee... me BURDETT SHOE CO. 


Sprin ) end 814 -il, | Ss ee “$2 .60 


4-8 $2.25 
a ee LYNN, MASS. 














94-96-98 DUANE STREET, N. Y. 


STORES +» BASEMENT 


A Front Seat for Your 
New York Salesroom 





Will Divide to Suit Tenant 


Plans and Full Information 





WILLIAM C. WALKER’S SONS |. AGENTS—299 BROADWAY 
WRIGHT BARCLAY NEW YORK CITY 
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SUPPORTS THE ARCH > 
ACROSS THE BALL — 


AS WELL AS THE ONE 
FROM HEEL To BALL > 


Patent Applied For 


The PROVEN ARCH Shank 
is securely fastened into 
yanet work loose or break the 


Patent Applied For Patent Applied For 


elt The PROVEN ARCH Shank The PROVEN ARCH Shank 
and a cemented cushion sole strong, spring and perspiration 


Foot Protection and Comfort 


obstacles to foot comfort. out hampering the muscles. 
Ow most feet the arch that most needs support is the metatarsal arch across the 
ball of the foot. Steel shanks in general provide no support for this arch. The 


Proven Arch Shank, built into the 
Certified 


Proven ARCH 
= Shoe 


Patent Applied For 

does, support this arch, as well as the long arch 
from heel to ball. The PROVEN ARCH SHOE 
gives the added comfort of a cushion sole which is 
griefproof—cemented between insole and outsole 
so that it can’t lump up. 

This support is resilient, acid and water 

resistant and cannot work out of position. 


STONEFIELD-EVANS 
SHOE COMPANY 


ROCKFORD 
ILLINOIS 


3 
ir 
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CHICAGO Sales Office, 
410 Security Bldg., J. Wurmser 
, ee 


IN STOCK March 10th. Order KANSAS CITY Sales Office, 


No. 867—Same as above in 
+++ 96.75 se 
iam. Se @  444Sheidley Bidg., R. W. Martin 
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EVERYTHING FOR BETTER LOOKING WINDOWS 





Beautiful Glass Fixtures 


Many of the best shoe retailers in the United States are 
enthusiastic about our unit, interchangeable glass fixtures. 
They appreciate that no other kind of window equip- 
ment possesses an equal amount of richness and “‘tone,”’ or 
shows off the merchandise to as good an advantage. 


They are Neutral, Translucent and Transparent. 
They intensify your illumination by reflecting the light rays. 





They are conceded by merchants all over the U. S. to be the most effective shoe fixtures. 
OUR GLASS IS HIGHLY INTERCHANGEABLE 


Ask for Catalog No. 18 


which illustrates the entire line, also Hosiery Forms, Valances, Shoe Store Fixtures, &c., &c. 


We have everything in Display Fixtures 
Quality—Service—Courtesy 


Visit Our Chicago or New York Show Room 


www roux worm | THE HECHT FIXTURE CO. 


ED SEY aD Am Medinah Building, Wells St. and Jackson Blvd., Chicago, IIl. 
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STRAPS and SANDALS 


At Popular Prices 
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(IN STOCK IN TWO WEEKS) 


No. 5835—Patent Sport Sandal, Goodyear 
Welt, Rubber Heel, Widths B, C, D. 


Price $3.85 


No. 5911—Grey Buck One Strap, 13-8 
Covered Cuban Heel. Flexible McKay, 
Widths B, C, D. 


Price $4.00 





MADE BY 


No. 5906—Patent One Strap Sandal, 

Black Calf Collar and Strap, Covered 

oe Louis Heel. Flexible McKay, 
idths B, C, D. 


Price $3.60 


No. 5907—Patent One Strap, 9-8 Leather 
Heel, Rubber Top. Flexible McKay, 
Widths B, C, D. 


Price $3.50 





A. H. Berry Shoe Company 


186 Lincoln Street, Boston 


Portland, Maine 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder, 
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(olors of Absolute 
Fashion Authority 


The men who are the successful 
shoe stylists and merchandisers 
of today are rightly particular 
about the colored leathers that 
go into their orders. 


They know that cheaply, hastily 
made colored kid will not give 
that apparent life and sparkle 
which must be there to attract 
the eye, and create the buying 


impulse. 


That is why so many such shoe- 
men invariably call for SCHERER 
colors in their orders, knowing 
that the authority and liveliness 
of SCHERER’S shades spells the 
difference between a sale lost 


or won. 





Of the long line of SCHERER 
colors, the following are in pro- 
nounced preference for Spring and 
Summer footwear. 


Color 42 


AIREDALE 


Color 5 


MANDALAY 


Color 4o 


RACQUET 


Color 23 


ORIENTAL PEARL 


Color 2 


BOMBAY 


Specify them unhesitatingly and 
have that comfortable assurance 
that your shoes will be clothed 
with the fullest color authority 
and perfection. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 
29 Spruce St., New York 


Factory at Newark, N. F. 





The (olors of Absolute Fashion Authority 








March 
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the Tengolf 


A real Golf and Tennis Sport 
Oxford made in Buck Leather 
#230 (eo nude shade) with cut-out 
mi waist-band and facind in Brown 
232% _ imitation Alligator. ex foration 
, ~ aroun Vam collar and uarters 
Drawn over our smooth fi ting, 
4135 last and carrying, 
the popular Du-Flex~ La-Tex 
Disc Crepe Rub er Sole an 
Wedge Heel thet is so stron 
recommende by tennis and 


i, golf experts. 


Not in stock but can be 
made up within 6 weeks. 














Frice #5.70, 3% 30 days 


ORE-/AHAFED’ 
| ‘MIOE MFG ‘CO: 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34ST. ” 
VACK E. JESTER, MGR. wilhian O-TTtos 
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Correct Equipment Creates Confidence 
and Confidence Creates Trade 


HOE Fitting Stools equipped wiht 
Hart’s standardized shoe gauge, 
take the uncertainty out of shoe fitting— 5 
and add to the efficiency of sales force ’ 
ae 


and store. We have a booklet that tells 
about it. Send for it. 


Factory to dealer service in shoe store | es 
furnishings and chairs means a decided RP ma 
saving in costs, and 4 certainty of good 

value. We have a large variety of de- 

signs and periods. 


No. 19. One of several styles. Has No. 62-2 Arm Chair. One of our 
popular patterns. Can be furnished 


a compartment under foot rest for Z 4 
fitting accessories. Can be furnished H in Quartered Oak, Birch or Solid 
in Mahogany or Walnut finish. Mahogany. 


"WILLOW AVENUE & 135™ ST. NEW YORK 





THE BURNS ORIGINAL UNIVERSAL SANDAL 
IN STOCK FOR IMMEDIATE DELIVERY 


Turns that will 
Future orders now 
being booked . " stand up and 
Si I ’ wear, they do not 
rip. 

Terms: 
Net 30 Days 
White Kid 

Bl i : a / 

345 . \ —_—. 4 44, Gray Nu Buck 
White Nu Buck , : a a $5.00 
vont Red Kid 
ss. uck Especially Attractive to Dealers Who Feature Short Vamp Shoes. $5.00 
' Brown Kid $4.25 Patent Colt $4.25 Gold Kid $10.00 = 


—— Sandals are Carried In Stock in A to C Widths $5.00 


Black Ooze Calf Blue Kid 
$5.25 525-A URN S Los Angel $5.00 


es 
Rreenmearie. SHORT VAMP SHOES California 





























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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. Bring Repeat Customers, 


It is perfectly obvious to you that your repeat cus- 
tomer trade is the back-bone of your business. But, 
are you sure that a sufficient percentage of your busi- 
ness is actually repeat-customer business? A slight 
difference may stand between you and success. 


There is no shoe in America that gives you more 
assurance of repeat-customers than the Arch Rest 
Shoe. Its features of style, quality and fit are so highly 
developed, after years of manufacture, that it stands 
second to none in service and satisfaction to the 
wearer. 


A full line is carried in stock ready to ship. 


No. 5148—Black Kid, welt oxford. 
In Stock. Combination last 212, 14-8 
Wingfoot Heel. All sizes ..... $5.00 


No. 5146—Same in Havana Bro 
Kid. In Stock $5.50 


Jrelrving Drew Co. 


PORTSMOUTH, OHIO 








R CH RES> 
SDREWS 


This trade-mark 
stamped on every 
pair stands for the 
very best of ma- 
terials and work- 
manship. 
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EXCLUSIVE MAKERS 
oF 














No. 6005—In Stock. Black i i No. 6728—Black Kid (al ees No. 6011—In Stock Black 
Kid Arch Relief Oxford. Relief Lt ee = A im Kid Arch Relief Oxford, 
Goodyear Welt, 13-8 Rubber { Welt, 13-8 Rubber Heel. Goodyear Welt, 12-8 Rubber 
Heel, Combination Last, No a Combination Last. No. M1: Heel. Combination Last. No 
See . $4, | Price. . ove voce 400 es M6 wid aus dco: ae y 
No. 6004— Some as a No. 6727—Same as } chove. No. 6010—Same as chave, 
Brown Kid. Price. .... . $5.35 i | Brown Kid. Price. .. .. .$5.50 Brown Kid. Price. . 35 


— 


HK COMFORT IN ‘BEAI UTIF ULF 


REAL BUSINESS BUILDERS 


Write for further information 


THE RILEY SHOE MEG. Co. 
COLUMBUS, OHIO 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ST. LOUIS 


Interest in Suedes Grows 


Patent Leather Models in Women’s Footwear also Gain— 
Black Satins Promise to be Good Selling Numbers 


S the season approaches more re- 
| lon are heard with reference to an 
increase in women’s suede footwear. 
While January proved that black satin 
outstripped all other materials by a wide 
margin, February sales indicated that 
satin is losing some of its prestige to the 
suede field. 

One of the largest operators in the retail 
field stated that in February there was an 
even break with black satin and the com- 
bined colored suedes. It was not inferred, 
however, that satin was to besurpassed, at 
least for the present. Patent leather was 
mentioned as gaining in the field and a 
further upward trend in the demand is 
anticipated for this material. It is pre- 
dicted in many stores that suede will not 
hold its present pace after March. The 
warm weather may influence the abandon- 
ing of this material. 

Satins and suedes divided honors, with 
patent pressing suede as April approaches. 
Patent leather is being lauded as the 
material which will create a stir in April. 


N.S. R. A. Convention Crit- 
icized at Merchants’ Meeting 


The St. Louis Shoe Retailers’ Associa- 
tion held its regular monthly meeting on 
Wednesday evening, February 27, at the 
American Annex Hotel. The gathering was 
the largest in attendance held during the 
present administration. Members of the 
manufacturers’ association were the in- 
vited guests. The program was devoted to 
a discussion of the N. S. R. A. convention. 

\. G. White, of Brown Shoe Company, 
and president of the St. Louis Manufac- 
turers’ and Wholesalers’ Association, ex- 

pressed keen 4 WK in the at- 
‘ndance at the N. S. R. A. convention. 


He contended it was safer to buy shoes in 
the market than at an exposition where 
distracting influences were a detrimental 
factor in selecting footwear. The expense 
which manufacturers are put to in ex- 
hibiting at the convention was another 
phase which was causing some concern, 
stated White. He felt that manufacturers 
could not continue to do so, without at- 
tendance of delegates. C. A. West of the 
Shoe Specialty Manufacturing Company 
and Vice-President of the manufacturers’ 
association, believed that the January 
date of previous conventions was working 
out satisfactorily. The date of the last con- 
vention has worked an inconvenience on 
manufacturers as well as retail shoe mer- 
chants, in attempting to get the shoes 
through the factory into the merchants’ 
hands in time for Easter, or belated orders 
placed just before the convention. West 
commended the get-together idea as bene- 
ficial and hoped that plans could be per- 
fected which would work out to the mutual 
benefit of retail shoe merchants as well 
as manufacturers. 






O. A. James of Peters Shoe Company 
and John H. Wilson of McElroy-Sloan 
Shoe Company were of the same opinion 
as the previous speakers in that the con- 
vention should be divorced from the busi- 
ness sessions. Arthur Ebbs of Swope Shoe 
Company offered a motion suggesting 
that the St. Louis Shoe Manufacturers’ 
and Wholesalers’ Association consider a 
style show at the time which they deem 
most suitable, and the St. Louis Shoe 
Retailers’ Association lend every support 
possible in carrying out their plans. J. J. 
Sensenbrenner seconded the motion. Mr. 
Sensenbrenner stressed the fact that busi- 
ness problems which merchants have to 
unravel are important enough not to be 
interferred with by side show attractions. 
He advocated a selling convention where 
merchants could acquire greater knowl- 
edge in merchandising more profitable 
footwear. Arthur Ebbs agreed with Mr. 
Sensenbrenner’s viewpoint. 

An interesting development was an 
announcement that red hose with black 
shoes was a combination making its 
debut in some sections and would soon be 
introduced here. The following nomina- 
ting committee was elected to report at 
the March meeting; Arthur Ebbs, chair- 
man, J. J. Sensenbrenner and C. E. Wil- 
liams members. President M. M. McCain, 
presided. 





CINCINNATI 


Quiet Tone in Shoe Stores 


New Styles for Both Men and Women Attract Attention in 
Window Displays—F actories Receiving Good Orders 


HE retail shoe trade during the week 

ending March 1, was rather quiet. 
This is in line with retail conditions in 
department stores of this city which report 
that volume of business was only fair. 
Many department stores have been put- 
ting on special sales which have met 
with moderate success. A few of the retail 


shoe stores have been cleaning up the odds 
and ends from their semi-annual clearance 
sales, but the majority of them the past 
week have been showing their new early 
Spring shoes. 

Prominent places in the displays are 
accorded to sandal effects which are ex- 
pected to be good sellers. Brilliant colors 
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are well distributed among the styles 
shown, reds, greens, blues and other colors 
lending a note of brightness to the dis- 
plays. Patent leathers are prominent. 
Russia and gun metal calf are expected to 
sell well during the Spring season, while 
satins will also hold their own. 

In the men’s shoes the advance styles 
for Spring are being shown. Shoemen 
catering particularly to men predict that 
their business during the Spring season will 
be most satisfactory. 

Shoe factories are operating on a heavy 
production schedule at present. Factory 
executives are extremely optimistic about 
the Spring business. 


Receive Telegrams on Orders 


Several Cincinnati factories have re- 
ceived telegrams the past week asking for 
rush delivery on orders that were booked 
for delivery later in the season. This is a 
definite indication that retail shoe mer- 
chants are already beginning to feel the 
stimulus of good Spring trade. Factories 
are booked many weeks ahead. 


Merchandising Advice 


“People do not like to carry a package 
wrapped in paper on which the merchant 
has his name or his store printed, for they 
feel that it puts them in the same class as 
the old fashioned sandwich sign man,” 
says the current issue of the Foot-Saver 
magazine, the monthly publication of the 
Julian & Kokenge Company. “Progressive 
merchants of today do not use printed 
wrapping paper, they use a distinctive 
paper which in the course of time, creates 
an individuality associated with their 
store.” 

Another article in the Foot-Saver maga- 
zine says that many successful shoe mer- 
chants keep a record of their customer’s 
name, address, size, style number and 
date of purchases. 


Removal Sale 


The Queen Quality Boot Shop, on Race 
Street, has been conducting its removal 
sale during the past week. This popular 
retail store, which has occupied this loca- 
tion on Race Street for more than 15 years, 
is forced to move, because the building 
has been sold. The company will open a 
new store in a new location within a short 
time. 


Shoemen’s Association Elects 


John J. Weyman was re-elected presi- 
dent of the Cincinnati Shoemen’s Associa- 
tion at its recent annual election. Other 
officers elected were: Henry Stock, vice- 
president; B. J. Finke, treasurer; Fred J. 
Ruehrwein, financial secretary; and George 
W. Dohrman, recording secretary. Robert 
Brinkman, John Schwarz, August Wode, 
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Lenn Wissman, William Frye and Frank 
Weber were elected directors. George 
Stalf was elected sergeant-at-arms. 


Employees Buy Stock _ 
~ Arrangements were recently completed 
to’ permit the employees of the Kay-Jay 
Shoe Company, manufacturers of slippers, 


to become stockholders of the company. 
At a meeting called by Herman Bloom, 


March 8, 19% 


president, employees subscribed (» the 
rompany’s stock and they are now » vying 
for it out of their weekly wages. bout 
$40,000 worth of stock was purchased, 
and later this will be increased. Empioyees 
will elect two of their number to represent 
them on the board of directors. The y wil} 
receive a minimum of 8 per cent on their 
investment and will share in the profits, 
The output of the factory has been jn. 
creased from 600 to 800 pairs daily 





MILWAUKEE 


Colonials Sales Show Increase 


Suede Most Popular Material in Women’s Shoes—Colored 
Kids Promise to Be Favorably Received. 


OLONIALS and strap sandals are 

running big in the early sales of 
spring footwear for women, with the 
Colonial the favorite. Suede seems to be 
more popular at the present time although 
both patent leather and satin are also 
moving. Colored kids are expected to fol- 
low as the season advances. Low-heeled 
oxfords are best for street wear and the 
styles having the square toe are leading. 
The Walk-Over Shoe store has been hold- 
ing a very successful $5 sale at which ox- 
fords and low-heeled slippers of every 
description were sold. This sale success- 
fully cleared out their stock. 


Lighter Shades for Men 


Black and tan are the colors which seem 
most desirable for men’s shoes. The ox- 
fords are in greater demand as spring ap- 
proaches and there is some tendency to- 
ward the lighter shades. Men are going to 
the plainer types of footwear this year. 

Light shades are practically the only 
thing selling in hosiery. Nude and dawn 
are especially popular in the chiffon. 
Milwaukee merchants are looking for- 
ward to a big year for hosiery which will be 
used largely in colors contrasting with the 
shoe. 


Buys Out Partner 


H. L. Dawson has purchased the in- 
terest of B. R. Burton, Hoopestown, IIL., in 
the Burton-Dawson Company Store of 
Appleton, Wis., and the store will now be 
known as the Dawson Style Shop. Im- 
provements in the store are being con- 
templated by Mr. Dawson. 


“The Customer is the Boss” 


“The wise retail merchant of today 
realizes that, although he may be the 
owner of his store, he is not the boss,” 
said Walter F. Dunlap, vice-president of 
the Klau-Van Pietersom-Dunlap ad- 
vertising agency, in a talk before the sales 
conference of the Nunn, Bush & Weldon 
Shoe Co., Milwaukee. “It is the customer 


who is the boss. The customer is the one 
who says what the merchant shall buy, for 
the wise merchant buys only what his 
patrons will purchase.” Mr. Dunlap 
stressed the value of newspaper advertis- 
ing of a consistent character, incidentally 
saying that the business journal of today 
is a most powerful force for the manu- 
facturer and jobber because it is being 
more intensively studied than ever before. 


New Store at Stitzer 


The Frank Eisale building at Stitzer, 
Wis., has been leased by the firm of Lomas, 
Tuckwood & Schuette of Fennimore, Wis., 
for a general store which will be opened 
early in March. Messrs. Lomas and Tuck- 
wood spent a week buying stock and 
fixtures for the store. 


Store Windows Important 


“The store window is the most im- 
portant part of the building of a retail mer- 
chant,” Frank Riley, Madison, Wis., 
architect, told the members of the Madison 
Advertising Club. “‘Merchants should give 
up their window space for events such as 
the death of a president and at that time 
not try to sell any goods.”” Mr. Riley said 
that a store should be a strong note on the 
street and advocated a committee to see 
that the buildings erected should present a 


good appearance. 
Reel Company to Have Shoe 
Department 


A line of shoes of the I. Miller & Sons, 
Inc., of New York, will be carried in the 
new shoe department which will be opened 
March 15, by the Herman Reel Company 
in their women’s apparel store on Second 
and Grand Avenue. The department will 
also carry a few other lines which will not 
conflict with the Miller shoes, such as im- 
ports. The new department will be in 
charge of H. Tieman who has been sent 
here from New York by the Miller Com- 


pany. 
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A selling space about 30 by 100 feet 
will be devoted to the department which 
will be featured by the fact that merchan- 
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dise will be kept entirely out of sight. 
Davenports and settees will be used in- 
stead of the regular shoe chairs. 





CLEVELAND 
Shoes in Brighter Colors 


First Signs of Spring in Shoe Stores as New Patterns Are Dis- 
played—Good Prospects Ahead 


OLD weather prevailed during most 
+ of the month of February and busi- 
ness in the retail shoe stores was fairly 
good. Special sales met with a good re- 
sponse in most cases. Most merchants 
report the month’s sales exceeded those of 
a year ago. 

Forecasts for the future and a survey of 
the present business in this city that are 
issued, all set forth that the volume of 
business is good in both retail and in indus- 
try. It is steady and is likely to continue 
at this rate the rest of the year. 


Stocks in Good Condition 


Stocks on the shelves of shoe merchants 
are reported to be lower than in recent 
years. The reason is that they have been 
buying lighter, with few exceptions. A 
spirit of caution has been ruling for some 
time and that is another element that has 
tended to keep down stocks. But, of 
course, the volume of sales has been going 
along at a fairly good rate. 

There is certain, however, to be a good 
buying movement on the part of mer- 
chants, with time deliveries more numer- 
ous than ordinarily is the case. 

Bright Colors Shown 

The first touches of spring are to be seen 

in_all the show windows of the shopping 





Good Hosiery Demand 


The popularity of the light colored 
hosiery has been growing constantly 
with the approach of the spring 
months. There is no denying the 
fact that more and more young 
women are to be seen on the street 
wearing colored hosiery. And gen- 
erally they are wearing either patent 
leather or black satin low shoes. A 
visit to several of the larger down 
town shoe stores brought out the 
fact that black shoes are selling 
stronger at this season of the year 
than in the past. 











district. The shoe stores are showing 
bright colored shoes that are confidently 
looked forward to to bringin alarge amount 
of business when the spring days are here. 
Getting down to the white shoes, that 
always have been popular in the summer 
days, shoe merchants expect them to again 
have a good run, but they also are of the 
opinion that the sports will come along 
and be strong sellers. The latter models 
are popular on the golf links and for use at 
outings, and merchants are confident they 
will go big with the consumers again. 





DETROIT 


Early Demand for New Styles 


That’s What Retail Shoe Merchants Anticipate—Large- 
Buckled Colonials Selling Freely 


UST as February closes the clearance 

sales season, Detroit shoe merchants 
optimistically await the development of 
the forthcoming spring with confidence 
that there will be an early demand for 
women’s beautiful footwear. 

Winter stocks are well cleaned up and 
early spring deliveries mostly complete. 
Just what style will dominate the business 
in Detroit, is rather hard to forecast. Some 
merchants are pinning their faith on straps 
in sandal styles, others will featurestrongly 
the small tongue pump with open-work 
ornamentation, while others believe the 
gore effects will be strong. 

Colonials with large buckles are going 
fairly strong in some stores, especially in 
the lower heel types in which they are fea- 


tured in black and brown suede, in satins 
and patent leather. It is not expected that 
this type will have the call for long, as the 
daintier styles are sure to be wanted when 
the fine weather comes. 

One store is advertising black footwear 
and advocating the vogue of light hosiery. 
As the season advances, however, it is 
expected that lighter colors will grow in 
popularity. In fact, in one large store the 
salesmen have been instructed to look for 
extra immediate business by the sugges- 
tion of an “extra pair of white” shoes. 

Ross D. Filion, at Fyfe’s, predicts a 
large demand for whites long before the 
usual time for their appearance as a sum- 
mer shoe. 

There is a tendency toward lighter 
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weights in men’s shoes and toward lighter 
tans. Several merchants catering to men 
exclusively have been surprised at the large 
increase in the sales of low shoes during 
the winter. Some of these merchants view 
the situation with alarm, fearing that there 
will be a lesser demand for men’s lines if 
the oxford is to become an all-year shoe. 


New Store to Open 


A new Hanover Shoe store, managed by 
Sheppard & Meyers, Hanover, Pa., will be 
opened in Detroit on March 15, at 612 
Woodward avenue, under the manager- 
ship of H. Martell, who had managed the 
Erie, Pa., store during the past year. The 
store has deep windows. Being of the 
narrow type, the dome ceiling-effect is 
rather pleasing in a cream color that con- 
trasts well with the rich mahogany finish 
of the fixtures and furniture. The seating 
is arranged in two rows up and down the 
center and is of the “‘pew”’ variety, with 
upholstered seats. The offices are at the 
rear. 


New Bostonian Store 


A new Bostonian Shoe store is to be 
opened about the middle of March by 
Schmidt & Schroder, on the main floor 
of the building that is being remodeled. 
The firm has handled clothing, furnishings 
and hats for many years in this store and 
are now adding shoe departments. The 
Bostonian department will be opened on 
the main floor adjacent to the street en- 
trance and elevators. A boys’ shoe depart- 
ment will be opened on the third floor. 
H. W. Kruse of the Cincinnati Bostonian 
store will be manager of the new depart- 
ment. 


Burns’ $7 Shoes 


A. E. Burns & Co. is entering upon a big 
advertising campaign to feature a man’s 
shoe at $7. It is known as “Burns’ Big 
Seven,”’ the price being cut-in over a shoe 
cut in the illustrations. The big seven 
advantages of the line are given as follows: 
1, fit; 2, style; 3, value; 4, service; 5, qual- 
ity; 6, economy; 7, satisfaction. 

The firm sells only two lines, the big 
seven at $7; and another at $10. 


New Shoe Stores 


Markovski & Son, 1904 Joseph Cam- 
peau avenue, opened this month with a 
full line of shoes for every member of the 
family. 

Julian Miltko, 6603 Miller avenue, and 
Ed. Jaglowitz, 5928 Chene street also 
opened during February. 


Dr. Reed Store Moves 


The Dr. Reed Cushion Shoe store for 
many years at 1566 Woodward avenue is 
now located at 111 Clifford street. 
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SALT LAKE CITY 


Buying Is Close to Normal 


Black Favored Color in Women’s Departments—Low Heels 
on Models for Early Spring Wear 


EPORTS from most of the shoe 

stores state that the shoe buying 
for this time of the year is about normal. 
There are some stores which reported in- 
creases, while also there are those which 
did not paint the picture with such op- 
timistic color. They claimed a little dull- 
ness characterized the shoe business. 

In women’s departments, black satins 
and patents sold very freely. They have 
been selling very well for some time now 
and there are no indications pointing to a 
decline. At some of the stores there is a 
good demand for grays and beiges and 
other shades, but every one is agreed that 
black satins and black patents are almost 
as popular, if not quite as popular as ever. 
Of course, in the case of patents they have 
not been in demand so long as satins. In 


fact, it is hardly correct to use the term 
“as ever” in their case, for they have 
been steadily gaining during the past 
several weeks. Here and there sales of 
Colonials in patent leathers were men- 
tioned. 


Attractive Display Window 


The Booterie, East Broadway, devoted 
to the sale of medium-priced shoes for 
women and young girls, had a very at- 
tractive window. The firm iecently re- 
ceived a consignment of smart-looking 
shoes in several styles. The store reports 
it is 51 per cent ahead of last year in sales. 
It is about a year ago that it discontinued 
their men’s and children’s lines and took 
up the sales of women’s novelty shoes. 





New Development in Motion 
Picture Advertising 


By E. G. HUDSON 
Of Hudson's Studio, Brockton, Mass. 


motion picture industry in general 
and, in particular, by that branch 
which has become known as the industrial 
“‘movies,”” recently led me to conduct an 
extended investigation with the idea of 
learning just how this really wonderful 
development could be made to serve the 
advertising purposes, or some of them at 
least, of the shoe and leather industry. 
Some of the things I have found out 
have been nothing less than startling. 
Among other possibilities they include 
those of getting the story of shoemaking, 
at low cost, into every village and hamlet 
of the United States; of utilizing these 
motion pictures as a consumer advertising 
medium the circulation of which would be 
limited only by the number of people in 
the country with eyes to see; motion 
pictures in the display windows of retail 
shoe stores, before club gatherings, at 
church socials—in fact, wherever people 
gather for the purpose of exchanging 
ideas or having a good time. And the 
beauty of it seems to me to be the low 
cost per unit of circulation, if I may be 
permitted to use an advertising term. 


‘to rapid progress being made by the 


Being Used by Shoe Manufacturers 


A number of shoe manufacturers 
already have had put into motion picture 
form the story of their product—where 
the raw material comes from, how it is 
made into footwear and how it is started 


out on its trip to the shelves of the retail 
store. They have early learned the lesson 
that a display of this kind “gets across” 
much more quickly to the consumer and 
is a much more effective form of advertis- 
ing than any number of word messages 
which might be devised. 


The problem has been, however, to get 
these motion picture reels into circula- 
tion. One’s first thought, of course, is the 
local motion picture house but there are 
few motion picture audiences who care 
for industrial films, following, as they 
almost invariably do, on the heels of a 
“thrilling serial.’’ The logical market for 
these films, I have therefore decided, is, 
as indicated before, church socials, club 
gatherings and affairs of a similar kind. 

This, though, presupposes an agency 
which will make it its business to secure 
this distribution for the owners of the 
films. 


New Projector and Camera 


Many firms throughout the United 
States are already producing and dis- 
tributing, throughout their various agen- 
cies, industrial moving picture films, 
which are considered non-theatrical, mean- 
ing that their purpose is for use outside of 
the Motion Picture Theatres. Realizing 
that this proposition is growing and to my 
mind is one of the advanced methods of 
advertising, I have opened up a depart- 
ment in connection with my business 
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with the idea of co-operating wit’. the 
manufacturers in this section o° the 
country in making moving pictur’; of 
their industries and extending ideas 4s to 
their distribution. 

This whole idea has been made possible 
by the introduction of a portable motion 
picture projector and the non-inflamm able 
film. The mytion picture projector, which 
will take any standard size film, is of a 
suitcase type and can be carried from place 
to place with ease. It can be used on any 
domestic light current by simply attach- 
ing the plug, and then your film is ready 
for projection without the services of an 
expert operator; the non-inflammable or 
safety film (which burns seven times 
slower than paper) is standard and is 
passed by the various states and the Board 
of Underwriters as being safe to use with- 
out a fire-proof booth. In addition, as an 
auxiliary, a small hand motion picture 
camera has been placed on the market, 
and it will prove to be a great asset to 
the manufacturers in taking pictures of 
incidents in connection with their busi- 
ness at a great saving of expense. 








Real Silk Hosiery Mills under 
Government Fire 


Washington, Feb. 28—Under a citation 
issued by the Federal Trade Commission, 
the Real Silk Hosiery Mills of Indianapo- 
lis, Ind., are charged with the use of false 
and misleading statements for the purpose 
of inducing the sale of their products. 
The Commission contends that the sales 
methods of the Indianapolis concern con- 
stitute unfair methods of competition, 
inasmuch as it is in direct competition 
with manufacturers who do not so mis- 
represent their products. The company 
has been allowed 30 days in which to 
answer the complaint. 

The firm is a manufacturer of hosiery, 
the complaint recites, and markets its 
product through salesmen who solicit 
orders direct from the public by house to 
house canvass. The concern, the complaint 
continues, both in advertisements and 
through the selling talk of salesmen made 
the erroneous statement that four thou- 
sand persons in Japan were working ex- 
clusively in the production of silk used 
by it. Further misrepresentations out- 
lined in the citation are that the company’s 
hosiery which it offered for sale was 
“Fashioned Hosiery,” whereas, it is 
alleged, such hosiery is what is known as 
“Tubular” Woven Hosiery, with a seam 
added in whole or in part unnecessarily 
to simulate fashioned hosiery; and that 
the hosiery manufactured and offered 
for sale by the respondent is “Real Silk” 
or “Silk,” whereas such hosiery; the 
complaint states, is not wholly com- 
posed of silk, but the top, toe and heel 
are of cotton, and the sole a mixture of 

cotton and silk. 
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TOP NOTCH APOLLO 


A stylish light weight 
rubber that gives extra- 
ordinarily long wear. 
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in their rubber footwear? 


HEY want the best that can be had 
in wear, appearance and fit. Top 
Notch Rubber Footwear is a guarantee 
of their satisfaction and of yours. There is 
no coming back with complaints. You can 
rely on the Top Notch Brand every time. 


All Top Notch Rubber Footwear from 
light weight rubbers to heavier boots 
and arctics is built by hand as carefully 
as a pair of fine custom-made shoes. Each 
part wears equally well. There is a style to 


meet every need of men, women and 
children. 

Backed by a wide advertising campaign 
there is a definite demand for Top Notch 
products. You can be sure of a line of 
quickly moving merchandise that brings 
with it large volume and attractive 
profits. 

If you are not a Top Notch Dealer, it 
will pay you to write to our nearest branch 
for particulars. 


BEACON FALLS RUBBER SHOE CO. 


Makers of Top Notch Rubber Footwear 
Beacon Falls, Connecticut, U. S. A. 


Branches at 
NEW YORK BOSTON MINNEAPOLIS 
106, Duane Street 241 Congress St. 426-432 Second Ave. N. 
CHICAGO KANSAS CITY SAN FRANCISCO 
208-12 —- Jefferson 926 Broadway 530 Howard Street 
t. 


OP NOTCH 


A GUARANTEE OF MILEAGE 


What do your customers demand 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT ANDSHOE R ECORDER March &, 19% 


Crepe Sole Keds 


ADE MARK REG.US 


Praiced : in Official Report 


We are glad to report that at last a sole for 
tennis has appeared which we believe meets all re- 
quirements, Recently the treatment of raw rubber for 
s0les has been greatly improved, These soles are com- 
monly referred to as Crepe Soles and were quite gen- 
erally used during the past year. 

The "“Orepe Sole Keds” made by the United states 
Rubber Company are exceptionally fine, These soles will 


outwear the uppers. 


‘From the Report 
of a Committee 
(oy ae CME Vale atell 
Lawn Tennis 


Association~ 
Feb. 2nd ~1924 


Crepe Sole Keds 


MADE ONLY BY 


United States Rubber Company 
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Crepe Rubber Soles on New Sport Shoes 


EW patterns in men’s and women’s 
N footwear for Spring and Summer 

show a wide variety in sport 
numbers. Rubber soles, particularly crepe, 
are extremely popular in the new models. 
There are more sport patterns in men’s 
lines than ever before; the shoes are more 
striking and the rubber soles fit nicely 
into the lines of the models. Crepe soles 
are widely used in men’s lines; also the 
washboard type of rubber soles is prom- 
inent. 

It is a noticeable fact that the crepe 
soles appearing on the newest of sport 
shoes are better looking. The soles now 
offer a more compact appearance, whereas 
in the early stages there was a somewhat 
rough appearance when the sole had been 
attached to the shoe. 

Many of the women’s sport numbers 
carry the crepe sole. And some of them 
show a new phase, which made its 
appearance late last summer in men’s 
sport models. Instead of being squarely 
finished, like the usual leather sole, some 
crepe soles are rounded on the edges. In 
this manner, the stitching is concealed. 
Some men’s sport numbers also carry this 
feature. 


Crepe Soles on Canvas Shoes 


Indications signify that canvas shoes 
for both men and women will carry crepe 
soles, so that it looks like a big season on 
this type. In connection with this sub- 
ject, an interesting item was printed in 
the Dry Goods Economist. It follows: 

“Hereafter tennis players taking part 
in tournaments will wear shoes soled with 
crepe rubber instead of spiked shoes, 
except where the tournament committees 
specifically permit the latter, according to 
a ruling passed by the United States 
Lawn Tennis Association at its annual 
meeting. 

“This ruling is expected to have a 
widespread effect upon the demand for 
the crepe rubber-soled shoe, made for 
street and business wear as well as for 


sport.” 


Rubber Latex Research Cor- 
poration Organized 


For the purpose of carrying on research 
development in the application of rubber 
latex to industry, The Rubber Latex 
Research Corporation of Boston was 
recently incorporated with a capital of 
$100,000. The incorporators were: William 
Burton Wescott of Dover, Mass., presi- 
dent; Albert M. Davis of Wellesley Hills, 
vice-president; John W. Decrow of Wel- 
lesley Hills, secretary; and Charles E. 
Valentine of Newton, treasurer. 

The corporation has taken over, and is 


developing, certain inventions of its 
president, some of which are of interest 
to the shoemen. The new corporation 
reports: ““The experimental work to date 
has produced gratifyingly satisfactory 
results. Among other things, the corpora- 
tion has produced a low cost rubber heel 
possessing non-slip qualities. The indica- 
tions are that, while low in cost, this 
heel will measure up to the high grade 
heels now in the market. 

“A rubber sole is being developed which, 
like the heel, will possess the feature of 
being a non-slip article. This sole is of 
particular interest in that it is channeled 
for welt stitching and that the stitches 
engage a reinforcement. This reinforce- 
ment not only affords a tough anchorage 
for the stitching, but also prevents the 
spreading usual to rubber soles. 

“Considering rubber latex from the 
shoeman’s standpoint, it can be said that 
its use has been developed, at least through 
the laboratory stage with an amount of 
success promising much for its com- 
mercial application. Latex is the natural 
sap of the rubber tree which tends, like 
milk, to curdle or coagulate. This is 
prevented by the addition of a small 
amount of ammonia, so that it is now 
possible to import a fluid water solution 
of rubber in an extremely fine state of 
subdivision. The rubber particles are so 
small that they can penetrate almost 
anywhere water can go. In this general 
application to industry, the process of 
utilizing latex consists of wetting fabrics 
or other substances with the fluid latex, 
drying out the water and subjecting the 
article to vulcanization, usually with 
heat. It must not be thought, however, 
that rubber latex is destined to be a cure- 
all in the shoe business, as its use involves 
a knowledge of a peculiar behavior of 
rubber in the extremely fine state of sub- 
division in which it occurs in latex.” 


President Wescott has been in the 
research engineering field for years. Among 
other things, he has to his credit a basic 
process underlying a production of motion 
pictures in natural color which is now a 
commercial reality. He has more recently 
developed a method for extracting the 
equivalent of the white of egg from the 
blood of slaughter-house beef. The residual 
red matter from the blood, dried to a solu- 
ble powder, is found to be much more 
satisfactory, in the dressing of leather, 
than the usual wet blood preparations. 


Machine for Cutting Heels 


Lynn, Mass.—A machine for auto- 
matically cutting blanks of fibre board 
for heels, which is commonly used 
here, has been adapted to the cutting of 
blanks of heels from unvulcanized rubber 
in rubber heel factories. 

The machine consists of a rotary block, 
a cutting die which strikes against the 
block, and a carriage for conveying the 
material to be cut between the die and 
the block. The die strikes an upward 
stroke. After the blank is cut, it falls into 
any suitable receptacle. 





Shoe Finders’ Convention 


The National Leather and Shoe Finders’ 
Association will hold a convention * at 
Indianapolis on May 5, 6, 7 and 8.%An 
instructive program for the occasion is 
being arranged. Edward J. Bosler, chair- 
man of the executive committee, is active 
in advancing plans for the convention. 





New Store at Montgomery 

Montgomery, Ala.—The G. R. Kinney 
Company recently opened a new shoe 
store here. E. W. Baskette is manager. The 
store is up to date in every way and has 
very attractive window displays. 


2 





Here is an attractive window f guh inten i a. - is the oreo Shs ¢ yy. i, Wil- 


liams, Penn. The surroundings are certainl. 
_ = the United States 


Keds, made by 
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r Company. 
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VOLUMES HAVE BEEN WRITTEN 
TO PROVE THAT 


Nothing Takes the Place of Leather 


The essays entered in a recent com- 
petition on this subject numbered 
almost 44,000, and that alone means 
a wide spread interest in the most 
vital factor in shoe construction—and 
this interest can be capitalized in your 
store. 


Our part in these activities is to main- 
tain sole leather in all qualities to 
meet the most exacting demands of 
the trade. 





The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 
The United States Leather Co. of Mass. 
Boston 
SELLING AGENTS 
McADOO & ALLEN A. J. & J. R. COOK 


Philadelphia San Francisco 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Bright Colored Kid, as Well as White, 
Being Sold Freely 


Beautiful Finishes Achieved by Present-Day Tanning 
Methods—Prices Are Firm 


WHAT IS BEING In upper leathers, a strong call continues 
BOUGHT for chrome fancy colored sides for stitch- 
downs, sandals and that type of footwear for medium and low- 
priced shoes. The trade has been quieter on high-priced fancy 
colors and novelty leathers for the highest priced shoes. 

In some leather centers an active call continues for Jack 
Rabbit, Airedale and the popular colors. The nude shade of calf 
and kid is going very strong. 

A handsome leather which one large tanner states he is selling 
more of than he can produce is a white suede kip. It has almost 
a creamy aspect. It resembles the genuine white buck, and is a 
beautiful leather. It will not discolor after wear. It is easily 
cleaned, and the price is in keeping with the top selections of 
calf. 

Calf prices, by the way, are higher than some weeks ago, and 
are likely to continue firm for weeks to come, particularly while 
raw calf-skins remain at the advanced point they have reached. 

Buck leathers continue very popular. The feature of the upper 
leather market today is the great number of colors and shades, 
and the beautiful finishes represented in the present day tan- 
nages. 

A strong call continues for red, green and blue kid, and also for 
white kid. It is reported one of the best seasons for white kid 
for some years. Also, the top selections of white kid are not so 
expensive as a year ago. 


SUEDE The popularity of suede leathers continues, 
LEATHERS especially in the top selections of fancy colors. One 
of the leading tanners reports that he is closely sold up on his 
best tannages, and also that there is a strong demand for the 
medium grades, with a fair call for black suede. The buck fin- 
ishes in various colors are also meeting with good demand, 
although close to the needs of buyers. Large purchases are not 
the rule. 

A leading tanner reports a good call for Airedale, light and 
pearl gray, medium gray and fancy colored suedes. White suede 
kip, a new leather, is meeting with excellent call. 


CALF There was an improvement the past two weeks 
LEATHERS in smooth finished calf. Some state that this demand 
is due to the raw stock advances, and it is stated that buyers 
face firm advances, irrespective of the lack of brisk business. 
Some of the largest tanners report all the business in calf leather 
that they can take care of at the pres- 


many varieties of colors mentions Jack Rabbit, Colonial Brown 
and Aluminum as amongst the best selling shades. Gray and pear! 
gray buck and white buck in the best selections are wanted at 
prices ranging from 30 to 45c. per foot. 

The heavier leathers for sport footwear are in good demand; 
likewise, heavy tannages for so-called workingmen’s shoes and 
footwear for the mining and agricultural sections. Shoe factories 
using heavy leather for men’s and boys’ heavy shoes are taking 
fair amounts of leather each week. Prices on these leathers have 
been firm for the past few weeks, and show an advancing tend- 
dency. 


KID The larger manufacturers of glazed kid quote an 
LEATHER active business. One of the largest tanners reports 
their factory is operating at practically full capacity. This 
tanner states that the principal demand is for red, blue and green 
kid, with also the strongest call for white kid in some years. 
Havana Brown, which is a comparatively staple color, is reported 
in fair demand, but not so good in the women’s weights, due to 
the large calt for the fancy colors. Prices have not materially 
changed in the past few weeks, although the general average for 
finished kid leather is on a lower basis than last year. 


PATENT Patent leather is selling in fair volume. One tanner 
LEATHER of patent kip reports a good call for colored patent 
leather for children’s shoes. Most of the colored patent was. 
formerly considered an export proposition, but there is an 
indication of a strong use for some time to come for children’s. 
footwear. Prices are firm on the best grades of patent, with the 
standard tannages of patent chrome sides bringing 45c. for the 
best selections, medium grades 30 and 35c. Patent colt and kid 
continue in their popularity, with an improved demand noted 
the past few weeks. 


SOLE The sole leather situation shows comparatively little 
LEATHER change. Tanners and dealers report a more steady 
business than some months ago, with a fair aggregate each week. 
Material advances prevail over some months ago. 





Combine Hosiery Factories 


Three factories of the Bear Brand Hosiery Company, at Hart- 
ford, Wis., have been combined in one building. The looping, 
ribbing and knitting departments for- 
merly in separate buildings will be- 





ent time. Colors are most popular, and 
a fairly even business is maintained on 
standard tannages of full grain colors. 
One leading tanner of the nude color 
smooth finished calf reports good sales 
at 53c per foot, which is a material 
advance over last season. Another 
tanner says that the demand is about 
half and half as between smooth fin- 
ished and suede for high grade shoes. 
The medium and cheaper grades of calf 
show a fair business in the aggregate. 


needs and 


leather men. 


SIDE UPPER For novelty footwear 
LEATHERS the buck finishes are 
in strong demand. One tanner making 


costume. 





Highlights of the Week 


Leather is still bought close to 
buyers resist advances 
wherever possible. 


Leather is not being bought in large 
individual lots because of slowness of 
the retail merchants in ordering, say 


The demand is unmistakably for 
fancy colored upper leathers which 
are appropriate for matching footwear 
with hosiery or with other parts of the 


united in the L. J. Knickerbocker 
building on Mill and River Streets. 
A lease for five years with option for 
renewal has been secured by J. H. 
Kelley, general superintendent for the- 
company at Chicago. 


British Shoe Exports 


Montreal, March 1—While the value 
of the British export of boots last year 
was the same as in 1913, the number 
of pairs of boots exported in 1923 de- 
creased 8,000,000 compared with the 
number exported in 1913. 
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Two Beautiful Numbers 
IN STOCK 
Styles That 


Will Sell 
NOW! 





No. B349—All Black Satin, Black Glazed Calf No. B348—All Patent Colt, Cut-out on Vamp 

Saddle with Cut-out, 11-8 covered wood heel. “ae aa and Quarter, 11-8 covered wood heel. 

PUEERs o cccccccccccscosceécceesceseces $5.00 PBs oc 60 cvccnccecesetsesessoouseses $5.00 
Wilson Process SIZES ARE COMPLETE Wilson Process 








JOY, CLARK & NIER, INC. 
ROCHESTER, N. Y. 




























TWO NEW ITEMS IN STOCK 


They are styles for spring 
selling that will appeal to 
your yeunger trade. Of 
course they are 


qa" 














hoes 









FAIRY 2164 


Growing Girls’ Babbette Pattern Welt 
FAIRY 2159 And that means they are piv r 2164—Jack Rabbit Nubuck, 244 to 8, 
well made, well designed A to D . $5.25 


and satisfying to the wearer. Fairy 2166—Airedale ‘Nubuck, 236 7 
Our catalog shows many Fairy 2164—White Calf, 244 to 8. A to D. 


ox $4.65 
Fairy 2161—Jack R Rabbit Nubuck, 214 to g, Others—send for it. Fairy 2162—Patent Leather, 2% 
OO Bce xe ” $4.35 Ato D 


GRIEB SHOE MFG. CO. 


309 ARCH STREET PHILADELPHIA 


FACTORIES, PALMYRA, PA., ANDTANNV ILLE, PA. 


Growing Girls’ Center Strap Welt 
Fairy 2159—Patent Leather, 2144-8. A to D. 
$4.10 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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BEAUTY OF 
CEDAR CLIFF SATINS 
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For the complete protection of 
the merchant and manufacturer 
of shoes, The Cedar Cliff Silk 
Company maintains its own 
finishing plant. We believe we 
are the only mill in America 
which thus puts the lustre on its 
satins in its own plant, making 
itself entirely responsible for this 
important feature of shoe satin. 


You are cordially invited to see 
Cedar Cliff Satins made “from 
start to finish”’ in our Paterson, 
N. J., or Binghamton, N. Y., 
Mills. 


(cedar (Uff Satin 
Wye Make Lt“ From Start to Finish” 











**Realization’’ No. 6349 
One Strap Sandal 
Cedar Cliff Black Satin—Mat Kid tip strap 





**Sunset”’ No. 6408 


Side Gore Pump 
Cedar Cliff Black Satin—Black 
Alligator Trimmed. 


Shoes by 


Johnson, Stephens & Shinkle Shoe Co. 


St. Louis, Mo. 


Ve CEDAR CLIFF 
SILIC COMPANY 


251-255 FOURTH AVE. 


NEW YORJIZ& 


CEDARCLIFF 


PURE DYE 


SHOE SATINS — 


March 8. 1994 
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NEW YORK 


Spring Trade Developing Slowly 


Movement Among Retail Merchants to Hold Off Spring 


Sales Until May 


PRING business in the retail shoe 
S field here continues to develop slowly. 
The early Southern resort trade has 
quieted down and weather conditions 
have not been propitious for a general 
demand for spring footwear. Retail 
merchants are hopeful, however, that a 
long spring season will develop with the 
late Easter. The movement among retail 
merchants to hold off spring sales until 
May is gaining strength. 

Many of the shoe merchants here are 
interested in the movement fostered by 
the National Garment Retailers’ Associa- 
tion to inaugurate a summer season in 
women’s garments on May | in all parts 
of the country. It is felt, if a sufficient 
number of stores join this latter move- 
ment, that it will make practically an 
extra season for the garment trade and 
there is no reason why such a season, 
sharply defined, should not be instituted 
in shoes as well. 

So far as style development in the 
women’s shoe field is concerned, local 
merchants have shown little that is new 
in the past week. New patterns in 
strapped pumps are constantly shown, 
but they display only minor variations of 
basic styles already in the public eye. 





Dress- Up Campaign Among Men 

Considerable attention is being given 
the dress-up campaign among men, 
fostered by both the shoe and clothing 
interests. Along this line the slogan of 
“the proper shoe for the occasion” and 
the movement to foster the wearing of 
black shoes after six o’clock in the evening 
is gaining strength. Several retail mer- 
chants have pushed this movement in 
their advertising, and good results are 
reported. The sale of black shoes for men 
has increased greatly in the last few 
months. Some retail merchants, however, 
express the fear that black shoes may 
soon be worn for all occasions and that 
the effect of the propaganda will be lost. 


About English Shoes 


A sharp blast against imported shoes 
and imported leathers came from Sylvan 
Barnet, president of the Barnet Leather 
Company, one of the largest tanners of 
calf-skins, last week. In a lengthy inter- 
view on the pride in appearance move- 
ment, Mr. Barnet took occasion to sound 
a warning against the growing importa- 
tion of men’s footwear, particularly of 
English origin, as well as the tendency 
among some men’s shoe manufacturers 
to use English tanned leathers and to 
advertise these materials. 


New Strap Patterns Appear 


Discussing English footwear, Mr. Bar- 
net said: ‘The declaration on the part of 
some retailers that the English shoes are 
superior to our own is pure bunk. In the 
manufacture of shoes in England they use 
American lasts and American machinery, 
but not American shoe makers, who are 
superior to those in any part of the world. 
As a result of the manufacturing methods 
the foreign-made shoe does not give the 
comfort and satisfaction as does the 
American product, and I therefore make 
the prediction that the retailer who 
features English shoes is using a short cut 
to a reduction in his list of customers. In 
their mad scramble for business, some 
manufacturers are even importing calf- 
skins, and on the finished shoe they are 
stamping ‘Made from imported material.’ 
This is being done simply to employ a 
doubtful sales argument and retailers who 
use this method as a line of least resistance 
are certain, in my opinion, to meet with 
poor results in the end.” 


Freund & Brickman to Show 
Hosiery 


Freund & Brickman will exhibit hosiery 
at Booth 22 at the New York State Shoe 
Retailers’ Convention to be held at 
Syracuse, March 10, 11 and 12. 


Shoe Sales in January Show 
a Gain 


Shoe sections in department stores made 
fairly good gains in January, according 
to statistics compiled by the Federal 
Reserve Bank of New York from figures 
submitted by department stores in the 
Second Federal Reserve District. Sales 
in shoe departments in January, 1924, 
were 9.2 per cent greater than in January, 
1923. Total department store sales were 
9 per cent. The gain in shoes is in sharp 
contrast to the losses reported in Novem- 
ber and December. Shoe departments, 
by the way, contribute 2.8 per cent-of the 
total store sales, according to these 
figures. 

For the first time in several months, 
shoe chain store sales, computed on the 
individual store basis, showed a gain over 
the same month in the preceding year. 
This gain in January was 8 per cent. For 
the total chain shoe stores a gain of 15 
per cent was recorded, but there was an 
increase in the number of stores from 286 
in January, 1923, to 327 in January, 1924. 
Total sales by all types of chain stores 
were 14 per cent larger than a year ago. 

Wholesale trade was less fortunate 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U. S.A 
MEN’S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 
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T. D. Barry Ce. 











Brockten, Mass. 
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THE SHOE FOR MEN 


ELLIOT SHOE CO. BROCKTON, MASS. 

















11 South Street 
Besten 


“Che 
COS Shoe sin 


COMPANY 





FOR MEN ~~. 








Men's Suoes ~ Hann TAILORED 


NotHinc 
But THE 
Best Mave (= 


Wuen East Vee Us 
Wuen wn Your Town We Wiz Visit You 


Stock Dept. 5 


Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 

















HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 




















fOR MEN ON THEIR FEET 
THIS SHOE CAN'T 6£ SEAT. 


MERSON anc 





Boston Office: Room 214 United States Hotel 
FREDERICK S. PECK 


Worcester, Mass. 





Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 


PULLMAN TRAVELING SL 
CT \Y better"than ever in Quality and fit 

Originator<ownews of 7hace Mark Willman: 
aD ar» fate 


318.0 o. 
Colorr Black and Brown 
full srzes 3 toll in Stock 


M. GUSTIN CO. 
Wwisd st New York 
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than the retail trade, as January, 1924, 
sales by wholesalers of shoes, reporting 
to the bank, were 11 per cent less than in 
January, 1923. The bank’s total weighed 


March 8, 192; 


index of wholesale sales, covering about a 
dozen different lines showed a gain of 2 
per cent in January, 1924, over January, 
1923. 





, BOSTON 


More New Patterns Shown 


Women’s Novelty Shoes Prominently Displayed in Windows- 
Sales of Odds and Ends Continue 


EW spring patterns in women’s foot- 

wear gained more prominence in the 
window displays of retail shoe stores dur- 
ing the week ending March 1. A number of 
sales were still held, odds and ends in both 
men’s and women’s styles being offered. 
There was a fair note to the buying. 
Women showed a little more interest in the 
new merchandise. Hosiery sales held up 
well and several stores are continually re- 
ceiving re-orders on the nude shades. 

Black suedes sold well and satins con- 

tinued to show strength. Black patterns 
were generously shown in window displays 
where new spring merchandise was fea- 
tured. There were straps, gores and 
colonials. 


Ties in Women’s Stores 


Several stores showed women’s ties in 
calf and suede leathers. The tie looks more 
striking in a light tan calf leather. There 
were generous numbers of it in dull black 
calf, however, and some of the cheaper 
grade of stores showed it in gray suede and 
other light shades. 

Crepe soles were attached to numerous 
sport patterns for women in the high grade 
stores. The edge of the sole, in many cases, 
was rounded in contrast to the square edge 
sole that was so common a year ago. With 
the round edge, the welt stitching is con- 
cealed. 

Simplicity in new black models is netice- 


* able in a number of stores. Black suede 


numbers with black patent trimmings 
were seen frequently. The moccasin effect 
in women’s sport shoes was shown in nu- 
merous stores. Generally it camein medium 
shade of tan. The heavy stitching features 
of the moccasin, extending around the 
vamp, makes the shoe distinctive. Crepe 
soles are attached to this type. 

Several of the men’s stores featured 
clean-up sales in both oxfords and high 
shoes. One of the conspicuous features of 
the window displays of one of the $5 men’s 
and women’s stores was the number of 
men’s high shoes on display. There were 
many models in black and dark brown 
shades; and in tans of light colors, too. 
Oxfords are selling much better than high 
shoes at the present time. 


Simons Opens Store 


A new shoe store opened at Coolidge 
Corner, Brookline, a suburb of Boston, on 





March 1. S. Simons is the proprietor and 
he carries a line of men’s, women’s and 
children’s high grade shoes. The window 
displays were very commanding as the 
trims were very impressive. 


Alligator and Lizard 


F. X. Wholley of the Barnet Leather 
Co., Inc., recently returned from a trip 
through the Northwest, St. Louis and 
Cincinnati territories and was very much 
interested in the increasing demand in 
“Alligator,” “Lizard” and “Python.” 

The Barnet Company reports: “‘Man- 
ufacturers and retail shoe merchants 
report that the first lots of these shoes 
which have just gone into the retail 
merchants’ hands have been quickly dis- 
posed of to the public who welcomed these 
new finishes in shoe leathers. Indications 
are that the demand will increase up to 
and through the summer season.” 


Shoes for Tailored Suits 


One of the recent advertisements of the 
Thayer McNeil Company, retail shoe 
merchants with two stores, stressed the 
progress that the tailored suit vogue has 
been making. It mentioned the relation of 
shoes to the tailored suits in the following 
way: “The overwhelming tendency in 
dress for spring is toward a ‘tailored’ effect. 
Paris suits are as boyish as dinner coats. 
From the models offered by the great 
bootmakers we have selected the truly 
authentic styles; they’re just coming in, 
and frankly, they’re selling very fast. 
Plain pumps and trim straps are ‘in’ again, 
accompanied by cries of ‘thank goodness’ 
from all concerned.” 


John Agnew Dead 


Montreal—John Agnew, one of the best- 
known Western Ontario retail shoe mer- 
chants, died in his 80th year at Brantford. 
He started business in Brantford many 
years ago, and branched out to Hamilton, 
London, Norwich, Guelph, Kitchener, 
Simcoe, Stratford, Woodstock, Paris and 
St. Catherines, finally opening a wholesale 
office in Brantford. His stores in recent 
years were conducted under the firm name 
of John Agnew, Limited, of which com- 
pany he was president at the time of his 
death. 














































March 8, 1924 


BOOT AND SHOE RECORDER 


PHILADELPHIA 
Front Gore Patterns Show Strength 


Manufacturers Report Plain Whites in Buck Commence to Be 
Ordered—Satins and Patents Active 


ACTORIES report there is still quite 
wa active demand for gores though, of 
course, the call for straps and cut-outs is 
greater. The gores being asked for are 
mostly Colonials with front gores. There 
is very little demand for side gores. Black 
suede seems to retain its popularity. There 
is considerable call for gray seude and one 
or two factories are getting some orders 
for brown. While most factories find it 
too early for much white business one of 
them is getting quite a few orders for 
white buck shoes without any trimming. 
Patents are quite active and are said to 
have taken the place of glazed kid to a 
very considerable degree. There has been 
a slight increase in the call for satins and 
the trade still feels that they will become 
increasingly active as the spring and sum- 
mer approach. Factories are holding their 
prices firm in this district. 


Wholesale Shoe Trade 


Reviewing the wholesale shoe situation 
in its February review of business condi- 
tions in the Philadelphia district, the 
Federal Reserve Bank of Philadelphia says 
that for prompt delivery men’s boots and 
women’s oxfords are in strongest demand, 
but for spring delivery women’s pumps and 
sandals, men’s oxfords, and misses’ and 
children’s pumps, sandals, and oxfords are 
all in fair request. The open winter here 
has retarded sales of rubber goods and 
this, as much as any one thing, accounts 
for the decrease in sales as compared with 
those of a year ago. 

Wholesalers have been buying during 
the past month, and though their pur- 
chases may not be as large as they were a 
year ago, they have been in considerable 
volume. Some report that in certain 
instances they have been able to obtain 
concessions in price and that most of these 
have been made by manufacturers in New 
England. 


Features in Retail Shops 


Winkelman’s store is making a feature 
of a front gore pump with a concealing 
buckle in a complete selection of leathers 
and materials for spring. It is priced at 
$10. 

Geuting’s recently disposed of 1200 
pairs of women’s high shoes and 400 pairs 
of women’s low shoes at one of their stores 
at $2.65 per pair. 

Final reductions at the Walk-Over store 
brought the prices on women’s shoes down 
to $5.90, $6.90, and $7.90, with some 
broken sizes selling at $4.90. 

The John Wanamaker men’s shoe store 


reports continued demand for Scotch 
grain. Crepe so es are popular. There is a 
marked tendency towards plainer shoes. 
This store is selling 70 per cent men’s low 
shoes and 30 per cent high. There is little 
call for black shoes The medium shades 
of tan are expected to be good for spring. 


Four-Hour Sale 


One of the department stores recently 
featured a four-hour sale during which they 
offered at $2.85 a lot of patent Colonia s, 
black velvet anklettes, and strap pumps 
and novelty slippers in satins, suedes, and 
patents. 


To Hold Executive Session 


The Pennsylvania Shoe Retailers’ Asso- 
ciation will soon hold an executive session 
for the purpose of deciding upon a place 
and date for the next state convention. 


West Philadelphia Trade Quiet 


George M. Garman, a prominent West 
Philadelphia retailer shoe merchant and the 
secretary of the State Retail Association, 
says business during the past two months 
was better than during the same two 
months last year, although there was more 
demand for rubbers last year than this 
year. Black suede cut-outs are the best 
sellers. There is a little demand for grays. 
Black satins are expected to be good a 
little later. Some white will be sold when 
warmer weather comes though the demand 
which will come for light colors, in the 
opinion of Mr. Garman, will make serious 
inroads in the business on whites. There is 





Varied Spring Demand 

Al Forster, Manayunk retail shoe 
merchant, thinks that black satin, 
black patent leather, and black 
suede will all be in active demand in 
spring. Present business is rather 
quiet. Rubbers have been selling 
fairly well since the recent snows. 
Oxfords are fairly good, but the only 
demand for high shoes is in an- 
atomics or other special lines. Mr. 
Forster reports that he is selling 
more high shoes this year than last. 
Tan oxfords will be good in spring. 
Creased vamps will be worn by men, 
women, and boys. He says that the 
better grades of shoes have advanced 
from 15 cents to 25 cents while there 
has been a slight decline in some of 
the cheaper shoes. 
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MULES and D’ORSAYS 
Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
quest. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 








SNAPPY FELT FOOTWEAR 
Medium in Price—Long on Wear 
Felt soft sole s+ yh for wo- 
met children felt jullettes 
—s —— and Ppa 






SANDLER & RUMNEY, 35 WAREHAM STREET, BOSTON, MASS. 








Satin, Felt and Leather 
Soft Sole Slippers 
For the entire family 


No. 7300 Satin 'n these 
colors A meric: orp 


Blue 
Black, Taupe and Pink, 
Send for Price List 


NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester. Mass. 











PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSA YS 


Made of a Quilted Satin, Embossed 
ther, Tinsel and Brocade 





Prices from $23.00 per doz. up 


> 











SLIPPERS for MEN, WOMEN 
and CHILDREN 





Bedroom and house 
Sippers im a wide 
variety of styles and 
prices. 

SATIN SLIPPERS 
noted for quality. 
FRANK H. PFEIFFER CO., Inc. 

















24 Washington Square “t Wercester, Mass. 
in Medium and+ 
IGH GRADE 


¥ oRS LIPPERS, 


all styles made 3 Do ic and 
Imported Satin Brocadesand Metal Cloths 
$2.10 per pair and up 
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EST 


For the 


Of the 
Better 
Grade 


Write for Prices 
BRST-EVER SLIPPER CO.. ine, BROOKLYN, N.Y. 























J. W. BARNARD & SON 
Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 
For Ladies 
IN STOCK 














Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Eesex Street 












Colcord & Walker, Inc. 
Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 











FASHION FOOTWEAR 
Women’s Fine Turns 
on ond Novelties 
faverable attention. ie = sand 
pumps im the latest designs and finest 
& BOWDOIN 





TESSIER 
2 Washington St.,JHaverhill, Mass. 





4 WHERE TO BUY 
Shoe Mustrations | 


SHOE 
CUTS 


RE (Halftones) 


For Booklet, Catalog or Folder if we do the printing 
Novelties and Staples 
Or you may buy them at $1.25 each. Send for 


WELSON H. GROVER CO. 2,161 SUMMER ST. BOSTON 











Shoe Illustrations 















very little call for gores. Prices remain 
unchanged. 


Strumpf to Take Vacation 


Dave Strumpf says that when he closes 
out his business on April 1 he will take a 
trip to’ Cleveland and Cincinnati and try 
to get a good rest. After that he says he 
will probably enter the shoe business again 
in a store of his own, as a buyer, or in some 
other capacity. His closing out sale is 
going well. He recently had a big run on 
galoshes. 


Demand for Sandals 


Paul S. Lippincott, Jr., president of the 
Philadelphia Shoe Travelers’ Association, 
reports a good demand for sandals in 
patent and in airedale and jack rabbit 
suede. He also reports good business in 
black kid arch-bridge shoes in two-strap 
models, with cut-outs. 


Plan Overseas Gift 


Several thousand pairs of shoes will be 
shipped to the refugee children of Greece 
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and other Near Eastern countries by Penn- 
sylvania shoe dealers asa contribution from 
the trade to the work of the Near East 
Relief. The Philadelphia Shoe Retailers’ 
Association at its annual meeting passed a 
resolution urging its 125 members to turn 
over all their surplus stocks of shoes for 
immediate shipment. The collection of 
these shoes will take place during the next 
fortnight, and the shoes will be shipped so 
as to arrive at their destination before the 
end of March. ° 

“*A pair of good shoes in many cases will 
actually save a life,’’ says the resolution 
passed by the Retailers’ Association. 
“This is a period of greatest need in the 
refugee camps overseas. The demand for 
adequate footwear, especially for women 
and children, is most acute during the 
spring rainy season. Eighteen thousand 
Greek refugees have died of exposure and 
attendant epidemics during the past win- 
ter, and in these deaths the matter of 
frozen feet has been largely contributory. 
An official Greek government report says 
that 25 per cent of the pneumonia and 
influenza is traceable to lack of protection 
for the feet.” 





HAVERHILL 


Good Easter Business on Novelties 


Manufacturers Making McKays as Well as Turns—Indica- 
tions Point to Favorable Trade During Coming Season 


MPORTANT from the standpoint of 

merchandising of spring and summer 
footwear are the novelty styles in women's 
turns and McKays which are being 
brought out by Haverhill shoe manu- 
facturing concerns. Price is a most im- 
portant consideration today on the part 
of the buyer. His desire to obtain styles 
which are novel, salable and profitable is 
tempered by a determination to pay the 
lowest possible prices for his merchandise. 
This combination of ideas is one which 
puts the manufacturer in a somewhat 
difficult position. He wants to satisfy his 
customers’ desires in every way. At the 
same time he must make a profit for him- 
self. These two factors are constantly in 
his mind in bringing out novelties, and he 
must at all times have in mind the neces- 
sity of meeting competition. This latter is 
keen and numerous. 

Haverhill is getting a good share of 
Easter business by playing the novelty 
game hard and bringing prices to the low- 
est possible figures consistent with good 
workmanship and material. That this con- 
dition will prevail throughout the entire 
year is thoroughly understood by the 
trade here and plans are being worked out 
by the manufacturers and their employees 
which is believed will put Haverhill in a 
stronger position to meet competition 
than for several years past. 


Increased McKay Output 


In addition to the large output of 
women’s turn footwear for which Haver- 
hill is famous an important business is 
being done in women’s McKays. These 
latter, produced by improved methods, 
are attractive to the eye and are finding 
much favor with the trade. A local manu- 
facturer, who has always been identified 
with turns, states he believes there is an 
excellent future in Haverhill for McKay 
lines and that he is ready to go into Mc- 
Kay production provided that right 
labor conditions can govern this produc- 
tion. Edwin Newdick, the Haverhill 
arbiter, and Mr. Cooper, secretary of the 
Haverhill Shoe Manufacturers’ Associa- 
tion, have been obtaining during the past 
few weeks valuable information in refer- 
ence to McKay footwear to retail at 
popular prices, and also in reference to 
women’s welt production of the second 
grade. 


A Successful Superintendent 


Nap. Theriault, vice-president of With- 
erell & Dobbins Company, shoe manu- 
facturers, is one of the men whose bio- 
graphical sketch and photograph appears 
in the Gazette series of “‘Who’s Who ip 
Haverhill.” 
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“Nap.,”’ as he is familiarly known, was 
born in Montreal, Canada. When he was a 
child his parents moved to Lynn and later, 
after the death of his father, his mother 
came to Haverhill. After getting his edu- 
cation in the local public schools, at the 
age of 14 he went to work in the factories 
of Chick Brothers and W. W. Spaulding. 
Through his ability in the various depart- 
ments he was at 21 given the position of 
foreman of the cutting department. 

In 1907 when Witherell & Dobbins 
began business, Nap. took charge of the 
cutting room for that concern. In 1911 he 
was promoted to superintendent, with 
entire charge of the factory. When the 
concern was incorporated as Witherell & 
Dobbins Company, Nap. became a mem- 
ber of the corporation and was chosen 
vice-president. He takes an active part in 
the industry of Haverhill, and was prom- 
inent in the bringing about of the recent 
peace pact between the Haverhill Manu- 
facturers’ Association and The Shoe 
Workers’ Protective Union. He is a mem- 
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ber of various social and fraternal or- 
ganizations. He was married in 1901 and 
has four children. 


Wage Readjustment Plans 


Preparatory to readjusting the schedule 
of prices for work in Haverhill shoe fac- 
tories, a committee representing one of the 
local branches of The Shoe Workers’ 
Protective Union is visiting various mid- 
dle western shoe centers for the purpose of 
gathering price information. This com- 
mittee, four in number, is visiting Roches- 
ter, Cincinnati, St. Louis, Milwaukee and 
other shoe centers. 


Shoemen Elected Directors 


Joachim D. Rickard of Rickard Shoe 
Company and Herman E. Lewis of H. E. 
Lewis Inc., both Haverhill shoe manu- 
facturing concerns, were recently elected 
directors of the New England Shoe and 
Leather Association. 





LYNN 
Busy on Easter Styles 


More Activity Characterizes Shoe Manufacturing as Spring 
Season Draws Nearer—White Shoes Plentiful 


IAM ones tie tears are busy with 
= shoes for Easter and early Spring. 
Belated orders for Easter novelties are ex- 
pected. A crush of them received about 
March 15, would not be surprising. Sales- 
men are out; some with samples for right 
after Easter, some with samples for sum- 
mer, and some with samples for next fall 
and winter. Swiftly do the shoe seasons go 
round. 


New Watson Welts 


Winter styles were cleared at the Wat- 
son Shoe Company shop March 1, and new 
samples were spread. Featherwelts were 
first and foremost among them. Light and 
dainty welts for summer, “‘fit for the occa- 
sion.” That’s the Watson watchword. 


New White Shoes 


Williams, Clarke & Co. sent out samples 
of some new white shoes last week, white 
strap pumps and white oxfords, some of 
kid, suede and calf, and some of white 
fabric, trimmed with white leathers. White 
shoes, with light color trimmings, are ex- 
pected to sell first in the spring and sum- 
mer season, and all white shoes best when 
the summer is really here. 


Choice of Materials 


Billy Sullivan of Cruise & Sullivan says 
that early in March, buyers’ choice was 
running this way: Satins, patents, whites 


and gray suede, in the order named, with 
colored kid gaining, and Chinese blue, and 
a bright red coming along. 


Wearer’s Choice 


What shoes are proper for wear with 
tailored gowns? 

“It’s the wearer's choice,” says one 
Lynn manufacturer. “Some will wear strap 
pumps, some tailored oxfords, and some 
Colonial pumps, each according to her own 
good taste. That’s the way we get it from 
our customers.” 


More Sandals 


Merrill, Porter Company running to 
capacity on sandals, expect more orders 
for sandals during March. In so far as they 
can see, sandals are, going to be popular 
through the summer. A new last shows a 
25-cent toe, and a new pattern shows a 
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Soft Soles and Moccasins 
Ask your Jobber for our 
Goods, We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








AShoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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Or POSNER’. 
SHOES & STOCKINGS 
FOR. INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A_POSNER SHORS. INC 


140 W. BROA 















A Southern Tie 


A new Lynn pattern shows a 
southern tie. Its tongue is perfor- 
ated around the edges and across 
the top, the perforations to match 
the perforations on the lace stays. 
It laces with a ribbon lace, through 
silk finished eyelets, or through three 
cut-outs, each of the tear-drop style, 
on the lace stays. 
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EVERY DOZEN 
PAIR IN A 
DISPLAY BOX 


Robert E Miller 





il Sele ig 
New York City, N.Y. 


Rubber Heels 











T. W. GODSO 
W. G. 


F. 


F. E. JONES, Treas. 
JON ALD, Vice-Pres. 


E. JONES CoO. 
FANCY COLORS 


MAT KID 


958 SOUTH STREET BOSTON, MASS. 











C enpest Manuheclurers 
in the World of 
Blach Glazed Kid 
A sKiP/ Suppass LEATHER © 








The One 
Waterprooi 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO 
Tanneries at Danverspert 95 South St. _ 




















THOMPSON-FIELD COMPANY. I 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
BROCK TON .MASS. 









COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Feot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184Sammer St. 
BOSTON 
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saddle over the ball, said saddle being 
slashed in the Egyptian sandal style. The 
25-cent style toe calls for a heel a bit 
higher than does the dollar toe, a familiar 
sandal style toe. Patent leather continues 
popular for sandals. White is gaining. 
Gray is good. Color combinations also are 
selling. 


Orders for White Shoes 


T. J. Kiely & Co. predicted a gain on 
white shoes, when forecasting styles a few 
weeks ago. And early in March, its mail 
began to bring inquiries like this: ‘Please 
send up samples of your white shoes, both 
pumps and oxfords.”’ 


More Styles Coming 


Charles McLaughlin was on the road 
last week, gathering up style news, and 
booking additional orders. He will add a 
few more novelties to his summer line. 


light and dainty, of course. 


Ivory. Kid Linings 


Two Lynn firms are featuring ivory kid 
linings, of a fast proof color that will not 
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soil stockings, no matter how delicate thei: 
color may be. Besides, ivory kid harm; 

izes with colors of stockings, whatey«; 
they may be. 


Lizard Styles 


Williams, Clark & Co. are making a | 
of lizard style shoes, pumps and oxfords of 
lizard skin all over, and white. or gray calf 
pumps, with lizard skin trimmings. 


Edward Glennon is Dead 


Edward L. Glennon, treasurer of Ches- 
ley-Glennon, Inc., shoe manufacturers. 
Lynn, died suddenly in Boston recently. 
He was stricken just as he returned from a 
business trip. He was also owner of the 
E. L. Glennon Machine Company, manu- 
facturers of perforating machines. He was 
37 years old. He belonged to the Elks and 
to the Knights of Columbus. He leaves a 
wife and three small daughters. 


Grover Gives a Park 


Lyndon V. Grover, of J. J. 
Sons, shoe manufacturers, has given his 
summer home, on Town Hill, in Ipswich, 
Mass., to the town for a public park. 


Grover's 
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New Spring Samples Completed 


Men’s Shoes for Coming Seasons Made Over Impressive- 


Looking Patterns 


T this season of the year shoe 

manufacturers in Brockton and 
elsewhere are making up new samples to 
submit to buyers. It is interesting to con- 
sider the cost of these samples. To put 
it in the words of one Brockton manu- 
facturer: ‘““Everything connected with the 
production of samples represents an 
added cost of at least $1 a pair on men’s 
welts over the production of regular goods. 
Selections of leather and other materials 
must be excellent in order to stand the 
wear and tear of travel and handling by 
salesmen and customers during ‘the 
selling period. For similar reasons special 
care must be exercised in workmanship 
and finish. All this entails additional 
cost for materials and labor; the latter 
calling for the most skilled and experienced 
men and women whom we have in our 
employ. 

“Spring and Fall naturally are our large 
sample seasons, yet there is always a 
demand for new styles at every.season of 
the year. We may safely say Brockton 
factories are always making samples. 
Modern buying methods on the part of 
merchants demand this service. Any con- 
cern which desires to maintain its posi- 
tion in the industry must follow a con- 
tinuous sample making plan.” 


-~More Cost Involved in Making Samples 


Rufus P. Keith Is Dead 


Rufus P. Keith, for many years 
identified with the Preston B. Keith Shoe 
Company, died February 28 at his home 
on Main Stfeet, Brockton. Mr. Keith 
had been a sufferer for some months from 
heart trouble. At the time of his death, 
Mr. Keith was within a few days of his 
73rd birthday. He came of one of the 
oldest New England families, being a 
direct descendant of Rev. James Keith 
who came to this country from England 
in 1664 and from whom are descended 
practically all persons in Massachusetts 
bearing the name of Keith. Rufus P. 
Keith attended the local public schools. 

At the age of 18 he began work in the 
shoe shop of his father, Charles P. Keith 
in Brockton, then North Bridgewater. 
He remained there until his father 
retired from business, acquiring a thor- 
ough knowledge of shoe manufacturing. At 
this time Mr. Keith took charge of the 
workrooms of the factory operated by his 
brother, Preston B. Keith. When this 
business was incorporated in 1896 as 
the Preston B. Keith Shoe Company, 
Rufus P. Keith was chosen vice-president 
and had general supervision of the pro- 
duction. He retired from the concern in 
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1923. Mr. Keith was prominent in 
fraternal and religious organizations in 
Brockton, the place of his birth and life- 
long residence. He, leaves a widow, a 
daughter, two step-children, a brother and 
a sister. Charles M. Park, of The Preston 
B. \eith Shoe Company is a nephew. An 
ok -r brother, Preston B. Keith, head of 
th“house which bears his name is in 
Florida at present. 


Sixty Years Lasting Shoes 

Frank Humble, who 
neighboring town of Whitman claims the 
record for the South Shore district re- 
garding longevity in lasting shoes. Mr. 
Hlumble states that he began lasting shoes 
60 years ago, first in a North Bridgewater 
(now Brockton) factory, making McKay 
shoes, also with the first group to make 
this class of shoes in Chicago and St. 
Louis. In 1875 he was working for Burt 


lives in the 
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the first Goodyear Welt machine was set 
up and work begun. Mr. Humble says 
that his 60 years at lasting has kept him 
in good health and that he considers him- 
self good for many years to come. 


New Freight Service 


Beginning February 18 a new freight 
service was inaugurated, merchandise 
leaving Brockton daily on the so-called 
“shoe train’’ at 3.30 P.M. Connection. is 
made at Boston with the through train 
for the Pennsylvania railroad. The 
“‘Pennsy”’ receives the car the day follow- 
ing its departure from Brockton and makes 
up a through train for Chicago, in which 
city delivery will be made on the fifth 
morning, after loading. This plan covers 
freight destined for points beyond Chi- 
cago, through truck or wagon transfer to 
all lines running for the West. Shipments 
should leave for their final destination not 





& Packard and S. Gardner Jones, both more than 24 hours after arriving at 
old-time Brockton shoe concerns, when Chicago. 
ROCHESTER 


Sandals and Straps Are Best 


Dull Tone to Buying in Shoe Stores, but Optimistic Note 
Prevails—Pidgeon’s Buying Instincts 


ANDALS and strap patterns are 
S going to be the leaders in the 
women’s shoe sales during early spring, 
according to the displays being shown by 
retail shoe stores. There has been a spotty 
complexion to the shoe trade during the 
past few weeks, but merchants are con- 
fident that with the advent of spring 
weather shoe sales will increase. 





Six Buying Instincts 

According to Wm. Pidgeon, Jr., the 
six buyinginstincts are classified as follows: 
|. The instinct of comfort, which demands 
merchandise for ease and to avoid pain. 
2. The instinct of beauty which demands 
style, shape or color to satisfy the artistic. 
3. The instinct of pleasure which demands 
merchandise for play or recreation. 4. 
the instinct of fear which demands articles 


which will prevent injury and danger. 
5. The instinct of economy which demands 
goods that will last long. 6. The instinct of 
imitation which causes a person to buy 
things similar to those of others. 


Eastwoods Not at Fault 


In a newspaper advertisement which 
was printed over the firm name of W. 
Eastwood & Son Co., the latter firm was 
said to be the sole distributor in Rochester 
of a no-metal Russian Sponge Rubber 
arch support which is being introduced to 
this city. This new device consists of a 
thin layer of soft, flexible leather with a 
resilient pad of sponge rubber. In a later 
advertisement the Eastwood store denied 
having inserted the arch support advertis- 
ment. 





BUFFALO 


Gradual Improvement in Buying 


Sandals in Varied Colors Conspicuous in Display Windows— 
Hosiery Sales Show Steady Gains 


N marked contrast to the stormy, 

wintry-like conditions which prevailed 
throughout the previous week, a bright 
warm sun melted the snow and ice and 
likewise the hearts of the women who had 
resisted the temptation to discard their 
galoshes for a dressy pair of spring shoes 
until the week of February 25. 


All of the downtown shoe merchants 
noted an improvement in business with 
the coming of the first break in sustained 
period of winter weather. According to 
the calendar and the lateness of Easter, 
spring is still a few weeks away, but if 
only a taste it has been sufficient to whet 
the appetites of the retail merchants for 
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COLONIAL BUCKLES Six 
ered 


$7.2 
per doz. pr. Buckles with fillers 
without To: es, $5.00 per doz. 
pr. Terms ten days, Net 30 
days . F. O. B. a York City. 
Delivery One Week. 
The H. L. Hymes Co. 


52 W. 16th St. 
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Only one exclusive agency in a town 











BALLET SLIPPERS 
all styles and 
colors— Black 


FERGUSON BROS. CO. 
2121 Washington St. Boston 








BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women's 
Il. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








IN-STOCK 
BLACK BALLET wang 


$1.30 
Bae Lit 


Bins fifa 


a at te ~~ 
SHOE FINDING CO., INC. 
147 Duane St., New York,’N.Y. 


Do You Know 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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anticipate will be a most 


Sandals Promise to be Big 
In the window displays, the stores in 
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local delegation leave together eithe: 
the night of Sunday, March 9, or 
morning of March 10. The following oo 
mittee was appointed by President !'re 
Kimball to make arrangements for ; 


trip and to reserve accommodation at the 
Onondaga Hotel for the ‘Buffalo dele. 
gates: C. H. Barton (chairman), Frank 
Deline, C. I. Lanich, O. F. LaReau and 
B. J. Ackendorf. 


New Silk Hosiery Brand On 
Market 


The H. K. H. Silk Co. signalizes the 
seventy-fifth anniversary of the spooling 
of silk thread at the Heminway silk 
plant in Watertown, Connecticut, by 
putting on the market a line of finest 
quality full-fashioned hosiery. Sample 
lines are now in the hands of salesmen 
and branch offices of the company, and 
orders are being taken for delivery from 
March 1 to March 10. The line includes 
both dip dyed and ingrain numbers, all 
pure dye and pure silk. 


the shopping district are making the most 
of the startling contrasts which can be 
produced with the latest shades of sandals 
and the multi-colored hosiery. This type 
of footwear, with contrasting hosiery, it is 
believed, will prove the sensation of the 
season and at the same time, through its 
unlimited possibilities, be a source of profit 
to the merchant. 

The extensive turnover of Main Street 
property in recent months with the con- 
sequent “kiting” of rentals has produced 
a noticeable change in the downtown 
section of the city in the past few weeks 
and appears to have affected the retail 
shoe merchant to a greater extent than 
any other business. 

K. W. Watters, C. B. Marsh and W. L. 
Douglas stores have changed locations 
J. R. BEATON CO. within the past few weeks. C. H. Barton, 

ne. the Emerson and Regal stores will be in 
381 Fourth Ave..NowTerk City new homes before May Ist as well, and 


AS You CHICAGO 
227 West Jackson Blvd. there may be other changes. 
UKE IT iT ATLANTA 


246 Peachtree Arcade 
BOSTON 
99 Chauncy Street 





Gucrentecd fullfechioned 
Let Your Jobber Carry Your Steck 


Harrington & Waring 
41 Union Sq. W. New York 
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Amber St., Philadelphia 
lon Hose 


Erte Ave. 
Ladies’ Full Fashioned Chié: 

fon 6 SUPERIOR™ 
New Office, 358 Fifth Ave. 














A feature of the line is the extreme 
vogueishness of the color range, which is 
entirely in accord with today’s demands 
from women who insist upon the newest 
shades in the hosiery they wear. 


Regal Store to Move 

After five years at 568 Main Street, the 
Regal store is moving back to 366 Main 
Street at a considerable saving in rent 
and in a neighborhood in which it thrived 
for 16 years. The new store is a much 
more desirable one from the standpoint 
of men’s footwear sales than the site they 
are forsaking. E. E. Hales is the manager 
of this store. 











A campaign of advertising starting with 
large space and tapering down to smaller 
sizes before early summer has been 
arranged for all of the leading publica- 
tions reaching the hosiery trade. 





Shoe Merchants’ Meeting 


One of the best-attended meetings of 
the Buffalo Retail Shoe Dealers’ Associa- 
tion was held recently. C. H. Barton, state 
delegate to the national convention at 
Chicago last month, described his im- 
pressions and discussed plans which con- 
template the sending of a large delegation 
to Syracuse for the New York state con- 
vention on March 10, 11 and 12. 

As a result of the efforts of a committee 
which was appointed at the January 
meeting to look into the overshoe situa- 
tion with a view to finding some remedy 
for the price demoralization which per- 
vades the local market this season, mem- 
bers were given the names of several 
manufacturers ready to furnish the local 
trade with an overshoe next season which x 


can be retailed at less than $3.00. N Shoe Patterns 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Beach 4960, 4961 Miia 
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Lp Many Going to Syracuse 





Because of thé proximity of the state 
convention city to Buffalo, the local trade 
will be well represented at Syracuse next 
month. Many who were unable to make 
the trip to Chicago intend to take in the 
state meeting, while practically all who 
went to the Windy City will be able to 
visit Syracuse. It is planned to have the 








Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 


No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless, you need the 

Boot and Shoe Recorder 
ALL THE TIME 
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UR offerings reflect a keenly 
developed style-sense. 

Quantity buyers depend upon 

them to carry through to a profit. 


If New York says: 
“It’s The Latest Style”’ 
We've got it! 














Allen, Goller Shoe Co. 


Boston Office, 207 Essex St~Factory 60 K Street. South Boston 
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YOU NEED THESE SHOES | 
NOW!! 


They are two of the prettiest models we have ever shown, and in variety of sizes and 
materials and in availability for at-once delivery they offer you a big chance for 
early spring selling. 


They Are In Stock Ready to Ship 


3 W’s LENOX 


Weimer, Wright 
& Watkin Co. 









































& Lh " GRECIAN 
WINNER CUT-OUT 
Our Newest Pattern—Turn 39 Sou th Second Street 


7040—Pat. Leather, 5 to 8, Dand E .. $1.80 e ° 7002—Pat. Leather, 4 to 8. D and E $1.60 
6474—Pat. Leather, 8 44 to 11. C. D, and E 2.10 Philadelphia 6472—Pat. Leather, 8'2 toll. Dand E 2.00 
McKay Sewed 7023—Tan Calf, 4 to 8, E 1.50 
6611—Pat. Leather, 844 to 11, D and E . 2.30 4 ‘ y . 

6610—-Pat. Leather, 11 44 to 2, C, D, and E 2.50 ~ I 6470—Tan Calf, 82 to 11. E 1.9 
4460—Growing Girls’ Pat. Leather, 214 to 7, SEND FOR OUR CATALOG 7027—Red Kid, 4 to 8, D and E 1.75 
7 7 . . +2” : a mr > s 

Cand D... ecnankbis scecdemmeeen t le 7022— White Calf, 4to8,D and E 1.7 
Also carried in Tan Calf and White Calf. 6473—White Calf, 8!» to 11, E 2.15 


























Good Paper 


is an aid in obtaining business 


NEWTON FALLS BOND 


A fine texture paper of moderate price. Especially suited 
for business letters which the sender desires to have carry 
a splendid impression—without high cost to him. 


Made in WHITE From ADIRONDACK SPRUCE 


and ten colors 
BY 


NEWTON FALLS PAPER COMPANY 
NEWTON FALLS, N. Y. 
=) 


For Sale by 


Stone & Andrew 


Main Office and Warehouse 
Boston, Mass. 


Providence, R. I.—Springfield, Mass.—New Haven, Conn. 
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This Shows You 


When a “Moccasin” 
Is Not a Moccasin 













— 











For profit’s 
sake learn the 
difference! 












Tell your 
ustomers. 












TOE PIECE 


HAND SEAM 


VAMP 


MIDSOLE 


OUTSOLE 










FILLER INNERSOLE LIP 


INNERSOLE 


SEAM FASTENING MIDSOLE 
ANDO OUTSOLE 


SEAM FASTENING 
UPPER TO MIDSOLE 


SEAM FASTENING 
OUTSOLE TO WELT 


A True Moccasin Cut to Show its Construction 

Note that the vamp and toe piece are stitched together 
with a hand seam; the vamp extends clear under the sole of 
the foot, the midsole is attached directly to the vamp and 
the outer sole is cemented and stitched to the midsole. 


A Mock-Moccasin Cut to Show its Construction 

Note that the vamp and toe piece are stitched together 
by a machine seam, the vamp goes to the edge of the inner- 
sole only and is stitched to the innersole and welt; the 
space inside the lip of the innersole is filled with ground 
cork and the outer sole is stitched to the welt. 


Bass True Moccasins Are Best 


The construction of the true moccasin with no innersole saves weight, increases 


flexibility, puts the soles on the outside where the wear comes, gives longer service, 


secures a permanently uniform bearing for the foot, combines in superlative degree 


comfort and service. Write for catalog. 


G. H. BASS & CO 








Shoemakers 
e _Since 1876 _ 1876 


Wilton, Maine 
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SAN FRANCISCO 


Colors in New Easter Footwear 


Dry Winter Has Curbing Effect on Demand for Rubber 
Merchandise—Spring Shoes on Display 


1 ALES are drawing to a close and stores 

for the most part, report satisfactory 
results. Early spring goods are appearing. 
The colors are conservatively quiet. It is 
expected, however, that Easter will see 
an array of colors in footwear. 

One of the dryest winters in the entire 
history of California prevented the antici- 
pated big demand for rubbers. On the 
whole, however, men, women and children 
have worn shoes of light texture, as if it 
were summer for very rarely have the 
streets been otherwise than bone-dry. 


Shoemen Sign Agreement 


A movement, started by the San 
Francisco Shoe Retailers’ Association last 
November, will go into effect on May Ist, 
1924. Five committees worked to secure 
signatures and, just before the end of 
February, the signatures of practically all 
the retail downtown shoe store proprietors 
had been obtained. The agreement, as 
signed, reads: “We, the undersigned shoe 
retailers of San Francisco, for the purpose 
of more clearly defining our relations with 
the public whom we aim to serve, and of 
establishing between ourselves, as dealers, 
a closer relationship of confidence for the 
upbuilding of the trade in which we are 
engaged, do subscribe to the following 
general propositions and agree to abide by 
the letter as well as the spirit of these 
premises: 

“First—That we will maintain a one- 
price selling policy on all our merchandise, 
giving no discounts or reductions of any 
kind to any individuals, firm or corpora- 
tion; except to our owa employees, to 
other shoe dealers, when shoes are sold 
at wholesale, or on city or goverment 
contracts, procured through open bids. 

“Second—That we will not give away, 
either as gifts or otherwise, any toys, 
souvenirs, or trinkets, or any coupons 
redeemable in the same store for cash or 
merchandise of any kind, because we 
realize that the burden of such expense 
must be borne, finally, by the consumer 
whom we aim to serve. 

“Third—That, as employers, we will 
fulfill our obligations to those who work 
with us, under our directions, and, as 
citizens will do all in our power to promote 
the best interests of our community.” 


New Werner Store 


The latest addition to the San Francisco 
shoe stores of the Frank Werner Co. will 
be opened early this month. The store, 
which is nearing completion, is at 255 


Geary street, and is being elaborately 
decorated and fitted up. 

There will be a hosiery department; a 
department for buckles, bead bags, orna- 
ments etc., and the third department will 
be for findings and a repair department. 


To Open April 15 


At 243 Geary street, next door but one 
to the new Frank Werner store, Daniel 
Marx and Melville Marx are preparing to 
open a new store which will be known as 
Rosenthal Inc. I. L. Rosenthal, after 
many years of business in San Francisco 
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as a shoe merchant, is selling out his stock. 
and has sold his lease. He will not he 
associated with the new firm, but it wil] 
retain his name and business will be 
conducted along Rosenthal lines. Their 
new store on Geary Street will be opened 
about April 15. 


Back from East 


Melville Kaufman and Mac H. Som- 
mer, Jr. of Sommer & Kaufman returned 
from an Eastern trip recently. They 
believe that fawns and grays will sell for 
spring with a large number of black shoes 
for dress. The biggest sport season yet, 
was predicted by Sommer, the demand 
running to sport oxfords with leather and 
crepe soles, supplemented later by cut-out 
sandals, in high colors and medium shades. 
H. A. Ballentine also returned from an 
Eastern trip. 





MINNEAPOLIS 
Briskness in Buying Missing 


Stylefulness Characterizes New Models for Women in Show 
Windows—Bright Colors in Sandal Patterns 


HILE business among most of the 

retail shoe merchants is reported as 
showing a gain over the corresponding 
period last year, most of the merchants 
complain that buying has not been very 
brisk. 

Several attractive new styles have 
made their appearance in display windows. 
Among these are the new scroll-figured 
pump. It is being shown in beige, gray and 
tan. The scroll cut-out shows a kid or 
satin inset of the same color. The pump 
has a medium round vamp with four but- 
tons on the strap, the buttons being of the 
same color as the shoes. It is a plain, low- 
heeled shoe. Some of the newer Colonials 
are being shown with buckles in both 
bright and dull silver finish. Red, green, 
purple, gray and tan sandal pumps occupy 
a conspicuous place in several windows. 
They are characterized by extreme open 
work in front, with fan cut-outs. 


Pierce Co. Moving 


George A. Pierce, Inc., one of the best- 
known shoe stores in Minneapolis, is 
moving into new quarters in the new Yeats 
Building at 827 Nicollet Avenue. Mr. 
Pierce regards this as the ideal location 
for a shoe store carrying a high-grade class 
of footwear. The store has practically the 
same floor area as that which the old 
store had. The Pierce store has been con- 
ducting a removal sale. 


Kinney Store Remodeled 


Remodeling of the sales room of the 
George R. Kinney, Inc., shoe store on 


Fifth Street between Nicollet and Henn- 
pin Avenues is complete. Shelving has 
been reduced to “arms reach” and the 
walls above the shelves have been decora- 
ted. 


Ladies’ Auxiliary Elects 


New officers have been elected by the 
Ladies’ Auxiliary of the Northwestern 
Shoe Retailers’ Association. They are: 
Mrs. Henry Thorsen, president; Mrs. 
George Posey, vice-president; Mrs. Dan 
O’Connell, secretary; Mrs. I. F. Staps, 
Mrs. George Sanders and Mrs. E. L. 
Clark, directors. Mrs. Sanders is chairman 
of the entertainment committee; Mrs. M. 
S. Ellenstein of the visiting committee; 
Mrs. Staps of the sewing committee; and 
Mrs. C. Hobert Kennett of the publicity 
committee. The auxiliary does consider- 
able charitable work. 


Tannery to Enlarge 


The B. D. Eisendrath Tanning Co., 1221 
Sixth Street, Racine, Wis., is preparing to 
erect another addition to its plant. Specifi- 
cations have been accepted from local 
architects for a two-story manufacturing 
building, 40 x 120 feet in size. Work is to 
start at once. 





Buy Stock for New Store 


Carl A. Wagner and C. E. Elliot have 
purchased stock of new spring shoes and 
fixtures for the store which they will open 
in Sheboygan, Wis. 
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John McKeon Toastmaster at ‘‘Daddy” Earle Dinner 


President of N. B. and S. M. A. Stresses Manufacturer-Salesman Co-operation—“Jack™ 
Jones with Stone-Tarlow Co., Inc., Believes in Hard Work 


memories of “Daddy” Earle Night. 

celebrated at Cafe L’Aiglon, on Feb- 
ruary 29. The Philadelphia boys certainly 
“pulled off” a big event in honor of their 
beloved “Daddy”; not only of the Phila- 
delphia Association, but of the National. 
And all agreed that no honor was too 
great to be shown to Arthur C. Earle, 
who for 44 years has traveled for Laird, 
Schober and Co., and during all that time 
has never missed one trip. Truly, a won- 
derful record! A very fine dinner preceded 
the speaking program. 

At the conclusion of the dinner, Presi- 
dent Paul Lippincott, Jr., expressed his 
pleasure in being able to pay a tribute to 
an honored associate. He said that his own 
sentiments were very well reflected in a 
poem entitled ““To Daddy, Earle of Qua- 
kertown,” written by Helen M. Haney, 
Associate Editor of the Boot and Shoe 
Recorder, which poem President Lippin- 
cott read. 


John McKeon, Toastmaster 
John McKeon, of the Laird, Schober 
& Co., and President of the National Boot 
and Shoe Manufacturers’ Association was 
introduced as toastmaster of the evening. 
Mr. McKeon made a very graceful an- 
nouncement in which he read his poem, 
“An Ode to Arthur Earle,”’ with sub-title 
of “The Boys,” this being a re-adaptation 
of some verses of Oliver Wendell Holmes. 
A beautiful basket of flowers from the 
Chicago Shoe Travelers’ Association was 
presented by William Schoell, the Phila- 
delphia Secretary, who followed this by 
reading some 40 telegrams of congratula- 
tions and good wishes from friends of Mr. 
Earle’s in all branches of the industry from 

coast to coast and points between. 


Talk by National Secretary 


Mr. McKeon then introduced T. A. 
Delany, National Secretary, who said that 


Pp: ILADELPHIA is still rejoicing in 


life did not consist in the accumulation of 
wealth, but in the making of friends. 
“How many you know and how many 
know you” is the golden rule of life’s suc- 
cess. He illustrated his talk with an 
appropriate poem. He paid a tribute to 
Arthur C. Earle, whose greatest happi- 
ness he said consists in doing good. 


Many Tributes 

Following Mr. Delany’s talk, short 
messages of tribute were given by Albert 
W. Meley, Chairman of Styles of The 
Philadelphia Shoe Travelers’ Association; 
a brother traveler of Mr. Earle’s; Howard 
Altenderfer of the firm of that name, and 
Herman Meyer of Croxton, Wood & Co. 
George Geuting of A. H. Geuting Com- 
pany spoke for the retail shoe merchants of 
Philadelphia. James L. Scanlon, one of 
the governors of the Philadelphia Shoe 
Travelers’ Association, and Vice-Presi- 
dent of the National, drew attention to 
Mr. Earle’s initials, A. C. E., and com- 
mented upon the fact that these well 
symbolized and identified the honored 
guest. He stated that he felt his election 
as Vice-President of the N. S. T. A. was 
due entirely to Mr. Earle’s sponsorship 
of his nomination. He followed his talk by 
the presentation of a very fine traveling 
bag, the gift of those in attendance at the 
testimonial dinner. 


“Daddy” Earle Boosts N.S. T. A. 


“Daddy” Earle made a splendid re- 
sponse. He said that he wanted to thank 
the gathering, but that a lump in his 
throat prevented the utterance of what he 
really felt and he illustrated this with a 
story. 

He said that his policy in life had always 
been to try to play the game square with 
his firm, with the people with whom he did 
business and his fellow travelers. Some 
men, he said in starting out have been 
very heavily handicapped; he had always 


felt it was the duty of those who were 
more firmly established to help them and 
in many cases, when in the course of their 
trips they had found themselves illy 
equipped with resources he had extended 
help of this type as well. He is glad to say 
that never in his life had he ever lost a 
loan of this character. 

He spoke then of the National Associa- 
tion and its work. He said that a great 
many, probably most of those in attend- 
ance at the dinner, did not needa National, 
but there are many others who do and it is 
the duty of those who were not in need of 
assistance orsu pport to extend this to 
their less fortunate brethren. He stated 
that he did not know how to thank those 
present for the beautiful tribute of the 
dinner and the sentiments they had ex- 
pressed and that while the telegrams re- 
ceived were fine, wonderful, the personal 
touch of the presence of his friends on this 
occasion was appreciated more than ex- 
pression made possible. He closed by re- 
questing a word from Mr. Delany on the 
National Association and its value. 


Delany Describes Co-operation 


Mr. Delany first speaking to the toast- 
master as president of the National Boot 
and Shoe Manufacturers’ Association said 
that the Travelers’ organization has had 
more recognition from its associate 
branches in the industry than ever in its 
existence. He spoke of instances where 
co-operation between the two organiza- 
tions had meant a development of con- 
structive policy. He then discussed the 
work of the travelers’ association in con- 
nection with individuals and how it had 
been of value, not only due to its own 
members, but to houses in whose employ 
they might have been or wanted to be. 


Mc Keon’s Talk Constructive 
Mr. McKeon endorsed all that Mr. 
Delany had said and stated further that 
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Loan Value and 
Space Buying 


USINESS concerns seeking credit at regular in- 

tervals submit detailed audits by disinterested 
public accountants. The banker making the loan 
demands it. 


These audits instantly disclose the exact financial con- 
dition of the business. They show the true value of 
inventories and assets; costs of operation; profits and 
loss. Such an audit creates confidence and is con- 
sidered a necessity in banking operations. 


The A. B. C. audit serves a similar purpose in adver- 
tising. A publisher or his representative in selling space 
presents his latest A.B.C. report. This shows quan- 
tity, territory of distribution, methods by which circula- 
tion was secured, and many other details necessary for 
the intelligent purchase of advertising space. 


A study of the A. B. C. audit brings out every detail’of 
circulation data, and immediately establishes confi- 
dence between the Buyer and Seller of Space. 


For publishers to sell and advertisers to buy on the 
basis of A. B. C. reports is nothing more than putting 
efficient Business Methods into Advertising. 


Let the Boot & Shoe Recorder submit 
their latest A. B. C. report before you 
make your next advertising contract. 


WRITE TO THE AUDIT BUREAU OF CIRCULATIONS, 202 SOUTH STATE 
STREET, CHICAGO, FOR A COPY OF “THE MEASURE OF YOUR MESSAGE” 


rPrmd 
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the interests of the manufacturer and the 
traveling salesman were so linked up that 
one could not exist without the other. He 
wanted to especially draw attention to the 
bad conditions of over production and 
under consumption and he felt that the 
accenting of the two slogans recently 
adopted by the National Boot and Shoe 
Manufacturers, ‘““Walk and be Healthy” 
and “Shoes for the Occasion,”’ would con- 
tribute very materially to the increase of 
shoe sales; that the spreading of the great 
charity of sending to the Near-East relief, 
shoes unsalable or partly worn, would do 
much to clear out a surplus of merchan- 
dise in the country that is a disturbing 
factor, besides contributing to one of the 
greatest and most needed charitable 
efforts the world has ever known. 

In conclusion he thanked the guests in 
attendance and adjourned the dinner. 


Honesty is Jack Jones Motto 


Who does not know “‘Jack’’ Jones, who 
all of his business life has been associated 
with shoes, both making and selling? 
“Jack’s” official initials are A. F., but he 
likes plain “‘Jack’’ best, and so do his many 
friends in shoedom. Long have they known 
him by that name, and to them it is 
synonymous with honesty, integrity, and 
all that constitutes fair dealing and knowl- 
edge of the industry. 


Three Houses in 40 Years 


“Jack” has been on the road for 40 
years and in all that time has represented 
only three houses. Edmonds & Mayo, old- 
time shoe jobbers of 52—54 Pearl Street, 
Boston, was his “first footwear love.” 


Here he was introduced to shoes, way 
back in 1883, when a lad of 14; and for 
which house he later sold shoes on the 
road for six years. covering Michigan and 
Indiana. His next road representation was 
for Myron F. Thomas of Campello, who 
made men’s medium fine shoes and for 
whom he covered the retail trade of In- 
diana. Ohio, and West Virginia; he was 
with Mr. Thomas for seven years. From 
this connection, he went with T. D. Barry 
& Co., for which house he most success- 
fully, and for 24 years, covered Illinois, 
Missouri and Kansas. 


“Speedy” Shoes for Young Men 


“Jack” severed his connection with T. 
D. Barry & Co. some two months ago, 
and this month of March, 1924, starts out 
on his 80th trip to the retail shoe trade 
with the Stone-Tarlow Company, Inc. 
line. His territory will be everything West 
from Chicago. ““Jack”’ is very enthusiastic 
over his new line. He says, “The Stone- 
Tarlow Company Inc. shoes for young 
men are built according to my idea of 
what constitute young men’s ‘speedy’ 
shoes at popular prices. I really believe 
that this is one of the most wonderful lines 
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A. F. (“JACK”) JONES 


Who covers everything West from Chicago for the 
tone-Tarlow Company, Inc. 





coming out of the East. The superinten- 
dent at the Stone-Tarlow plant is an old 
shoeman, who knows thoroughly shoe 
material and making; we have also con- 
nected with the outfit two young and 
snappy style men, who know thoroughy 
‘what’s what’ in good styles for young 
men.” 


“‘ Jack’s’’ Customers Like Line 


“Jack” took his initial trip for his new 
house to the Chicago Convention. Here he 
met many of his old friends, who expressed 
themselves as very favorably impressed 
with the up-to-dateness and high-class 
“earmarks” of the line. Therefore, it was 
an easy matter for “Jack” to write down 
a few starters. 

“My idea has ever been,” said “Jack,” 
to sell my customers footwear by which 
they can sell and profit. I realize that my 
customers’ interests are my own. I believe 
in talking common sense and always keep- 
ing on the job. 


Trade Loyalty Reciprocity 


““Jack”’ Jones is a high-grade salesman, 
whose motto is “Work Hard.” His advice 
to younger salesmen, which recipe he says 
he has always found successful is, “Be 
just as loyal to your trade as you would 
wish that trade to be to you. Be honest 
with your customers and they will be 
honest with you. Never consider that a 
customer is too far away, or too large, or 
too small for you to sell. 


Study Men’s Styles 


“Study the style game. Men’s shoe 
styles are just as important as women’s. 
Young men like shoe fashions and if one 
studies young men’s styles in hats and 
suits and coats; if he bases his future style 
calculations on his past knowledge of cur- 
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rent and advance fashion trends; if he will 
attend meetings and conventions of the 
trade, and ever keep his ears attuned for 
the broadcasts constantly going on around 
him of what the young man of today 
wants in shoes, he will then make a suc- 
cess of his men’s line. For after all, it is the 
young men who are the volume buyers. 
The older men like a model which they 
have worn for years and they like a con- 
servative color—these shoes are the 
staple lines one knows in advance just 
about how many he can sell. It is with 
the younger generation that a salesman of 
men’s shoes must ever work. 


Work All the Time 


“And boys, you cannot get business un- 
less you work. Do not be afraid to get up a 
little earlier than usual in the morning to 
sell a customer—do not be afraid to stay 
up a little longer in the evening reading the 
trade papers, or other literature which 
will help you to gain a greater grasp of 
present merchandising conditions. Work 
early—work late and work all the time.” 


Ralph Crocker with Dugan & 
Hudson} 


Dugan & Hudson Company of Roches- 
ter, N. Y., are to be congratulated upon 
securing the services of Ralph C. Crocker, 
who will act as specialty salesman for 
their Duson Adjustable Shoe and women’s 
line, selling the large retail merchants in 
the cities of the Middle West. Mr. Crocker 
has to his credit, 20 successful years with 
the Geo. E. Keith organization, having 
sold “Walk-Overs” in the Mid-West, 
Southwest and South. He has an extensive 
acquaintance among the merchants in 
this territory, for he is one of the boys who 
“wear” exceedingly well. His suggestions 
are sound ones, and many a merchant has 
found that it has been to his advantage to 
count Ralph Crocker among his friends. 

Mr. Crocker’s home is in Toledo, Ohio, 
where there is to be found one of the 
happiest families—Mrs. Crocker and their 
two manly sons. His favorite pastime is 
golf and such a good driving power is he 
among his fellows that they have elevated 
him to the presidency of the Ohio Golfers’ 
Association. 


Collar to Represent Brauer 


Carl Collar, son of Charles Collar, 
buyer of footwear for Gimbel Brothers, 
will represent the Brauer Brothers Shoe 
Company of St. Louis in the state of 
Wisconsin. 


Geraghty with Field-Baker 


J. H. Geraghty formerly with Dunham 
Bros., Brattleboro, Vt. is to represent 
the Field-Baker Company, in New York 
State exclusive of New York City. 





BOOT AND SHOE RECORDER 








THE LATEST 
IN DECIDEDLY BROCKTON SHOES 


a 











Made on our new modified combina- 
tion. “Duck Bill” last. Corless Brown 
Calf. Three weeks’ delivery. 


a $4.85 
BROCKTON SHOE MANUFACTURING CO. 


Daily Capacity 7000 pairs 
BROCKTON, MASS. 
Boston Office and Sales Department, 117 Lincoln Street 


New York Office Stock Dept. Chicago, II. San Antonio, Texas 
e . 








127 Duane St 5 N. Fourth St. Security Bldg. 801 Russell Bidg. 
Philadelphia, Pa. 
Portland, on Atlanta, Georgia 
Worcester Bldg. 238 Peachtree Arcade 
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LEO J. FALLER 


Who coters Virginia, North and South Carolina, 
Georgia, Florida a for The Claremont 
‘0. 





Leo Faller With Claremont 


Leo J. Faller travels the Southeast, 
comprising the States of Virginia, North 
and South Carolina, Georgia, Florida and 
Alabama, for the Claremont Shoe Com- 


pany. Mr. Faller was one of the hustlers at | 


the Pennsylvania Shoe Retailers’ Conven- 
tion and Style Show, Philadelphia. He 
also had a display at the Adelphia Hotel. 

Leo Faller is a great favorite with his 
trade, on account of his genial disposition. 
He has been on the road for 20 years, 
most of the time with the old Lindner 
Shoe Co. outfit. He is widely known and 
has hosts of friends in his territory and 
among the shoe travelers. One of his 
“good pals” is Tim Murphy, whose 
decisions as umpire of the baseball games 
at the annual B. S. T. A. outing held 
during New England Shoe and Leather 
Exposition week have made him famous. 

Mr. Faller believes that sandals are 
going to be big sellers for spring and sum- 
mer; also the ‘“Mashie’’ pump. He at- 
tended the Chicago Convention, en route 
to his “‘selling stamping grounds,’”’ where 
the merchants ever have the latchstring 
out for him. 


Halsey Elwell Visits Boston 


Halsey Elwell of Los Angeles, who 
covers Denver West for A. E. Nettleton 
Company, ran on to Boston recently, 
arriving in the Hub on February 23. Hal- 
sey came to the East on his annual trip. 
Time was when he lived in old New Eng- 
land, but now he has chosen ‘Father 
Pacific’’ instead of “Mother Atlantic,” 
and makes his headquarters at 432 West 
6th Street, Los Angeles. Mr. Elwell has 
represented the Nettleton line on the 
Coast for about two years. Prior to that, 
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HALSEY ELWELL 


Who covers Denver West for E. Nettleton 
Co. with office at 432 West $in Street, Los 
Angeles. 





he represented the Stetson Shoe Com- 
pany for eight or nine years. 

Halsey is very fond of the Pacific Coast. 
He says that conditions out there are good. 
His business is on oxfords, mostly, and in 
brogue types. His trade is just beginning 
to take on the lighter shades in the spring 
oxfords. The sport oxford, he states, is 
strong for this spring, with the fibre sole. 
For golf, he believes that the crepe rub- 
ber shoe will be considerably worn. 

Mr. Elwell stopped off at the Syracuse 
factory en route to the Hub. He reports 
that prospects are bright for a big spring 
and summer business. 


Travelers Get Together At 
Montgomery, Ala. 


A regular shoe travelers’ convention 
seemed to be on at Montgomery, Ala., the 
week of February 17. Among those noted 
by a Recorder representative were: Cliff H. 
Williamson of Friedman-Shelby Branch 
of the International Shoe Co.; J. L. and 
G. B. Proctor of Endicott-Johnson Co.; 
H. R. Seawell of Roberts, Johnson & Rand 
Branch of the International Shoe Co.; 
John S. Pitts of The Peters Shoe Co. 
Branch of the International Shoe Co.; J. 
S. Crutcher of the Brown Shoe Co.; J. S. 
Mason of Hamilton, Brown Shoe Co.; 
“Bob” Rutledge of J. W. Carter Shoe 
Co.; Rube Burrows of Central Shoe Co.; 
Geange Christ, Grover Shoe Co.; Wesley 
Blaloch of Friedman Shelby Branch, In- 
ternational Shoe Co.; and “Big Boy”’ Gib- 
son of the McElroy-Sloan Co. 

Our correspondent reports that all the 
boys were in an optimistic frame of mind. 


J. R. Clickner of Bloomington, IIL, is a 
new salesman who has joined the Com- 
monwealth Shoe Company of Whitman 
and is.to sell shoes for them this season. 








“COLONEL JIM,” or J. B. RICHARDSON, 


Christened by Ralph so 7 of the py 4 

boys, as “Sunny Jim,” and also honored on 
occasion of his 84th birthday - ty 1, last, 
as “The Grand Old Man of the N. S. T. * The 
Chicago Shoe Travelers paid tribute = their 
beloved “Colonel Jim” with a_ testimonial 
luncheon at the La Salle Hotel on his natal day. 
An elaborate mahogan: 7 cabinet humidor was 
presented to him by Chicago Association. 
“Colonel Jim” is one of the af 
LaCrosse Rubber 


lucers for the 





Modlin with Inter- 


State 


Harry Modlin, who resides in Chicago 
is to represent the Inter-State Shoe Com- 
pany of Manchester, N. H., his territory 
being from Denver to the Pacific, covering 
all the large cities North and South. 

Mr. Modlin has made a part of this ter- 
ritory some seasons past and he feels that 
with his personal acquaintance of the 
trade he has met in his travels, as well as 
in his home city, there will be no doubt 
as to his success in larger trade. 

Mr. Modlin is a young, ambitious and 
very active worker and will undoubtedly 
be a valuable member of the hustling 
sales force of the Inter-State Shoe Com- 
pany. 

He is to leave for his territory on or 
about March 15. 


Harry 


M. A. Packard Sales Roster 


Among the M. A. Packard Company 
salesmen who are selecting and packing 
their samples preparatory to starting on 
their fall selling trip are: D. R. Goodin, 
who covers Indiana, Michigan, Ohio and 
Kentucky; B. F. Page, Southern Penn- 
sylvania; Arthur L. Brooks, Virginia, 
North Carolina, South Carolina, Georgia, 
Florida; J. W. Fisher, Massachusetts and 
Pennsylvania; O. B. Ellis, Maine, New 
Hampshire and Vermont; C. E. Baird, 
Missouri and Nebraska; J. E. Howlett, 
Illinois; J. D. Thyng, Texas; H. T. Comp- 
ton, Oklahoma and Louisiana; W. S. 
Bacon,[New York State. 
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SPEEDST ER— 


Sells on its good looks—re-sells on its still better service 


ge Re rr 
Youths’ i Se es 
Little Men’s C, D, E. 
Vulcrepe Sole, Size 1 to 6—Leather, 10144 to 13% 


Discount 5 per cent, 10 days 


Newspaper ad plates and colored inserts for mail and 
counter distribution supplied. 


Orders accepted for your Easter Business 


TEEPLE SHOE CO 





A mannish KIN KIN Oxford for well-dressed boys. 


HARD TOE BALLETS 


“Foot Lite” 
Ballet 
Slippers 
IN STOCK 


B, C and D Widths 
Satins on Order 


SUPERIOR PRODUCT THROUGH 
LONG EXPERIENCE 


SOFT TOE BALLETS 
No. FE as 
T tga = 
214-8. 1 


C and D Widths 
Whice Kid to Order 





Have you seen our right and left last Ballet Slippers? If 
not send for samples of this new model of perfect Ballet 


Slipper style. 














Be, WAUPUN ~ WISCONSIN Sz 





aa i 








BROOKS SHOE MFG. CO. 


1731-41 N. 6TH ST. PHILADELPHIA 











The button in the 


RED§LINE BOX 


APPELBEE & NEUMAN, Inc. 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL— IVORY—AGATE, Ete. 


BOSTON: 113 Lincoln St. 








ST. LOUIS, Star Bldg. 














Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Pine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 











APPROVED BY 
MEDICAL MEN | 


As a sturd support for the ankles of | 
and as a fully venti- 


surgeons recommend its use | 
Make your stock of 
cian pa sshoes 
THAT complete 
PATENTED our order eae. 
Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 
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Practical Pigskin 


Roser’s Pigskin is adaptable for shoes 


because it is treated and tanned 
especially for shoes. Its distinctive 
appearance and clear grain give a 
style appeal to any shoe. 


This sturdy, attractive leather is 
being used increasingly by leading 
shoe manufacturers. The shoe here 
illustrated is the Derby Oxford, 
Rugby Model from the spring line of 
M. A. Packard Company. 


HERMAN ROSER & SON 


GLASTONBURY, CONN. 


OSX 
ROSERS 
Ernest W. Worsdell eg H. O. Richards & Co. 
Co., Inc. ¢. Pic 48 Lincoln St. 
Gold St., New York L 
+ 14 Ge . SKIN Boston > 





‘ 


WIN THE 
KIDDIES 
WITH 


The **Sandal Kiddiemox”’ 
IN-STOCK 


No. 1651 Tan Elk 
No. 1654 Smoked Elk 


Infants’ 2-644 
$1.75 


Childs’ 7-11 
$2.00 


_ The Wear Is There 


The finest materials, hand-assembled by skilled Indian 
Moccasin sewers, make “‘Kiddiemox” the finest sort of 
footwear for children. 


The children are easily won through these clever shoes— 
and profits pile up at a fast rate. 

Exceptional wear is built into every pair. 
We have several territories open for High Grade Salesmen. 


BERKSHIRE MOCCASIN CO. 
HOLLISTON, MASS. 
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42 Lincoln Street 


The Latest in 


SANDALS 





Airedale Sandal, Covered Heel, Flexible 
McKay. Price $3.25 
No. 318—All Patent Flexible McKay. 
Price $2.85 
Lots of 12 Pairs or More 
2% Ten days—Net 30 
IMMEDIATE DELIVERY 


Stern Brothers Shoe Co. 


BOSTON,§MASS. 











2 A EF A 
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BROOKLYN QUALITY— 
BROOKLYN STYLE 


The 
‘‘Lollipop”’ 





One of Our New 
Sandal Effects 





WOLNICAR SHOE CO, 


BROOKLYN NEW YORK 
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SHOE 


NOW IN.STOCK 


No. 692 
Black Calf 
Derby Oxford 
AB7-11 
CD 5-11 


No. 691 same style in 
Brown Calf 


RE _ 


A Well-Known Business Man 










THE 


ARDER 


recently remarked that ‘‘the 
retailer who ties up with 
nationally advertised lines 
eliminates a good share of 
his financial worries.” 


This is one of the reasons 
why more shoe dealers than 
ever will feature PACK 
ARD SHOES. 


Every style that we adver- 
tise in the SATURDAY 
EVENING POST is IN 
STOCK ready for immed- 


iate shipment. 


Send your order today. 


No. 694 
Brown Calf 
Derby Oxford 
AB7-11 
CD 5-11 


M. A. PACKARD COMPANY 


BROCKTON 


MASSACHUSETTS 














































OUR INTERPRETATION OF 
THE NEW MODE FOR 
SPRING AND SUMMER 


~ COMBINATIONS SUGGESTED: 
4 White Kid, patent leather trimmed. Field Mouse Kid, 
4 Brown Kid trimmed. All Grey Kid with Blue Kid Inlay. 


SAKS SHOE CoO. 


MANUFACTURERS OF 


4 Modern FOOTWEAR for Women 
4 s4 CLASSON AVENUE BROOKLYN, N. Y. 


Zt | ESTABLISHED 1885 








NBA VN WAN NWN DWN WNW NWN AAA 





















Ss. J. J. McCarthy, Pres. 
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‘Hotel =< 
conf 


COMING TO BOSTON? 
Wire reservation for rooms at the 
“Essex.” You will be at home in a hotel ‘ 
that makes a specialty of service to i 
shoe tradesmen. Within the immediate Be 
vicinity of the Essex are more than ie 
1,000 shoe and leather firms. 8: 
BY) 
“ESSEX SERVICE SATISFIES” 5) 


The Essex Hotel Co. 


T. A. McCarthy, Treas. 


. 
. 
279, 
‘ob 








il i) 
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pay you to allow us to send samples. 


rounded edges. 














Tenderfoot Soles Now In Stock 


If you have not yet seen this new shoe, which was the talk of the Chicago Show, it will 


FOUR REASONS WHY YOU SHOULD BUY THEM 
1—Lightest Weight Crepe Sole on the market. 


2—Sole construction guaranteed. 
3—Most pleasing appearance because of new sole construction and neatly 


4—Made from that popular leather—‘*Dundee Calf.”’ 
Ladies’ Moccasin Oxford. AA to D... 


Men’s Plain Toe Blucher Oxford. A to D.... 2.02.00... 0.0. c cece cece eee es 6 
On less than 12-pair orders ad 35 cents per pair 


THE PRESTON B. KEITH SHOE CO. $3 


MANUFACTURERS OF MEN’S AND WOMEN’S FINE SHOES 


++. $5.50 
00 


BROCKTON, MASS. 

















SSeesaouceoecegocececececeagaaoage 





ANNOUNCING HOTSPUR CREPE RUBBER! 





6 Thicknesses 





: , ‘ COLORS 
A particularly fine grade of Ceylon Plantation Rubber especially Sasusat Geli: Blin, 
prepared for the requirements of the American Shoe Manufacturer | Brown, Red, Orange, 








vs” to 34" 


Gray, Yellow, Pur- 


H E R M: A N N W E B E R pre, Green, Black, 


REPRESENTING RUBBER INDUSTRIES, Ltd. 


606-610 NEWARK STREET, HOBOKEN, N. J. 


Snow White, Jazz 
(mixed). 


IMPORTERS OF FINE RUBBER 








Sooo 08800800000O000000000o0o05 


jaoaoao 

















GREELEY 
BOUDOIRS 


Real value is to be seen in every 
pair of my boudoirs. Search as 
you may, | have no doubt but 
what you will say,“After all, 
Greeley has the goods.” J have 
pecialized on boudoirs for years 
and in that time have earned the 
confidence of a wide circle of 
buyers. “Greeley boudoirs al- 
ways,” is the slogan of many 
buyers. Make it yours. 


’ If Your Jobber Cannot Supply You, Write Us. 
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GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.’’ Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 











4 A. W. GREELEY, Haverhill, stone. 
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BUSINESS REVERSES 

Birmingham, Ala.—Steel-Smith Dry Goods Co.. 
department store, reported petitioned or peti- 
tioner in bankruptcy. 

Enterprise, Ala.—Coston & Co., shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 
and receiver appointed 

Belleville, Ark.—Belleville Mercantile Co., general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Helena, Ark.—Max Weiner, The Famous, shoes 
etc., reported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

Hope, Ark., —Bowden-Richards Co., general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Eustis, Fla.—Ned C. Miner, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Millville, Fla { E. Smith, general merchandise, 
reported petitioned or petitioner in bankruptcy 

Albany, Ga & M. Rosenberg, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy 

Alma, Ga Alma Mercantile Co., general mer- 
chandise, reported offering to compromise at 25 
per cent 

Chicago, Il1.—Bernard Given (Given’s Shoe Store) 
3019 Lincoln Avenue) reported offering to com- 
promise at 33% per cent 

Benjamin M Miller 1113 So. Halsted Street) 
shoes, etc., reported assigned. 

Zinck & Co., (1153 Webster Avenue) general 
merchandise, reported petitioned or petitioner 
in bankruptcy 

Paul Pilkes (1822 So. Halsted Street) shoes, etc., 
reported offering to compromise at 25 per cent. 

South Bend, Ind.—Union Shoe Co., shoes, reported 
receiver appointed. 

Oskaloosa, la.—Hogate & Munsell, shoes, reported 
receiver appointed 

Kingman, Kan.—Martin F. Doze, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy 

Bloomfield, Ky.—Jacob Albert, general merchan- 
dise, reported offering to compromise at 25 per 
cent. 

Lexington, Ky.—F. Hyman, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Alexandria, La.—Hub Dry Goods Co. (Joseph 
Mermelstein, proprietor) shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

De Ridder, La.—Mike Gabe Joseph, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Odenburg, La.—Joe Vilardo, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Robeline, La.—Andrew Jackson Lambert, general 
merchandise, reported petitioned or petitioner 
in bankruptcy 

Boston, Mass.—O. Herbeman (312 and 382 Hanover 
Street) shoes, reported assigned 

Harry A. Soloveitzik (349 Blue Hill Avenue) 
shoes, reported offering to compromise at 40 per 
cent 

Cambridge, Mass.—Cambridge Tannery Co., tan- 
ners, reported petitioned or petitioner in bank- 
ruptcy 

Haverhill, Mass.—Commodore Shoe Co., Inc., 
shoe manufacturers, reported assigned. 

Lynn, Mass.—Hi-Rock Shoe Co., Inc., slipper 
manufacturers, reported petitioned or petitioner 
in bankruptcy 

Benjamin E. Levin, Men's Boot Shop, shoes, 
etc., reported assigned 

Fairhaven, Minn %. C. Thom, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptecy 

Robinsonville, Miss.—L. 0. Peck, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy 

Shelby, Miss.—J. S. Edwards. general merchandise, 
reported petitioned or petitioner in bankruptcy 

Kansas City, Mo.—Chicago Clothing Co., shoes, 
etc., reported petitioned or petitioner in bank-~ 
ruptcy 

V. H. White Furnishings Goods Co., W. H 
White, owner, (600 3ist Street) shoes, etc., 
ompenee assigned 

St. Louis, Mo.—Sol. Pattiz, Pattiz department 
store, (Gravois Avenue) shoes, etc., reported 
offering to compromise at 40 per cent cash 

Durham, N. C.—-E. E. Bragg Co. (E. E. Bragg, 
proprietor) shoes, reported petitioned or peti 
tioner in bankruptcy 

Gastonia, N. C.—E. Levin & Son, shoes, etc., 
reported petitioned or petitioner in bankruptcy 

(reen ville, Tom Goor, shoes and repairing, 
reported petitioned or petitioner in bankruptcy 
and receiver appointed 

Wilson, N. C.—Stallings-Strickland Co., shoes, etc., 
reported petitioned or petitioner in bankruptcy 


Galesburg. N. D.—Lande Bros., general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Jamestown, N. D.—Wide Awake Shoe Shop, shoes, 
reported assigned. 

Valley City, N. D.—Frank Flora, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Newark, N. J.—Samuel Rosenfield (232 Ferry 
Street) shoes, reported petitioned or petitioner in 
bankruptcy. 

Long Island City, N. Y.—Frank Pesyl (38 Paynter 
Avenue) manufacturers of shoes, reported offering 
to compromise and meeting of creditors called. 

New York City—Lichtenstein & Jankowitz, Ellen- 
jay Shoe Co., (572 10th Avenue; shoes, reported 
meeting of creditors called. 

Harry Rosenzweig (283 St. Anns Avenue) 
shoes, reported meeting of creditors called. 

Niagara Falls, N. Y¥.—Morris J. Kranitz, shoes, 
etc., reported petitioned or petitioner in bank- 
ruptcy. 

Newburgh, N. Y.—Nathan Satloff, shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Watertown, N. Y.—Maurice Rubin (146 Franklin 
Street) shoes etc., reported petitioned or peti- 
tioner in bankruptcy. 

Akron, O.—Karaljick & Silanshki (1137 So. Main 
Street) general merchandise, reported petitioned 
or petitioner in bankruptcy. 

Halifax, Penn.—Coulter thos Co. (Fern S. Coulter) 
manufacturers of shoes and moccasins, repor 
petitioned or petitioner in bankruptcy. 

Lancaster, Penn.—Girvin & Co., shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Reading, Penn.—George Makowicz, shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Sunbury, Penn.— Max Jonas, general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Bennettsville, 8. C.—J. P. Edens, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy 

Clinton, 8. C.—I. Rubenstein, shoes, etc., reported 
petitioned or petitioner in Sanwepter. 

Columbia, 5S. C.—Walters Shoe Shop (D. D. Wal- 
ters, proprietor) shoes, reported offering to com- 
promise at 25 per cent cash. 

Lily, S. D.—Ole P. Olson, general merchandise, 
reported assigned. é 
Memphis, Tenn.—Sam L. Warhaftig (123 No. 
Main Street) shoes, etc., reported petitioned or 

petitioner in bankruptcy. 
Zeliner Shoe Co., shoes, reported offering to 
compromise. 

Beaumont, Texas—L. Lipschitz, The New York 
Store, shoes, etc., re petitioned or peti- 
tioner in bankruptcy. 

Carrizo Springs, Texas—Charles H. Palm, general 
merchandise, reported petitioned or petitioner 
in bankruptcy. . 

Portsmouth, Va.—Leon I. Caplan (500 Oak Street) 
general merchandise, reported receiver appointed. 

Seattle, Wash.—L. Usdane, shoes, etc., reported 
assigned. 

Wenatchee, Wis.—Hyman Brown, shoes, etc., 
reported assigned. 


BUSINESS CHANGES 

Alhambra, Cal.—Antonie Halet, shoes, reported 
succeeded by L. Schulman. 

Los Angeles, Cal.—Thomas P. Morrisey (4723 
Santa Monica Boulevard) shoes reported suc- 
ceeded by Louis Rozas. 

James WN. Nazarian (2667 So. Vermont Avenue) 
shoes, reported succeeded by Caspar Khatchat- 
rman 

Max Wolff (5439 Central Avenue) shoes, etc., 
reported selling or sold out business. 

New Haven, Conn.—Hoffenberg’s Booterie, Inc., 
shoes, incorporated $25,000. 

Chicago, Ill.—Margol & Beron (1141 Fullerton 
Avenue) shoes, etc., reported succeeded by Jacob 
Margol. 

St. Louis, Mo.—Wm. Saifer Son Shoe Co., shoes, 
incorporated $15,000. 

Jersey City, N. J.—Fidelity Shoe Corp. (276 Jack- 
son avenue) shoes, reported sold or closed out 
business 

Whippany, N. J.—E. Muesle, general merchandise, 
reported succeeded by F. Herringer. 

New York City—Ange S. Arbib, hides, skins, etc., 
incorporated $100,000. 

Kaye Shoe Tree Mfg. Co., manufacturers of 
shoes trees, incorporated $50,000. 

Dr. M. D. Spitzer's Corrective Shoes, shoes, 
incorporated $10,000. 

Illes & Tinkler, Inc., shoes, incorporated 
$10,000. 

Rochester, N. Y.—Schreier & Venor, shoe manu- 
facturers, reported partnership dissolved, Ed- 
mund Venor retiring. 


— << —- — 


March 8, 


Toledo, O.—Scott Tuttle, shoes, recently in: 
porated. 
Appollo, Penn.—W. C. Campbell Co., general m 
chandise, reported sold or closed out busines- 
Newcastle, Penn.—Johnson & Horner, shoes, 
orted partnership dissolved; succeeded by Ben 
W. Johnson. 


* Providence, R. 1.—Lester Shoe Store (201 We, 


bossett street) shoes, recently commenced bu 


ness. 
Breckenridge, Texas—Baum's Bootery, sho 
reported succeeded by Albert Marks. 
Sheinberg & Marks, The Famous, shoes, par 
nership dissolved, succeeded by M. Sheinber 
Clarksburg, W. Va.—Switzer Bros. shoes, et: 
reported succeedei by Glen Elk Toggery: 
Ravenswood, W. Va.—T Watts, general mer 
guatee, reported succeeded by Slaven Store (. 
ne. 
Wassau, Wis.—Wausau Shoe Mfg. Co., manut: 
turers of shoes, incorporated $250,000. 
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Winpow DisPLay FIXTURES| 

ASK FOR CATALOG 

Bicimeie-V20).1.43, 01008 
3 TI.O. 


_ 2h ST. CINCINNA 





N t, lightest and mest 
convenient fitting stool on the market. 








Carried in stock. Available for shipment any- 
where by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers 
Milbradt Rolling Step Ladders 











in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata- 
log giving full 
description 
and prices. 
THE BICYCLE 
LADDER 
COMPANY 
67 Randolph St- 
Chicago, I 
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i NS WANTED—F: per word f. ch insertion. 
) Recorder rates for space less than one-eighth page per eaTs0 —y : oe ae oe | 7 co Went? 
=n sea Gr aS danas basing il be eet 
Space 1 time 7 times 13 times 26 times 52 times mum amount accep le 
lin........$5.00 $4.00 $3.50 $3.00 $2.50 dire answers ‘o come in ears ‘ot ih lon, twelve words im rat be 

i t ress. adv 

feces Me G8 | Bevmaaet mercer phot eee 
4in........20.00 16.00 14.00 12.00 10.00 yyy oye _ 


Payment in advance is required, 
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except when regular advertisers, as amounts are too small to open accounts 























SALESMEN WANTED 









SALESMEN WANTED SALESMEN WANTED 





ALESMAN WANTED for Indiana and Illinois, 
except Cook County. Sell to the retail trade a 
well-known manufacturer's line of boys’ and girls’ 
in stock shoes. Must know the trade and be a con- 
stant worker. Address E-675, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





WoONDERF UL opportunity for three live wire 
salesmen for Brooklyn, New York City, and the 
State of New Jersey with a progressive wholesale 
house specializing in Boys’ and Girls’ in stock shoes. 
Only men with good following who are real pro- 
ducers will be considered. No order takers wanted. 
Give references. Address K-624. care Boot and Shoe 
Recorder, 127 Duane St., New York. 





\ TANTED—Side line men for all sections of the 
country. An unusual opportunity for men now 
selling high grade shoes and earning at least $10,000 
a year, to carry a high grade branded side line, big, 
seller, on which he can almost or quite double his 
present income. Made by a reliable manufacturer 
of splendid reputation. Don’t answer this unless 
you are now making big money and can furnish 
unquestioned references. In writing, state territory 
you cover. Address E-676. care Boot and Shoe 
ecorder, 207 South Street, Boston, Mass. 





N AKE ey expense account Less by carrying 

our High Grade Moccasin Footwear as a side 
line. Consisting of ten samples, can be sold to high 
grade stores in Infant's, Children’s, Ladies’, Boy's 
and Men's Departments. Golf and Sport moccasins 
for Sporting Goods Stores and Departments. 
Children’s s moccasin sandals and bluchers carried in 
stock. 7% commission paid. When replying —— 
references, Line now carrying, and territory 
wish to cover, in first letter. Bows Moccasin ~ es 
Avon, Mass. (Brockton District.)” 


ALESMAN WANTED—Commission bases on 

men’s Goodyear welt shoes to retail at from 
$5.00 to $10.00 per pair. About 40 shoes in the line. 
Send references with reply. Address E-677, care 
peat and Shoe Recorder, 207 South Street, Boston, 
Mass. 








ESIDENT SALESMAN—By a manufacturer 

of quality line of Womens Welts, carried in 
-—_. Commission 6%, payable weekly. We 

jalize in wide ankle Staples and Novelties. 
Fine op; unity for a hustler. State full particulars 
in first letter. Address E-685, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 











INDIANA, KENTUCKY, IOWA 
WEST VIRGINIA, WESTERN PENNSYLVANIA 


We want experienced salesmen to cover the above territory on commission. We make 
unlined UNION STAMP WORK SHOES in Blucher, Outing and Moulder. Write for partic- 
ulars, giving references. 


NORTH LEBANON SHOE FACTORY 














Lebanon, Pa 

POPULAR line of men’s dress welts is open for XCEPTIONAL opportunity for salesman to 

Indiana, Illinois. .owa and Wisconsin. Applica- cover an established trade in ‘New Jersey.” 
tions from successful salesmen will be received and Complete line of Welts, McKays and Turns in stock. 
considered in confidence. Our shoes retail at $5.00, Only men with successful following will be con- 
$6.00, and $7.00. Address E-679, care Boot and Shoe sidered. Address E-678, care Boot and Shoe Re- 
Recorder, 189 W. Madison St., Chicago, Ill. corder, 207 South Street, Boston, Mass. 

OULD like to communicate with several high- SALESMAN wanted for Maine, New Hampshire, 

grade shoe salesmen now selling to the better Vermont. Stitchdowns, McKays, Leggings. 
shoe retailers in Michigan, Indiana, Jllinois, Lowa, Cover territor acer ng Hagerstown Shoe & 
Nebraska, Missouri and Kansas, who could handle Legging Co., Hagerstown, Maryland. 





a snappy line of Growing Girl's. Misses’. and Chil- - : 
dren’s In-Stock Welts in connection with their ALESMAN wanted for Eastern New York 
esent line. Address E-684, care Boot and Shoe State exclusive of New York City. Stitchdowns, 
ecorder, 207 South Street, Boston, Mass. McKays, Leggings. Must know the trade and be 
constant a Hagerstown Shoe & Legging Co., 

EVERAL Salesmen with established trade to Hagerstown, Maryland. 


carry asside line afew mens oxfords. Biggest five == — 
dollar retail value offered today. 1n stock proposi- ALESMEN-—Strictly commission. In _ stock 











tion. Six per cent commission. Herold-Bertsch Shoe men’s dress and service shoes, men's and wom- 
Co., Grand Rapids, Mich. en’s leather slippers. Northwestern Ohio, Western 
Michigan, Indiana, Chicago, and other territory 

WANTED—Swictl commission, experienced open. Can be sold with other non-conflicting line. 
salesman for IN STOCK LINE of WOMEN’S Address, E-660, care Boot and Shoe Recorder, 207 


NOVELTY AND EASY SHOES. ee per cent South St., Boston, Mass 
payable weekly. No Advances. About 70 








no objection to short, non conflicting side ‘line. IDE LINE KAS., MO., NEB., COLO. We have 
References required. Territory open: _ Illinois, left one line misses’, children's. infants’ turns 
Chicago, New York, Oregon, Wisconsin, Maryland for real business getter traveling above territory or 
Western and Southern Texas, Minnesota, Indiana, part of it. Straight 7 per cent commission. Our line 
West Virginia, Southern and Western Ohio, selling in territory for 30 years. Carry 70 styles in 
Mississippi, Alabama, lowa, Kansas, Nebraska, stock all runs sizes. Samp'es now ready include 
Montana, Dakotas, Kansas City, Virginia, New newest low cut styles for early fall delivery as well 


as 80 boots. Give references and tell all about your 


Oleans and San Francisco. Westcott Whitmore Co., 
‘ experience and qualifications in first letter. J. S. 








Syracuse. N. Zulick & Co. Orvi 
WANTED—New England Salesman to carry a — igeburg, Pa. 

small side line of low priced Ladies’ novelties ALESMAN WANTED for Mississippi, must 
all carried in stock at factory. Address E-687, care know the trade = be constant worker. Stitch- 
Boot and Shoe Recorder, 207 South Street, Boston, downs,” McKays, Leg: sings. Hagerstown Shoe & 
Mass. Legging Co., Hagerstown, Maryland. 




















Do You Want to Change nanan chs ahaa 
for the Better? - a ge on 


We want better representatives for “ 
NES: ; ae handle the largest trade in the 

(1) Michigan (3) Pittsburgh District United States, including chain 

(2) Iinois West pu (4) New England chases. Ca Gand a ets a en 

(5) Western New York acter, who can furnish best of 

This is an opportunity with the most successful maker of men’s and references. Unless you possess 
women’s welts. the above qualifications do not 
We favor men who live on the territory, who know shoes and can prove answer. It is a wonderful oppor- 

it by a record of results. This job requires hard work for both factory and tunity with big earning possi- 
stock. Each territory has established business. ;. bilities for the right man. 
We will do fair financing for a producer and hustler. If you want a Address E-680, care Boot and 
profitable and steady connection. Address E-688, care Boot and Shoe Shoe Recorder, 207 South Street, 


Recorder, 207 South Street, Boston, Mass. 






Well known Western manu- 


connecting with a capable shoe 


build good shoes, and who can 





Boston, Mass. 
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SALESMEN WANTED 





SALESMEN WANTED 





LINE WANTED 








SAL .ESMEN ATTENTION—To a salesman well 
known in his territory and able to furnish references 
we are prepared to give our line of 1 to 5 mock-heel 
and 4 to 8 spring-heel turns, also our line of stitch- 
downs of 12 styles up to size 2. Can be carried with 
a non-conflicting _ We pay highest rate of com- 
mission. Every st carried in-stock, insuring 

pt shipments. ie Sane addition to ag Y= FP we 
Lave some other good oat Fe n. Give «4 
ticulars in a Cae. R.C iow Shoe Co. 
Rochester, N. Y. 


Fane ane OPPORTUNITY—Hard hitting con- 
sistent producers to sell a popular line of 
children’s stitchdowns and women’s 

fort shoes. Only 25 samples and most of the num- 
the floor. Attractive commission 


carried on 
plan. Write todep. Wobst Shoe Company, Mil- 
waukee, Wis. 


Eine of medium, salesman wanted to sell our 

of medium and fine infants’, children’s and 
itory open, any of the southern 
states East of the Mississippi River and also 
Arizona and New Mexico. Can be sold in connec- 
tion with other lines. Do not write unless you had 
— road experience. Rohrer & Co., Orwigsburg 





cKay com- 








Ss SALESWOMEN—The K. W. Watters 

Company, Buffalo, N. Y., wishes to secure the 
services of two experienced saleswomen acustomed 
to the requirements of a high grade retail store. 


ghee ¥ ng = - 4 Utah—Idaho, Stitch- 
downs, McKays, Must know the 
trade, Hagerstown ey. r+ ging Co., Hagers- 
town, Maryland. 





ALESMAN wanted to sell our line of Women's 
Misses’, Children's and Tnfants’ hd ee eee | 

sewed, Goodyear Turn sewed, Stitchd 
Puritan Welt Stitch Shoes in the yt ae 
. Can 





ALESMEN WATNED—We have several oppor- 
tunities for experienced salesmen, acquain 
with their territories, to sell our lar Men's 
Dress Welt line. The best $5.00 retail line on the 
market. One tray of samples. ye commission. 

i shoe eed apply. La 


Only e salesmen n 
Crosse toil. i La Crosse. Wis. 


epg 
best-known he 





non-conflicting lines 
ter make of First 


quired with a jcation 
Shoe R 





WANTED Pepa salesman to represen 


two Must be able to finance 
of references required, none other need 
Shoe Company, Milwaukee, Wis. 





GALESMEN WANTED—We have several op- 
portunities for A-1 salesmen to carry our 





AN TED—Salesmen to sell popular priced line 
infants 1-6 flexible on shoes of merit, in con- 
nection with line now handling; fifty styles in 
stock; 7 cent commission. Good territories open. 
Give references, how long sold oes fine, age. 
annual sales ,etc. Elam Shoe Mfg. Co., 16 Col 
St., Boston, Mass. 


THE W. WATTERS COMPANY, Buffalo, 
New York: has cutee openings for two hi h 











gee retail with Ray 
‘lias, Manager. 
ANTED— ienced salesmen Men's Med- 
jum Price Welt Dress Shoes (All Leather) 


selling at $3.40 to $3.60. Write for territory. E. B. 
Piekenbrock & Sons, Dubuque, Iowa. 


WANTED—Salesmen. handling a shoe or rubber 
line to handle our line of sh skin bals and 
slippers as a side line in Maine, New Hampshire, 
pment, Connecticut, Massachusetts, New York, 
Good lusive territory. The 
Brown Wout Mfg. ce Franklin, Ohio. 











HOW ABOUT 
YOU? 


A general line of women’s nevelty 
shoes, men’s calf skin shoer, and 
children’s shoes, stitchdown, etc., that 
are well known, offered to you if you 
have the experience, following, and 
ability for any of the following terri- 
tories: 

Westchester County and part of 
New York State. 

Ohio 

Connecticut 

Pittsburgh and Vicinity 

Maryland and Delaware. 

— ~~ * Te Co., 138 Duane Street, 
New York, N. Y. 

















Salesman Wanted 


Must be a high class man who is well 
acquainted with the trade in the South 
and Southwest including Texas. There 
is a good business established on the 
territory. Give details and references. 
John Kelly, Inc., Rochester, N. Y. 











































Wanted—Experienced shoe salesman 
for Maine, New Hampshire and Ver- 
mont. Well known anufacturer of 
Men’s work shoes, Moccasin toe Pacs 
and drivers. Liberal commission. State 
references and experience. Address 
E-650, care Boot and Shoe Recorder. 
189 W. Madison St., C hicago. Ill. 










the minute in style. run from Fi to 

Misses’ 11 4-2’s. We pay 6 per cent commission 

This is a stoc ition a oe ready 
y y h , N.Y. 








SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an opportunity to salesmen 
with ability to sell one of the best 

wn men’s shoes America, 
of first quality, solid leather. A factory 
as is recogn: as being foremost in 


shoe construction. 
Immediate attention given to appli- 
cants t ean furnish a record of past 
fae my ye | that shows they were 
leaders in their organization as sales- 
men. Must be able to finance them- 
selves, and come to the factory for per- 
sonal interview. All correspondence 
ys confidential. Address E-477, 

t and ~ a eanenemmes 207 
South St., Boston, M. 








“Wanted by Wi i factur- 
er of men’s work shoes, a good, live 
experienced s salesman to cover 
southern Minnesota territory. German 
preferred. State experience and refer- 
ences in first letter.’’ Address, E-663, 
eare Boot and S Recorder, 189 W. 
Madison St., Chicago, Ill. 

















POSITION WANTED 


A MAN who is now employed as Buyer and 
Manager of department handling women’s 
style shoes, desires a change to East or near East. 
Have been through the mill with thirteen years 
experience buying, managing and merchandising 
shoes. If you have a proposition to offer can arrange 
for interview. Address E-682, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


CAPABLE shoe buyer, 40 years of eee, with wide 
experience in department and chain store 
management now employed, desires ch Pp 
dress, E-665, care Boot and Shoe R , 207 
South St., Boston, Mass. 











BUSINESS OPPORTUNITY 


HOE STORE—corner location; centre large 

residential section; long established: 
$35,000 ag 2 Poor health causes immediate sale 
at sacrifice. Address M. Schlosser, 199 South Tenth 
St., Newark, N. J. 











H'G# CLASS SALESMAN wants specialty line 
of Men’s or Ladies’ shoes for State of ty 
Best References. Address E-683, care Boss t and 
Shoe Recorder, 207 South Street, Boston, Mass. 


Ww an additional line for the Pacific Coast = 
Will consider Women’s: Children’ . end be wold 


connection with old established line. pean E-689, 
care —~* Shoe Recorder, 207 South Street; 
iton, ass. 


Toon AraC URS Se you want to 

solid and profitable trade in 

Greater _ ork and vicinity 1 have the per- 

selling experience and following amongst 

the the riekt kind of retailers. Can handle big proposi- 

tion in any branch of the shoe trade. Address K-625, 

care Boot and Shoe Recorder, 127 Duane St., 
New York. 














Manufacturers’ 
Representatives 
in New York City 


We will make arrangements with a 
few manufacturers of non-competing 
shoe lines for active selling representa- 
tion by us in Greater New York, also 
Philadelphia, Baltimore and Wash hing- 
ton, = 

Our service has been built “he bayer 
our successful contact = the buyers 
of footwear for t ing retail 
establishments in our a... We will 
contract with only well-established 
manufacturers who either have not 
yet been represented in this field or are 
dissatisfied with their present sales 
connections. 

Aggressive personal selling, adequate 
sample, display and telephone and 
clerical facilities are cov: by our 
service. 

We prefer personal interviews, if 
practicable, with manufacturers in- 
terested, but will give prompt and 
careful attention to mail inquiries. 
C. A. Wheeler, 522 Marbridge — 
New York City, New York. 














FOR LEASE 


HOSIERY DEPARTMENT FOR LEASE.— 
New Brunswick, New Jersey. 100 per cent 
location, next to large theatre, New 150 foot store, 
e foot’ ——. le gollages, 1200 ~~ 
comune lation oO igh grade pro- 
M ust - } gan. ‘Address Home News, 

ew > a 4 








FOR SALE 


R SALE—200 shoe racks, felt covered. Will 
sacrifice. Wichert, Inc. Atlantic & Schenectady 
Avenues, Brooklyn, we 


R i shoe store, town of 
twelve thousand. N. Y. State. Good steady trade. 
Stock at market value, $1,000 for fixtures and good 
. Address E-681, care Boot and Shoe Recorder, 

207 South Street, Boston, Mass. 











FOR SALE 


One of West Virginia’s most 
modern shoe stores, with shoe 
repair departmentin connection. 
Located in a live city in the 
center of state. Selling Men’s 
and Women’s Fine Shoes and 
Hosiery. 100 percent location. In- 
voice $26,000.00 Excellent Buy for 
interested party. Address E-686, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 
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FOR SALE 


—_— 
_— 
—_—- 








An unusual opportunity to buy out 
family shoe store established for fifteen 
years—located in good, fast growing 
section of Brooklyn. Owner retiring 
from business. 

See Mr. Alderman at 154 Duane St. 
cor. W. Broadway, New York. 











| Shoe Store For Sale 


With or without stock, Trenton, N. J. 
Best Location, doing $40,000, Rent 
$3600, Men’s and Women’s. All modern 
fixtures and windows, 4 year lease. 
Address M. G. Allen, Trenton, N. J. 














WAN IED TO PURCHASE 








and 
pay highest —_ 
Sot ha 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, sae roms, N.Y. 
near eee ee FOR 
WILL W SELLERS 
BUY {s eae er eaten CASH 


Bargains in shoes always on Tt for special 
sales and bargain basements 





——_ =u ——A.i) E_. : 


| Heywood - yas 


G.U.S.P 











CASH PAID 


fer shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. We 
will send a representative to investigate and 
make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N, Y, 
Phone Spring 1443 


Milbradt Rolling 
Step Ladders , 


PULTE Fe 
are made in a great man 

styles to suit all kinds of 
stores and shelving. They 








Write for our latest cata- 
g 18 styles of 
ders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO, 














1890. 
MAX GLAUBERG 
313 Church Sa ow York ped - 
e also purchase clothing, hats, furnis 
ing goods. etc. Phone Canal 8764-5802 




















INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of “oy so that he who 
rums through these pages may read 
—and learn. 








Metal Shoe Fitting Stools 


Mirrors 


Ne. 141 


Brie, fe THE CHICAGO 
ood “ora WIRE CHAIR CO. 


621 N. La Selle Street, Chicago, lll. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel, 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
OWEN A. THOMAS HELEN M. HANEY 
L. F. KUNSTMAN CHARLES K. HICKEY 
Associate Editors 





PUBLISHER'S NOTICE 


~~} -y subscription price of the 
Boot and Shoe Recorder is $5.00 a year in ad- 

vance, which includes pos io the United 
States, Cuba, ay I Phi 

we Vir, Islands, task, Canatt, exi- 

on i Hic, Dom a py *-@-* - 
u a, vador, Ar 

>. oe eels 
ruguay, in, The Ba ic Islands and t 

Canary Islands. 


FOREIGN SUBSCRIPTION—The price to all 
foreign coun except the above is $10.00 per 
ear, s, lecledio’ postage. 
iptions are payable in advance. 


saan RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT AND 
SHOE ECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 
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Miller, Robert E., Inc., New York City.... 146 
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LEATHER AND OTHER MATERIALS 


Aepgenanes Leather Companies, Phila 
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Beggs & Cobb Co., Boston. . .. 14% 
Boston Woven Hose & Rubber Co., Cam- 
12 
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Dryden Rubber Co., Chicago, Ill...... 112-113 
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Rubber Grower's Association, London, Eng. 14 
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° 
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United States Leather Co., New York City. .136 
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American Shoe Polish Co., Chicago, Mll..... 47 
Dunbar Pattern Co., Brockton, Mass... .8, 148 
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United Fast Color Eyelet Co., Boston...... 167 
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United Shoe Machinery Corp , Boston. .38, 50 
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Atlantic Printing Co., Boston............ 148 
Brooklyn Purchasing Syndicate........... 165 
Calderwood & Preg, Boston................ 144 
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Diamond Brand (Visible) 
Fast Color Eyeiets have gen 
uine celluloid tops that never 


lose their color. 


Scintillating! 
i ys bringing to the screen the joy 

of life that is the birthright 
of Youth, Miss Mae Murray, 
Metro Star, the very personifica- 
tion of buoyant, pulsating youth, 
has earned the gratitude of theatre- 
goers of every age. Graceful, 
vivacious, full of charm, her screen 
characterizations are chaste cam- 
eos against a kaleidoscopic back- 
ground of exotic, colorful settings. 


ee Ps. 






















They promote easy lacing, 
retain their origina! finish 
indefintely, 


and actually 
outwear the shoe 


Fascinating! 


HE diversity, artistic audacity 
and élégance of Miss Mae 
Murray’s costumes are a constant 
source of wonder and delight to 
her audience. 
and discrimination are manifest 


Her exquisite taste 


in the care she bestows on every 
detail of her wardrobe. Miss 
Murray’s footwear is finished with 
visible eyelets, the identifying mark 
of superlative quality and style. 


Ask for shoes with visible eyelets! 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 








N 
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Your 
Customers’ 
Comfort Is 
Your Profit 


Comfort is the appeal to which men 
respond most enthvsiastically when 
buying footwear. Because lacing hooks 
save time and temper they make shoes 
more comfortable, and they make 
those shoes also more profitable for 
you to carry because they help to sell. 
You can sell shoes without lacing 
hooks—but you can sell more if you 
will buy shoes with lacing hooks and 
use the many attractive features 
which they add to footwear as a selling 
argument for the shoes. 


Sell more shoes with lacing hooks 
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Mercury 


(,00D shoemakers since 1891. 


But thoroughly alive to the requirements of an exacting 
1924 trade. 


A fine, new factory with every modern advantage is the 
background of our Spring 1924 line of Modish McKays. 


Lasts, patterns, finish and materials are all that could be 
= desired in stylish shoes. 


Quality shoes popularly priced. = 


Up-to-date-ness plus experience make Brophy Bros.’ Modish 
McKays an interesting proposition for you to look into. 


= BROPHY BROS. SHOE CO. 





SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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y Coming “I! hrough 
Fast for Easter 
“Colored Leathers” 
Sy Levor 


L evor Grain Kid 
Cabrettas 


Color 3 - Jack Rabbit 


A - Emerald Green 
& — Beaver 


9 = Tru-Blu 
| Reem @) atl) Ve-] I es} | 
37 - Red 


51 — Golden Brown 
G3 — Havana Brown 
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Cock-a-Doodle -DO000 « 
Our COtulisl COLE in your footwear 


are yo) aelcaselyate to Crow about ! 


aii \ 
D' 


aii | \ ‘ | 


TANNERS 
MehVe) ak Gha-ital <tc 
Cabrettas 


eo 6) a Oh ar-lhamGrey-h' 
hevrettes 





wi NewYork Gloversville Boston 
ex. S distributing force 
Se ARTI4UR S PATTON LEATHER Co. St Louis ~GEO.W.NEWMAN LEATHERCO., Crosei 


McGAWEATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
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CHERRY 
LOTUS CALF 


$4.65 

















IN STOCK 


B-C-D Widths 


STRAIGHT FROM THE SHOULDER 


“| feature Marion shoes because they make meé 
money,” said a prominent shoe merchant recently. 
“At the beginning of each season Marion gives us 
new pattems, lasts and leather combinations that our 
competitors show later. We sell lots of them around 
$7 and $8 and get a good profit.” 26X is a snappy 
new style just added to our stock department. Varsity 
last. Oak Bend outsole. Wingfoot heel. You, too, 
will make more money by featuring this Marion 


Style Leader. 


MARION SHOE CO. 
MARION, INDIANA 
























































WESTERN QUALITY AND EASTERN STYLE 
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A Suggestion 
by William Lipp 


Suggestions for Summer 


The sketched! pattern above would lend itself 
particularly well to the white kid vogue that 
may be reasonably expected this summer. 
The shape of the=cut-outs accent the model 
lines of the pattern.j{The open front is particu- 
larly good, and the pattern is one that 


would not wink. 
Just a Degen-Lipp idea that we can work up 
if you like it. 


Degen-bipp, li. 


Brooklyn, N.Y. 
¥ Showroom 607 Marbridge Bldg. New York. § 


= =“ 





*>>>>>>>>5>5 55555 




















DISPLAY 
CREATES 
SALES 
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Comfort From the First Minute! 


The first impression is the biggest factor in selling. 


The “feel” of a shoe when first tried on is the biggest factor in creating the first impres- 
sion. The Certified PROVEN ARCH Shoe feels right with the first step. 


This shoe keeps all foot arches in shape and 


evtt ified throws the weight of the body where Nature 

intends it to go—onto the three bearing points 

Proven ARCH of the foot. By so doing it removes the causes of 
callouses, premature tiredness and burning 
——Shoe , soles. The wearer walks with a new comfort and 


Patent Appiled For boosts with a real enthusiasm. 








STONEFIELD-EVANS 
SHOE COMPANY 


ROCKFORD ILLINOIS 


CHICAGO Sales Office, 410 Security Building, 
J. Wurmser 


KANSAS CITY, MO., Sales Office, Sheidley Build- 
ing, R. W. Martin 





Supports the arch across the ball as well 
as the one from heel to ball. 





Patent Applied For 





The PROVEN ARCH Shank and a 
cushion cemented between insole and 
outsole remove all obstacles to foot 
comfort. 


The PROVEN ARCH Shank—-strong, 
spring and _perspiration-proof—sup- 
ports the arches without hampering the 
muscles. 





Patent Applied For 





Patent Applied For 








NO. 868-—IN STOCK 











Black Kid, Combination No. 2 
Last. White Calf quarter lining, 
13 sole, rubber heel. . . . .86.25 
No. 867—Same as above in Tan 
Kid 86.75 


The PROVEN ARCH Shank is securely fas- 
tened into place. Cannot work loose or break 
the sole. 
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B2445 Price $3.75 
patent Puritan Colonial.8/8 
heel. B to D. 

No. B2945 Price $4.00 
As above only Airedale Buck. 
No. B2955 Price $4.00 
As above only Jack Rabbit 
Buck, 





No. BS441 


Price $3.35 
Patent - } Rs 8/8 heel 


No. B5832 Pri 
As above only Light ‘Grey Elk 
No. BS837_ Price $3.50 
As above only Mouse Elk. 
No. B5833 Beice. ay 75 
As above only Red C 
No. BS834 Suiee a 75 
As above only Green Calf. 
No. BS835 Price $3.75 
As above only Blue Calf. 
No. B5630 Price $3.60 
As above only White Elk. 





No. BS440 ag & $3. 85 


Sozen and Collar 
13/8 heel A to I 
No. B5640 Price $4.15 
As above only White Alligator 
White Calf Trim 
No. BS840 Price $4.15 
As above only Light Grey 
Alligator, Gray Calf Trim 
8/8 heel B to D 
No. BS5841 Price $4.15 
As above only Brown Lizard 
Brown Calf Trim 
No. B5842 Price $4.15 
As above only two tone 
Red-Black seeeter Patent 


No. B5940_ Price $4.15 
As above only Jack Rabbit 
Suede Grey Calf Trim 
No. BS5941 Price $4.15 
As above only Airedale 
Suede Mouse aoe Calf 
Trim 





B2431 Price $3.75 
ey 


No. 
Pat. Colt, Black Calf 
Moseley. 8/8 heel. B to 
No. B2333_ Price $3. ay 
As above only Black Calf, 
Pat. Colt Saddle. 


No. B2930 Price $4.15 
Jack “Rabbit Suede Moseley 
ndal. Grey Calf Sandal. 
8/8 heel. B to D. 
No. B2931 Price $4.15 


As above only Airedale Buck, 
Mouse Brown Calf Saddle. 
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re-Easter Styles 
Look ’Em Over 
They’re Already to Ship 





B2820 Price $4.3 
Putinun Alligator Stucher 


Oxford. 
Crepe Rubber Sole and Heel. 
BtoD. 











No. B5332 Price $3.15 
Black Calf Belmont Maltese 
Cross Furteation. 8/8 heel. 
Bt 


No. BS5931 Price $3.35 
As above only Grey Alligator 
Vamp and Jack Rabbit Suede 

Quarter, 10/8 heel. 





No. B5431_ Price fe 35 
Patent, 13-8 heel. vit -- 
No. B5430 Price $3.3 
As above only Imitation Tip 
} eel 





No. BS41 Price $3.35 
All Patent Luxor Sandal 
8/8 heel. B to D. 





No. B5330 Price $3.35 
Black Calf with Patent Straps 
8/8 heel. B to D. 





No. BS432 Price $3.35 
Patent Arch Support, 12/8 
heel. EEE. 


BS032 Price $3.35 
As ro only Dongola 
No. B5732_ Price $3.35 
As above only Black Satin, 
Black Suede Straps. 

















No. B2630 Price $4.25 
White Alligator Moseley 
Sandal. 8/8 heel. B to D. 

No. B2833 Price $4.15 No. B2801 Price $4.15 
As above only Chinese Blue Mouse Elk. Crepe Rubber 


Alligator. ~ ang Heel. B to D 


B2900 Price $4.25 
As aes only Airedale Buck. 
No. B2920 Price $4.25 
As above only Grey Buck. 
No. BS5800 Price $3.75 
As above only Tan Bark Elk. 


No. B5333 Price $3.35 
Black Alligator 
Patent Leather Strap. 
10/8 heel. B to D. 
No. B5233 Price $3.35 
AS aseve only Tan Alligator, 
Brown Calf Strap. 





No. B5203 Price $3.25 
Willow Calf, Heavy_ Sole. 
8/8 heel. B to D. 
No. B5202 Price $4.00 
As above only Crepe Rubber 
Sole and eel. 


B5001 ee #5 — 
pee 13/8 hee! 
No. B5101 ies pinky 
As above only Brown Kid. 





No. B5301 Price $3.15 No. B1822_ Price $3.25 
Black Eric Calf, Trouser 
Black 10/8 heel. reases ayy amp Cc . 8/8 heel. A to D. 
No. B1805 Price $3.25 


No. B5201 Price $3.15 
As above only Brown Calf. As above only Brown Calf. 


No. B5002_ Price $3.35 
Dongola, 4 Sopeert, 12/8 











DUNN & McCARTHY 


AUBURN 3 $3 





B2300 Price $3.60 
Black Alligator — Ox- 
ford, 8/8 heel. to D. 
No. B2200 tae yA 60 
As above only Tan Alligator 
No. B2800 Price $3.85 
As above only Grey “ailigator. 


NEW YORK 
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Ad/add 


= re : 
= Style No. 302 uk { 
= Airedale Ooze Calf t= Ste 
= Russia Calf Trimmed a= Str 
= “CORRETTE”™ = Ste 
Flexible Sewed — 14/8 Spanish Heel shae B, 
= Widths A to D = 
PRICE $5.25 == 
“ull ]e| He 
: Sp (R =]. a= 
AN pak at a), aa Ih os 
Ve TMTTTTTTTTTITUTNITTNIN Ae ’ > eas SY 
oo SS wnt > 
@ \ 
rT; ong?” FA 
Follow The. (reighton Line . 
= Adaptability is a strong selling feature of 2 
= Creighton shoes. They fit the feet, the purse and EA 
= the style demand of the great average of well =\ 
= dressed women. Add to this a reliable stock FR 
= service on all popular numbers and The Creighton a 
=h Line offers to merchants a proposition hard to ER ; 
— —s< St 
| = surpass. EK St 
IE A. M. CREIGHTON, Lynn, Mass. L 
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a Lhe Style is RIGHT—The Price is RIGHT B 7 
They Are IN STOCK a 


SMITH SHOES SATISFY 





With our modernly equipped 
factory where all unneces- 
sary items of overhead are 
eliminated, we are able to 
offer exceptional values. 














No. 801 
$2.60 


Stock No. 801—McKay Sewed Patent One- 





Strap Pump, B-C-D. . $2.60 
Stock No. 800—Same ; as above, in Black Kid. 
We WG etan traces — 





No. 323 
$3.30 


Stock No. 323—Patent One-Strap Pump, Good- 
year Welt. “Wingfoot” Top-lift, B-C-D . . . $3.30 
Stock No. 322—Same as above, in Black®Kid. 
Dy Say Bese . $3.15 


Hundreds of retail merchants are placing dependence on the shoes we sell. They find 
that, the style and price is right, and that they represent better values than the market 


affords. 


If you are not satisfied with the shoes you sell in this grade, we welcome the opportunity 


to send you specimen pairs from stock. 





Terms: 5%—10 Days 






Write for our Latest Cir- 
cular, showing many good 
numbers IN STOCK 











No. 802 
$3.00 


Stock No. 802—McKay Sewed Patent 
Strap Up Centre with Cut-outs. B, C, D $3.00 











Stock No. 324—Patent One-Strap, Goodyear 
Welt. 9-8 “Wingfoot” Heel. B, C, D. $3.30 


SMITH SHOE CO, Inc. BOSTON, MASS. 





90 Wareham Street, Corner Albany Lin hid 
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WILO SPORT ELK 
































Reg. U.S. A. 
The Long Wear The Ideal Leather for | The Leather That 
Leather _ Children’s Shoes _ Makes Good Will : 
The strongest feature of | Many children’s shoes | Retailers who have sold : 
WILO SPORT ELK is made of WILO SPORT | WILO SPORT ELK | 
the long service it gives. ELK have outworn three | shoes know how the | 
taps—and the leather leather pleases the chil- | 
It holds its good looks still remained serviceable. | dren and parents,—and | 
just as long as it wéars. | | brings them back for | 
No leather is so generally more. | 
It is the only high-grade | ideal for children from | | 
leather that can be sold |__ the standpoints of serv- | WILO SPORT ELK will | 
in medium priced shoes. ice, comfort and health | do much to make your | 
for growing feet. | shoes in continual de- 
| mand. . 
The Five Cardinal Points No Leather | ————_______. 
of Wilo Sport Elk | | Gives Such A | Made In 
——__—_—__—____— — Combination of | 16 Colors 
| ats i... 
1 Uniform Color LONG SERVICE Red, White, Blue, Green, 
2 Uniform Quality | SOFT COMFORT Coffee, Chocolate, Light 
3 Uniform Soft Feel and SRE, CRG rn 


Silver Gray, Dark Gray, 


4 High-Grade Looking | GENERAL VALUE Dark Smoke, Cocoa, 
Shoes in Pearl. 
5 Comfort and Wear | MEDIUM PRICED New Colors 
FOOTWEAR Oliveand Aluminum Gray 








C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of WW | & @) - 













(Hall 





10 Spruce Street, New York No. 401 Metropolitan Bldg. 
— BRANCHES — 
308 Leather Trades Bidg., St. Louis, Mo. Milwaukee, Wis. 
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Hug-Tite Ankle 
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= 3 No. R389——Ruby Red Calf Lace Oxford, (Orange Stite hing). No. R368— Patent Colt BI oO > 
nd >» Wingfoot Heel, A-Grade Full Grain Counter, Radio Last and Tongue. ‘Bl: ck Bosnian G at Sea .T Bang a 
Ps C and D, 5% to ll : $4.00 Plain Toe, 4% Goodrich Heel, Radio Last. B, C and D, 
for No. R390—Meeea Lotus Calf, (Light Brown) Lace Oxford. Sigto ll. tl ttt sini a i seen ees F400 
Same style as No. R389, but Brown Stite RR Ee $4.00 


] 


PEDROS OE 


SUCCESS 


’ *,¢ . / . . 

Competition is overcome by handling the Beals-Pratt Line. Thousands of merchants have 
proven this. Beals-Pratt dealers sell at prices which permit excellent profit and yet represent 
exceptional footwear values. 


rill 
ur 


FAI AF 








le- 


Our In-Stock Department means quick turn-over, increased volume and more profit. Take | 
advantage of the opportunities offered by this Line of $5.00, $6.00, $7.00 and $8.00 sellers. a 


BEALS-PRATT SHOE MFG. CO. 


MILWAUKEE, WISCONSIN 


Hug - Tite Ankle 














IN STOCK 





o 
nnn NR 
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MMMM 


No. R303— Black B jed Calf Plain Toe Blucher Oxford No. R387—Black Boarded Calf Lace Oxford, Dufold Tip, % 
Flexible Box Toe, 14 Wingfoot Heel, A- Grade Fall Grain Wingfoot Heel, A-Grade Full Grain Counter, Radio Fraat 
Counter, Frat Last. Brogue Type. B, C and D, 514 to 11. .$4.00 By S aes BA, B96 OO EB. nn cs codes cc csccccecvesves 

No. R304—Smooth Brown Calf (Medium Shade) Plain = No. R388— -Brown Calf (Medium Shade) Lace Oxford. Same 
Blucher Oxford. Same as No. R303.........-+-- ees ee $4. SW ES races obeecusecuanebastneet $4.00 
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NATURAL 
Plantation Finished 


Crepe Soling 


RUBBER 





F, R. HENDERSON & CO., Inc. 


111 Broadway, New York City 





Crude Rubber 


Importers of product of Far East 


plantations exclusively 





! 
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NOW IS THE TIME 


to get your Grays for Easter 













We have them in stock! 


Send 
for 
our 
Catalog 









Right 
Patterns  }a2%.ss 


Silver Suede Kiki Sandal, Cut-out on 
Saddle and Quarter, Single Sole, 8-8 
Wood Covered Heel, 

Belmont Last. AA to C. 




















Price $5.00 








Silver Suede Patsy One Strap, Cut-Out Silver Suede Dolly One Strap, Cut-Out 
Vamp and Quarter, Single Sole, Mili- on Saddle and Quarter, Single Sole, 


tary Wood Covered Heel, New- Full Wood vered Spanish 
port Last. AA to C. Louis Heel, Beacon Last. AA to C. 













Our line will be shown at the Iowa State Convention, 
March 25th, 26th and 27th, by W. W. Ticknor, 
Room 534, Hotel Fort DesMoines, Des Moines, Iowa. 



















Thomson-Crooker Shoe Co. 
18-26 Station Street Boston, Mass. 
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A Prominent Retail 
Shoe Merchant 


—Who attended the Chicago Style Show of the Na- 


tional Shoe Retailers’ Association said:— 


**T was very much impressed with the many 
fine styles I saw made from Gallun’s 
Quality Leathers. The manufacturers and 
their salesmen seemed to speak of these 
leathers with genuine pride.”’ 








—We are happy to know that our customers are proud 
to make mention of our leathers. We also are proud 
of them because we know they are made as good as we 
know how to make them. 


Norwegian Veals and Calf 


well-known and much used for over a quarter of a 
century. This leather and this name were originated by 
us long years ago. Always consistent in quality, serv- 
ice and demand. | 


Aztec Calf Viking Calf 


A smooth finished leather thatisplia- | Available in black and five 
ble, strong and pleasing to the eye. colors. A smooth finished 
Offered in the Fashionable shades. leather of superior merit. 


A. F.GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 






525252525 25252525 252525 252525252525252525252525252525e52525252525040.« 
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Made under 
DeRidder Patents 





i i a 





ll el lt ee ee ek ee ll ee ee ee ee 


fhe your footprint in the Sand! 


Why should a hard, flat surface be a bed for tender curves? 
And still that is the way the inner soles of shoes have been 


made for years. 


The insole of The MATRIX Shoe is moulded to fit the bot- 
tomof the foot, like your footprint in thesand. Every curve 
of the bottom of the foot is duplicated, and the foot rests and 
relaxes in a bed that is built to conform to the subtle curves 
of the sole. Not an extraordinary feature, but a NATURAL 


one. 
Made in many models to meet 
the requirements of Fashion 
SHOE Fon FOR MEN 
WAVEIX: ALDEN.WALKER & WILDE INC. 
Pp a East WEYMOUTH. MASss. 


ROCHESTER.N.Y. 
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HERMAN’S 3: 


*e4¢, 


She 
NEW SPRING STYLES 


in stock. 










IS year, the big oxford profits 

will come from swift turn-overs 

of minimum’ stocks. More than ever, 
you must rely on the manufacturer’s 
service—to have the shoes when you 


have the calls. 


That’s why you will find 
HERMAN’S In-Stock OX- 
FORDS more profitable than 
ever this year. 


All the old favorites, reinforced by 
some stunning new numbers that 
follow the new style-trend. All the 
old-time HERMAN comfort and 
service that only our 30 years can 
guarantee. 





“ Swift sellers — when you 


want them — nationally ad- Dodo Gets db Maal I. 
vertised—profilably priced.” ry-poticy ping a 


That's the HERMAN Ways at your call such big stocks of 

policy in @ nutshell. 4 the wanted models, that you can safe- 

policy that makes your busi- ly cut your shelf-stock to the mini- 

ness GROW. mum and still meet every demand 
of your trade. 





a Joseph M. Herman Shoe Company 


ord in J. 8. Barnet Sons’ be autiful tony 


rec “d Se Gas calfskin. With bleached calf . 7 

quarter lining, lined tongue, 9-iron oak B t d Mill M 

sole and Wingfoot heel, this is an excep- os on an 18, ass. 
tionally profitable model at $3.35 





B—6 to Il 


C-D—5 to 11 New Spring Style Sheet now ready 
Se Write for it today 












Style 488—An innovation in Sport Ox- 
fords that is bound to meet a pressing 
want. Of tan Eric grain on the popular 
Sandy last, with a new Cy Rajah crepe 
rubber sole. The stubber tip of cured rub- 
ber prevents sole separating from upper 
With box toe, brass eyelets and leather heel 
pad — it's a Sport Oxford that looks the 

- - $4.50 
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vie OXFORDS 







/ 
NATIONAL ADVERTISING 
goes On : 







Style 474— Dark tan calf blucher ox- Style 440—<A stylish Army Officer's 

ford - ee Wn, last. With blaln-toe, fuli-quarter py hy in SA TURDAY E VENING 

heavy single sole; W ingfoot rubber heel. dark mahogany. Oak sole wit =. 7 ee. es . 

Shapely, comfortable and popular. proof rubber mid-sole, and Wingfoo' 4 POST is now carrying 
$3.75 rubber heel. Exceptional value at $2.75 


the message of HERMAN’S 
new Spring Oxfords into mil- 
lions of buying homes. 
Many of your own good 
customers are reading the 3 
message. And many more 

that ought tobe yours. When } 
you sell HERMAN’S Ox- 
fords, you’re working with 
(not against) NATIONAL 
ADVERTISING—your 
store's most powerful selling 
force. 


D-E—5 to 1l 





D-E—5 to lil 


























Style 460—Standard Kid blucher ox- Style 490—“The Sphinx,” a distinc- Let us tell you how to profil to the 
ford on easy Hoover last. With calf tive brown chrome bal oxford of un- 
quarter lint the fear, sole and usual and striking lin lines., Bleached calf utmost through our National Ad- 
ingfoot rubber hee mar’ = con- ‘acings, to brass ele full 
servative.. . $4.85 single oak sole my ‘Wingfoot vabber { ~ vertising. Write today for l 
uit tn On heel—all quality marks...... $3.45 details to Department “A. 
C-D-E—i wo ll C-D-E—5 to ll 








Style 458— Business man’s blucher 
Oxford of Standard Kid “‘Vode."" Gen- 
uine Munson last, single oak sole, 
Wingfoot rubber heel. A winner— 
profitably priced.............. $4.85 
B—6 to 11 
C-D-E—5 to ll rubber heel . 
D-E—5 to ll 


Style 461— “Na 
Special,” of gun- 
metal calf on attrac 
tive Cadet last 
Quarter-lining ; heavy 

















Style 476 — Clever 
bal oxford of J: 8; 
Barnet Sons’ ‘‘Ace” 
brown calf, on easy 
Hoover last. Comfort 
and quality plus. 








B—6 to ll 


C-D-E—5 to 11 














Style 492—Piain-toe sport oxford of 
Eric full-grain calf, with Rajah crepe 
rubber sole. Brass eyelets; leather 
heel pad. A splendid all-around serv- 
ScembES Sty8O. 0. cccccccsccces $4.50 


B-C-D-E—46 to 11 
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of LEATHER | 
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A Brief History. . ae Ue 


of Leather and ave 


Description of Tanning %, 
| a 
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This wonderful book 


on 


LEATHER 


HERE is one of the most interesting, most instructive 
books ever written about leather—a book that should be 
in the hands of every shoe salesman, manufacturer, 
jobber and repairman as well. 


Here is the history of leather—its romance—from the 
first prehistoric tanner down to our own time, when 
tanning has become one of the world’s greatest indus- 
tries. Here are the proofs of leather’s worth—the un- 
answerable reasons why there is no substitute for 
leather for soles and heels of shoes, and for the thou- 
sands of other things in which we use it. Here are the 
details of modern tanning methods—the reasons why the 
leather of to-day is more healthful, more wear with- 
standing—tougher, stronger, better than ever before. 


The American Sole and Belting Leather Tanners have 
produced this book to give you the whole truth about 
leather. It is beautifully printed and profusely illustrated. 
Just write your name and address on the coupon below. 
A copy will be sent to you free. 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 
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The right shoe 


for street or business 


When you have convinced a cus- 
tomer of the importance of wearing 
the right shoes at the right time and 
in the right place, you have opened 
a new sales channel—a sales avenue 
that leads to a lasting business and 
increased profits. It may seem ab- 
surd to say to your customer ‘‘ You 
wouldn’t wear a dress shoe to 
business,”’ but it brings out the con- 
sciousness of shoe style and place. 


The Crawford “ Brawley ”’ pictured 
here is a good-looking shoe for busi- 
ness or street wear. It is made from 
heavy tan Jersey calf and is unusually 
comfortable and long-wearing. Made 
on the Crawford Master last, it has a 
sturdysoleand Wingfoot rubberheels. 


This same smart model may be 
had in other leathers: The Auburn, 
made of black Whip calf; and the 
Atterbury, made of brown Jersey 
calf. 


The Brawley is one of three 
Crawford ‘‘In Process’’ shoes fea- 
tured nationally for wear in early 
spring. These three shoes are also 
shown in our interesting new booklet 
—‘‘Below the Mirror’’—and on at- 
tractive dealer window display cards. 


Men everywhere are being in- 
terested by ‘‘Below the Mirror”’ be- 
cause it is not a blatant effort to sell 























more shoes, but a sincere attempt to 
show shoes in their proper relation 
to correct attire. 


If you haven’t seen a copy of 
**Below the Mirror”’ write us today; 
then let the Crawford representative 
explain our merchandising plan and 
how you may use it to quicken your 
shoe turnovers and increase your 
profits. 


The (Rawford Shoc 


Most Styles $8.00 Retail 






MASS., U.S. A. 





SHOE INDUSTRIES 


This illustration is 
taken from our adver- 
tisementin Vanity Fair 
for May. 
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pat — RUEPINGS 
KIN KIN 


Astute merchants, in ordering sandals, are 
specifying Rueping’s KIN KIN—the sport shoe 
leather DeLuxe. 





















Besides the Popular Safian Shade, Kin Kin may 
be had in: 
ack Rabbit Samara Mongolian Brown 
cquet Cerise Tanbark 
Bamboo Venetian Rose peed 
Pigeon Grey Oriental Pearl LightJSandalwood 
Egyptian Green Log Cabin Piccadill: 
Beige Otter Hazel + 
Smoked Pearl Chocolate 
lue Cork Olive 
Airedale Sand Lavender 
Pueblo md Mulberry 
Paris Cinnamoa Light Beige Moss 
Mandalay ava Dandelion Yellow 
Lead Grey ndian Red Eucalyptus 
Sandalwood Orange Rose 
White Fawn Copper Red 
Nubian Brown Dark Smoke Scarlet 
Coolie 
Write for Color Card 












CARLISLE SHOE 


Sandal made from KIN KIN Veal, No. 28 Safian, by 
Carlisle Shoe Co., Carlisle, Pa, 





n 
~~ a Ts 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St.Louis New York 
Chicago San Francisco Montreal Northampton, England 
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BOTTLE stoppers are made of cork. Cork 
is the bark of the cork oak tree. It is 
waterproof—proof against moisture. 


A shoe with a Korxole Innersole is like a 
bottle that has been made water-tight with a 
cork stopper. 


Korxole prevents water from coming up 
through the outer sole into the vital parts of 
the shoe and to the foot. 


Korxole, because it is made of ground cork 


ARMSTRONG CORK COMPANY 





Shoe Products Division 


between two layers of heavy cotton, retains its 
resilience as long as it lasts. It will not crack, 
bulge, or become brittle. 


Because Korxole protects the shoe and the 
foot from moisture, because Korxole serves 
constantly as a durable and reliable founda- 
tion for the shoe, you can select Korxole with 
confidence that you are adding value to your 
shoes when you specify that they be built on a 
Korxole Innersole. 


LANCASTER, PA. 





“THE FLEXIBLE CORK INNERSOLE” 
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Utz & Dunn quality—the kind 
that holds dealer and customer to- 
gether in a permanent way—in a sat- 
isfied way—will bring lasting trade 
from women who today, more than 
ever before, are insistent upon real 
value in their shoe buying. 


It pays to sell “Style Shoes of 


Quality” both from the profit stand- 
point and because of the fact that 
such sales assure you of satisfied 


customers. 


Our Salesmen are 
now on their terri- 
tories. Shall we have 
one call on you? 


One of the Many 
New Patterns in 
Our Sample Line 


B-419-D 


Women's Patent quarter and vamp, dull calf col- 
lar and double instep strap, Dulcy one-s' sandal, 
last, McKay . 14-inch wi covered 

Spanish Louis heel. 


Also made in other combinations of materials. 
Prices quoted on request. 
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REG. U. S. PAT. OFF. 


LIGHT WEIGHT GOODYEAR WELTS 
150 


F9150—Jack Rabbit Grey Buck, 
Smooth Grey Calf Trim. 

L7150—Airedale Buck, Brown Calf 
Trim. 

15150 —All Patent Leather. 


An 8-8 Heel with 
Rubber Top Lift. 





























A, +8 
B, 3-8 
C and D, 24%4-8-$4.75 























PLAIN OR BRANDED 







AD styles Carried on floor 


THE JUVENILE SHOE CORPORATION 


OF AMERICA MISSOURI 

Also stocked at original factory prices by our Authorized Distributors 

PrrHiAN-BARKER SHOE (0 -W H Mies SHOE (0 inc-WiLLiAMs-MARVIN SHOE Co 
Portland ~ - - Seattle Richmond -Va San Francisco ~ (os Angeles 
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DALS 


518 
15518—Patent Leather 
02518—Gray Elk 
01518—Coffee Elk 
L0518— Airedale Elk 


Ato D, 2%-8.... 
\bove style and leathers 
in Misses’ Sandal on 
Round Toe Last—Our 
Pattern No. 318. 


12-2, B, C, D.... .$8.35 
8144-1114,C,D.... 3.10 









970 

K9970—Racquet Buck with a Nut 
Brown Calf Trim 

F9970 —Jack Rabbit Grey Buck 

with a grey Calf Trim 


An 8-8 Heel with Rubber 
Top Lift. 

A, +8 

B, 3-8 

C and D, 24%4-8......... 


PLAIN OR BRANDED 


An styles carried on floor 


THE JUVENILE SHOE CORPORATION 
CARTHAGE 


OF AMERICA MISSOURI 
Also stocked at original factory prices by our Authorized Distributors 


FrrHIAN-BARKER SHOE (0 “WH MILs SHOE Co Jnc-WiLLIAMS-MARVIN SHOE Co 
‘Portland ~ ~ ~ Seattle Richmond~Va San Prancisco ~ (s-Angeles 











, oats Pe ” fut 3 ciates the uniform quality 
oC, , £2 : and strength of West Virginia 
Fibre Board. 











Better Quality at Less Cost 


While Style is the biggest factor in selling shoes today, the Retailer knows from experi- 
ence that customers forget all about the “snappy style” which induced them to buy the 
shoes when the latter begin to lose their shape. 

This is the danger which always threatens shoes made with ordinary leather or cheap fibre 
counters. It is an unwise chance to take, because for one-quarter the cost of ordinary leather 
counters, you can have the most durable counters it is possible to make — simply 
by specifying in your order to the shoe manufacturer that he must use counters properly 
made of West Virginia Fibre Board, the board which will outwear the best shoe built. 

To any Shoe Retailer or Manufacturer 


We will gladly send samples of West Virginia Fibre Board—also the names of counter 
manufacturers who use it. 


Pulp Products Department 


West Virginia Pulp & Paper Company 


200 Fifth Avenue 505 Dime Bank Building 732 Sherman Street 
New York, N. Y. Detroit, Mich. Chicago, IIl. 
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Counter Manufacturer appr. - 
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ESTABLISHED 185° 


























DRESS BOOT 


“Sterling” signifies no more on precious metals than 
the name “Edwin Clapp” on a shoe. The Dress last 
has dominant characteristics. It wins favor wherever 
shown. The light flexible sole, close shank, and feather- 
weight box are features that make it the dress boot par- 
excellence. 





ATA 
















AAA 












EDWIN CLAPP & SON, INC. 
EAST WEYMOUTH, MASS. 
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STYLE ARTISTRY 
IN 


FEBsCWHITE 
GLAZED KID 
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‘Le Never Consider Using Anything 
But FBS 0. White Glazed Kid” 


There spoke a manufacturer of shoes, 
who is also an artist in his calling. 


There is probably no other leather 
on which there is so general an 
agreement as to its superiority by 
manufacturers and retailers of high- 
est value ideals. 


The unquestioned popularity of 
white glazed kid for next spring and 
summer is evidenced more positively 
than ever by style news from the 


South. 


And we have still more tangible 
confirmation in a greater than ever 
volume of orders for F. B. & C. 
WHITE GLAZED KID. 


Amalgamated Leather Companies 


INCORPORATED 


22-24 North 5th St. 


Factories: Wilmington, Del. 


Philadelphia, Pa. 


Shoes of the F. B. & C. 
WHITE GLAZED KID 
are always safe summer 
merchandise. 


They are more than safe— 
The are indispensable to 
those merchants who spe- 
cialize in giving value to 
the highest degree. 
THE GLAZE 
THAT STAYS 


that glistening pure white 
surface, thru which dust 
and dirt cannot penetrate, 
is an exclusive feature of 


Fr. B. & CG WHITE 
GLAZED KID. 
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A Remarkable Trade Interest 
In NACO 


O leather we have originated has ever 
created such immediate and wide- 
spread interest as NACO. 


The lines of fine shoes for men and wo- 
men now showing NACO styles are prac- 
tically 100 per cent. 


Obviously NACO has instantly apparent 
beauties and qualities which these firms 
realize will impress their customers. 








LAWRENCE LEATHER Sic 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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NACO Has Everything 


EXTREME SOFTNESS, yet with 
substance that prevents stretching. 


EXTREME BEAUTY —colors that 
compel admiration for their delicacy 
and artistry. 





EXTREME COMFORT beyond that 
of any grain calfskin produced. 





210 South Street, Boston, Mass. 


NEW YORK CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI PHILADELPHIA 








ScARE RELIABLE LEATHERS 
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EUCLID AVE.,_ 
»} CLEVELAND, OHIO 














Jhe belles shops 
Americas dle centers 


select 


THE ores LEATHER OF AMERICA 














Above Shoe Illustration 
Style No. $118-3X Ssdaagen KID has won its recognition 
Made in Ohio Kaffor Kid from reputable shoe manufacturers 
by because of its “silk-like” tannage. This 
Tweedie Footwear Corp. gives a softness so much desired by smart 
St. Louis, Mo. ; . 

women who know and appreciate fineness 
in the appearance of their shoes, as well 

as quality. 


Beautiful footwear requires refinement in 
making, finish and in appearance. In this 


latter respect KAFFOR KID yields the 


desired result. 





Write for interesting 
booklet— 


“The Story of Leather” 
Free on Request 


Tne Onio LEATHER COMPANY 
GIRARD OHIO . , 


LT FLAN OTT RE Pee eT oy 


It is a leather that is truly worthy of being 
called “The}Style Leather of America.” 
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FOUR STYLES 
HATCHED OUT for the 
SPRING SELLING SEASON 


OOo 







Back of these shoes are four important facts— 








They are shoes that will sell on sight. 


They are styled to the minute but not over styled. Pat, Lea, Inetep One Strap Turn Slipper 
. , 4-11 2.50 
They are shoes you will never take a loss on. Mite: 3.25 


They are shoes you can size up on right through the 
season without a risk or worry. 





ot POSHER'S Pre ca: EZ 


SCIENTIFIC 
No. 60 


SHOES Diana 


Have back of them a sales help ‘and stock 






ea. Diana rurn Slipper 


service that gives you a very real assistance 
in selling, and an assurance that you can 





always repeat—whether for a pair or a case— 


and get them promptly. 


This means much when backed by a quality 





and proved worth, admitted for a generation 
Pat. Lea. rate Turn Slipper 


by retail merchants who know the line. es 2.15 


Our catalog is more than a list of styles. 


SEND FOR IT 











Dr. A. POSNER SHOES, Inc. 
SALESROOMS 
140 WEST BROADWAY 
NEW YORK CITY - - N. Y. 














Pat. Lew." Baby Oxford 
$2.25 
2.65 
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DOUBIETWILL 


5. PAT. OF F 


SHOE LINING 


\\ An Pi LO) 14010), | 207 SOUTH ST. 
Cee BOSTON, MASS. 

















“Penny Wise—Pound Foolish” 


can be said x4 nothing more truly than of the effort to 
keep the cost of shoes down by limiting the quality of 
the lining. 


A Worn-out Lining 


will destroy the value of any shoe; no matter how fine 
the leather may be. 


A Few Cents 


extra, invested in the right lining will actually put dollars 
in the pocket of the consumer; and most consumers would 
gladly pay for the chance to get it. 


The Right — Is 











DOUBETWL 


SHOE LINING 


\\"Al ns Pa LO] C1401 CO) , G 207 SOUTH S23. 
ore} 5 27-N. 4 BOSTON, MASS. 


= : = 




















There are g00d reasons for the superiority of “‘Doubletwill’. 
They may be had for the asking. 
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Made in New England 
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Mr. Retailer— 


We urége you to consult with your 
wholesaler and familiarize yourself 
with the features in O-SO-SNUG 


shoes. 


PROVEN-PROFITABLE-FOOTWEAR 


O OO 4, . 
: “if DomAay 
OO. Faylo frany 
| BoblonaNlasd, 
~— Laclories Brockton, NewNotford NaskiaNAKe 
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A NOTABLE STYLE ACHIEVEMENT 





ee 


BARNET’S 
GLASS TAN 


TAN 
BROWN 
RED 
BLACK 


Samples of GLASS TAN, together with names of prom- 


inent ‘manufacturers using it, gladly sent on request 


Made in Lynn 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS - - - ‘*TENRAB” 


“Maintain a Standard Reputation” 
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H. Il. PLATZ, ,Salesmanager. T. J. KIELY, Pres. “The man 
Responsible for Style and Sales behind,” who provides the 
inspiration. 


The Men Who ‘ier 
Back Up 


KIELY McKAYS 
and Welts 


ANY years making and _ improving 
Welts—now adding to this experience 
the finest line of Modern Flexible McKays 


that it is possible to produce. ‘““Bontta’’ 


The Kiely organization is made up of men who 
KNOW their business, and each subordinate 
employee is selected for his ability and loyalty. 
KIELY McKAYS and WELTS reflect the 
fine craftsmanship of Lynn shoemakers at its 
best. Deliveries are made as promised, and 
the shoes you get are the shoes you expect 


Mr. Platz is out among the wholesale 
buyers, showing the new line of McKays. 


KIELY Mc KAYS and WELTS are carried by many 


leading Wholesalers. Write us for name of one nearest you. 


T. J. KIELY & COMPANY 


Boston Office, 113 Lincoln St. LYNN, MASS. 


“‘Sqveetheart”’ 
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SKIN OF SNOW 4 


The Most Beautiful Pure White Kidskin 
—an Evans Leather— 


SKIN OF SNOW is a name 
that exactly describes its 
subject. 


We believe, and others tell 
us, that CUIR DE NEIGE 
is the most beautiful pure 
white kidskinever produced. 


And in the shoes that are 
being made from it— the 
same pure, gleaming white- 


ness is there to make women 
say—‘“The most beautiful 
white shoes I ever saw.”’ 


A uniformly pure white in 
case after case—a rare 
beauty and elegance in shoe 
after shoe. 


That is what comes of 
Standardizing on CUIR 
DE NEIGE. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 


(Branches in All Principal Shoe Centers) 


f / “ 














tandardize on 


Evans Brands 
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BEAUTY IN THE SHOE 








EXCELS ITS BEAUTY IN THE SKIN 
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THE COLORED KID FROM WHICH COMPARISONS ARE DRAWN 





The closer the scrutiny the 
ercater the satisfaction. 


Grison Kid is now available at 
Spruce and William Streets 
New York City 








EVERY COLOR THAT RIGHT GNSOy, NO COLOR THAT GOOD- TASTE 
FASHION AUTHORIZES — HAS PRONOUNCED OBSOLETE 








SAMUEL SHAPIRO 


SPRUCE & WILLIAM STS. NEW YORK 
Sole American Distributor of 


Vie Internationally famous~GRISON KID 
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THE WINTER IS BREAKING UP~ 
Spring boot orders will soon be coming in ! 


Are you all ready for this Spring boot business? Better take a 
look over your stock and see if you are short on any numbers. 













We are all set for Quick Deliveries—we know what these 
fast fill-in orders may mean to you in dollars and cents 
and our big, nation-wide fast delivery system assures you 
SAME DAY SERVICE! 


How about Zippers? Are you completely covered for 
the Fall of 1924 on this popular number? Big business 
IN here—get your share of it. And remember, the Zipper is 
—, exclusively Goodrich. 


THE B. F. GOODRICH RUBBER CO. 


BSTABLISHED 1870 






New York Boston Minneapolis Denver 
Chicago Akron Kansas City Seattle 


Coodrich 


HI-PRESS 
Rubber Footwear 


Look for the Red Line ’round the top! 























pm | 








Black Short 
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MUTUAL SHOES— 
MUTUAL ADVANTAGE 





CORRECT IN STYLE 
BEST IN FITTING 
‘*PACER”’ **MOLLA”’ 


TWO DAINTY STYLES 
FOR STYLISH WOMEN 


GOOD FOR SPRING AND SUMMER WEAR 


Effective in all popular shades of leather 
Four weeks’ delivery 





BUMVOMMNOMNOMNO 






Mutual Shoe Company 


Factory and Showrooms 


235 POWELL STREET - - - BROOKLYN, N. Y. 





OHNOHMNOMOO OOO nOUnnnnoOnnno 











COMMON on 


HA OUOU OM ONOU HOON OOOOH 











sestrerseeewegarirstsetesssesr "2" Tor gsm ---— — 
: BEI bese Ci (ttttiéi COS 
SSSSSiejme sess: 


(Weber It’s A BROAD 
ee STATEMENT 


to make when we claim to have the best 
values to retail at $6.00 and $7.00 in 
Calf shoes all solid and with oak soles. 
When you see the line you will agree 
with us that we have what we claim. 






















No. 110. Seamless Le.¢ 
Oxford, Marvel Las. 
Bleached Calf Lining 


PRICE $4.75 
Terms 2% 30; 






Let’s get acquainted. Write today 
UNION-MADE 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 
New York Office, H. Harris, 1328 Broadway, Marbridge Building 















> Sees a a rT. ee 
tiigessssseceissssnsicesSeees tesesssnesmeaneltssscesississsoee, 
<-Select aabebaaabpetcniteatintrcet aie 
egeioenemss Pi iibseigeennetheetee tac omngecne ors 2st = aa aR ES Ae ete I mR 
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No. 655—Women’'s White 
Canvas One Strap 


. _ 
eee” 
<<—<—-—--= 
1. 
-.. | Pa. 
--. 


_ 
~ 
Pa 


— 


= 
et eee eee 





_— 
@eef 
-~-- 
——_ 

















HE leadership 

of the Dingley 
FossShoeCompany 
in the field of fabric 
footwear is the re- 
ward of intelligent 
specialization. 


Wesell tothe whole- 
sale trade only. 





Dingley Toss Shoe Com any 








| FABRIC SHOE MANUFACTURERS 


AUBURN MAINE 





: 
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BOSTON OFFICES S4 LINCOLN STREET 
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| 
A SHOE LACE THAT OUTWEARS 
BY MONTHS ORDINARY LACES 
STAYS TIED AND NEVER Looxs| 
SHABBY. 









































INCIDENTAL although IMPORTANT 


Shoes of character demand only the highest grade 
of materials and workmanship. Why is it then so 
many good shoes are accepted by you with 
inferior shoe laces? 


Some shoe manufactures have long been aware 
that “Cordo-Hyde” laces impart the final touch 


of quality. 


The manufacturer from whom you buy will agree 
that care of details count, and your suggestion to 
have your shoes come “Cordo-Hyde” equipped 
deserves acceptance. 


Put on your orders ‘‘Equip with Cordo- Hyde Laces’’ 


Q. A. MILLER TREEING MACHINE CO. Brockton, Mass. 
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ets why it has the Graceful Flexi- 
bility of a Turn combined with the 
McKay ‘“‘strength of structure’’—and for 
smoothness inside it can't be beat. Fur- 
thermore, it is priced to fit the volume 
business. Why not see the whole line? 
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QUALITY UNQUESTIONED 
FOR THE GRADE 


P. A. Field Shoe Co. 


BEVERLY, MASS. 
Boston Office - - 89 Bedford St. 


LO NUN) OO OO OO 


One of the pioneer firms 
of the shoemaking industry 


ST 


TNO NTO) NOOO NOTAON 


|NSOLITE This Label 


Reg US Pail 
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A Dr. Darling 


IN STOCK 


Style BT-602—Black Glazed Kid 
Dr. Darling Comfort Cushion Ox- 
ford, Square Edge. one-half 
Double Scle, Fine Felt Cushion 
Insole, 12-8 Cuban Heel, Rubber 
Top Lift. Speciai ““Styleze™ 
Cembination Last. Price . . $4.10 


Style BT-604—Black Glazed Kid. Dr. Darling Arch Support Surgeon 
Shoe with Steel Spring Arch Supporting Shank. Price. ...... . $4.25 
Sizes: AA, 444-9; A, 4-9; B, 4-9; C, D, and E, 34-9 


The Savage 
and his Foot 


The natural foot never knew shoes. 


South Sea Islanders have broad and 
well-developed feet, toes for service and 
low, strong arches. 


To obtain a neat appearance, the aver- 
age shoe cramps and distorts the feet. 


In the Dr. Darling Arch Support Shoe, 
we offer merchants a shoe far above the 
average, a shoe so scientifically con- 
structed that it lets the foot come as near 
as possible to the healthy, comfortable, 
natural shape, while presenting an out- 
ward appearance of smart style and beau- 
tiful leathers. 

Many merchants who have had no suc- 
cess in selling the so-called orthopedic 


shoe, are now handling the Dr. Darling 
line with increasing profits and success. 


SHERWOOD SHOE COMPANY 
Rochester, N.Y 











March 15, 


REG US PAT OFFICE 


See-HAGERSTOWN-Spring 


Everything 
In Stock 


Stitchdowns 


5/8 RW/I1 1134/2 2446/8 
2733 Mahogany Elk Sandal $0.80 $0.90 $1.05 $1.45 
2433 Chocolate Elk Sandal Uskide sole 90 = =1.00 1.15 
773 Patent Sandal 1.10 1.20 1.35 
873H Patent Sandal, Eng. 2.00 


McecKays 


62 Patent Sally, red inlay 
162 Patent Sally, red inlay, Eng. toe tS 
69 Potent Sally, vamp and side cutouts 2.00 2.30 
169 Patent Sally, vamp and side cutouts, 

English toe 2.30 


8 afl 1144/2 23 
$1.75 a 


Prompt Shipment 


Complete stock list gladly 
furnished on request. 


Hagerstown Shoe & Legging Co., Inc. 
Hagerstown, Maryland, U.S. A. 
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last doesn't be- 
tray the wearer's 
weak feet. 

It's so good-look- 
ing that it affords 
real pride as well 
as relief. 


Lasts that really 
fit and keep their 
trim appearance 
is a feature of F. 
5. & U. shoes 
that our custom- 
ers appreciate. 


















AAAAAAANAAAANS 






‘The Best Looking Shoe of the ‘DOCTOR’ 
Type I Have Ever Worn.”’ 


“‘ Your doctor model is the best look- 
ing shoe of the ‘Doctor’ type I have 
ever worn. Heretofore the ‘Doctor’ 
models I have worn have been very 
comfortable, but not very good- 
looking.’’ 


Vi LLdadllihlhidé Zz 


Ti ltd tdl 








Lissa, 





C OMFORT?! Key-note to customer satisfaction. It is chat 
“very comfortable and very good-looking’ combination 
which makes men who have once worn French, Shriner & 
Urner shoes steady, year-in-year-out purchasers---be the 
style orthopedic or otherwise. 


VASA), 









We maintain a stock department as an aid to our dealers 


IO GM 











FACTORY and SALES ROOMS, 63 MELCHER ST., BOSTON, MASS. 





MMO 










» CLT VIVILICLLLETT TTS 14 4747 777, LLM 












PERIORITY BUILT IN ga ce ts NOT RUBBED ON 


% SU “= 
LET TUT i nn rT NALAAV A AAVAALAAARAARAAS ARAL UUALL AAR RALARRAVTARAS ALARA OOS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 




















March 15, !924 






BOOT AND SHOE RECORDER 


Mar 





























These illustrations represent the 


ost 
nationally famous line of popular fpricec 
is such that even though priced konsi: 
asked they would still be consid fered 














IN STO 


FREEMAN SH(0E 


BELOIT, | W 





HAIGE LAST 


TUXEDO OXFORD 
No. 75—Cinnamon Brown 
No. 750—Black Ivory 

Widths A to D 


IN STOCK 


~<a 


aaa 


PRICES 


$73.90 


Less 2% 10 Days 





BELOIT LAST 


No. 25—Mahogany 
No. 250—Black Ivory 
Widths A to D 


IN STOCK 
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| Spring 1924/ 


thefmost recent additions to this 
ular priced dress shoes. The quality 
‘iced [considerably higher than is being 
Nsid fered exceptional values. 


TOCK 


HOE MFG. CO. 


T, | WIS. 






























HAIGE LAST 
THE NEW MOCCASIN 


No. 55—Cinnamon Brown 
No. 550—Black Ivory 
Widths A to D 


IN STOCK 


PRICES 


i ‘aoe 


Less 2% 10*Days 





BELOIT LAST 


TROUSER CREASE 


No. 45—Cinnamon Brown 
No. 450—Black Ivory 
Widths A to D 


IN STOCK 
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Your 
Customers’ 
Comfort Is 
Your Profit 


Comfort is the appeal to which men 
respond most enthusiastically when 
buying footwear. Because lacing hooks 
save time and temper they make shoes 
more comfortable, and they make 
those shoes also more profitable for 
you to carry because they help to sell. 
You can sell shoes without lacing 
hooks—but you can sell more if you 
will buy shoes with lacing hooks and 
use the many attractive features 
which they add to footwear as a selling 
argument for the shoes. 


Sell more shoes with lacing hooks 
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Shrewd Buyers 
























men A : 

rom recognize in our 

00ks beautiful models 4 

hoes arealopportunity |F 

lake V4 
for for more sales and 

sell. a more frequent 

“ing turnover. 

you - 

and Use the ‘‘Reed Styles” [le 

— for Increased Profits BS 
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Rochester, N. Y. 


| 
) 
PITTI TT 


4 3 New York Office, 299 Broadway 
’ W. D. F. Gibson, Mgr. 


ny 
Arty 
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Wherever turn shoes are worn W. &$ D. turns are sold. 
W. & D. turns enjoy National popularity. They are 
recognized as turns of the most desirable kind, beautiful 
in line, fitting quality and finish. The style shown above 
is our latest gore front cut out pattern in patent chrome. 
It can be had in any leather. We suggest that orders be 
placed at once for after-Easter selling. 


Witherell &§ Dobbins ( ompany 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 


Boston Office, 110 Lincoln Street 


The W & D Line is featured in the Chicago 
market by Harper Kirschten Shoe Co. 


In the Boston market by The Hub Shoe Co. 


In the Philadelphia market by the 
Brav Shoe Company 
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Advance styles by Greco, 
of Paris. Brown satin 
with all edges outlined 
in gold. 










Satin is used 
in finest French shoes 






‘lhe popularity of this material for street, as 
wellasevening and house wear, isundiminished. 


Skinner’s Shoe Satin is used in the finest shoes every- 
where. Extra heavy silk for the warp and four-ply 
Skinner's Shoe Satin is 36 cotton for the filling, together with the utmost care in 
inches wide and supplied in weaving, give Skinner’s the extra strength so essential 


four different qualities to : : . 
meet all the requirements of a a ene made of it can be depended upon to 


the trade. 














Itis easier to sell shoes of Skinner’s Shoe Satin because women 
know the name stands for unequaled wearing quality. 


“Look for the Name in the Selvage”’ 












WILLIAM SKINNER & SONS 


NEW YORK CHICAGO BOSTON_ PHILADELPHIA 
MILLS, HOLYOKE, MASS. ESTABLISHED 1848 


Skinners 
Shoe Satin 



















“LOOK FOR THE NAME IN THE SELVAGE” 
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STURDY SHOES FOR SPRING 


Stock No. 462 

Imported Black Calf Oxford. 
Heavy Single Sole. Dundee 
Last. Price $5.50 Net 


BOSTON: 183 Essex Street 
. J. LOVELY 
. MANSON, JR. 








Makers of Fine Shoes 
BROCKTON, 






% Actual 
Size 


It Colors 


Leather Men who know 
the difficulty of cleaning 
and coloring Suede 
leathers at one opera- 
tion, declare the ‘‘Staso”’ 
Suede Stick a Wonder- 
Worker. 
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The Dalton Company, Inc. 
MASS. 


CHIC. ag 1618 or Bide. 209 S. State St. 
E. SLOCUM . BARSTOW 


The ao Suede 
Stick Cleans While 
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In Stock for 
Immediate Delivery 


Stock No. 562 
Tan Lotus 
Single Sole. 


Oxford. Heavy 
Dundee Last. 
Price $5.50 Net 


NEW#YORK 
651 Marbridge Building 
GEO. $ SO YER 





























Above carton contains +" Ta 


















RNOVES DiRTaxoSTH Carried In Stock In All 


Standard Colors 


stick cleaners all o- color. ial 
carton can be had pa het con- 





taining 36 sticks of 12 different colors. 















TISTORES ORIGINAL Z 


EEULts ELLis Comeay 
WAV ER 


~ 9g” 


The Stase Suede!Stick is made from a new formula. It contains 

fine particles of a gritty substance that work down into the nap 

of the leather, cleaning the leather, at the same time carrying 

the — down to the body of the leather, not merely smearing 
surtace. 


The Staso Suede Stick is a very small, neat package, very or- 
namental in appearance, and one which every particular woman 
will take pride in using and showing to her friends. 












Dealer Influence is secured thru advertising in the 


Send for Sample Dozen Today 
(MANUFACTURERS) 








The Staso Suede Stick is made in all shades, and sample color 
cards will be sent on request. 
The Staso Suede Stick is carried in stock in all standard shades 
and immediate delivery can be made. Special shades will re- 
quire about one week. 
The Stase Suede Stick is packed 12 sticks in attractive counter 
display carton. 

$21.00 per gross, F. O. B. Haverhill, Mass., $1.75 per doz. 


HAVERHILL, MASS. 
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The Enchanted Rock ot New Mexico can be seen in the distance. In the 
stones of the talus which surrounds it are many remnants of pottery, weapons, etc., from 
pre-historic times. On worn shoes we often see a pair of Vim heels still in fair condition, 
outlasting their normal period of usefulness. Bull Dog, our highest grade, gives even longer 
wear, while Ever Grip, economically priced, gives astonishing service for the money. 





BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 


E 
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SUEDE STICK 


The quickest selling, best working prep- 
aration for cleaning nappy leather shoes. 
This dry cleaner in stick form, has hit the 
public fancy. A wide-spread demand has 
necessitated large production. Shipments 
“are being made daily. Get your order in. 
Do not delay. You will want liberal 
quantities of Whittemore’s Stick Cleaner 
(assorted colors) to fill customers’ needs 
this season. The greatest nappy leather 
shoe season ever seen in the trade is ahead. 
It is here. Prepare for it. Enjoy the profits 
Whittemore’s Stick Suede Cleaner brings. 


222922222299229222 22222 x 
$5555550000000000000002EEEE = 
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Wremore’s 


SHOE POLISHES ARE SUPERIOR 
CLEANALL 


This is the safest preparation 
ever put up for cleaning 
Velvet, Silk and Satin shoes 
and slippers. Equally good for 
taking spots and stains from 
delicate fabrics of apparel. 
Harmless to hands. No danger 
from fire. No offensive odor to 
remain in shoes or dresses. 
The effect is immediate. Soil 
spots vanish and the fabric. 
leather and color are unchanged 
Conveniently put up. Sold at 
an attractive price. Pays 
dealers liberal profit. 
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SUEDE BRUSH 


At last a combination wire and bristle 
brush that works right. One that is design- 
ed to meet every requirement of the trade. 
So small it will slip in a hand bag. So 
effective, shoes are revived immediately. 
Every sale of nappy leather shoes should 
mean the sales of a Whittemore’s Suede 
Brush. Packed in sets of a dozen in a 
carton. Priced very low to the trade. 
Readily sell at fifty cents each retail. Do 
not classify this brush with others. It is 
different. Overcomes every fault of the 
ordinary brush, designed and manufac- 
tured as it is for this special work. 


Stoel 
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These three specialties will be constantly demanded by the public this season. While nappy leathers are the vogue you will want to do all in your 
power to have your customers feel satisfied with their purchase. Whittemore Nappy leather cleaning preparation and combination wire and 
bristle brush will enable your customers to take the best care of their purchase. Orders placed today will avoid delays and d:sappointment 


If Unable to Obtain Them Through Jobbers, Notify Us } 
WHITTEMORE BROS. (supe anu Siceisn) CAMBRIDGE, MASS. 
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CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 
Hunting, fishing, boating, camping, hiking, golfing, tennis and other outdoor 


sports are now followed by hundreds of thousands of ardent enthusiasts— 
every one of whom wants and will buy outing footwear. 


Russell's Moccasin footwear meets their needs perfectly—in the Russell line 
there’s a type of shoe, boot or moccasin for every outdoor sport. The dealer 
who handles Russell’s nationally advertised boots and moccasins is sure of 
mighty profitable business. 


RUSSELL’S 

“IKE WALTON” ‘““APACHE”’ 

Made to measure from Formerly known as the “Scout Spe- 
imported waterproofed cial,” choicest of genuine moccasins 
veal with long-wearing for camp and outing wear. Shaped 
Maple-Pac Soles. to natural lines. Made in chocolate 
Staunch as a boot, yet and gray elkskin with rubber or 
flexible as a moccasin. flexible, sturdy Maple-Pac Soles. 


Meet us at the Travel and Outdoor Life Exposition at yo Coliseum May 12-17. See the materials which are put into 
Russell Moccasin footwear and watch our shoemakers make the famous “Ike Walton.” 


Write for Catalog and Dealer Discounts 


The W.C.RUSSELL MOCCASIN CO. 
923 Capron Si., Berlin, Wis. 


Dealer Influence is secured thru advertising in the Boot and Shee Reeorder. 
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STRAPS and SANDALS 


IN STOCK 
At Popular Prices. 
EVANGELINE AND AMERICAN BEAUTY 











No. 5835—Patent Sport Sandal, Goodyear 

Welt, Rabber Fest, Widths 5, C, D. No. 5906—Patent One Strap Sandal, 

No. 5838—Smoke Elk. Black Calf Collar and_ Strap, Covered 
mior Louis Heel. Flexible McKay, 


No. 5840—Dark Grey Elk. - 
Price $3.85 Widths B, C, D. 
Price $3.60 












No. 5911—Grey Buck One Strap, 13-8 No. 5907—Patent One Strap, 9-8 Leather 
Covered Cuban Heel. Flexible McKay, Heel, Rubber Top. Flexible McKay, 
Widths B, C, D. Widths B, C, D. 

Price $4.00 Price $3.50 

















MADE BY 


A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 
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RE-NUSHINE—a liquid shoe polis: —is 
made from RE-NULITE a liquid © iich 
makes shoes waterproof an: adds gr: atly 


Dept. 5 3 4 to their durability 


Styles Are Best “a = z 





Style 26 


Black Calf Oxford | It Shines, | 


iutehan Dyes, Preserves 
E of the leading styles || and Waterproofs 


hown i 
shown in stock book Unlike any other shoe polish, RE-NUSHINE 
No. 34. shines, dyes, preserves and waterproofs the 
oa. It is made from the Me aggro RE- 
IFE waterproofing, which penetrates 
The P roper use of D ept. 5 every fibre of the leather without closing the 
will increase your turnover pores or atiecting Seneataen— seamen the 
shoes waterproof and makes them wear longer. 
and keep your stocks clean. RE-NUSHINE contains no oil, grease, paraffin, 
turpentine, benzine, benzol, acid or other 
Dept. 5 shoes are always substances injurious to leather. It will not 
burn or explode. It does not form a greasy or 
salable. waxy film or coating on the shoes—yet it im- 
parts a nifty looking shine and waterproofs at 


Write for your copy of Stock the same time. 
Shoes polished with RE-NUSHINE dry quickly and re- 


Book No. 34. main soft and pliable when worn in damp and rainy 
weather. The natural state of the leather is preserved 
and the life of the shoes is greatly increased. Give your 
customers the advantages RE-NUSHINE offers. Write 


for samples and prices. 


Dept. 5 
WATERPROOFING, INC. 
546 South Meridian Street 


The Stetson Shoe Co. INDIANAPOLIS :: INDIANA 


Incorporated 


NEW YORK CHICAGO 








- + + SHINES, DYES AND WATERPROOFS - - - 
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“Pocahontas” Has the Smart Colors For Spring 


pure Japan silk, the wonderful ankle-clinging feature of 
“Pocahontas” make sales even before you tell your cus- 
J tomers the amazingly low price. 


(ay The wide choice of colors, the evident high-quality of the 
ee : 
i > « 





Your customers know “Pocahontas.” They 

have seen the attractive advertisements in the 

Saturday Evening Post, the Ladies’ Home 

Journal, Good Housekeeping and the Pictorial 

Review. They are ready to buy. Show them this 
skillfully made, fine quality stoc!:- 
ing that will mean bigger, more 
profitable sales. 


The Arrowhead Line includes every 
possible need for your hosiery de- 
partment—hosiery for men, women 
and children in pure silk, art*cial 
silk, mercerized, worsted and cot- 
ton. 





“Pocahontas” — twelve-strand pure 

Japan silk, twenty-one inch boot, 

elastic, mercerized top, double sole, 

high-spliced heel, reinforced toe, 

seamed back with fashion marks in 

ankle. Unusually fine gauge. Colors 

—Black, White, Cordovan, Navy, 

Pearl, Tan, Beige, Fog, Cinnamon, 

waa Rembrandt, Log Cabin, Coating and 

Congo. Sizes 8 to 10%. Three pairs 

mia to the box. 
Pe ateraeet calmness > 


RicumonD Hosiery Mi ts, Inc. 
Established 1896 


CHATTANOOGA TENNESSEE 


Arrowhead 


Ankle-Clinging 


HOSIERY 


For all the Family 
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Three Beautiful Numbers In Stock 


No. 351 Price $5.50 
All Gray Ooze Calf, 
14/8 Covered Wood Heel 
Wilson Sewed 


No. 352 Price $5.00 
All Patent Colt, 
14/8 Covered Wood Heel 
Wilson Sewed 





No. 353 Price $5.00 
All Black. Satin, 
14/8 Covered Wood Heel 
Wilson Sewed 


JOY, CLARK & NIER, Inc. 


Rochester, New York | 
NEW YORK OFFICE 3 it it it 127 DUANE STREET 
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After the day’s shopping —— 5WW6-fUT 
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PENNY WISE --- POUND FOOLISH 


HE retailer who. buys the cheap un- 

branded slipper flooding the market 
today, may think he’s making a good buy, 
but customer dissatisfaction soon proves 
him wrong. There is nothing so re-assuring 
as to know that you are offering your 
customers a slipper that is right in con- 
struction—tright in materials and right in 
price. “‘Snug-Fut”’ has them all. Many 
jobbers are carrying this line today. May 
we send you their names? 


Novelty Slipper Co. 


121-131 W. 19th Street New York, N. Y. 


«Slippers of the Better Kind” 
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COLORED SATINS 


Are the dominant style note in 


Spring Footwear 






TOOT NOOO SOT 







AIREDALE 
TAN BARK 


are leaders in the lighter brown tones 
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PELICAN 


has a vogue where delicate gray is indicated 






Of course you will find these tones in 


EINSTEIN LUSTRE SATINS 


Made under our own supervision and to uphold the 

true standard of all Einstein fabrics—known for more 

than a generation to shoe men—as good wearing, good 
weaving and good style. 


J. EINSTEIN, Ine. 


7-11 Spruce Street 
NEW YORK CITY 







SOLTEK BORER SIEBER IBIBO 


DMR NOG 






Boston St. Louis Cincinnati Milwaukee 


Montreal Buenos Aires Mexico City 














Ke 
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Give Your ustomers this 


“GRO CORD” Soles are 2 : ty : . J “GRO CORD” construction 
flexible, durable and com- a “s . is the same as that of 
fortable. CORD tires. 


NSS) 
MoAaky 
SOOO 


MMO 


S aaa 
> \MABMAAT 


LLL LLM 
(CLALLELL LLL, 


WN 


72 


Fa 


“GRO CORD” Shanks are ; 
the same thickness as the Each cord is gum coated, 
assuring flexibility with 


sole itself. “GRO CORD’ Soles dusability. 
Make Shoes Wear 
Longer 


Actual tests demon- 
strate that “G R O- 
CORD” soles outwear 
any other soles of equal 
thickness and compara- 
tive cost. 


You can now supply 
“GRO CORD” Soles are this economy and extra “GRO CORD” Soles are 
chidgroot and waterproof. service to your cus- 2 lg bottoming 
ncn He pn — tomers if the shoes you 
mm wanes sell are “GRO-CORD” 
Soled. 





THE LIMA CORD SOLE & HEEL COMPANY 


LIMA, OHIO, U.S. A. 


Milwaukee: 258 Fourth St . SALES AGENTS ; 
R. Mueller Co. St. Louis: 1627 Locust St., 301 Adver- San Prensiass: 304-6 Sooramente St. 
ina tising Bldg. Edward C. Mueller. A. C. Morand ( 
New England: Northwestern Leather Co., 14 South St., Boston. 
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We Want a Salesman 


for our 


Pittsburgh Territory 


Are You the Man or Do 
You Know Him? 


We have an attrac 


with a good following an 


tive eaten for a salesman 
a record of volume 


business in the Pittsburgh district. He must be 
thoroughly experienced in selling men’s quality 
shoes to better stores. 


All applications wil 


| be treated in strict confidence. 








OTHER TERRITORY OPEN 


1. New England 
2. Illinois and Iowa 








Diamond HhozG - 


196 Church St. 





New York 



















SRR CR WOE PL ie 












Shey Las a oan Loe 






ah ee 














BOOT AND SHOE RECORDER 


Fea SRIASTER-TIME opens the way 
ae to ready profits. Style sells the 
shoe, and the shoe that sel/s 
means ready profits, more sat- 
isfied customers, and more sales. Rice & 
Hutchins shoes permit the retailer to 
appeal to the footwear desires of his trade 
and community. The styles illustrated are 
representatives of a complete line of style 
footwear for women, ready for immediate 
delivery. Order today for Easter. 


RICE & HUTCHINS 


INCORPORATED 


13 High Street, Boston, U.S. A. 


Distributing Branches: 
Rice & Hutchins Atlanta Co 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins New York Co 
Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co. Boston, Mass 
Jor. I. Meany & Co., Inc., Phila., Pa. 
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Style 2822 
Patent Ruth Pump, A-C 
$5.00 


Style; 2850 
Tan Bark Suede _Madolyn 
Pump, Goodyear Welt, 12-8 
Cuban Covered Heel. 
$5.00 


Style 2386 
Airedale Suede Eunice 
Pump. Welt, 8-8 Rubber 
Heel, A-D, 3-8. 

$4.50 


Style 6405 
Airedale "Nubuck Peggy 
Pump 8-8 Rubber Heel, 
Imt. Turn. 


$3.75 


Style 6399 
Field Mouse Satin Sunshine 
Pump, 13-8 Cov. Heel, Tan 
Bark Overlay. Imt. Turn A-C. 
$5.50 


Style 2145 
Russia Calf Pump, Goodyear 
Welt Cut Outs, 8-8 Rubber 
Heel. D wide. 
$4.15 


Write for NEW Catalog showing latest footwear for the entire family. 
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Automobiles Have Changed Shoes 
for the Better 


The Closed Car Has Made Better 
Dressing Possible. 


of the United States passed the 
4,000,000 mark in 1923. Auto- 
mobile consumption is on the in- 
crease. The shoe production of the 
United States passed the 351,000,000 
pair mark in 1923. Shoe consumption 


Ter motor vehicle production 


is on the increase. Last year, despite the fact that one 
person in every seven owned, or operated, an automo- 
bile, shoe manufacturers made, and the American public 
consumed, more pairs than ever before in the history 


of this, or any other nation. 


Read on the next page the letter which 
stimulated this article. Have you been toa 
Spring Auto Show? Every merchant is 
entitled to the ownership of a good car 
and applicati to busi this year 
ought to add one to his fleet. The auto era 
has been an influence on prosperity as well 
d. bl on store location, 


store stocks and selling methods. 








The automobile is here to stay. It 
has become the property of the poor- 
est, as well as that of the richest. If 
its influence is an evil one, as some 
contend, it is obviously not logical to 
object to an accepted fact. 

The rapid growth of the automobile 


industry has acted as a stimulus to the shoe and leather 
industry. This may seem a paradoxical statement. In- 
deed, many shoe solons view the increasing automobile 
consumption with alarm, for, they rightly argue, one 
cannot ride and walk, at one and the same time—and; 
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moreover, money tied up in automobile payments can- 
not be spent for footwear. 


People Tired of Riding 


Bur figures do not lie, and today, with fifteen millions 
of motor vehicles on our highways, we find that shoes 
are being consumed to an average tune of three pairs 
per year to our 110,000,000 population. We find that 
membership in the many and increasing number of 
walking clubs is growing; that the slogan of the in- 
dustry, “Walk and Be Healthy” is becoming more 
popular; that doctors say to patients, complaining of 
indigestion and a thousand-and-one other ailments, “If 
you would be cured, you must walk at least a mile a 
day—more, if possible.” And again, the human race 
likes variety, and having had a surfeit of riding for 
pleasure, they are “‘signing off” in favor of walking. 


Autos for Business Use 


The American people, in general, are not walking 
less, as the result of automobile use. They are, on the 
contrary, walking more, and for real benefit and plea- 
sure, rather than as a necessity. Walking has become an 
outdoor recreation, or sport, rather than a hardship. 
The business man may motor to his office in the morn- 
ing and back home again in the afternoon or evening; 
the poor man may motor to the business man’s factory 
in the morning and back home again in the late after- 
noon or evening, but the time and energy that both 
have saved thereby they have learned to convert into 
health-giving exercises—it may be golf for the one, or 
long walks through the country, for both—and all the 
time shoe materials are being rapidly consumed as a 
result. 

An Age of Conveniences 


It is true that we are living in an age of luxuries, but 
also an age of conveniences. It is true that America has 
sometimes been called ““A Nation on Wheels,” and yet 
wheels that are ever turning for progress and advance- 
ment. By these wheels, men and women are enabled to 
spend more time in self-improvement and happiness, 
and at the same time save money. For despite the fact 
that records show that United States folks spent approxi- 
mately one billion dollars for amusements in 1922, 
United States savings banks showed that these same 
people saved approximately seven billion dollars dur- 
ing that year. 

America and American people are getting richer every 
year, and yet we have not begun to develop our na- 
tural resources. 


Shoe Consciousness Promoted 


Another favorable reaction of the industry to the 
rapid growth of the automobile is the promotion of 
shoe consciousness. This has been brought about 
through the clever publicity which automobile adver- 
tising men are constantly employing. Illustrated adver- 
tisements, on billboards, newspapers, and other litera- 
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ture, invariably show well-dressed people standing be- 
side the automobiles featured. From tip to toe, men, 
women, and children are portrayed in fashionable 
apparel. 

Closed Cars Popular 


This “‘dress-up”” movement may also be traced 
to closed cars, toward which the buying public 
have been inclining very strongly for the past few 
years. The closed car is one of the big develop- 
ments of the automobile industry, as well as that 
of the shoe industry. 


Last year, the buying on the closed type of car was 
so great that it constituted 35 per cent of all of the 
more than four million automobiles built. It is pre- 
dicted that 1924 will witness the production of closed 


- cars to the extent of 50 per cent of the industry, with a 


further lowering of prices. 


Men Like Lighter Weights 


The enclosed car has brought with it a demand for 
the lighter weight types of shoes—in men’s, as well as 
women’s lines. In men’s footwear, the lighter weight 
calfskins are in demand. As to soles, leather houses 
state that manufacturers are buying just as many 
pounds, and retail shoe merchants state that their new 
spring shoes for men are coming in just as many irons 

















When you see an auto with the plate ““‘Why Walk.” upon it you can 
bet a pair of rubber heels a di the oo al has a bigger bell measure 
n chest. 


as formerly. As a leather man recently stated—‘‘For 
driving automobiles, men and women prefer shoes 
with fairly heavy soles.’ As to the uppers, that is a 
different matter, but this does not mean that the 
leather houses are selling any less numbers of square 
feet of upper leather, or pounds of sole leathers.” 

Another way, perhaps, of putting it would be that 
a man or woman would choose for driving an automo- 
bile a sole of a heavier weight than one in which to 
dance, but as for shoes, in general, the ladies decided 
some time ago that they liked the light, airy, types, 
and men are right “‘on the heels” of the ladies, espe- 
cially so far as the upper stock is concerned. 


Automobiles—Good Highways—“ Dress- Up” 


And due to the popularity of the closed car, and also 
the 430,000 miles of our improved dustless highways, 
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The Auto Industry Has Nothing 
on Him for Get-the-Money 


In reading the article in your March 1 issue of the 
Boot and Shoe Recorder, entitled “‘Instead of knock- 
ing the automobile trade let’s learn a lesson from 
it,” by R. L. Prather, I could not help but stage a 
come-back on some of the remarks. 

For instance, the paragraph that went on to say: 
‘Compare the low shoe situation to the automobile 
models. Suppose that the automobile manufacturer 
had deliberately killed closed cars as the shoe indus- 
try killed boots.”’ 

Now I claim that it was not the shoe industry that 
killed boots, it was the buying public—they did not 
want them because they were so delighted to wear 
low shoes that they demanded them for year-round 
wear, especially true with the gentler sex, and this 
did not hurt the shoe industry; it gave the rubber 
footwear people a chance to make a gain in their 
business in supplying galoshes, radio boots and «ip- 
pers and at the same time the dealer making a four- 
and five-dollar sale on overshoes, in place «f a one- 
dollar sale on rubbers; you can apply this same thing 
to the automobile industry; t , or nobody else, 
can deliberately kill anything that people want, not 
even “‘moonshine.”’ 

Now for the selling of extras. I am sure there are 
just as many shoe salesmen suggesting shoe trees, 
dressings and findings of every kind as there are auto- 
mobile salesmen suggesting accessories, and as for 
swinging the hammer on competitors good salesmen 
never do, but must admit there are those that do in 
every line—automobile men incl 

J. Leonard Johnson, 
of Dahlquist & Co., 
Manistee, Mich. 




















The reason they put golf clubs in the country is so thal you may ride 
to them in autos and cover them on foot. You won't go wrong tf you 
follow the styles for sport by what the early golfer is wearing. 


no longer do the members of a family venture forth in 
old and long coats, old caps, old shoes, goggles, hoods: 
in fact, as formerly, almost every possible covering 
except gas masks. On the contrary, mother, father, and 
the children are fashionably dressed. Moreover be- 
cause “It is the thing to do,” and, again, “All the 
neighbors are doing it.” 

The public has been unconsciously absorbing the 
style notes which are continually sounding from auto- 
mobile publicity. For what ad do we not read which 
does not tell about “artistry of lines,” “dignity of 
type,” “style of body,” and a thousand-and-one other 
clothing and footwear fashion terms? 

The automobile has even converted the farmer to 
better dress, including foot apparel. For after his day’s 
work and he drives to town to attend a “movie,” or 
meeting, he must, perforce, be arrayed in his “Sunday 
clothes and shoes.” 
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Women “Improve” Cars and Footwear 


Each year sees more and more women driving cars. 
With woman’s advent in the automobile field, a general 
clean-up and dress-up campaign has been inaugurated: 
artistic car interiors, harmonizing with the apparel of 
the fair driver, or rider, the employment of color har- 
monies in car decoration, with fashionable footwear, in 
fashionable shades, to correspond. 





Boot and Shoe Club Elects 


Boston, March 14—The annual meeting and dinner 
of the Boston Boot and Shoe Club took place on 
Wednesday evening of this week. 

Officers were elected, as follows: President, John A. 
Gardner, American Oak Leather Company; first vice- 
president, Osmond H. Casavant; second vice-president, 
Francis S$. Cobb, Seamans & Cobb Co.; secretary, 
Thomas F. Anderson: Boston; treasurer, Frederic M. 
Haynes; assistant secretary, Geo. W. Wright. 

Executive Committee: Geo. W. Brown, United Shoe 
Machinery Corp.; E. T. Cady, Griess-Pfleger Tanning 
Co.; Daniel A. Donovan, The Donovan-Giles Co.; 
Howard M. Dyer, Farnsworth, Hoyt Co.; Buford H. 
Jones, Thomson-Crooker Shoe Co., Boston; William J. 
McGaffee, Thomas G. Plant Co. ; James T. F. McGarry, 
Wm. F. Mosser Co.; Horace R. Drinkwater, Edwin 
Clapp & Son, Inc.; Frank H. Gage, Rousmaniere, Wil- 
liams Co.; Elmer E. Chain, Chain Leather Co.; J. 
Wallace Allen, Knights-Allen Co. 

A letter from John C. McKeon, president of the Na- 
tional Boot and Shoe Manufacturers’ Association, was 
read. Mr. McKeon’s letter stressed the importance of 
real salesmanship in the shoe industry, both as it 
applies to manufacturing and retailing. © 





Slavens Sells Interest in Boyden Co. 


A. L. Slavens, president of the Boyden Shoe Manu- 
facturing Company of Newark and Charles Slavens, 
vice-president and general manager, have this week sold 
out their interest in the Boyden Shoe Manufacturing 
Company. 

Recently the Boyden Shoe Manufacturing Company 
went into a new five-story building in Newark, thor- 
oughly equipped with electrically driven machinery and 
capable of turning out fine shoes for men on a ten-day 
schedule. The Boyden Shoe Manufacturing Company 
is the oldest concern in Newark, having a record of 79 
years in business. The business will be continued. 

A. L. Slavens has been in the shoe game for the last 
35 years. Since 1910 he has been connected with the 
Boyden Shoe Manufacturing Company, becoming its 
president in 1916. He is nationally known as a designer 
and seller of top grade shoes for men. He has made no 
announcement as to his future plans, but with such ex- 
perience in the game, it is obvious that he will continue 
to be a leader in shoes. ; 
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EDITORIALS 


Asleep at the Switch 


We it comes to railroading bilis through Con- 
gress, pick a time when a big scandal has the front 
page of every newspaper and then rush through any 
sort of a paternal bill that you might desire. 

Under these tactics, a bill has been made a law in 
which all army, navy, and governmental footwear will 
be made by federal prison labor at Fort Levensworth. 
On the surface it sounds reasonable for a government to 
keep its prisoners at work and what they make should 
be consumed by the government. 

In practice, however, it is a dangerous procedure. 
Shoes and brooms are to be manufactured: why not 
army uniforms, weapons of war, brass medals, paper 
for the Congressional Record, and a million items of 
supply in government use! 

Prisoners, when released, will be expert shoemakers 
and broom builders, and without going into the ethics 
of the thing, their reintroduction into civil life will be 
in two favored industries. How about spreading the 
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supply of pri n-released help around through all 
indust:* 

The government is setting a nice example to ‘he 
police department of New Ytr« who now have their 
own advertising publication, and who might easily {il 
up a few factories with shoe wor'ers to build shoes for 
themselves and their families: ‘Your mind can travel 
all around the subject and find dangerous precedencrs, 
but just consider the possibility of ariother war, and 
again patriotic manufacturers rush into the making of 
army shoes. All that will be necessary will be a whole- 
sale discharge of military pri ers to become super- 
visors of shoe production throughout the country, for 
certainly a paternal government will want shoes up to 
prison standard. 

Before long the shoe industry has got to stand up 
in its own boots and stop being kicked around in every: 
legislative hall with bills all the way from “Pure Shoe” 
to “Prison Made.” Prisoners must have work, but let 
it be spread around. What the shoe industry needs is a 
few good stout defenders, some hell-raising leaders to 
stop this everlasting “‘kicking our dog around.” 


Most Buckles are ‘‘Free”’ 


ACK in tax-making days when everything that 

could bring in a dollar of governmental revenue 
was saddled with a tax, shoe buckles were picked out 
to bear their proportionate part of the “white man’s 
load.”’ For some years now there have been efforts made, 
time and time again, to have a correct interpretation 
made of the weird ruling. 

Once an article is made taxable, it isn’t the easiest 
thing in the world to get a government to abate that 
tax by one word, period, or coma. The original law 
sweepingly covered all shoe ornaments and even went 
to the extent of including buckles on over-gaiters or in 
any way used in shoe construction. The common sense 
of the revenue department lifted the paragraph on over- 
gaiters, but left ambiguous all other shoe trimmings. 

Therefore, many a shoe store has had to dig back 
into its old records to pay the government the few- 
penny-tax-per-pair on most inconsequential buckles. 

In our February 16 issue we showed the lifting of the 
ban on shoe trimmings unless they were ornamented, 
mounted, or fitted with precious metals thereof. That 
did a lot to clarify the situation. Now, thanks to the 
patience of the shoe merchant, we can add another 
exemption of particular importance because colonials 
and ornamented shoes are in vogue today. 

That important paragraph reads—*‘Rhine- 
stones are not considered precious or semi-pre- 
cious stones, or imitations thereof.” 

Many thanks, Mr. Tax Collector, in behalf of. mer- 
chants who willingly pay all taxes, but are glad to see 
a token of their lifting. May this be the first straw 
which shows the way the Mellon lower tax will go, 
although we don’t wish it that length of time “in 
suspension.” 
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The Credit Man Is a-Friend 


oe) i 
F the retail shoe merchant would keep in mind that 
the credit man is-h. friend and counselor and con- 
sult him oftener there would be less disappointment on 
both sides. 

There are times whe circumstances force the credit 
man to take the opposite stand; when his intellect is 
questioned and a subtle scheme submitted to him for 
acceptance. While the previous occurrence brings out 
the human side of his nature the one following shows he 
also has courage to be,;,..up his convictions if he sur- 
mises someone is trying to put over a steal. 

Several years ago a retailer allowed himself to be the 
dupe for a clever trickster. This smooth talker induced 
the dealer to sell him $4,000 worth of shoes for $2,000 
und told this dealer that by going to his creditors with 
a fake statement he could settle his accounts at 25c 
on the dollar. If this dealer had not been discounting 
his bills regularly for years his tactics might not have 
appeared ludicrous, but for him to make such a prop- 
sition was a slap at the intelligence of the credit men 
interested. He was given one week to produce 100 cents 
on the dollar or go to jail. He paid the money. 

Occurrences are constantly coming up for considera- 
tion and while times have changed and a great many of 
the old type have left the shoe business the credit man’s 
associations are still actively engaged in constructive 
work and stand ready to help any who come to them 
with clean hands and hearts and lay their cards on the 
table. 


ee ee 


Would You Do It? 


MERCHANT bought a large shipment of shoes 

of material that he had had very little experience 
with. The sample looked as though it would be the talk 
of the town and he advertised it accordingly. People in 
his town had faith in what he said in print, and the 
advertising being strong in type and moderate in price, 
it was not long before every pair was cleaned out. 

Then one of the girls in the store in wearing a pair 
discovered that the materials were not up to standard 
and that the workmanship was faulty. 

This merchant didn’t wait for complaints to come in; 
he took his story right to the public in a sizeable ad 
stating that he had bought and offered the shoes in 
good faith. He told how one of his girls had found them 
faulty, and asked people who had bought shoes of this 
type and who were finding similar difficulties to bring 
them in and get their money refunded. He was putting 
principle into business, and it paid. 

One of the outstanding successes in a big eastern city 
is a shoe merchant who through the war period kept his 
shoes at a low price and high quality for that price. 
Merchants as well as the public wondered how he did it. 
Today his one store has developed into six and the end 
is not anywhere near in sight. He had been building 
up public confidene, and the advertising he did five 


¢ 
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years ago is selling thousands of pairs of shoes for him 
today. 

Today he is putting into his merchandise every pos- 
sible value. He bids fair to be an extremely wealthy 
man by sticking to principles. It pays to give values 
and to tell the wide world about them. 





Not Another ‘‘Try” in Him 


NATURALIST once divided an aquarium with 
a glass partition. He put a lusty bass in one sec- 
tion and dropped half a dozen minnows in the other. 

The bass struck every time a minnow approached 
the glass partition. After three days of fruitless lung- 
ing, which netted him only bruises, he ceased his 
efforts and subsisted entirely on the food that was 
dropped in. 

Then the naturalist removed the glass partition. 
The ‘minnows swam all around the bass, but he did 
not strike at a single one. He has been thoroughly sold 
on the idea that business was bad. 

There’s a moral here if we heed it—take another shot 
at the glass partition. Maybe it isn’t there any more. 

There is business all around to be had for the getting. 
Spring opens up earlier this year than ever before. We 
see it in women’s hats and we certainly see it in fine 
footwear. 

Back in normal days women would hold off buying 
shoes until just previous to Easter in the belief that 
they would get the more exclusive things at that time. 
Today if a shoe looks right, its color is right, it sells on 
sight. If every other trade is anticipating its season, 
why not a similar anticipation in footwear? There is 
no glass slide between the customer and new dresses 
and hats, neither should there be one between the 
customer and shoes. 





Weather or No 


S weather an intangible accident in business? One big 

merchant says No: Before an ad gets into the paper, 
he grabs the ‘phone and calls up the weather bureau. It’s 
just a little detail that might well be turned over to any- 
body in the store, but he has found it valuable in the 
past and holds to that practice. 

That’s introducing science into business and getting 
things done in the proper way. We may laugh at the 
weather man but the most of the time he is right. 

He happens to be one of the partners in a business run 
by two men of different races whose names are known all 
over the country. 

This shoe merchant applies that great governmental 
service to the distribution of his product. Along-side of 
his desk is a daily weather map received gratis from the 
government. He wouldn’t part with the service if he 
were charged $10,000 per annum. It is one of the things 
that you can get for the asking. Why not use it? 






















ALFRED J. RUBY 


He put the ‘“‘chic’’ 
in Chicago 











HE future success of retail selling is dependent 
upon the business acumen of the merchant and 
his ability to grasp new ideas and apply them to 

his merchandising plan. The day of shopkeeping is past. 

Today is a day of keen competition, of highly efficient 

organization, and of compelling, high-pressure sales- 

increasing methods. 

Colleges and universities all over the world are con- 
ducting business research laboratories in which selling 
methods, buying methods and merchandising plans in 
general are being torn apart and examined. Weak points 
are being eliminated and strong improvements made. 
Old theories are being exploded and more efficient ones 
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Business Is What You 


Make Walking more ornamenial is a new slogan by Mr. Ruby 

















Make It! 


If This Isa ‘‘Normal” Year, It’s Up to Merchants 


to Give the Most for the Money 


By ALFRED J. RUBY 
Of Alfred J. Ruby, Inc., Chicago 





introduced to take their places. Volume after volume of 
proven, modern plans are being broadcasted to the 
nation, each plan carrying statistical proof as to its 
efficiency. 

Our government at Washington is spending thou- 
sands of dollars annually in business research and their 
results, published in pamphlet form, will go far toward 
helping us eliminate waste and minimize our chances of 
failure. 

Classes in business economics are being conducted by 
experts whose teachings, for the most part, are infallible 
if properly applied. 

And so it goes; we are entering upon an era of the 


March 15, 19% 




































Ma 


tie 


su 
th 
m 


ha 
ab 


a 
gor 
di 


be 


fo 


lo 





5, 19% 





nts 


e of 
the 
) its 


1ou- 
heir 
ard 


s of 


| by 
ible 


the 


a 
ae 





March 15, 1924 


highest possible efficiency. Old-fashioned ideas and sen- 
timent where business is concerned are being ban- 
ished. 

When one considers the enormous amount of develop- 
ment in recent years, and its cause, it is no wonder that 
so many of us have a difficult time in changing over and 
adapting the newest and latest methods to our business. 


Progress is Speeded Up 


It is said that the Great War rushed progress forward 
half a century, or more, in the short span of four or five 
years! And everywhere about us we have indisputable 
evidence of that rapid advancement. 

The retail shoe merchant has only to look about him 
and to engage in a moment of retrospection to realize 
that such is the case and that it behooves him to recon- 
sider his methods, if he has not already done so, and fall 
in line with that army of merchants who are rapidly 
forging ahead. That army is not so large that there is 
not plenty of room. 


Be a Progressive 

Every merchant in the land has plenty of opportuni- 
ties right now to join the legions of progressives. And it 
is obvious that his success in the future will be commen- 
surate with the energy he displays in getting ahead by 
the adoption of modern and_ efficient business 
methods. 

It is true that shoemen in most parts of the country 
have just experienced a trying year and many are prob- 
ably a bit disheartened. But they should not be. 

Leading financial experts of the country predict for all 
a good business year for 1924. Not a boom year; just a 
good normal business year. There will be no abnormal con- 
ditions to influence business one way or another and it will 
be an ideal year for the revision of business methods and 


for testing the wisdom of new ones and their adaptability 


to one’s particular conditions of trade. 
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Let’s See How He Does It? 


The message that Alfred J. Ruby of Chicago gives to 
industry leads us to look into his store and see what 
pertinent message in its management could be told for 
the betterment of business this year. 

One of the smartest shoe stores in America meets 
your eye. It is most distinctive in both color and ap- 
pointments. It is a gray shop with all of the edges of 
cases, shelves and chairs outlined in black for emphasis. 
All of the colleges of the country are represented by 
shields and campus views. It is one of those charming 
shops having a personality all its own. 

The one outstanding section of the store is the buckle 
and hosiery section. We put them in this order advisedly 
because Mr. Ruby is the Buckle King of the Middle 
West. He believes in selling the customer a pair of shoes 
and in making the shoes sell a pair of buckles, all to the 
pleasure of the purchaser and the profit of the store. 


Excellent Taste in Choosing Buckles 


Individuality is the keynote of his advertising as well 
as of his footwear. By buckle selection he sells simplified 
footwear and adds to it a note of distinction by the se- 
lection of artistic buckles. He has an eye for beauty in 
buckles and gets them from all corners of the globe. We 
show them on these pages in all metals and semi- 
precious stones. One cabinet alone contains $50,000 
worth of imported buckles. 

As a student of fashion trend he makes it a point to 
work quickly. A new style is balanced in his mind, a 
conclusion drawn and orders placed. He then matches 
up his buckle campaign to have everything in readiness 
when the shoes come in. 

No detail of his business is too minute to receive his 
careful attention. Complete footwear to him means first 
the shoe, then its accessories and then a proper number 
of hose to go with it. He is not content unless all three 
go on the same sales ticket. 











Why not put distinction intg the buckle? Make every pair different. The whole world is scoured for beauty in ornaments—says'A. J Ruby. 
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“Getting More Shoes Sold Right” 





Miuiature, Yet Big Enough to Kcep You Informed on What Is Presented 
in This Issue—and Other News 


— 





Patent and Satin 

Brooklyn, March 13—Ma- 
terials for women’s shoes are 
running to patent and satin. It 
is confidently expected that 
gray kid will develop strongly 
in the near future. A small 
amount of colored kid is being 
used. To some extent gray 
suede is being used. 

Women’s Styles Same 

New York, March 13—The 
style trend pertaining to wom- 
en’s shoes shows little cha 
The basic principles remain the 
same. Strapped models, goring 
numbers and Colonials are the 
leaders at present. It is the gen- 
eral opinion that straps will be 
favored all through the sum- 
mer season. 

Crepe Soles 

Philadelphia, March 12 — 
Crepe rubber soles for chil- 
dren’s footwear are meeting 
with favor. One large store 
here is featuring a crepe-soled 
shoe made of tan elk leather 
with soft toes. They are 
bluchers. 


Men’s Shoes Plainer 

New York, March 14 — 
Plainer effects in men’s shoes 
are gaining in popularity here. 
Brogue and French lasts are 
epee but there appears to 

less pinking, nee and 
fancy stitching. In some sec- 
tions the two eyelet Southern 
tie for both street wear and for 
dress occasions is being favored. 


New Models 
Philadelphia, March 14 — 
Several new Laird Schober 
shoes are being featured by 
Strawbridge Clothier. One is 
a pump with rows of straps 
over the instep in contrast of 

brown and black satin. 


Fawn Kid Lining 
Philadelphia, March 14 — 
A lining of fawn kid in a short 
vamp —pe of black suede 
with low Spanish heel prevents 
light colored hosiery from be- 
coming soiled. 


Pencil Stripes in Heels 


Aluminum lifts are comi 
into use again to make a canal 
stripe in a heel. Possibly pencil 
stripes in women’s apparel sug- 
— pencil stripes in heels. 
uminum lifts came and went 
without rhyme or reason. 
of aluminum lifts is 
trifling. They once cost two 
cents a pair. That was during 


the war, when all metals were 
high. But now they cost 65 
cents a pound, and as there are 
100 pairs of lifts in a pound, 
that brings the expense down 
around half a cent a pair. 
The lifts of aluminum, used 
between the top lift and the 
wood heel, make a shiny pencil 
stripe, and add a touch of 
timely style to the heel. 


Cuban Heels 
Brooklyn, March 14—The 
trend in heels for women’s 
shoes is toward the medium- 
height covered Cuban type. 
Spanish or Louis heels ‘Por 
evening footwear are leaders. 


Many Sport Models 


Brockton, Mass., March 13 
—The new styles in men’s 
shoes are meeting with favor. 
Sport shoes are more appealing 
than ever. Crepe rubber soles 
are applied widely to sport 
numbers. 

A Singular Shoe 

Boston, March 14—A shoe, 
made of thongs, appeared in a 
Boston store, the other day. 
The uppers, both vamp and 
quarter, are made of thongs no 
wider than a shoe lace. The 
thongs are polished, and the 
shoe is not bad looking. It’s a 
man’s shoe, too. A_ similar 
shoe for women appeared here 
some time ago. It is said that 
these shoes are made in Milan. 
They have regular soles and 
heels, but the uppers are of 
thongs. 


New Grains Coming 
Fancy grains for shoes have 
not reached their limit. De- 
signers are working on new 
electrical processes for emboss- 
ing fancy grains on skins, and 
printing them in colors at the 
same time. There is yet more 
art in the making of fhe 
than many a man dreams. 


Walking Sticks and Shoes 


Boston, March 14—Walking 
in the park and carrying a 
walking stick, is a new pastime 
here. “A natural co consequence 
of the “Walk and Be Healthy’ 

campaign, ” observes one critic 
of styles. “I am for it, even to 
the extent of giving a walking 
stick with every pair of shoes. 
I'm generally against Senn with 
sales. But we've 

age people to 

“aan a pleasant ay, 
groups of flappers, yo rs) 
and betwixt and ietevonm may 
be seen in the parkways, walk- 


ing briskly along, with low heel 
shoes on their feet and tall 
walking sticks in their hands. 


Walk Eleven Miles a Day 

Lynn, Mass., March 14— 
That the average woman, do- 
ing housework, walks eleven 
miles a day, is the report from 
the farm bureau experimental 
station in the neighboring 
town of Topsfield. Pedometers 
were provided to a group of 
housekeepers. When the \0- 
meter readings were figured 
up, it was found that the aver- 
age woman had walked eleven 
miles a day. The news is broad- 
casted for the benefit of shoe 
merchants who will sell more 
shoes to housekeepers. 


Mirrors in Shoe Stores 
“Getting kind of vain here 
aren’t you?”’ said a traveling 
salesman, as he visited a shoe 
store, not many miles from 
Boston, and looked at the new 
mirrors on the walls. “You're 
— ” said the store mana- 
Just look in this mirror. 
ou can see in it any part of 
the store. It’s the same with 
the other mirrors, too. I can 
see how clerks and customers 
are getting along in any part 

of my store, without twisti 
my neck around. I don’t os 
twisting my neck, but both the 
clerk and the customer hate to 
be looked at when they are 
fitting shoes; so you can see for 
ourself that these mirrors are 

or business purposes only.” 


Tehumall With Green 

Los Angeles, March 14—A 
new sport shoe model in white 
kid was shown this week at 
Bullock’s. It is an oxford with 
a fringe tongue, trimmed with 
green. It looks like a good 
white season here 

Buying Is Slow 

Buffaio, March 14—There 
was a dull note to buying in the 
shoe stores this week. Mer- 
chants are marking time in an- 
ticipation of a busi- 
ness when seasonable weather 
a. Spri footwear is 

being shown in display win- 
dows. 


Black Shoes Good 
Detroit, March 13—Black 
for women are selli 

best in shoe stores. Gray is 
meeting with increased favor. 
There is a spotty trend to the 
buying in the shoe stores, but 
there is a confident note con- 
cerning spring buying. 


Imported Alligator Sandals 
Philadelphia, March 13— 
Hand-made alligator sandals 
from Paris with trimmings of 
interwoven Morroco of a bright 
n color were shown at the 
ohn Wanamaker shoe depart- 
ment. The vamps come high 
on the instep ond carry ankle 
straps. 


Half Black—Half Colors 

Lynn, Mass.—Thomas A. 
Kelley, kid leather tanner, is 
making half blacks and half 
colors. 

Welts for Women 

New York, Mar. 14—Welt 
shoes are selling better to 
women than at any other time 
in retail shoe stores here. There 

are plainer effects in women’s 

pattern and this fact has been 
noticeable in the demand in 
many stores. 


Suedes and Kids 
Milwaukee, Mar. 14—Suede 
strap patterns and colored kid 
lea in sandal designs are 
selling in stores where early 
spring merchandise was dis- 
played early. 


Tan Calf Gaining 
Cincinnati, Mar. 14—As a 
material for making women’s 
shoes, light tan calf is gaining 
siength gradually. No one 
color in suedes seems to pre- 
dominate in popuwarity. 


Colors Look Favorable 
Pittsburgh, Mar. 14—Color.: 
promise to enjoy a good run 
this spring. A diversity ot 
patterns in varied colors will no 
doubt be a big factor in women’s 
trade. Women’s sport shoes, 
with trimmings of lizard and 
en, are going to be im- 
portant features, according to 

early indications. 
Ankle Bones Disappearing? 
New York, March 14—One 
of the old-time observers of 
footwear along Fifth Avenue 
says that e bones are not 
as re as they gr to 
be. are shorter, 
pn ones are in full view. But = 
ankle bone, that stuck out like 
a spur, is no more. Ankles a 
pear to be well rounded. 
old-time observer says he never 
saw prettier ankles. t is his 
way of putting it. He thinks it 
due to the long wearing of low 
shoes, that have given ankles 
a chance to gain flesh, so that 
the ankle bone, that once stuck 
out, is now concealed by 
smoothly rounded flesh. 
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The Barriemore Shop on Broadway. It sells shoes and hats in a proper selting—a magnificent wood 
scene in oils dominates the interior. Electric lights concealed behind the bores of flowers throws light 
upon the picture. Shoes are sold on the lower floor. 


Playing Both Ends Against the Pocketbook 


How Two Shoemen Make a ‘“‘Go’’ of Smart Shoes and 
Small Hats in New York 


times good business. At least, there is one shop in 

New York that has found it a paying proposition. 
Although millinery and shoes are far removed when on 
the heads and feet of wearers, a startling affinity exists 
between the two. This may sound a bit like deep psy- 
chology, but it is good business, just the same. 


Pra both ends against the middle is some- 


A Ten-Foot Front 


About two and a half years ago a little shop came 
into being in the center of New York’s theatrical dis- 
trict. It was just a tiny shop, with a frontage not much 
over ten or twelve feet in width, but it was stuck right 
on Broadway next door to a new theatre. Rentals in 
that particular neighborhood were high then—they are 
still higher now. A certain man wanted to open a mil- 
linery shop in the little store, but some close figuring re- 
vealed the fact that on millinery alone it would be a 
difficult proposition to make the store pay. At this 
point genius asserted itself. R. J. Lederer and W. Latz, 
two young men who had some experience in the shoe 
business, looked over the possibilities in the little store 
and came to the conclusion that a combination millinery 
and shoe shop could be made into a paying proposition 
in a small space. 


Hats Above—Shoes on Floor 

Their line of reasons ran something like this—hats 
are small and usually are carried on stands and racks, 
leaving a considerable amount of waste space on the 
floor. Shoes, by nature, belong on the floor. Therefore, 
what could be more natural than to carry a stock of 
hats on stands and in cases alongside the walls and leave 
plenty of floor space for shoes. That in general was the 
idea back of the Barriemore Shop when it was first 
started. 

The venture has been successful, for the concern has 
prospered to a point where a third member was brought 
into the concern which has since been incorporated and 
now operates seven departments in millinery or spe- 
cialty stores in various cities throughout the country, in 
addition to the New York store. The New York estab- 
lishment, however, is the pet of the concern, the smallest 
of all the departments. 


Oil Paintings as Decorations 
From the go-off the little store was a success. The 
windows, although small, provided an attractive setting 
for both hats and shoes. The iaterior of the stere was 
fitted up in tasty style. The ground floor is little gore 
than an entrance. A larger room in the basement, 
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reached by a charming stairway, provides room for both 
an additional hat department and a regular shoe de- 
partment, where a sizable stock is carried in compact 
wall cases. 

Attractive window displays brought customers into 
the store, in search of either hats or shoes. Once in, they 
usually bought both hats and shoes. One line of mer- 
chandise, particularly when shown in conjunction with 
other, acts as a suggestive stimulant. More than half of 
the sales in the store include both millinery and shoes. 


Better Grade of Shoes and Hats 


But there is more to the business than merely show- 


ing the two classes of merchandise together. In fact, Mr... 


Lederer vouchsafed the opinion that such a proposition 
could not be made profitable with low-grade, low-priced 
merchandise. 


For that reason both the millinery and 
footwear styles carried in the store are 
exclusive. The concern designs its own 
footwear and tries to make things that 
are d‘fferent from those seen any place 
else. At present, a strap design in which 
cross straps simulate snakes, with the two 
beady eyes made by small cut-outs, is a 
good selling number in the stores. Later 
on, elaborate cut-out work on the vamps 
with underlays in the form of flowers will 
be shown. For the making of the rose in 
this flower style, over 74 cut-outs will be 
employed. Shoes of this nature cannot be 
produced cheaply. It is admitted that the 
styles are extreme, that the shoes are veri- 
table “‘trick”? shoes, but Broadway pa- 
trons like this type and they sell well. 


Only short vamp shoes are carried, and those only in 
novelty styles. No attempt is made to fit a customer 
with a long slender foot. The field is limited to the short 
foot with the high arch, the real theatrical foot, and the 
store numbers a host of theatrical women among its 
patrons. 

The firm, which is composed of S. T. Rosenheim, 
president; R. J. Lederer, vice-president and secretary, 
and W. Latz, treasurer, maintains headquarters at 110 
West 42nd Street. From this office the New York and 
out-of-town stores are operated, under the style name 
of Barriemore Shoes, Inc. Already several agencies have 
been established in South and Central America. The 
shoe departments operated by the company are located 
in the Russel Company, Detroit; the Paris Shops, Pitts- 
burgh, Pa.; The Louvre, Philadelphia; the Leon Com- 
pany, Washington; Phil E. Goodman, Flint, Mich.; the 
Paris Shops, Syracuse, N. Y., and the Seigal Company, 
Cleveland, O. 


BOOT ANDSHOE RECORDER 









Manthorne with Hannahsons Co. 


H. J. Manthorne, well-known in New Englan: as 
advertising and merchandising counselor to shoe n.an- 
ufacturers, has accepted the position of sales promo’ ion 
manager of Hannahsons Shoe Company, Haverhill, 
effective March 10. 

Mr. Manthorne has been engaged in advertising and 
sales promotion work for most of his business life and, 
for the last seven or eight years has specialized tv a 
large extent on problems connected with the distri!u- 
tion of footwear. 


H. J. MANTHORNE 


Joined Hannahsons Shoe Company of 
Haverhill, Mass., as sales promotion 
manager 


In his new connection, Mr. Manthorne will have 
charge of advertising, will help formulate merchandising 
and sales plans and will render all possible assistance to 
retail merchants in solving their numerous problems. 





Shoe Finders’ Association Convention 


Indianapolis, March 13—The annual convention of 
the National Leather and Shoe Finders’ Association 
will be held here on May 5, 6, 7 and 8. Headquarters 
will be at the Claypool Hotel. There will be entertain- 
ment for women guests, including dancing, sight-seeing 
tours, dinners, etc. 


The committee reports that it will show the progress 
taking place in the shoe repairers’ unit. The repairers of 
Indianapolis will be invited to attend this part of our 
program. They will be asked to attend the session at 
which we will stress publicity. 

The committee promises: ‘The convention will come 
as near to representing the entire industry, as we have 
ever hoped our annual meetings might do so. Try, we 
will, to make this meeting interesting, valuable and 
enjoyable to all who will come.” 
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OHIO VALLEY RETAIL 
SHOE DEALERS ASSOCIATION 
Ohio, Frentu chy, 


West Virgin ta 


TRI-STATE SHOE C | 
RETAILERS ASSOCIATION 
Arkansas, Miss issippe, 


Tennessee 


OUR organizations of retail shoe merchants gath- 
Pere together during the first part of this week at 

various parts of the country when annual con- 
ventions were held. The same subjects and problems 
dealing with important phases of shoe merchandising 
came up at each meeting. The usual benefits were de- 
rived from these gatherings in the form of constructive 
addresses by able speakers, open forum discussions of 
current things having to do with operating stores, etc. 
The exchange of ideas went a great distance in broaden- 
ing the views of those merchants who attended. 

Conventions were held at Dayton, Ohio, by the Ohio 
Valley Retail Shoe Dealers’ Association; at Syracuse, 
New York, by the New York State Shoe Retailers’ 
Association; at Minneapolis, Minnesota, by the North- 
western Shoe Retailers’ Association; and at Little 
Rock, Arkansas, by the Tri-State Shoe Retailers’ Asso- 
ciation and Arkansas Shoe Travelers’ Association. 

It was the fourteenth annual gathering of the Ohio 
Association. The style subject came up for a good deal 
of discussion and the pros and cons were advanced. One 
of the speakers in his message pointed out what he 
called “‘several facts that have a tendency to retard the 
industry.” He mentioned “‘too many styles, too much 
competition, too much production, too frequent buying 
and unwise selections of style,” as some of the reasons 
for slowing up the shoe game. 


N.S. R. A. President at Dayton 


Seaton Alexander of Wheeling, W. Va., president of 
the National Shoe Retailers’ Association, spoke at the 
Ohio convention. He is a past president of this associa- 
tion and delivered an interesting address. The four- 
season plan for buying came in for favorable criticism 
at an open forum discussion. Colored kids and whites 
were discussed. 

Inspiring addresses served to create a good deal of 
interest at the opening session of the New York asso- 
ciation. Manufacturers were well represented by im- 
pressive exhibits:and reported buying was done during 
all days. Practical problems were thoroughly covered in 
an instructive way. 

There was an enthusiastic gathering of retail shoe 
merchants at Minneapolis. Sam Davis, field secretary 
for the N. S. R. A., was one of the head-liners, and as 
usual his address possessed a great deal of inspiration, 
and as it was delivered on the opening day, it went a 
great way in sharpening the appetite of the shoe mer- 
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NEW YORK STATE SHOE 
RETAILERS ASSOCIATION 


NORTHWESTERN SHOE 
RETAILERS’ ASSOCIATION 


Wisconsin, Montana, 
Winnesota, 


XV Dakota,S Dakota 


chant for constructive ideas. There were other able 
speakers beside Mr. Davis. 

At Little Rock, shoe merchants from three states, 
also shoe travelers, exchanged ideas on subjects of most 
importance. The retail shoe merchants voted to form 
an association comprising Mississippi, Tennessee, 
Arkansas, Texas, Louisiana, Kansas, Oklahoma and 
Missouri, thereby being the first association to go on 
record in enlarging its organization into a regional 
district. 

The address delivered by T. K. Kelly before the 
Northwestern Association contained many extracts 
having to do with retail salesmanship which if applied 
will no doubt greatly improve the results in many cases. 


The following are brief extracts from {Mr. Kelly’s 
address on “Selling Shoes through Better Salesman- 
ship.” - 

“Being fitted out with shoes that do not prove satis- 
factory, a customer will never return to that store again 
—they try the mail order houses next time, or the bell 
ringers who call at their door taking orders, or at some 
other store in town where they have not purchased 
before, whereas if that customer had been fitted out 
with a pair of shoes that proved comfortable, that store 
would have made a friend for life. 


“Conduct your retail store in such a way that you 
have it down to a science—study over your individual 
problems and eliminate any hazards connected with the 
business in place of gambling away your assets. 


“The radical change in styles and methods of con- 
ducting a shoe business the last few years is something 
that we did not anticipate some years ago. It’s like the 
woolen underwear manufacturers meeting reverses the 
past years through the public not wearing the woolen 
underwear during the winter season like they weer 
accustomed to doing years ago. Now the people have 
become accustomed to wearing B.V.D.’s and under of 
that style and they find they can get along just as well 
and be just as comfortable with cotton underwear as 
they could with the heavy woolens so prevalent a few 
years ago. 


“It’s like the women and the major portion of the 
men wearing pumps and low shoes throughout the 
winter and in these days a woman can go down town in 
her bedroom slippers by putting on her Russian boots 
or her overshoes.”’ Bae cae 
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This is a group picture of the energetic execulive commitice, which was in charge of the Ohio Valley convention. 
Top row; left to right—Paul E. Johnson, secretary: Ed. Hagemann, treasurer) Jack Schaffer, enteriainment; P. J. Myer, prizes; John 
Schoenhals, committeeman: Jim Holland, assistant treasurer . 

joliom row—left lo right—T heodore Gutwein, chairman; A. W. Dare, entertainment; Clyde Taylor, F. E. Seeling and Joe Zahn, com: 
mitleemen: L. A. Miller, registration and reception; Allen Thirkelid, music. 








Ohio Valley Shoe Merchants’ Fourteenth 
Annual Convention 


‘ET was the 14th annual convention for the Ohio 
Valley Shoe Dealers’ Association when Theodore 
Gutwein, chairman of the convention committee, 

opened the three-day session on Monday, March 10, at 

Dayton. An entertaining and instructive program was 

presented and there seemed to be a peppery atmosphere 

at every session when vital problems pertaining to shoe 
merchandising were presented. 

Mr. Gutwein, chairman convention committee, 
officially opened the convention in his usual energetic 
fashion by painting a picture of all that the convention 
held in store for each visitor. He was followed by in- 
vocation, lively singing and an address of welcome by 
MayorFrank B. Hale. Pres. C. B. Klingensmith’s annual 
message pointed out the many problems of the in- 
dustry. He stated in part: ““We have too much produc- 
ing capacity, too much competition, too many styles. 
Merchandise is too frequently bought and too much 
left on shelves. We are not yet adjusted to disappear- 
ance of well-defined seasons. 

“Today we need more intelligent minds to construct 
plans that will lead the shoe industry to a position of 
satisfactory turnover and adequate net profit. Let’s 
stop being storekeepers and be merchants! Our associ- 
ation a is school for dissemination of knowledge.” By 
outlining the development of the Ohio Valley Associa- 
tion from its early days down to the present Mr. 
Klingensmith showed the many accomplishments 
resulting in benefit to the trade. He said it was from the 
Ohio Association that the National sprang forth. 

The Ohio Association is responsible for the national 
insurance proposition. President Klingensmith’s ad- 





dress was followed by Seaton Alexander’s message. He 
is president of the National Shoe Retailers’ Association. 
His address follows: “The last time I talked with you 
it was as your retiring president. Today, largely be- 
cause of the fact that you had so honored me, I come 
to you as president of the N.S. R. A. I would be a liar, 
indeed, if I said to you I did not swell upwith a feeling of 
pride upon having conferred upon me the highest honor 
that can be paid a retail shoeman by his fellow workers. 

“That feeling, however, is toned down very much by 
the fact that I realize most fully the honor is only par- 
tially mine, conferred as much because of the O. V. S. 
R. A. back of me as of any personality or qualification 
of my own, so again I thank you for favors bestowed, 
and hope I may continue high in your esteem, as your 
every action toward me in the past, your good smile 
and warm handclasp conveyed the message to me that 
it was from your heart. 

“You know three minutes is about as long as any of 
you have ever heard me talk and I am taking more time 
today, not because I have anything worth while to say, 
but I must uphold the traditions of the office I am now 
filling. 

“In the American Magazine is an article by Bruce 
Barton, based on an interview he had with C. F. Ketter- 
ing, engineer and scientist, which begins with the story 
of the Hunting Wasp. 

“That story fits in so well with my present thoughts 
that with an apology to both men I am going to use it 
today. 

“You know the only thing these pesky little yellow 
fellows do well is to get up your trouser leg just about 
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the time you are enjoying your lemon pie at the Sunday 

School picnic and—does he do harm? I'll say he does. 
‘‘He’s a mean cuss and works entirely alone accom- 

plishing no good for himself but making it uncomfor- 

table for the other fellow. 

, “Compare him with the Bee which, working in the 

proper co-operative spirit with other bees, fills the hive 





PAUL CRAWFORD 


of Lima, O., new president of Ohio Valley 
Shoe Retailers’ Association. 


with sweetness to the glory and credit of the whole 
swarm, and I think you have the proper simile for two 
kinds of shoemen. 

“You men who show a willingness to co-operate with 
your fellow shoemen, retailers, traveling salesmen and 
manufacturers, are the bees that eventually fill the 
comb with honey. The lonesome bugger just buzzes 
around jabbing in a sting here and there, the only way 
he has of letting people know he is on earth. 

“Men, I believe that most of the ills of the shoe busi- 
ness existing are caused by the ‘hunting wasps’ of the 
industry, both retailers and manufacturers, who refuse 
to keep step with progress but rather to do the same 
thing in the same way they did for years back. 


Proper Thought in Buying 


“Twenty per cent of all shoes sold in 1923 were sold 
at ‘sale’ prices; that means that one-fifth of our entire 
population were outfitted with footwear for a price 
below actual cost of production. Why was this? Be- 
cause sO many retailers bought as they always had 
without giving proper thought to the changed condi- 
tions and so many manufacturers sold their output the 
same way. 

“In my humble opinion, the only way this great 
industry can be placed and kept on the high plane it 
should occupy is by whole-hearted co-operation. 

“The N.S. R. A. went on record as favoring a four- 
season buying schedule. If, as buyers, we will adhere to 
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this and will buy against pairage of former periods 
we cannot accumulate many shelf warmers. If the 
traveling salesman will keep in close touch with his 
customer and hiscustomer’s stock, he will not be a party 
to the overloading; and if the manufacturer is broad 
enough to realize that his salesman and the buyer are 
both working toward the end that will make it un- 
necessary to not only supply one-fifth of the people with 
shoes at less than cost of production, but will disabuse 
the minds of the buying public of the thought that all 
shoemen are robbers, then we will feel that we have a 
regular business. Much along these lines: has been 
accomplished by association work and no association 
has done more good constructive work than the O. V.S. 
R. A.,aided always by the shoe travelers affiliated with 
it. 

“Let us keep everlastingly at it until every wasp has 
been converted into a bee. When you go home talk to 
that neighbor of yours, get him lined up; once they come 
to a convention they stick. 

“‘When business blows off, don’t blame it on the 
weather; when you find your stock overloaded, don’t 
say they are making too many styles. Go off in a corner, 
commune with yourself, be honest with yourself, don’t 
alibi and you'll find the fault to be largely your own. 
Learn to say ‘No’ to yourself when you are buying, just 
as Sam Davis tells you to say ‘Yes’ when you are 
selling. 

“This year is going to be a good one,—keep in step— 
and watch your foot, and I prophesy you'll report here 
next year with a smile on your face. Keep telling your 
customers to ‘Walk and Be Healthy’ and to have 
‘Shoes for the Occasion.’ Keep in touch with the N. 
S. R. A., with the O. V.S. R. A., but more particularly 
with your neighbor shoe retailer. Play. the game. Don’t 
be a hunting wasp!” 


Something About the Automobile Industry 


Charles F. Kettering, vice-president of General 
Motors Corporation, made a most inspiring and con- 
structive speech. In part he said: ““You men talk about 
it being hard to make merchants see the advantage of 
co-operative effort and of association work. That’s one 
of the greatest problems of the world—getting people 
to change their minds. There are two elements to 
every person’s makeup, intelligence and heredity. Most 
people run on to heredity and set aside intelligence, 
therefore you find people saying they are going to doa 
thing the same way they have been used to doing. 

“The balloon tire has people thinking, else they would 
not be clamoring for it. A manufacturer has no trouble 
in getting the top layer of an industry, the consumer, to 
accept something new, but hard and most impenetrable 
is the bottom layer or what is called the trade. Why? 
Because it is made up of men who think they know it all, 
therefore their way is the right way. They are slaves of 
precedent. 

“Most men try to change the problems before them 
rather than change themselves to meet the new situa- 
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tion. If there is to be progress in any industry you have 
got to make an analysis, determine your problem, and 
set out to solve it. After every period of depression the 
monotony factor becomes more prominent, people 
become restless, travel more and so forth; therefore the 
style factor comes up as a very important ne, either 
style or sport is always a forerunner of something per- 
manent. In the early days the auto trip was a sport: 
radio has developed out of fifteen years of kids’ play; 
your organization is fundamental because the day of 
individualism is gone; co-operation is absolutely essen- 
tial to success. Thus, through your association there 
are great possibilities for economic marketing.” 

Open forum session was conducted by Harry Mc- 
Laughlin. He recommended four-season buying, the 
buying of staples and branded lines in advance, also 
felts, rubbers and men’s slippers. He said after these are 
bought merchants know how far they can play the 
style end and buy new and extreme styles only after 
considering location and size of their store. Mr. Mc- 
Laughlin also recommended buying staples at home 
and styles at conventions and in markets. Discussion 
emphasized importance of windows and frequent trim- 
ming. Attractive fixtures with harmonizing backgrounds 
and window cards play great part. 


Opinions About Women’s Styles 


Varying opinions were expressed on the question of 
colored kids and suedes. Mr. McLaughlin feels that as 
long as sandal effects are available from stock depart- 
ments they should be played early but close; they, 
however, look good for summer. August Herman 
anticipates strong white kid season after June first. 

Considerable comment developed in favor of plainer 
patterns in keeping with boyish styles developing in 
women’s wear. Tailored pump tongue, pump tongueless, 
oxford and buckle oxford all mentioned. McLaughlin 
cautioned merchants not to overlook the good effect 
latest hosiery colors will have on black shoe sales; also 
urged merchants to read their business papers more 
thoroughly. 


To Give Old Shoes to Near East 


The Tuesday morning session opened with a very 
powerful address by George V. Sherkan, executive 
director of the Ohio Council of Retail Merchants. He 
pointed out the constructive efforts of the council, 
particularly with relation to state and national legisla- 
tion. James A. Blythe of the Near East Relief Commis- 
sion painted a vivid word picture of the dire need of 
clothing among suffering children of the Near East 
which resulted in the adoption of a resolution endors- 
ing the work of the commission and a pledge from the 
Ohio Valley Shoe Merchants to send obsolete stock and 
old shoes to Near East Relief Warehouse, foot of Fifty- 
Eighth Street, Brooklyn. 

John Baird, in charge of open forum session, and in 
introducing the subject of “Unfair Competition,” 
stated in part :‘‘During the past twenty yearsconfidence 
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in business has been gradually built, but at present w- 
face a very dangerous orgy. The oil scandal is not « 
healthful tonic to public. Sentiment slips back twent, 
years. Great successes become synonymous will: 
pillage and loot. 

Pete Meyers of Dayton stated that the best way tv 
eliminate unfair competition is to organize local shoe 
clubs. Seaton Alexander urged strict adherence to well- 
formulated business policies involving fair play at al! 
times. He said the best way to meet unfair competition 
is to not meet it, but to build a firm foundation of good 
honest values, good service and honest advertising. 

John Holland of Dayton spoke vigorously in favor of 
educating the public to buy higher-priced shoes. He 
pointed out that on basis of service the shoe is the 
cheapest thing the consumer buys and that the shoe 
business does not claim the profit it desires. The 
practice of patronizing manufacturers who sell direct to 
consumer was denounced. 

The outstanding entertainment feature of the con- 
vention was the Tuesday afternoon visit to the National 
Cash Register plant. Over four hundred retailers were 
given a tour through the plant, later going to the com- 
pany’s auditorium for a splendid entertainment. On 
returning tothe hotel a series of lectures on salesman- 
ship and business cycles was given. Tuesday was 
brought to a close with a style revue at the Gibbons 
Hotel. 

Paul Crawford Is New Leader 


Wednesday was Sam Davis Day. He spoke on the 
power of enthusiasm. The field secretary for the 
N.S. R. A is touring the Ohio Valley appearing before 
retail shoe merchants 

New officers elected included: Paul Crawford, presi- 
dent; Charlie Petot, first vice-president ; Charles Seiden- 
feld, second vice-president; P. J. Meyers, third vice- 
president; L. M. Wright, treasurer; Henry Hageman, 
secretary; C. B. Klingbensmith, director. one year; 
Seaton Alexander, Mrs. H. F. Ball, and George Dohr- 
man. 

A window-trimming contest among Dayton dealers 
and department stores was held during convention. 
A prize of $50 was given to the best department-store 
trim, and same to best shoe-store trim. Prizes of $25 
as seconds were given. The Rike Kumler Department 
Store took first prizes, and Charles Morris Shoe Com- 
pany and Elder and Johnson Company took second 
prizes. Loving cups were awarded Buck Gutwein of the 
Walk-Over Store, John Schoenhals, and Pete Meyers. 
The convention closed with the annual president’s ball, 
held in the ballroom of the Miami Hotel, Wednesday 
evening. 


The Place of Satin 


As a shoe material, satin has first or second place 
according to locality and style demand this spring. The 
lighter shades of hose, particularly the new banana tone, 
lend themselves admirably to the contrast with satin. 
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N inspiring address on the measure of a man’s 

worth, a discussion of the four-season plan of 
ad buying, a lecture on the diagnosis of foot 
troubles and a discussion of leathers for the occasion, 
as opposed to shoes for the occasion, constituted the 
somewhat heterogeneous, but nevertheless decidedly 
interesting program of the first day’s session of the 
annual convention of the New York State Retail Shoe 
Dealers’ Association, held the first three days of this 
week in the Hotel Onondaga, Syracuse. Manufac- 
turers exhibited freely, having taken practically every 
available space on the mezzanine floor of the hotel— 
and some buying was done during the periods between 
convention sessions. In fact the entire second day— 
Tuesday—was devoted to an inspection of footwear, 
hosiery and other shoe accessories. 

The convention was opened by Ernest N. Park, 
president of the Syracuse association, and later sessions 
were presided over either by the state president, Charles 
R. Strange, of Binghamton, or by the men chosen to 
lead the various open forum discussions. Delegates were 
welcomed to the city by Joseph Whitcomb, represent- 
ing the mayor of the city, and routine business con- 
sumed most of the morning session. 

Announcement was made of the death in Rochester 
of Mrs. William Pidgeon, Sr., mother of William Pid- 
geon, Jr., who was to have replied to the address of 
welcome and who was, of course, unable to be present. 
A message of sympathy was sent by the delegates, 
following the action of the directors in sending a sepa- 
rate message and flowers. 

The Rev. Bernard C. Clausen, pastor of the First 
Baptist Church of Syracuse, made the first address of 
the afternoon session. His topic, “What Are’ You 
Worth?” he developed along inspirational lines to the 
logical conclusion that a man is not worth what he owns 
or what he controls, not what he has cost in the way of 
education and upbringing, not what his reputation 
might .lead one to value him at, but that he is worth 
exactly the sum total of human happiness which he 
leaves behind him. “A gentleman,” he concluded, 
quoting from one of the poets, “‘is a man who creates 
more happiness than he consumes.” 


M. C. Smith on Four Seasons 


The convention then took a decidedly practical turn, 
starting off with a rush when M. C. Smith, sales man- 
ager of the Utz and Dunn Company, Rochester, took 
the plaiform and entered into a spirited exposition of 
the four-season plan of buying as opposed to the pres- 
ent method of buying at any old time, hit or miss, from 
a large number of factories. 

“Please do not consider that I am advocating this 
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New York Shoe Merchants in Three-Day | 
Session at Syracuse 












plan as the panacea for all the ills of the shoe world,” 
he said. “‘I do not believe that it will cure them all, but 
it will at least cure some of the ills which, to me, at 
least, seem most to need it immediately.” 

These ills, Mr. Smith said were (and are) buying 
shoes from too many lines and never having any par- 
ticular styles for any particular seasons. He cited the 
four changes of style per year in women’s hats and in 
women’s clothing. 

“But look at shoes,”’ he said. “Pretty strap patterns 
came in during the summer of 1922. Women liked them 
and bought them. They came back again to buy in the 
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of Watkins, N. Y., new president of 
New York State Retailers. 


fall and what did they see? Pretty straps again. And 
they did not buy because they already had them. But 
they bought a new fall hat and a new fall suit and a 
new fall dress because the styles had been changed with 
the season. If we can settle down to some fixed buying 
periods, changing styles each season, your stocks will 
be in better condition.” 

Mr. Smith also urged the use of a buying budget in 
addition to fixed periods of buying and argued that, in 
the long run, such a plan could not but help to reduce 
the price of shoes to the retail merchant. “It is obvious,”’ 
he said, “that the cost of twelve trips per year is greater 
than the cost of the four which the traveling men will 
make if this plan goes through. And it is equally 
obvious that the cost of these too-many trips is being 
included in the cost of footwear. The most successful 
businesses today are those which are operated on a 
basis of fixed buying periods.”’ 
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In the discussion which followed, Mr. 
Smith was asked whether he believed that 
‘the National Boot and Shoe Manufac- 
turers’ Association is strong enough to 
get its membership into line on the four- 
season plan and have them pledge:'them- 
selves not to bring out any midseason 
styles. ‘‘I cannot speak with authority on 
that,” he replied, “‘but I have reason to 
believe that there is a fair chance of get- 
ting enough manufacturers to agree on 
this proposition to make it a success.” 


Discussion of Orthopedics 


From this subject the convention passed to a consid- 
eration of the subject of orthopedics, the set address 
being delivered by J. F. Bolen from the New York of- 
fice of the Scholl Manufacturing Company. Mr. Bolen 
described the foot structure, sketched the functions of 
the various muscles, tendons and ligaments of the foot, 
and then told of some of the various foot troubles which 
will be encountered by the retail shoe merchant and 
the steps it is necessary to take in order to correct the 
trouble or to give relief. 

The open forum, led by Charles H. Barton of Buffalo, 
brought out an interesting discussion of the merits of 
the stiff shank versus the flexible shank shoe. 

Mr. Barton pointed out that in his store, they even go 
so far as to take hosiery into consideration, selling right 
and left hosiery; pointed toe hosiery to be worn with 
pointed toe shoes and broader toe hosiery for the 
broader toe shoes. 

Work being done in the laboratories of the Steel- 
Lobell Company of ‘Baltimore in determining the 
proper finishing of leathers, and methods of cleaning 
them was interestingly treated by J.V. Lobell, a member 
of the firm, and well known among the New York State 
merchants. 

Each leather, he pointed out, has its own intrinsic 
value, and unless the retail merchant is familiar with the 
qualities and the values of the leathers and other 
materials he sells, he cannot give that real service which, 
more than any other one thing, prevents the return of 
shoes and the loss consequent on the adjustment of the 
trouble. Mr. Lobell is engaged on the preparation of a 
book devoted to the care and finish of leathers which he 
hopes to have ready in the near future. 

The day’s session closed with a smoker for the men in 
the evening and a theater party for the visiting women. 


Tuesday Evening Program 


A dinner at the Chamber of Commerce Tuesday 
evening had for its chief feature an address by T: M. B 
Hicks, Jr., merchandising research expert of the Wil- 
liam Filene’s Sons Company, of Boston, on “Ten 
Things for the Retail Merchant to Do in 1924.” In 
view of the fact that, in his opinion, the chief problem 
to be solved during the year is that of closely competi- 
tive business conditions, with no signs in the offing of a 


March 15, 1994 


business slump or any violent price changes, ‘he 
speaker argued that the following ten things miyht 
well be done to advantage and urged that, if they wire 
done, a business increase could scarcely fail of attain- 
ment: ° 

First—Exercise greater care in the selection of mvr- 
chandise. Under this heading he grouped the wisdom 
of emphasizing complete lines rather than new lin:s; 
and of trying fewer experiments in the buying of 
extreme styles. 

Second and Third—Exercise greater care in the 
preparation of window and counter displays and printed 
advertising. Under this heading Mr. Hicks pointed out 
that ordinarily when advertising and display prove 
ineffective, the tendency is to increase the amount of 
either or both, whereas, the real solution to the diffi- 
culty is to be found in the grading up of both—plan- 
ning them with a definite purpose in mind and seeing 
to it that they fulfill their mission. 

Fourth—Give careful attention to the so-called artifi- 
cial means of selling such as the P. M. or bonus method 
as applied to certain items which not infrequently 
causes the sales force to neglect the regular stock and 
are apt to result in a loss rather than a gain. 

Fifth—Watch the credit end of your business and 
don’t allow yourself to be tempted to use your charge 
accounts too freely to promote sales. Under this head- 
ing the speaker pointed out that the too free extension 
of credit, done to get new charge accounts on the books 
leads many times to poor pay accounts. 


Concentrate on Pushing Slow Movers 


Sizth—Limit sales and when you do have to have a 
sale make it a real one. Mr. Hicks cited the case of the 
retail merchants of Boston, who during the past year 
have fairly flooded the newspapers with sales advertis- 
ing of every kind and description, the sole effect of 
which has been to render them ineffective. In other 
words, people “have been fed up with sales and refuse 
to respond.” 

Seventh—See to it that slow-movings tocks are kept 
moving. While the paramount problem of the year is 
not to increase turnover, Mr. Hicks said, nevertheless, 
it is better to take a small mark-down early in the game 
than a much larger one later. 

Eighth—More intelligent selling—to be accomplished 
by the education of the sales force to take an intelligent 
interest in the needs of customers—by a thorough 
knowledge of stock and its purpose—by a very careful 
supervision of adjustments. 

Ninth—More intensive selling, to wit, more sugges- 
tive selling. The problem is not so much to increase the 
number of customers as it is to increase the per capita 
sales total. : 

Tenth—Don’t worry so mucha bout what your neigh- 
bor competitor is doing, but do watch, and watch 
closely, what other stores similar to yours are doing in 
other shopping districts. That, said the speaker, is 
where real competition is to be met. 
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The dinner, attended by both men and women, was 
presided over by Jesse L. Patton, of Schenectady, N. Y., 
chairman of the Speakers’ Committee. A dance in the 
ballroom of the Onondaga Hotel brought the day to 
an end. 

Favor Reducing Membership Fee 

It was late in the morning before the Wednesday 
session of the convention got under way. Routine 
business; the passage of a constitutional amendment 
reducing the annual dues of individual membership 
from $10 to $5 to include the registration fee at the 
annual convention and a report on the N. S. R. A. 
convention at Chicago made by H. Irving Pratt of 
Oswego, paved the way for the feature attraction, and 
an address by C. E. Fraser of the Harvard Bureau of 
Business Research. 

Mr. Fraser, who was introduced by Mr. Patton, 
spoke on the necessity of reducing store expense to a 
logical minimum. He said that his research work had 
convinced him that stores with a well-kept stock-record 
system had a uniformly lower sales cost than those 
without such a system. This he attributed to the fact 
that a well-organized stock can be sold more easily 
and more quickly and that a well-studied stock, if 
the knowledge gained by this study is applied, will pro- 
duce a lower rate of returned merchandise. 

He urged the merchants to determine their costs 
accurately. ‘““Your worst competitor,” he declared, “‘is 
the man who does not know his cost of doing business. 
He invariably sells too low and sooner or later you have 
to cut prices in order to meet him.” 


New Officers Elected 

Officers were elected as follows: President, Mott B. 
Hughey, Watkins: first vice-president, Percy E. Hart, 
New York City; second vice-president, F. C. Kimball, 
Buffalo; third vice-president, Charles T. Miller, Pough- 
keepsie: fourth vice-president, E. P. Elithorpe, Water- 
town; chaplain, Elmer D. Gildersleeve, Poughkeepsie; 
treasurer, Jesse L. Patton, Schenectady; secretary, 
Harry A. Chase, Rochester. 

Directors for three years; William Pidgeon, Jr., 
Rochester; H. H. Phelan, Rochester; Charles R. Strange 
Binghamton; Jesse Adler, New York City, and William 
H. Toher, Oneida. 

Directors for two years: H. Irving Pratt, Oswego; 
Ernest N. Park, Syracuse; E. J. Wade, Jamestown; 
Jay Van Vranken, Glens Falls, and John D. Ham- 
brecht, Fort Plain. 

Directors for one year: Charles H. Barton, Buffalo; 
John Slater, New York City; W. W. Dusenbury, 
Geneva; A. 8. Hughes, Utica, and W. A. Butts, Fulton. 

Mr. Hughey, Mr. Park, and Mr. Chase were named 
on a committee to codify and revise the constitution 
and by-laws. Mr Patton was chosen to represent the 
association at the next national convention and it was 
voted unanimously that he be instructed to place in 
nomination for a directorship in the national association 
the name of Mr. Park. 
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Plans for Regional Convention 


The Kay resolution endorsed the action of the 
N. S. R. A. in recommending regional conventions and 
went on record as saying that the date of the next New 
York State convention should be left indeterminate 
pending the result of negotiations for the holding of a 
regional convention in 1925 embracing the states of 
New York, Pennsylvania, New Jersey, Delaware, Mary- 
land, and Virginia. 

Another resolution favored the four-season style 
platform of the National. “We urge our members,” 
said this resolution, “to use greater caution in buying 
style shoes too frequently and to look to a more fre- 
quent turnover for their financial success.” 

The theory of shoes for occasions also was endorsed. 
Thanks were extended to all those who had helped 
make the convention a success and a message of sym- 
pathy to Mr. Pidgeon was embodied in a formal 
resolution. The convention ended with a hilarious ban- 
quet on Wednesday evening. 





DAY FEZLER 


Elected President of Oklahoma Shoe Retailers 
at their Convention during week of March 3. 





Fabric Linings 


Despite the cheapness of leather for lining stock, 
there is noted a return to fabric in linings because of 
several reasons. In the lighter colored hose, unless the 
leather is well dyed, foot perspiration makes a discolora- 
tion. In rough finished splits and coarse-grained lining 
stock, there is a friction against the silk hose that makes 
it a costly proposition to the wearer because new hose 
are expensive. 

Lining production has brought about a better weave, 
and cutting and fitting at thefactory are moreaccurate. 
Even some of the new cutout footwear have fabric 
linings, particularly where the cutouts are bound with 
French cord. 
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Retail Shoe Merchandising Problems Analyzed 
at Northwestern Convention 


\ THEN President C. M. Stendal dropped his 

gavel on the table at the Curtis Hotel in Minne- 

apolis, a good representation of the Northwest- 

ern Shoe Retailers’ Association was there to prove that 

as shoe merchants the members were confident in the 
Northwest’s future in shoe retailing. 

Shoe merchants of the Northwest have fought 
through a difficult season. The Northwest has been 
financially depressed. In large centers industrial condi- 
tions have brought hardship to shoemen. In the agricul- 
tural districts, farming conditions have rendered con- 
ditions for retail merchants almost impossible, but 
there’s no discouragement among retail merchants. 
They were in Minneapolis to learn new methods, to 
exchange ideas, to swap stories and to build together. 

Sam Davis, field secretary for the N.S. R. A., opened 
the meeting with his usual acrid comments on what he 
terms “Out and Out Retailing—Mostly Out.’’ The 
theme of Mr. Davis’ talk was “‘less records and more 
business wrecks,’ emphasized with his usual fire of 
spicy comment on guess work in shoe selling. Mr. Davis’ 
talk was punctuated by his keen appreciation of the 
ridiculous side of business mismanagement. 

He said in part: “Buying and selling by accurate and 
definite records will do more to stabilize shoe retailing 
than any fundamental change in public mind or business 
methods.” 

J. J. Louis of Bayton’s Department Store gave some 
interesting highlights on the training of store help, the 
element of personal contact, the importance of the 
human touch in selling merchandise. 

Charles Patterson of the O’Donnell Shoe Company 
of St. Paul discussed the shoe outlook for 1924. Shoe 
retailing in 1924, according to Mr. Patterson, will show 
a marked increase over 1923, but the real upswing will 
come early and continue through 1925. Sam Davis 
addressed the shoe clerks at the seven o'clock session 
with his usual spicy and interesting comment and in- 
teresting side lights on retail practice. 

T. K. Kelly gave an inspiring address on “‘Selling 
More Shoes Through Better Salesmanship.” In part it 
follows: 

‘One of the finest arts of salesmanship in either selling 
shoes or anything else is to place your customers under 
obligation to you. This can be easily done by a retail 
footwear salesman. Putting himself in his customer’s 
place will enable him to win the loyalty of that cus- 
tomer and so obligate him that he will be a friend for 
life. 

“There is hardly anything in this world that will 
create as much dissatisfaction as a pair of ill-fitting 
shoes. The discomfort every minute they are worn is 
simply irritating. It’s a thousand times better to lose a 


sale through not having the proper size for your cus- 
tomer than to sell them a pair of shoes that are going io 
prove unsatisfactory because of not being the proper 
size, as hardly ever will that customer come back again 
to be fitted for another pair of shoes. 

“Being fitted out with shoes that do not prove satis- 
factory, a customer will never return to that store again 
—they try the mail order houses next time, or the bell 
ringers who call at their door taking orders for shoes, or 
some other store in town where they have not pur- 
chased before, whereas if that customer had been fitted 
out with a pair of shoes that proved comfortable, that 
store would have made a friend for life. 


; T. K. KELLY 
Delivered address on opening day of 
convention. His subject “was: “Selling 
Vore Shoes Through Better Salesman- 
ship.” 

“Not we, but you—that’s the secret in dealing with 
folks in business. We can’t get away from the fact that 
we are interested only in ourselves and our own lives. 
Too often we build a wall around ourselves and obstruct 
our Own view—then we can’t see outside nor can we 
realize the wants of our customers in the right way. 
There’s where the executives, owners, managers of re- 
tail shoe stores come in because every retail shoe estab- 
lishment must concentrate and concentrate closely on 
their business and that is just a matter of looking at 
things through the eyes of your customer and reach 
him through his self interest. That is one short cut to 
true co-operation. 


Things a Salesman Should Remember 


‘A shoe salesman should keep in mind at all times 
that the first thing to consider in selling a pair of shoes 
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is (1)Comfort; (2) Style; (3) Quality. And if a merchant 
will remember these things in advertising his shoes— 
building values in comparison to the price he is asking 
for his goods, he will be successful in bringing the trade 
to his store. 

“Thirty-five to 40 per cent of the retail shoe business 
today is lost through the salespeople not knowing their 
customers, not knowing their occupation. For instance, 
if a woman calls for a pair of satin pumps or suede 
pumps and if the salesperson has sufficient diplomacy 
to find out if this customer drives an automobile, right 
there is a big opening gap for that salesman to sell more 
than one pair of shoes, for we all know that satin pumps, 
made of a material so delicate in texture as satin is, will 
rapidly peel at the heels to such an extent that the 
























SAM DAVIS 


peppery talk on 
principles. 





Gave merchandising 





customer after wearing this particular pair of pumps a 
few times will say, ‘I'll never return to that store be- 
cause of the unsatisfactory wearing qualities of these 
pumps, not realizing that driving an automobile is very 
hard on shoes and especially satin shoes, whereas if the 
clerk would simply suggest, ‘Yes, satin pumps are very, 
very fine and I am sure you will derive a lot of satisfac- 
tion out of this pair,’ and then go on in a diplomatic way 
that a nice vici kid or a soft calf is very fine for driving 
an automobile. A suggestion of that sort would result 
in the sale of two pair. Educate your customer in regard 
to shoe values for we know that the public buys what it 
is educated to purchase. 















‘Comfort is the biggest thing in selling 
shoes. Notice how the bed and mattress 
manufacturers have capitalized upon the 
comfort in sleeping on certain kinds of 
mattresses. Why shouldn’t a retail shoe 
establishment capitalize upon the com- 
fort, style and quality of his shoes’ 
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Importance of Advertising 

“In selling today we do not sufficiently realize the 
importance of advertising. We have just scratched the 
surface—we have just taken the froth—we have not 
begun to realize the possibilities in store for every retail 
merchant if he will but capitalize upon every available 
opportunity that knocks at his door. If retail merchants 
would be more aggressive, more wide-awake to the 
opportunities which confront us on every side, there 
would be less failures. 


Put Yourself in Customer’s Place 

“The point in selling is to get in touch with the great- 
est possible number of people who are in the market for 
your product and to get them excited about your mer- 
chandise. This can be done by capitalizing upon every- 
thing connected with your business and place yourself 
in your customers position when they visit your store 
with the idea of buying a pair of shoes. 

“Working along those lines you will notice a marked 
increase in your business, but that cannot be secured by 
waiting for extraordinary opportunities, as.-the way to 
build your business greater during 1924 is to seize com- 
mon opportunities and make them great.”’ 


















CARROLL SCOGGINS 
Elected president of the Texas Shoe Re- 


lailers’ Association at the recent conven- 
tion held at Fort Worth, Texas. 


Determining Advantages of N. E. 


Washington, March 12—Government data is now 
being examined by a representative of the shoe division, 
Boston Chamber of Commerce, as part of the industrial 
study to determine the advantages or disadvantages of 
New England as a manufacturing community as com- 
pared with other sections of the country. All phases of 
the shoe business will be analyzed by the research 
experts. 

The visitors are studying statistical matters compiled 
by all Federal departments over a long period of years. 














BOOT AND SHOE RECORDER 


March 15, 192% 


Tri-State Association Votes to Enlarge 
Its Organization 


HE attendance at the Tri-State Shoe Retailers’ 

Association Convention held at Little Rock, Ark., 

was gratifying when retail shoe merchants and 
shoe travelers from Arkansas, Tennéssee and Ken- 
tucky gathered for the three-day session. 

The convention called to order this noon by President 
O. 8. Poe at the Marion otel. There was an address of 
welcome by B. D. Brickhouse, Mayor, and the address 
of the day by Hugh D. Hart, who replaced Judge Mar- 
vin Brown of Texas. He spoke on “Romance in Busi- 
ness.” Telegrams of regret from Alexander Davis Lang- 
ston, and Howard Bergman of Greenville, Miss. 


Committees Appointed 


On the first day there were appointments of Commit- 
tees-Resolutions: Chairman, I. Rothschild: H. H. Wat- 
son, W. T. Karr, F. W. Stemmler, A. J. Stegall: Elec- 
tion-Chairman, Sam Katzenstein; R. G. Clinkscales, 
L. R. Ashby, J. C. Cannes, Norman Blass: Nomination- 
Chairman, Reuben Stiefel; Albert Cohn, Abe Kempner, 
Floyd White. 


To Form Regional Association 


The Tri-State retailers voted unanimously to form an 
association comprising Missouri, Mississippi, Tennes- 
see, Louisiana, Texas, Kansas, Oklahoma and Arkansas 
went on record to divide country into regional districts, 
anticipating similar action of other associations. 

The open forum was in charge of Reuben Steifel of 
Memphis and discussion centered on percentage of gross 
profit. Abe Kempner said he figured base or average 
profit at 33 1-3 per cent and have expense of 26 per cent. 

Mr. Karriop of Nashville said: ‘““We figure 40 per cent 
and have expense 92 per cent.” 

J. Ruthstein of Blytheville, Ark., suggested that 
merchants advertise shoes for health. Public benefits by 
change of shoes through economy and also keeps feet in 
healthier condition. By combining tais thought with 
“Shoes for the Occesion” retailers have an opportunity 
of increasing business, he said. 

\ Nashville merchant said his concern successfully 
held sales in January and July and sold shoes from $4.85 
down to 35 cents, but absolutely cleaned house. 

Buford MacWhirter, president of the N.S. T. A., was 
introduced and said the shoe traveler and retailer are 
like a set of teeth, one upper and one lower and when 
they work together something is done. Our association 
has a direct bearing on your success and I think your 
business has on ours. Your vote to establish a regional 
division of shoe retailers meets with my hearty approval 
and our association will do what it can to broadcast 
this good news.’’ Mr. McWhirter said. 


1923 Officers Chosen Again 


Officers were elected at the Wednesday session The 
1923 officers were re-elected, including: President, O. S. 
Poe, Little Rock, Ark.; vice-presidents, Morris Ellis, 
Nashville, Tenn.: Howard Bergman, Greenville, Miss., 
and Sam Katzenstein, Pine Bluff, Ark.; secretary- 
treasurer, Abe Kempner, Little Rock, Ark.; directors, 
H. H. Watson, Texarkana, Ark.; Joe Hart, Helena, 
Ark.; Robert Love, Memphis. Tenn.; W. T. Carr, 
Nashville, Tenn.; J. D. Elliott, Greenwood, Miss.; 
A. L. White, Jackson, Miss. 


0. S. POE 


Little Rock shoe merchant re-elected 
; president. 


Several committees reported on the last day. Several 
important resolutions were passed, including: opposi- 
tion to the sale of re-made shoes; endorsing a campaign 
to eduate the public as to the propriety of “Shoes for 
the Occasion.”” The association endorsed the plan for a 
regional convention, and favored holding the first at 


St. Louis. 


Meat On Hides 


The average shoeman would scarcely expect that 
tanners would be troubled by meat on hides. But the 
fact is that when meat is cheap, and hides are high, 
farmers leave more or less meat on the hides. That adds 
to their weight. Also, it adds to the expense of tanning 
leather. The tanner has to get that meat off the hides, 
or it will ruin his tanning processes, and put his shaving 
machines on the blink, too. 
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Leathers for Each Season 





a 





Summer and Sport Seasons Encourage New Footwear 


HE position of sport footwear is so well estab- 
lished today, that the output is a definite per- 
centage of the shoe industry. It was relatively but 
a few years ago when the canvas, rubber-sole shoe, 
spoken of as a tennis shoe, and a small output of base- 
ball shoes, constituted for the most part what then rep- 
resented outing shoes. / 

Out-of-door life, golf, the numerous branches of ath- 
letic sports, hiking, camping life, in short, a radical 
change in living and the use of leisure time have pro- 
duced changed conditions which have brought a new 
industry—sport footwear. 

How few probably realize what a small limit this 
great addition to the footwear output could have 
reached without suitable leather for the shoes. We used 
to visualize a sporting boot as one of heavy tan water- 
proof grain, or perhaps something very similar. One 
tanner has today a card of veal leathers showing 48 
different shades and colors for sport and athletic shoes, 
and another of buck leathers of the same amount. This 
tanner also produces many other finishes, grades, 
weights and selections to meet the particular needs of 
the shoe manufacturer. 


Originality of Tanner 


The tanner has not only met the demand for sport 
leather, but he is bringing out something new all the 
time. The originality of the tanner may well be said to 





be the life of the sport footwear industry. The leathers 
are made from calf, kip- and veal skins and from the 
grain side of light cow hides, also buck (side leather) 
and genuine buck. 

The prices do not vary particularly from the prices of 
the best selections of these leathers which have ordinar- 
ily been used for staple shoes. 


Each Leather a Specialty 


To give the trade names of these sport leathers would 
be a list of hundreds of names by which tanners desig- 
nate their different selections, tannages and colors. 

It has always been the custom to designate upper 
leathers under the routine headings of calf, kid, side, 
patent, horse, elk, etc., but we could speak in language 
perhaps better understood by shoe men to term leathers 
something like this, sport leathers, novelty leathers, 
suedes and buck. 

Kip was once considered a leather made from an ani- 
mal older than calf and it sold much cheaper. One tan- 
ner has greatly improved the tannage of kip so that it 
cuts with virtually no waste at all, an even soft tannage, 
making a beautiful white suede, comparable with best 
buck, does not color and sells on the same basis as the 
best tannages of calf. 

In elk leathers there is practically any shade or color 
wanted. This leather usually produced from calf, kip 
and light cow hides (sides) varies in cost according to 
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quality and selection wanted. The better grades may 
bring from 30 to 48 cents per foot governed by material 
and tannage. 


Pick Your Sport—It Has a Leather 


But, the rapid progress made in production of all 
types of sport footwear would have been impossible 
without the wonderful efforts and accomplishments of 
our upper leather tanners. Aside from the matter of 
color, there has been a most remarkable achievement in 


tanning processes which give us waterproof leathers, 
soft leathers, and leather which can be stretched or firm 
in keeping with the use for which it is wanted. 

And there is the whole point—the particular use. 
When one considers the number of sports, the number 
of out-of-door and indoor activities and that mode of 
life has so radically changed even in a decade, it can be 
realized that the versatility of the tanner has been re- 
markable in producing a suitable, durable, attractive 
leather for every need. 


a 


Sandals and Suedes 


A Place for Plumper Leather in Cut-out Styles 
By GEORGE J. LAEMMLE, 


Manager Lorraine Tannery of Rousmaniere, Williams § Co., Peabody, Mass. 


ANDAL shoes are low and have a lot of cut-out 
S effects, and the shoe must have stronger leather to 

stand the strain. This means plumper leather. 
There are no sharp edges to contend with. If experience 
repeats itself, the first demands will still be for light 
weights. Eventually the 5- to 7-pound skin will come 
into its own, and be restored to the level it deserves. 

This will extend the demand over a greater spread of 
raw stock, and keep the lighter skins within bounds. 

The low sandal is the first shoe that has appeared in 
all this time that falls into line with the particular 
weight of calfskin that is most abundantly produced. It 
will go a long way to balance up raw stock levels. We 
have seen the light skin bring more money than its 
larger running mate in the abattoirs, and this is un- 
natural. 

In the past, when calfskins in fancy shades were used 
as a trimming for suede shoes, the demand was for light 
and light medium weights. Kid, while thin, was not 
considered strong enough, and if the calf was too plump, 
it left too sharp an edge where the trimming was stitched 
on the suede. 

Merchants are nationally featuring low-cut sandals 
in cut-out designs. A smaller number of designs and 
patterns will be shown, but there will be so many color 
combinations of each style that at first glance the new 
displays will seem more numerous than ever. There is a 
seasonal reduction in the suede displays and the use of 
fancy colored calf leathers for whole shoes is pronounced 
where formerly they were used mainly as a trimming for 
suede shoes. 

It was interesting to study this statement, and to 
have it in mind while watching the great display made 
in Chicago. 

A General Shoe Material 


Does it mean that the suede shoe is losing its popu- 
larity? Decidedly no! It is a shoe which answers every 
requirement. It makes the foot look deceptively small, 
it is a comfortable shoe and easy to clean. It is porous 
and does not stretch. Cool in summer and warm in 


winter. Porosity means that the acid perspiration of the 
foot is readily evaporated. Non-stretching means that 
the foot does not keep on increasing in size. 

When we have a shoe developed that answers all 
these requirements, we have one that will always be 
popular, regardless of style changes. Furthermore, it is 
a shoe that cannot be imitated successfully by sub- 
stitutes. 

Raw Supply is Limited 

The trouble with the suedes is that there is only a 
limited supply of suede calf leather available, and a too 
heavily concentrated selling campaign on suede shoes to 
the exclusion of other leathers produces many diffi- 
culties, such as delays in deliveries, and the forcing of 
unsuitable raw material into this class of leather. It also 
brings into the market a variety of non-standard tan- 
nages, which could not be merchandised except under 
extreme conditions. 

American tanners are the most competent in the 
world, and have enough plant capacity to furnish suede 
leathers iri any required amount. 

The difficulty lies in obtaining sufficient raw stock. 
Statistics are not available, but not over 5 per cent of 
the raw calfskins produced are suitable for suede. This 
class of leather is almost wholly an American product, 
so that American tanners have available small, light 
skins, not only in this country, but also in other parts 
of the world, such as Continental Europe, Scandinavia. 
Australia and South America, and yet even with this 
wide range of territory, the percentage of the kill is still 
too small. Calf suede leathers of the first quality must be 
made from very small calfskins, and suede calf is one 
leather where substitution ruins the shoe. 

The intensive demand for suede leathers in the past 
year has advanced light, rawcalfskins about 50 per cent. 
Price pressure on leather and shoes has kept the price of 
suede leathers stationary during this time, a condition 
for which we find no parallel in tanning history. 

The tanner today who desires to fill suede orders 
without advancing prices, and still meet the market 
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prices for raw skins, finds himself in a very peculiar 
position, in that even if he is willing to pay the price, 
his money cannot produce the skins. They are not avail- 
able in any quantity at any price, and at any time. 
Most of the light calfskins are produced in the spring. 
The supply diminishes greatly as summer advances, 
and comparatively none at all are produced in the fall 
and winter months. 

All shoe manufacturers suffered on deliveries last 
season on suede leathers, and this point alone would 
ordinarily turn their attention to other leathers this 
season, despite the fact that the popularity of the real 
calf suede shoe is unquestioned, and there will be a 
market at all times for all this class of leather that is 
available. 

Very likely; suede will concentrate in turn shoes and 
sandals will be made by welt methods. One criticism 
at the style meetings has been that the welts should not 
be used for duplicating the turns in each and every style 
and vice versa. Each type should be concentrated on the 
style of shoe for which it is best adapted, and this is 
undoubtedly coming to pass. 

With style the dictator, the fancy colored calf leathers 
of today are the staples of the not-far-off tomorrow. And 
this is a great thing for the industry in general. 

So this simplifies the question of color for the retail 
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merchant. He has only to follow the gowns where for- 
merly shoes and leather moved in their own orbit. Each 
woman will probably have shoes of many colors at home 
so as to harmonize at all times with her wardrobe of 
gowns and hosiery. 

It is only opportune to point out here that the Ameri- 
can tanner and the American shoemaker have come 
through a very trying period with flying colors and un- 
der great stress since the drop of foreign exchange in 
1919, since which time great fortunes have been wiped 
out, and strong organizations have collapsed. They have 


- shown a productive ingenuity in style, color and design 


that is almost unbelievable. 

If we could go back a short three years and visualize 
the style show of that time with what was displayed in 
Chicago, we would marvel at what has been done. Prob- 
ably no tanner or shoemaker of three years ago would 
ever believe it possible that so many radical changes 
could take place in the industry in so short a time. Ordi- 
narily, abundant business and large profits would re- 
ward such effort, but it is a fact that the most of us have 
not derived much material benefit. 

We have to prepare the leather and shoes very nearly 
four to five months ahead of the retailer, and so we try 
to look ahead, and, right or wrong, we have to back up 
our opinion with our money. 





A Patent Season Returns 
What the Merchant Wants to Know About Patent 


in its use in footwear is the fact that we practi- 

cally never hear the objection to it today that it 
cracks or may crack. Twenty years ago there was much 
trouble from cracking and the returning of shoes which 
had cracked and from guarantees which could or could 
not be made good, until finally the manufacturers would 
not accept the burden of shoes which cracked or even 
peeled. 

There is no discussion about this point today because 
processes of tanning have been so improved and the 
japanning of skins has been reduced to such a scientific 
basis that there is no reason for the leather not giving 
perfect satisfaction, especially if people are willing to 
pay the price for the shoe and the manufacturer will use 
standard tannages. There is cheap patent leather and 
good patent leather. 


What Leathers in Patent 


The kinds principally used in shoe manufacture are 
patent kid, patent colt, patent kip and chrome patent 
sides. The patent colt and kid skins are the highest in 
cost. The skins come from many sections of the world. 
The largest quantities of colt skins come from Russia, 
Siberia, Himalayas and India. The skins for patent 
kid come from India and also from certain sections of 
Europe. 


, SIGNIFICANT feature of patent leather today 


These skins must be of especially fine quality and tex- 
ture for the production of the finest patent leathers. The 
selection of the skin is an important point in the pro- 
duction of leather which will successfully take the scien- 
tific tanning processes. 

Space does not permit here to go into detail in 
these processes, but we would suggest the reader would 
find it of interest to procure such information as is 
now available. 

Patent colt and kid skin range higher in price than 
kip and patent sides. The top selections of the patent 
kid bring from 60 to 75 cents per foot and the patent 
colt from 55 to 65 cents, according to selection. These 
leathers just mentioned are used for the highest grades 
of pumps and slippers for the ball room and reception 
wear and even to considerable extent for street 
shoes. 

Patent kip and patent chrome sides are much in favor 
today for some of the best of the men’s dress footwear 
and for dancing pumps and similar shoes. But, patent 
kid and patent colt are also used in men’s footwear of 
the higher grades. Kips and sides for the best selections 
range from 40 to 45 and 50 cents a foot. 

Patent leather was never more stable than today. 
The tanners complain that there is too much tendency 
to use the cheaper qualities and selections with neglect 
to the top grades, especially on the patent chrome sides. 
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Almost back to Eve is this garb of lizard skin 
worn by the Barnet Leather Company model at 


the Chicago convention. 
Above is the new Hanan store in Palm 


Beach, Florida, a good example of true Spanish 
architecture. . 














They showed shoes on the runway at the big 
Tezas convention in Fort Worth. 

To the right is shown one of the N.S. R. A. 
convention features—satin for shoes being 
woven on a real loom in the booth of the Cedar 
Cliff Silk Company. 
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The difference between a high arch, strong foot 
and a weak arch, almost flat foot is easy to see 
in this picture above. 

In the upper right is Miss Katherine Camp- 
bell, whose title, ‘The Most Beautiful Girl in 
America,” won her a place at the N.S. R. A. 
convention. 






































Above is the latest of the Petot chain of stores 

this one in Youngstown, Ohio. 

To the left is en unique method of showing 
hosiery as devised by a Boston department store. 
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Recorder Style Guide 


Features in Men's Shoes Analyzed for Style and 
Workmanship 





Bluchers are swinging back 
after a long run of bal pat- 
terns. A foot high at the 
throat needs blucher ad- 
jJustment. 


Here is a square Fren 
toe with the wood place 
high at the tip because th 
shovel last did not gir 
sufficient toe room. Th 
lacing through holes make 
the decoration for the cap 




















In the short four-inch vamp 
on men’s shoes see that the 
throat is high, the ball wide 
and the cap full of room 
The rubber slip sole for class 


in young men’s shoes. 


Coming as close as possible 
to the plain toe and with 
more shape in the forepart, 
this last is noted in the 
dressier shoes. A_ cord 
stitched close on both sides 
crosses the cap. 




















The square French toe is a 
leader in custom type foot- 
wear. Fine and careful 
stitching well spaced should 
be selected. There is a string 
under the cap for decora- 
tion 





The only pinking on this 
shoe is at the toe cap, sup- 
blementing the three-stitch 
double track decoration. 


























Just because a shoe is sim- 
ple in design, stitching and 
workmanship, does not 
mean that it cannot have a 
variation in caps. Here is a 
good one. The welt has a 
double row of stitching. 


Matter of decoration of tips 
is a matter of proper spac- 
ing and here we see four in 
a row. Fine shoemaking is 
a matter of good materials 
and careful stitching. 









































Full toes for men are a na- 
tional characteristic. For 
ornamentation sake newer 
perforation points are being 
used in cap decorations. 
Most oxfords need them. 














When the soles of shoes be- 
gan to be trimmed round, it 
opened up a little style 
touch to emphasize plainly 
built shoes. Everything on 
this shoe is in curves. 
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Select Lighter Weight Shoes for Men 


The Summer Season Warrants a National Demand for Light and Medium Weight 
Shoes to Break Men of the Habit of Wearing One Pair the Year Round. 
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\ light weight caifskin in 
black with a rather novel 
perforation effect. Note 
how it stops and is con- 
tinued by stitching across 
the throat. 


Patent leather in men's 
Shoes is decidedly on the 
increase. It needs but little 
decoration, for in colt skin 
the material is everything. 











Lacing effect is not limited 
to women's shoes. Here we 
see a leather thong made 
into a decorative motif on a 
smart light tan shoe, the 
thong being in a contrast 
leather 











Such a detail as the tongue 
in shoes comes into consid- 
eration and here we see a 
much wider and fuller 
tongue, as just an added 
talking point in the com- 
fort of good shoes. 








Box calf is usually worn 
abroad. Here it is put ina 
smart oxford, for material 
plays the biggest part in 
good shoes for men. 





Blucher tongue effects are 
always a problem of good 
shoemaking and here we 
find one that comes flush 
with the top line. Invisible 
eyelets are in this pair, but 
the visibles are more popu- 
lar for summer. 





























For dress-up wear, a light 
kid skin in a plain toe ox- 
ford with just the slightest 
decoration along the lace 
stay. Help push lighter 
weight shoes for men for 
summer. 

















Some boots will be worn the 
year round, but men are 
becoming oxford wearers in 
greater proportion. Here is 
a trim boot pattern on a full 
fitting last. 

















For real novelty in a golf 
shoe, here is a front that is 
nifty.There is no tongue, for 
heavy wool hose are worn 
with it. 

























Eight rows of stitching 
around the foxing may be a 
trifle heavy, but the appear- 
ance is particularly good. 
A small lace thong slips 
through the holes at the lace 
stay. 
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Materials Play Principle Parts 


In the Selection of Men's Styles Pick a Good Last and Pattern and 
Diversify the Materials. 











\ highly decorated golf shoe 

on a heavy brogue with 
every line perforated and 
stitched and every surface 
embellished. 


There is no end of possibil:- 
ties in grains of leathe 
Here is a wine-colored ta 
in a heavy grained oxfor 
with a new, but rather e2 
pensive pattern line. 




















The heavier black shoes can 
stand a variation of pat- 
tern. Here the foxings are 
unusual, giving a U throat 
effect and a snugger quar- 
ter. 


The vamp foxing is real 
The counter foxing effect is 
obtained by stitching. The 
top is in a grained leather 
and the bottom plain. The 
stitching along the lace stay 
makes a junction point for 
the double track stitch. 











A tan oxford using a 
pebbled grain upper over 
the same color of tan vamp 
and counter foxing. Rubber 
heels are general. 








Square cut foxings and 
quarters for greater variety 
and stitching to emphasize 
that effect. Two grades of 
leather can be used. 








Stitchings can take the place 
of the counter foxing and 
here we see a double track 
effect on a light tan shoe, 
color of stitching being 
optional. 





Lighter shades of tan in 
finely made calfskin make 
such a smart shoe that sim- 
pblicity of stitching is rec- 
ommended thereon. 




















Departing from the usual 
stitching effect, here we see 
the double track swinging 
from the top of the heel in a 
graceful curve down the lace 
stay and continuing down 
the blucher tab to the shank. 




















The Baltimore bal is a 
prime favorite the country 
over. The two and one per- 
foration gives definition to 
the pattern. 
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BEACON 
SHOES 


There is Sales Power behind every pair of Beacon 
Shoes, because of the Variety of Styles we carry in our 
In Stock Dept., because of the Quality of materials used. 


| 


Women’s Style No. 7351 — Pep Last 
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AIREDALE NUBUCK , 
CAMILLE ONE STRAP Men’s Style No. 138—Buck Last 
Airedale Calf Trim TAN CALF OXFORD 
9/8 Military Heel Wingfoot Rubber Heel 
RS _Wingfoot Toplift Corded Vamp, Tip and Quarter we 
i Width BY since 3-8 Width B, sizes 6-11 
Width C and D, sizes 214-8 Width C and D, sizes 5-11 
Price $4.85 Price $4.25 











F. M. HOYT SHOE COMPANY 
MANCHESTER - - NEW HAMPSHIRE 
Write for Our New Stock Catalog 
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No. 687 
Black Kangaroo 
Blucher Oxford 
Orthopedic Rubber 
Heel 
B, C, D, E, 6-11 
686 


Same Style in 
Brown Kangaroo 


THE 
ARCHUP 


Every Day We Receive 


inquiries from all over the country 
asking for the name of the nearest 
dealer selling this wonderful 


PHLEXOPEDIC ARCHUP 


as advertised in the Saturday Even- 
ing Post. Is your name among those 
to whom we refer the writers? This 
corrective shoe on display in your 
windows will certainly bring you 
results. 


No. 688 


Black Kangaroo Blucher 
Orthopedic Rubber 


Hee! 
B, C, D, E, 6-11 
All 
Three 
Phlexopedic 
Archup 
Styles 


IN 
STOCK 


THE 
ARCHUP 





HOW TO 
ADVERTISE 


While the earth is covered with 
snow and ice, our Everlasiing 
Narcissus, Tulips, Roses, Plants, 
Trees, etc., are always in full bloom. 


Get our SPRING CATALOGUE 
No. 32 mailed FREE FOR THE 
ASKING; make a selection of 
Flowers, Plants, etc., decorate 
your window, interior or home, 
create Easter Air and business 
ahead of your slow competitor. 
You can resell any article, make 
100 per cent profit and have 
decoration and advertisement free 


FRANK NETSCHERT, Inc. 
61 Barclay St. 
NEW YORK, N. Y. 





No. 3278 Narcissus Plant 








EMIL RUBLACK 


Maker of Artistic 
PRICE TICKETS 


Shoe trade my 
specialty 


Samples mailed free 
on request 
Kindly state if a large or 
small ticket or a special 

color is wanted. 


Ask to see our latest cut-out 
Four, Five and Siz dollar tickets. 


Established 1903 
140-142 West Broadway 
New York, N. Y. 





No. 170 
(7-9 of actual size) 


$4.00 per 100 
Combination of Gold and black 











M. A. PACKARD COMPANY 


BROCKTON . 


MASSACHUSETTS 








ASK YOURSELF 
THESE QUESTIONS 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 

What is the evidence of READER 
INTEREST? | 

Is the paper essential to its field? 

Is reader interest proved by volun- 
tary paid subscriptions? 

Are the paid subscriptions audited 
bythe Audit Bureauof Circulation? 

(Twelve Thousand “Boot and 
Shoe Recorder” paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 

(The character of the “Boot and 
Shoe Recorder” is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 
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SIMPLIFY YOUR MERCHANDISING PROBLEM 

BY SPECIALIZING ON GOODRICH TURN SHOES. 

FOR QUICK TURNOVER AT PROFITABLE PRICES 
GOODRICH TURNS ARE RIGHT 








— THESE. A 
Black Satin La — _Ooze Top. NUMBERS 4 Hq mS —_ See Va Ooze 
, ON ne ! t,a ern ro 


Lark 
Carries 14-8 Spanish Louis heel nish Louis 
AA, 4 to 8; A, nd toe o 


"Eee ee IN STOCK 











LESS THAN 
THREE PAIRS 
25c SERVICE 
CHARGE 





No. 129 


An attractive Strap, Black Satin vamp and 
h oaiee 


A Silver Brocaded Strap Slipper without quarter, with a of Suede, cut out and 
i Its simplicity i beaded with gun metal beads. 15-8 Spanish 


an equal for dress P y is 
its most attractive feature. 16-8 French Louis Louis heel, new toe of very attractive appear- 
heel on a last especially for this style. ance. 
AA, 4 to 8; A, 3% to 8; B, 3 to 8; AA, 4 to 8; A, 34% to 8: B, 3 to 8: 
C, 2% to 8. C, 2% to 8. 


$7.09 Net $6.50 Net 


IN ADDITION TO ‘OUR IN STOCK STYLES WE ,ARE SHOWING NEW AND 
NOVEL STYLES OF OUR FINE TURN SHOES TO BE MADE ON ORDER. 
FIVE WEEKS DELIVERY. SALESMEN ARE OUT. ASK TO HAVE ONE CALL. 


HAZEN B. GOODRICH & CO. 


FACTORIES AT 








ares HAVERHILL, MASS. iinistitdieaceienliie: a 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








98 BOOT AND SHOE RECORDER March 15, 1924 












| eAnnouncing 
~The Annual | 










This show is expected to surpass 
even the big success of last year 
when thousands of leading buy- 
ers came to Boston for the ex- 
position. Plans are underway to 
make this the best show ever. 


Remember the dates 
July 14-17 


Pe ne eT ee eee 


TOMO OOOO 





Make Your Application for Exhibit Space Now 


To make sure of obtaining exhibit space manufacturers 
are urged to file their applications at once. Allotment 
of booths will be made within a few weeks. 
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Diamond Brand (Visible) 
Fast Color Eyelets have gen- 
uine celluloid tops which 

nd retai 


Mens footwear finished — ii" 
with visible eyelets 


is the ultimate in 


style and guality 


CN 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers o 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 





DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS | 


ALWAYS LOOK NEW NEVER WEAR BRASSY 


Manufactured under Patents 


LOOK FOR THE DIAMOND 


TRADE MARK 
Registered in U. S. Patent Office 


None But Tue Genutne Fast Cotor Evetets Have Turis Diamonp Branp 


Supplied with regular Nickeled Barrels or with Special Stainless Barrels in 
lengths, sizes, and finishes, and all Standard Colors. 


SPECIAL STAINLESS BARRELS 


STYLE 15 


° eS @ 0 0O 
%; Co e =O Ong 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 


miaislin' s*3hn9! 























larch 15, 1924 


BOOT AND SHOE RECORDER 








Profits Protected 


—Since These New Books 
Safeguard Every Transaction 


reg find yourself at the end of 
the season with a big stock of 
seasonal goods still on hand? Most 
every shoe merchant has. You 
cleaned them out at about what 
they cost or held them and took 
a chance on a change of style. May- 
be a month before you could have 
moved them at the usual profit. 


If every shoe man knew the 
exact condition of his stock all the 
time, such reductions would not 
be necessary. 

Sure-Trip and Sure-Quad Sales 


Books are the source of such 
knowledge. They add an extra 


copy as the basis of a department 
or stock-keeping record. The sheets 
are joined when removed from the 
book. The extra copy for perpetual 
inventory is made in the same 
writing as your regular records, 
but may be handled quite in- 
dependent of all other records. 
All copies are printed and in align- 
ment. The extra sheet may be a 
different color or quality of 


paper. 


Sure-Trips and Sure-Quads also 
make possible a combination of 
records which now take two writ- 
ings to make. 





The pasted Intersheet 
Books give more 
copies in one writing. 





“Th ree sheets 
loined together when 
torn_out of the book. 


It is only natural that our men 
should be able to help you with 
sales recording and sales checking 
problems. 44% of them have been 
in our selling service,for 15 to 38 
years; 26% for 10; to}l5$ years. 
Through these years of experience 
they have learned the best methods 
of the leading shoe merchants. 


You can put this knowledge and 
experience at the command of 
your own store. 


Why not pin the coupon below 
to your letterhead and send it to 
our nearest plant? 


American Sales Book Company, 14, Elmira, N. Y. 
West of the Rockies 


Pacific Manifolding Book Co., 
Emeryville, Cal. 


LH 
Ai 
‘orty years ago Samuel J. - 
Moore, our president, built Toronto. Can. 
the first factory devoted to the 

manufacture of sales books. 


Pacific Coast Sales Book Co., 
Los Angeles, Cal. 


In Canada 


F. N. Burt Company, Ld., 
Toronto, Can. 


American Sales Book Company, Ld. 
Dept. 7143, Elmira, N. Y. 

Without incurring obligation I would like to know more about 
your Sure-Trip and Sure-Quad Sales Book, as described above, for 
the following uses 


Firm 


My Position 


Address 


NOTE: We might be interested in other duplicating forms such 


as 








(See my letter.).... 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution 
—needs capable salesmen; yo men between the ages 
of 25 and 35 years who have had thorough — in 
one or more of our lines, and can give us the highest 
references. 


Our company, which started in 1902 with one store, 
now operates 475 retail stores in 33 states. We sell dry 
goods, shoes, notions, clothing and furnishings for men, 
women and children. We do a strictly cash business. Our 
sales im 1923 were $62,188,978. We opened 115 stores in 
1920, 59 stores in 1922 and 104 stores in 1923. 


By industry, study and determination your progress 
will be rapid in our organization. Under our experienced 
managers you are trained to become a manager. When 
you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
from the ranks of average men. What we need are young, healthy and 
ho have had thorough experience in a small or 
it store, or are ¢ in general store 
work in special lines. The investment of money is not necessary for 
our success with us. The financial backing cf our company is ample. 
riefly, this is our proposition—tested and proven over a period of 21 
years: 


You come to us first as a salesman in one of our stores. During 
the period of proving your ability you learn the greater ibili. 
ties of co-operative effort. Your progress depends upon your 
ability and effort. As our new stores are opened, managers are 
selected from our sales force. 


When you make a success of the management, you are sold a 
one-third interest in a new store and become its man . You 
may afterwards acquire a partnership in other stores which are 
the outgrowth of the one in which you first received a financial 
interest. If you do not possess the capital to purchase one-third 
interest in a new store, the money is loaned you by the J. C. 
npr Company, and you repay it from subsequent profits of 
the store. 


Write today for our booklet, ““Your Opportunity,”’ which fully 
explains our plan. Give your age and number of years’ ex- 
my im our lines of merchandise in your first letter. 

@ may arrange for a personal interview later. All correspondence 
strictly confidential. 


Address your letter to 


J. C. PENNEY CO., Ince. 


Wm. M. Bushnell, Manager of Employment 
Star Building, St. Louis, Mo. 
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<— 
Stock Up Before Spring 
SUEDE-NAP BRUSHES 





The extraordinary popularity of suede footwear contin- 
ues. So does the demand for SUEDE-NAP BRUSHES. 
Our sales on them are growing steadily as the trade and 
the public become better acquainted with their points 


of superiority. 
Better make sure that you are stocked up on SUEDE- 
NAPS before the spring rush. 


“Pick Out the Dirt, Pick Up the Nap” 
$2.00 Per Dozen 


E. T. GILBERT MFG. CO. 


228-36 South Avenue Rochester, N. Y. 
If Your Jobber Cannot Supply You, Write Us 
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“CLIFTON” Sick 


Preferred Because Most Perfect 


Used with our wet process it produces a 
perfect innersole, as it is easily formed 
in and hugs the lip providing strength 
where strength is most needed. 


You'll Always Specify 
“CLIFTON” Gem Duck 


when once tried 


are recommended for satisfactory re- 
sults. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 
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By Reason of the Systematic Work Now Being Done 
Among Labor Unions All Over the Country, Wise 
Retailers Will Order Liberally on Union Stamp Shoes. 


Ex This Stamp on Boots and Shoes Signifies: 


UNION, ISTAM That the principle of the Collective Bargain is 

Factory operative and no strikes or lockouts are permitted. 
That the manufacturer and employes are settling 
their disputes through mutual adjustment or arbi- 
tration without losses from cessation of work. 





That industry and workmanship are benefited by 
uninterrupted production leading to highest quality. 


That goods will be delivered on time so that 
dealers and wearers may be assured of seasonable 
footwear in season. 











+ + + + + + + + + + + + + + + + ‘ + 
‘ + + + + + + + + + + + ‘ 
; + + + ; 0 ‘ ; ‘ ry . ’ ‘ 


A system of handling labor problems that has 
been in operation more than twenty-five years and 
has created growing respect between employers and 
employes. 


Manufacturers and workmen producing shoes bearing the above 
Stamp deserve the support of all wage earners and all friends of 
industrial peace. — 


Shoe retailers are requested to carry full lines of shoes bearing the 
Stamp. 





List of makers of shoes bearing the Stamp furnished on request. 


BOOT AND SHOE WORKERS’ UNION 
246 Summer Street, Boston, Mass. 


COLLIS LOVELY CHARLES L. BAINE 
General President General Secretary-Treasurer 
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Quality Felt Footwear 


By “LIND” 


Your wholesaler knows the Lind Line —its 
reputation for value and true worth. Let him 
show you that it satisfies your needs in felt foot- 
wear of the highest quality for the entire. family. 







LIND SHOE AND SLIPPER CO. 


Manufacturers of 


FELT SHOES AND SLIPPERS 


Worcester, Mass. 


Main Office and Factory Boston Office 
106-108 Gold Street 207 Essex St., Room 204 


WORCESTER J. M. P. Kingman 






























GARDINER’S “600”—A LINE FORIPROFIT 


The safest combination for profit is style plus comfort. Here are hand-turned shoes 
with just enough style to please any woman of mature sense—and such fillers that 
many women who have,bought style only are quickly won over. 





Finest materials in’ every part. 








Made on order 
only, in 12 pair 

















Lots or More. 
Delivery in 
About Three 
Weeks 
No. 651—Black Kid One-Strap Imi- No. 641—Black Gun-Metal Calf One- 
tation Tip, ““Wingfoot”’ Top-Lift, $3.30 Strap Cut-Out Sandal, “Wingfoot” 
I Ee: 








H. K. GARDINER CO., PITTSFIELD, N. H. 
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CHICAGO 


Spring Shoes Sell Fairly Well 


Suedes Continue to Be Strong—Demand for Light Hosiery 
Makes Impression on Black Shoe Sales 


HERE was a flurry of spring buying 

in most Chicago shoe stores during the 
week ending March 8. Many women wore 
tailored suits with hosiery of the latest 
nude shade and Colonial shoes with buck- 
les, or a new tailored frock with a snappy 
top-coat and strap or gore slippers. 

On Thursday morning, however, the 
weather man played the joker. The March 
lion awoke in Chicago and a blizzard 
swept over the city enveloping everything 
in a coat of ice and snow. And the retail 
shoemen changed with the weather, from 
an optimist on Wednesday to a pessimist 
on Thursday. 

The weather man was not through, 
though and Friday turned up a bright, 
clear day with steadily risin ; temperature. 
By Saturday afternoon nearly all signs of 
Thursday’s blizzard had disappeared and 
shoemen resumed the role of optimists. 


Women Like Suede Shoes 

In women’s shoes suedes are improving 
and are expected to sell big when fully 
displayed. The wearing of light colored 
hose has brought up the question whether 
or not pearl gray, Jack Rabbit and aire- 
dale in suedes will prove popular. Some 
merchants contend that light hosiery 
means black shoes and look for patent and 
satin to continue, but if that is the case it 
is contrary to the judgment of many of the 
largest buyers in the city. 


New Kinney Stores 


G. R. Kinney & Co. opened two new 
stores in Chicago, at 3167 Lincoln Avenue, 
and 11115 S. Michigan Avenue. L. F. 
Kavanough has been made manager of the 
Lincoln Avenue store and B. N. Eister 
manager of the Michigan Avenue store. 
These stores will carry high-grade mens’, 


womens’ and children’s shoes. George 
Weber, manager of the G. R. Kinney 
store at 1347-49 Milwaukee Avenue is the 
proud father of a new seven and a half 
pound boy. 


Reports Good Business 


S. M. Polkey, who recently opened a 
new store at 1341 Milwaukee Avenue, is 
very pleased with the manner in which his 
business has progressed since the first of 
the year. He is carrying a complete line of 
mens’ and women’s shoes and hosiery and 
a complete line of orthopedic appliances. 


Ornaments Go Well 


O’Connor & Goldberg are selling quite a 
few monogrammed buckles in their store 
at 23 E. Madison Street. Interest is 
created in these beautiful ornaments by a 
lovely case-window display in which 
several different types are shown. A very 
satisfactory volume is reported on them. 


Clark Joins Stevens Firm 


F. Arthur Clark, for 25 years with the 
shoe department of Emery Bird, Thayer 
Company, Kansas City, Mo., recently 
resigned there as manager and buyer. He 
is now acting in the same capacity in the 
shoe department of Charles A. Stevens & 
Brothers on State Street, this city. 


Good Colonial Demand 


Jack Cohon, assistant manager and 
buyer at Mandel Brothers’ Department 
Store on State Street, says that 50 per 
cent of his sales on women’s shoes during 
the past two weeks have been Colonials. 
“Our volume of business on buckles,” 
says Mr. Cohon, “‘is excellent, while there 
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seems to be a greater demand for ham- 
mered silver just now that the other 
types, every type of buckle is ‘live mer- 
chandise.’ Black satin and patent leather 
are the popular materials for Colonials and 
brown satin is very good for evening foot- 
wear.” 

Mr. Cohon also reports an increasing 
business on children’s novelty shoes. 


New Foster Store Opens 


The new shoe store which F. E. Foster 
& Co. opened in Evanston, IIl., Saturday, 
March 8, went over with a “rush and a 
bang,”’ as Mr. Carl Burgstahler, manager 
of the Foster store at 115 N. Wabash 
Avenue, Chicago, put it. The volume of 
business done on the opening day went 
far beyond their expectations. 

Frank Gygax is the manager of the new 
store with Arthur Gasser as assistant. 


Veteran Shoeman Retires 


H. S. Gates, for 29 years with A. A. 
Putnam & Son, retired last week from 
active service. Mr. Gates was with Dog- 
gert-Basset & Hills for 25 years before 
going with A. A. Putnam & Son. Mr. 
Gates’ long service of 54 years actively 
engaged in the shoe business undoubtedly 
justify his retiring to spend tl e rest of his 
days in peace and quiet. 


New Department Store 

W. A. Wieboldt & Co. who own and 
control two large department stores in the 
outlying districts of Chicago, announced 
this week the proposed plan for another 
department store at Ashland Blvd. and 
Ogden Avenue. The new store will involve 
an investment of over $4,000,000. The 
company expects to begin work early this 
summer and to have the new store ready 
to open by the summer of 1925. The build- 
ing will be of fireproof construction and 
will have all modern devices for the 
safety and comfort of both customers and 
employees. 

The building when completed will be 
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one of the most completely appointed 
department store structures in America. 
The building will have floor space suf- 


ficient to accommodate a sales volume of 
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over $12,000,000 annually, an area of 
350,000 square feet, or about eight acres, 
all of which will be occupied by the com- 
pany for retail purposes 





‘ST. LOUIS , 
Unsteady Tone Characterizes Business 


Spring Openings in Some Stores Act as Stimulus to Buying— 
One Concern Shows White Footwear 


USINESS during the week ending 

March 8 has been on an increased 
basis according to reports from a number 
of retail shoe merchants. Buying con- 
tinues spotty. On some days the stores are 
crowded while on others the trade slumps. 
This much, however, is apparent, activity 
is gaining gradually and from the present 
right up to Easter an improvement is 
anticipated. 

The announcement of one or two spring 
openings was the incentive for good buying 
in some stores. New patterns are appearing 
daily with straps dominating the major 
portion of all displays. A unique pattern of 
black satin with a delicate trimming on 
the vamp of white kid was an unusual! 
number shown for the first time this week. 
Many new styles are being shown in 
fawn. Light brown shades are not slow in 
moving and good reports are being re- 
ceived on their turn-over. Much appre- 
hension is being displayed over the dull- 
ness in gray suede. What the outcome of 
this color will be is mere conjecture. 

A good many merchants are well stocked 
with gray suede and it is evident it will 
require intense merchandising to get from 
under the load, unless some unforeseen 
turn occurs between now and Easter. 

Suedes after Easter will be as dead as 
overshoes in August is the opinion of many 
merchants. With this knowledge at hand, 
keen merchants are pushing their suede 
footwear to the utmost. Black satin con- 
tinues to lead the style field though the 
gap between suede and satin is gradually 
closing. 


Davis Addresses Gathering 

Sam Davis, field secretary of the 
N. S. R. A., addressed one of the largest 
gatherings of executives, proprietors, 
managers, and others interested in the 
shoe industry. The meeting, held under 
the auspices of the St. Louis Shoe Retail- 
ers’ Association at the American Annex 
Hotel, March 6, was participated in prin- 
cipally by the store sales forces. President 
M. M. McCain presided. 

Chas. E. Williams, introduced the 
speaker of the evening and paid a great 
tribute to the ability of Sam Davis. 
Davis with his unusual enthusiasm 
tackled his subject: “Your Job and Your- 
self.”” Having lived the life of a salesman, 





White Shoes Displayed 


Geo. Copp, manager of the shoe 
department of Scruggs, Vander- 
voort and Barney, used one of the * 
Olive Street windows for a showing 
of all white kid footwear. The 
majority of patterns were straps. A 
few buckle front gores, however, 
were in the array. 











an executive, a shoe man, he felt qualified 
to speak to them in their own language. 
Some of the bright spots of his illumina- 
ting talk were as follows: ““Men looking 
for soft spots are usually spotted. When 
you make good you make good money.” 
Service is the biggest thing in commerce 
today, stated Davis. Business is demand- 
ing the very best of man and man is 
demanding the very best of business. 
Always view the customer as a guest in 
your store. 

One pertinent remark which aroused 
considerable interest was: “If you were 
the proprietor of a shoe store would you 
hire yourself?’’ Mr. Davis was given a 
rising vote of thanks. President M. M. 
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McCain announced there would be mo: 
meetings of a similar nature during the 
coming year. 


Another Department for 
Senac 


The Senac Shoe Company opened on 
March 15 in Duluth, Minn., its 12th sho: 
department and its 15th hosiery depart 
ment. The department will be located in 
Oreck’s on Superior Street at First Avenue 
West. Max Harris, assistant manager of 
the St. Paul store, will be made manager of 
the new department in Duluth. The store 
will be opened about March 22. The price 
range of the stock will be $6.00 to $10.00. 


Vogue Improves Store 


The Vogue Short Vamp Boot Shop just 
completed many improvements for its 
spring opening which was held this week. 
An art glass front above the show window. 
together with new backgrounds and over- 
head spotlights, increased materially the 
attractiveness of the display windows. 

One of the most comprehensive show- 
ings of new styles was displayed during- 
the week and Max Wiess, an official of 
the store, stated that big business was the 
result of their spring announcement. 


Introduce $6.00 Plan 


The shoe department of Famous-Barr 
Company introduced the Surety-Six plan 
which includes toth men’s and women’s 
footwear. A $6.00 price is established on 
all footwear in the arrangement which is 
to be a permanent feature of the shoe 
department. A wide choice of styles are 
offered and the plan was inaugurated with 
a three-quarter page newspaper spread. 





CINCINNATI 


Every Business Near Normal Basis 


Satins and Patents, Colored Kids and Light Brown Shades 
Promise Well—Healthier Note to Men’s Trade 


USINESS in general is moving along 
lines approaching normal. Retail 
shoe merchants have had satisfactory 
results in liquidating winter stocks, and 
the interest already displayed in spring 
lines gives promise of a good turnover for 
the coming season. A survey has just 
been made of business conditions in this 
city by the Chamber of Commerce and it 
reveals commodity prices are slightly 
higher than they were a month ago while 
manufacturing in all lines, except ma- 
chine tools, is going ahead on full time. 
This survey discloses that shoe manufac- 
turers here report their business to be 
good and on a steady increase. 
The retail shoe trade during week end- 
ing March 8 has been fair. The trend of 


sales is such that retail merchants are 
predicting a brisk business through the 
spring selling season. Lizard trimmed 
strap slippers in gray, airedale and other 
smart spring colors, are having good call. 
Both satins and patents are coming back 
strong. Colored sandals are displayed 
prominently in practically every retail 
shoe store in the city. 


Men’s Trade Is Good 


Men’s shoe trade is fairly good. Stores 
are showing gun metal oxfords, calf 
oxfords and other spring styles. 

Shoe manufacturers state that business 
is going along at a good pace. Orders have 
been coming in well and practically every 
factory in the city is sold up until well into 
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May. This is proving to be the best season 
for local factories that they have had in 
several years. 


New Shoe for Men 


The Syncopation Tie, a new spring 
shoe for men in black kid, black calf or 
patent leather is being featured by the 
Bostonian Shoe Store, Vine Street. This 
store also has a novel window display of 
seven smart spring shoes for men selling at 
$7 each. 


Sam Davis Speaker 


The retail shoemen will hold one of the 
biggest meetings in years on Tuesday 
evening, March 18, at the McAlpin 
Company when they gather to hear Sam 
Davis, field secretary of the National 
Shoe Retailers’ Association. This meeting 
will be attended by both the shoe retailers 
and their salesmen. 

In addition to Mr. Davis, Seaton 
Alexander, president of the N. S. R. A., 
will be present as well as C. B. Klingen- 
smith, president of the Ohio Valley Shoe 
Retailers’ Association, and Henry F. 
Hagemann, secretary of the latter associa- 
tion. Harry Vollrath, manager of the 





Advice on Shoes 


Valuable suggestions are being 
made to the Cincinnati public in the 
advertising of the Potter Shoe Co. 
These suggestions help the wearers 
of shoes to economize and get the 
full benefit from their footwear. 

Among the suggestions are the 
following: Have your shoes polished 
frequently. Tan shoes in particular 
should be polished and cleaned 
often. Own several pairs of shoes 
and change as often as possible. 
Leather, you will find, responds to 
rest as much as humans. Perspira- 
tion causes 75 per cent of all shoe 
damage. Foot powders will protect 
you against perspiration. Keep 
your shoes on trees when they are 
not in use. Trees will hold them 
shapely and greatly lengthen their 
life Never dry wet shoes near a fire, 
put them on trees and allow them to 
dry naturally er some time before 
an electric fan. Take your shoes to a 
repair department at the first sug- 
gestion of a rip or break, “‘a stitch in 
time saves nine.”” Always warm 
patent leather when donning. Patent 
leather tends to crack if stretched 
or flexed when it is cold. Select shoes 
suited to the service they will be put 
to. Have a pair of heavy shoes for 
rough work or stormy weather. Buy 
shoes that fit. Be sure that both 
length and width are correct. This 
is your best insurance of long wear. 
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women’s shoe department of the H. & S. 
Pogue Company, will be the toastmaster. 
The committee on arrangements consists 
of Harry C. McLaughlin, John Kipp, 
Charles Voller and George Dohrmann 


Good Season for Sports 


“There is a strong tendency towards 
sport shoes for summer wear,” states 
Harry Wiechman, president of the Wiech- 
man Pattern Company, on his return from 
his New York Style Studio. Mr. Wiech- 
man stated that his Brooklyn, Cincinnati, 
and St. Louis factories are running at 
capacity. 


Doubles Production 
The Vogue Novelty Company, manu- 
facturers of spats, has doubled its capacity. 
Pete Levy is president and Max Weil, 


vice-president. 


Vollman Predicts Good White 
Season 

George R. Vollman, president of the 

Vollman-Lawrence Company, has an- 

nounced that, because of the great growth 
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in the company’s McKay business, new 
equipment is being added so that by May 
10 at the latest the factory will be pre- 
pared to make 2200 pairs of McKays daily. 

On the style question, Mr. Vollman 
strongly recommends white kid strap 
effects, patents, satin straps, and cut-out 
oxfords for June and July. 


Black Satin Model 


A black satin strap effect, both ribbed 
and plain trimmed with black suede, is 
selling well at the Petot Shoe Company, 
28 E. Fifth Street. Another popular num- 
ber featured by this store is a cut-out ox- 
ford in bamboo, black and gray suede 
with trimmings of calf to match. 


New Plant Opens 


The new Seymour, Indiana, plant of the 
Sam B. Wolf Shoe Company, commenced 
production of women’s shoes on March 3. 
This plant has a capacity of 1500 pairs. 
The shoes that will be made at Seymour 
are of a grade slightly under those made 
in the Cincinnati factory of the Sam B. 
Wolf Shoe Company. 





DES MOINES 


Style Show to Be a Feature 


Retail Merchants Plan Opening of Spring Season with Novel 
Program—Gvod Outlook for Shoe Business 


LONG season of winter weather pre- 

vailed with the result that retail 
shoe stores have sold considerable footwear 
of the heavy winter type. Light footwear, 
especially the merchandise for spring wear, 
has sold: slowly. January was a better 
month in the shoe stores than the same 
period a year ago. 

Although spring footwear is not selling 
as yet, the outlook is very optimistic. A 
big rush is predicted by the shoemen on the 
first real sign of spring. The official open- 
ing of spring fashions is to be ushered into 
Des Moines on Monday and Tuesday, 
March 10 and 11. 


Special Hosiery Sale 


The De Arcy Bootery, an exclusive 
women’s shop, recently specialized on one 
of the biggest hosiery sales ever carried on 
in a local shoe store. The feature was a 
$2.85 full-fashioned stocking offered at 
$1.85 in 18 different shades. The sale 
proved a big success, despite disagreeable 
weather. 


Special Window Displays 

The Retail Merchants’ Bureau of the 
Chamber of Commerce designated March 
10 and 11 as the two days set aside for 
special window displays in store windows. 
A special effort will be made by shoemen 





Style Show Opens 
March 10 


Living models in display windows 
will feature the style show which is 
to begin March 10. The downtown 
section of Des Moines will resemble 
a huge department store in many 
respects. Almost every merchant and 
storekeeper have decided to unite in 
the promotion of a big style show. 











to make their window trims exceedingly 
attractive. Special features are to be in- 
cluded. 


Buyers in the East 


Several buyers are now in the East on 
their spring buying trips. John Corcoran 
of the Panor Shoe Stores and H. L. Barlass 
of Younker Brothers are among them. 
They are making some purchases for 
immediate use but mostly shoes are being 
bought for their early spring trade. 


Good Spring Outlook 


Jack Corcoran, general manager for the 
Panor Shoe Stores says that the biggest 
bet with them now is the Colonial pump. 
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“This should be good until about April 1,” 
said Mr. Corcoran, “when sandals will be 
in demand and I expect the high colors to 
be exceedingly good this spring. For early 
spring wear Jack Rabbit gray and Man- 
dalay brown colors are making a strong 
bid for popularity. : 

“We had a wonderful overshoe business 





BOOT AND SHOE RECORDER 


in January, selling over 14,000 pairs in our 
stores.” 


Light Colors for Men 


The Heggen Shoery advertised exten- 
sively its men’s spring line. Light tan 
shades are most conspicuous in the line. 





MILWAUKEE 


Brisk Tone to Spring Sales 


New Styles in Women’s Lines Move Freely—Black Materials 
Hold Tenaciously to First Place in Popularity 


S a result of a few days of warmer 
a trade in spring shoes has 
been brisk during the week ending March 
8 and all lines of footwear have been very 
active generally. So far this season, black 
has held the leading place in Milwaukee sales 
in women’s shoes and recent business has 
again confirmed the statement. More set- 
tled weather conditions will be necessary 
to create interest in the colored kids which 
Milwaukee merchants expect to be very 
popular for late spring and summer wear. 
Patent leather has been particularly active 
in both oxfords and novelties. Satins are 
also very good, but less demand has been 
noted for suedes. 


Better Tone to Men's Business 


Warm weather evidently aroused in- 
terest in men’s spring footwear as business 
in men’s shoes has increased. Recent 
demand has centered around tan oxfords 
which conforms with expectations of local 
merchants. Black has also been moving in 
low shoes. 

Light shades of chiffon hosiery are still 
selling very well for wear with black ox- 
fords and slippers. 


A. T. Jenkins Resigns 
A. T. Jenkins, president of the Mil- 


waukee Shoe Retailers’ Association, has 
sold his shoe business at 2127 Walnut to 
Clarence J. Bertler of Joseph Bertler Sons, 
owners of a store at 3323 North Avenue. 


Luncheon ut the convention of Texas-Oklahoma Shoe Retailers and Southwest 


Mr. Jenkins leaves the shoe business to 
enter politics and has resigned his position 
as president of the Merchants’ Associa- 
tion. He is succeeded by Max Diamond, 
vice-president. 


Graebel Buys Store 


William G. Graebel purchased the 
Kenngott shoe store, 1343 Green Bay 
Avenue, which he has managed since its 
opening seven years ago. Mr. Graebel 
has announced that he would follow the 
policy of the store of having good shoes at 
a reasonable price. A few innovations will 
be introduced in the spring line. The 
former owner, Robert Kenngott, has re- 
tired from business. 


Hoefs on Committee 


George Hoefs, proprietor of a shoe store 
at 1393 Green Bay Avenue, in Milwaukee, 
has been placed on the committee in 
charge of the style show which will be 
held by the Green Bay Avenue Advance- 
ment Association April 8, 9, and 10. Mer- 
chants of the association are planning to 
create interest in the show by holding an 
election of a style queen. 


Shoe Company Incorporated 


Announcement has been made of the 
incorporation of the Marriott Shoe Com- 
pany at Baraboo, Wis., with capital stock 
of $20,000 divided in 200 shares. William 
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Defends Oxfords for | 
Winter 

An attack made upon the sup- 
posedly “inadequate” wearing ap- 
parel used in winter by girl students 
of the University of Wisconsin at 
Madison elicited a sharp response 
from Miss Hazel Manning, clothing 
specialist of the University. Certain 
elements charged that girls of today 
will be weakened as _ potential 
mothers through wearing of silk 
underwear and such things as 
pumps and oxfords during the cold 
winter months. Oxfords and woolen 
stockings are preferable to high 
shoes because of the greater ease in 
wearing them, according to Miss 
Manning. The bitter cold is met and 
combated adequately by arctics or 
spats, she contends. 














H., Elizabeth, and K. M. Marriott are 
incorporators. The concern succeeds a 
partnership conducting a retail shoe busi- 
ness. 


Modern Department Store 


In a talk on the modern department 
store given at the weekly luncheon of the 
Optimists’ Club, Carl Herzfeld, of the 
Boston Store, stated that the Boston Store 
consisted of 121 complete stores, which, if 
each occupied a single 25-foot front store, 
would reach about 57 blocks. The counters 
of the store would reach four miles if 
placed end to end. 


Remodel Church for Factory 


The E. F. Baumann Shoe Company is 
about to let contracts for remodeling a 
church at North Milwaukee for use as a 
shoe factory for the company. 


Retail Sales Forces 


The fact that coeds view more favorably 
than did their older sisters, a place behind 
a retail counter was emphasized in a talk 


ern Shoe Travelers at Tezas Hotel, Fort Worth. March 3. The convention was the most successful 
ever held, 
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by Professor Paul W. Ivey of the Univer- 
sity of Nebraska at a banquet meeting of 
the Milwaukee Association of Credit Men. 
He said that college girls were replacing 
common clerks and were becoming the 
personification of sales intelligence. 
Professor Ivey also stressed the im- 
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portance of co-operation between all de- 
partments of business from the manu- 
facturer to the retail sales men or women. 
He spoke of credit as a part of the selling 
force of a firm and said that the ability to 
refuse credit and yet retain friendship was 
a matter of salesmanship. 





CLEVELAND 


Encouraging Economical Conditions 


All Industries Report Steadiness Since Early Part of Year— 
March Promises to Be Good Month 


ETAIL shoe merchants Have in the 
weeks since the month of February 
closed, examined their books and have 
found that while there was no great spurt 
of sales, there has been a good increase in 
volume of transactions in February, 1924, 
over the volume in the same month last 
year. The same increase has been reported 
by the larger retail stores handling other 
lines of goods. 

The volume of trade that started out 
the new year with good prospects con- 
tinued through February in practically all 
lines. The automobile industry took on 
more employees during February and will 
increase production during March. The 
steel and iron industry, which is a large 
one here, has gone forward during Feb- 
ruary, and even greater production is 
scheduled for March. March opened with 
better prospects here than prevailed dur- 
ing the same month a year ago. 


Addition to Shoe Department 


An attractive addition has been added 
to the May Company shoe department on 
the first floor of the department store main- 
tained here by the company. It is known 
as the Surety Six, in which $6.00 shoes are 
featured. The addition is to the south of 
the shoe department, and it has been in 
operation two weeks. That is just long 
enough to indicate that it is going over big. 





Hall Is Optimistic 


Lou S. Hall of Detroit, formerly located 
in this city, called on Cleveland friends 
last Saturday. He is now district sales 
manager for the Endicott-Johnson Com- 
pany. His territory includes Michigan, 
part of Indiana and Ohio. 

Hall said that the outlook in his +er- 
ritory is very encouraging. Merchants are 
optimistic. Stocks are in good condition 
and every one is counting on a fine run of 
trade in the spring, he said. 


Attended Convention 


A large delegation of Cleveland shoe 
merchants, agents and local wholesalers 
went to Dayton, Ohio, Monday where 
they attended the annual convention of 


the Ohio Valley Retail Shoe Dealers’ 
Association. 
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W. F. Lyon Retires 

W. F. Lyon, who has been president 
since 1912 of the Cady-Ivison Shoe Com- 
pany, wholesale shoe merchants of this 
city, has resigned and retired from active 
management of the business. He had been 
connected with the company continuously 
since 1886. 

The story of his career with the com- 
pany begins at the bottom of the ladder 
and ends at the top. Mr. Lyon entered 
the employ of the company as an entry 
clerk, becoming in turn bookkeeper and 
credit manager. He was elected secretary- 
treasurer in 1897. 

While his duties with the company kept 
him busy, Mr. Lyon also found time to 
devote to civic activities. 





PORTLAND, OREGON 


Optimistic Note to Spring Outlook 


Strap Patterns in Light Shades Promise to Be Good Sellers to 
Women—Black and Gray Suede Favorable. 


ETAIL shoe merchants are looking 

forward to spring openings and Eas- 
ter. Most of them studied the style sub- 
jects attentively and exercised extreme 
care in buying. 

Jack Douet of Greenfield’s is optimistic. 
Greenfield’s will show spring novelties. 
One, the “Nile,” is a three-buckle strap 
pump with side cut-out, and either 15-8 
Spanish or 13-8 covered heel, in black 
suede, gray suede, black kid or brown kid 
with field mouse trim. 4 a 


Two New Stores 

Portland has acquired two more ortho- 
pedic shoe shops. There are now four 
carrying an exclusive line of corrective 
footwear. The Socket Fit Shoe Store took 
a location just across the street from the 
Ground Gripper Agency. The manager is 
F. L. Cary, who has the agency for Port- 
land, Seattle and Spokane. The Spokane 
store has been open for some time, and a 
shop will soon be opened in Seattle. Mr. 
Cary X-Rays all fittings. 

J. E. Tryzelaar is manager of the Arch- 
Aid Shoe Shop, situated on Park Street at 
Washington. The Arch-Aid shoe is for 
women only. 


Dunlap’s Display at Show 

At the Portland Annual Automobile 
Show, Dunlap’s Bootery displayed shoes 
for all occasions in collaboration with other 
retail merchants showing hats, gowns, etc. 
Everything from a sport oxford to a party 
slipper was exhibited. 


Retail Notes 


Mr. Ritter of the Goodyear Shoe Com- 
pany will open a shoe store about the end 


of March at Longview, Washington. Mr. 
Ritter will remain in Portland with Good- 
year and will hire a manager to operate the 
store at Longview. 

Mr. Haskins, buyer for Olds, Wortman 
& King, recently returned from the East. 

The Puritan pump is having a mild pop- 
ularity here. Indications are that its stay 
will be brief. 

The Arnold Glove-Grip shoe for men, 
carried by The Adams Shoe Company, is 
meeting with a good response here. 








A. H. JOHNSON 


A member of the sales force of Ike Kempner § 

Bros., Little*Rock, Ark., who recently won a $20 

gold piece for selling largest number of Arch 

Preserver s during one month. “‘Gus”’, as he is 

known to those who are associated with him is 

the oldest salesman in the Kempner organization, 
having served twenty-one years 
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IVE Salesmen wired into the 
factory from their territories 
—all about the same way: 


“‘Customers insist on the 
genuine RAJAH SOLES 
— We must give them 
what they demand.’’ 


Something said to be “just as 


What Made Them Do It? 





Genuine 


PRINCE 









good as RAJAH” won’t do with 
thinking shoe retailers. 


They know that RAJAH is the 


standard crepe sole. 


They know that the original is 
always followed by imitation. 


They know that to sell the origi- 
nal is the surest way to assure 
complete customer confidence. 


Remember— 


iah Soles are 


branded with this mark 


sale Soles 
Po Nt ee i Se 


ALFRED HALE RUBBER CO. 


ATLANTIC, MASS. 
Established 1837 


REG.U.S. 
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Expect Early Buying This Year 


Lateness of Easter Considered No Reason Why Public 
Shouldn’t Buy if Weather Is Favorable 


ITH weather that has not been 

particularly conducive to stimula- 
ting the consumer to don spring footwear, 
the retail shoe business here during the 
week ending March 8 was not particularly 
active. Merchants are counting on the 
long period before Easter this year to 
give them a good spring business. There is 
a well-defined sentiment in retail circles to 
hold off cutting prices until after Easter, 
at least, and in some discussions May 1 
has been mentioned as the proper time to 
start the spring clearances. 


Plainer Types Get Preference 

The between seasons period is develop- 
ing little that is new in the style line. 
Fifth Avenue merchants report that their 
trade is demanding plainer types of foot- 
wear, where the style is in the line and cut 
of the shoe, rather than in embellishment 
by cut-out work, underlays, fancy stitch- 
ing, etc. In the theatrical district, how- 
ever, “trick” shoes appear to be selling 
about as well as ever. Shoe stores in the 
theatrical section also generally report 
business as better than it is in the Fifth 
Avenue or mid-town shopping districts. 

Strap Models and Colonials 

As has been said before, the style trend 
shows little change so far as basic styles 
are concerned. The strapped models, 
goring types and some Colonials, in the 
main, tell the story on styles at present. It 
is generally believed that strapped shoes 
will carry through the summer. Some 
slight business has been done on both 
plain and fancy oxfords; but it has been 
small so far. In the fancy oxford field the 
button oxford with high heel and a revived 
type of the side lace oxford have been 
introduced in several shops. A fairly good 
business has been done on suede oxfords 
in gray or light brown shades, trimmed 
with kid or calf strappings. Cut-out ox- 
fords are being touted by a few dealers, 
but in the main are considered too ex- 
treme for volume business. 


Seek Constructive Criticism 


The Nunn-Bush retail stores here con- 
duct a novel mail advertising scheme. 
The address of each purchaser is taken and 
a few days after the purchase is made a 
return postcard goes to the customer 
asking for his criticism of either the shoes 
or the service. The return card is mailed to 
the company’s factory headquarters and 
provides a good check on the service ren- 
dered by the individual stores in the chain 
as well as consumer reaction to the style 
quality, etc., of the shoes. 





Southern Ties for Men 


In the men’s wear trade the 
plainer effects are gaining ground as 
well. Although the brogue and 
French lasts are still popular, less 
pinking, punching and fancy stitch- 
ing are being demanded by the con- 
sumers, according to men’s shoe 
merchants. 

*In some sections of the trade the 
two-eyelet Southern tie in both 
street and dress shoes is being fav- 
ored, but there has been little con- 
sumer reaction on these styles so 
far. 











New Emerson Store 


The new Emerson Building, one of New 
York’s latest sky-scrapers, has been com- 
pleted, and is now being rented. The new 
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building, a handsome light-colored brick, 
stone trimmed structure stands on the 
northwest corner of Broadway and Forty- 
First Street. The Emerson Shoe Company 
last week opened a men’s shoe store in the 
building, occupying about half of the 
Broadway side of the building. The new 
store is tastefully fitted up; walnut wood- 
work and fitting being used throughout. 
The windows follow the latest type with 
walnut furnishings and the travestine 
stone background. 


Bleecker Association Meets 


An affair, that because of its success 
will enable the Bleecker “Live Wire” 
Association to carry out its numerous 
plans, was held at the Hotel Astor in the 
Belvedere Ballroom, March 3rd. The 
greatest part of the evening was devoted 
to dancing. The music for dancing was 
composed by employees of the company. 

The guests of honor of the evening 
were Mr. and Mrs. Miles L. Bleecker. 

The committee, which deserves praise, 
F. J. McDonnell, chairman, Ruth 


was: 
Rabinowitz, William Sobel and A. L. 
Baris. In conjunction with the affair, 


an elaborate souvenir journal was pre- 
sented and was also well received. 





BROOKLYN 
Improvement in Volume of Re-Orders 


Most Factories Report Lull Following Placement of Initial 
Orders on New Styles—Trend Toward Plainer Models 


HOE factories here are experiencing a 
lull in business following the placing 
of initial spring and summer orders by 
retail merchants. There are few buyers to 
be seen in the Brooklyn show rooms these 
days, but a fairly steady stream of orders 
is coming in from salesmen on the road. 
There is still a noticeable desire on the 
part of the retail shoe merchants, as re- 
flected in the orders, to buy sparingly and 
in small lots. One of the most encouraging 
features, however, is the fact that more 
re-orders are being received than for some 
time past. 

The movement announced last week by 
the Brooklyn Shoe Producers, through 
their trade association, the Shoe Manu- 
facturers Board of Trade of New York, to 
stabilize style, is expected to do much to 
bring the trade situation to a better basis. 
The larger manufacturers already have 
cut down on the bringing out of new pat- 
terns so frequently and it is felt that the 
retail merchants will fall in with this co- 
operation and make it unprofitable for 
the smaller operators to rush the style 
game so speedily as it has been in the last 
few years. 

The smaller manufacturers in the 
Brooklyn field are having a difficult time 


to keep going at present and few of them 
are operating anywhere near capacity. 
The larger factories are operating steadily, 
although not up to capacity. Some staple 
business is coming through all the time 
that keeps the larger producers fairly well 
employed. It is reported that some of the 
best selling styles in Brooklyn at present 
are old patterns brought to life again. 
There is a noticeable trend toward plainer 
and more simple effects in Brooklyn-made 
shoes. 

There has been little or no change in 
basic styles. One two, three and even four- 
strap shoes are still in demand. Some 
gorings are being made. Colonials are 
called for only slightly, according to the 
better grade makers, most of whom are 
inclined to let the Colonials die, now that 
they have gravitated to the lower grade 
goods and are being produced in large 
quantities in the cheaper shoe centers. 


Satin and Patent Are Strong 


In materials Brooklyn is still running 
strong on patent leather and satin. Some 
gray kid is being used and it is expected 
that gray kid wil! develop a vogue of 
considerable proportions in the near 
future. A small amount of colored kid is 
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being used. Ooze and suede are still 
popular, particularly in the lighter tan 
shades. Gray suede is also being used to a 
great extent. 

The trend in heels is decidedly toward 
the medium-height covered Cuban. type. 
In evening shoes, of course, the Spanish or 
Louis heel is still in the majority, although 
baby Louis heels are shown on some of the 
evening shoes, but in shoes for street wear 
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more than half are now being turned out 
with the covered Cuban style heel. 


Henry Klein Married 


Henry L. Klein, a member of the Retail 
Shoe Dealers’ Association of New York 
was recently married to Miss Lily Kurtz. 
He is manager of the Klein Shoe Stores at 
80 Fourth Avenue and 150 Fifth Avenue 





BOSTON 


Black Shoes Hold Popularity 


Satins and Patents Sell Freely in Women’s Departments— 
Fawn and Airedale Promise to Be Leaders for Spring 


PERIOD of very mild weather 
A during the week ending March 8 
inspired more people to visit the business 
districts, but in the whole the volume of 
buying in the retail shoe stores was not so 
great as to make great capital of the 
weather's part in stimulating trade. Only 
a fair note characterized the interest in 
both men’s and women’s lines. Some 
stores reported a gradual tendency on the 
part of women to buy from the new spring 


stocks, but a steady tone to the buying is. 


lacking. 

Many shoemen look to earlier business 
this season than a year ago, pointing to 
the fact that Easter comes very late. 
Merchandise is being sold at regular 
prices now as a rule; very few stores 
offering anything at reduced prices. 

Although the skies were bright and 
indicative of early spring weather, walk- 
ing in many sections was very wet and 
muddy and did considerable to stimulate 
the rubber trade. 


Black Satins and Patents 

In commenting on the women’s color 
situation, A. Silverman, buyer and 
manager of the shoe department at the 
C. F. Hovey Co., said: “Black satins and 
patents have picked up considerably and 
are selling equally well. I look for a con- 
tinued demand during spring and sum- 
mer. The nude shades of hosiery lend well 
to black footwear, making a sharp con- 
trast. Fawn is the best of the colors and 
airedale ranks next. Gray shades are sell- 
ing freely, but fawn and airedale sell 
about 70 to 30 per cent over grays at 
present.” 

In the men’s stores, oxfords are selling 
better than high shoes. Display windows 
look very inviting. Light tan materials 
look very well and no doubt will form the 
bulk of the sale for Easter. Merchants 
expect tans to be very strong. 


About Pigskin Shoes 


The subject of pigskin shoes for men 
was touched in a casual way by a manager 
of a store selling men’s shoes around $10 


and $12. A well-dressed young man 
bought a pair of pigskin oxfords when the 
sun was shining strongly and the day had 
all the characteristics of a spring day. 
The manager in substance said: “Boston 
men have been prejudiced against pigskin 
shoes for some time. The company making 
our shoes sells generous orders of pigskins 
to stores in other parts of the country, 
but we sell very few here. Mention pig- 
skin shoes to the average Bostonian and 
the usual remark is: ‘You can’t interest 
me in those. They’re too stiff and too hard 
on my feet!’ 

“Today pigskin shoes are very pliable. 
There was a time when they became very 
stiff and uncomfortable when wet, but 
now oil is used in tanning and makes the 
material favorable for use in shoemaking.”’ 


Orthopedic Footwear 


Several stores have been stressing 
orthopedic footwear in their advertising. 
An advertisement published by the 
Thayer McNeil Company follows: “And 
the average wear is a year a pair. There 
are many styles from which to choose the 
one that will give you more than a ‘trifle 


, 


more comfort’. 


Sig. Rothschild Goes Abroad 


Sig. Rothschild, vice-president of the 
Barnet Leather Company, Inc., and a 
well-known figure in South Street leather 
circles, has recently sailed with Mrs. 
Rothschild to Europe. While abroad, Mr. 
Rothschild will investigate the style situa- 
tion as it affects the American leather 
market. 


Pupils Inspect Tannery 


The pupils of the New England Shoe 
and Leather Association’s Continuation 
Class visited the Beggs & Cobb Company’s 
tannery at Winchester, Mass., on March 
3rd, and were given an interesting insight 
into its operations. This is the first plant 
visit in the present course. The group was 
in charge of Harry Howe, of the Stetson 
Shoe Co., South Weymouth, Mass. 
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Feature in Women’s 
Spring Model 


Among the new models for spring 
in women’s lines is one of the 
colored types carrying a strap which 
fastens across the ankle to a small 
cut steel buckle. The shoe is a lace 
oxford, usually in colored suede. 
The model is shown extensively in 
stores carrying the cheaper lines of 
women’s footwear. 








This year’s class includes a pupil from 
Indianapolis, Ind., Otto C. Mahrdt, who 
came to Boston especially to take the 
course, and it also includes a representa- 
tive of the Harvard Graduate School of 
Business Administration, and one or two 
representatives from a leading Boston 
department store. 

Under the supervision of Instructor 
James W. Dyson the pupils are receiving 
most valuable instruction in the funda- 
mentals of the shoe and leather industry, 
from the takeoff of the hide to the finished 
shoe. 


S. Agoos to Tour So. America 


S. Agoos, president of The Standard 
Kid Company, left Boston on Monday, 
March 10, on a trip through South Ameri- 
ca, from which he will probably return 
about the first of July. 

During his absence, Mr. Agoos expects 
to visit the following countries: Peru, 
Chile, Argentina, Uruguay and Brazil. On 
his trip Mr. Agoos will combine business 
with pleasure, although his primary 
object in making the journey is to form a 
closer acquaintanceship with the markets 
in these various countries. 


Retail Salesman Study 
Psychology 


The Boston Retail Shoe Salesmen’s 
Association, Inc., had as its chief speaker 
at its meeting of last week, Professor J. C. 
Scammell of the Boston University School 
of Business Administration, who in his 
subject of “Knowledge Is Not All Gained 
from Books,” asked the members to use 
their past experiences and knowledge to 
give them greater success and happiness. 
He stated that while books have been of 
tremendous value in the development of 
our modern civilization; while there is no 
country in the world outside of the United 
States that places the value of book learn- 
ing so high, yet all of this must necessarily 
be supplemented with frequent reviews 
from the book of each one’s life. 

Professor Scammell turned the pages of 
the book of his own life from the time he 
went on the road to sell books at $7.00 a 
week. He said that he did not make a 
success of his work until he learned that 
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you cannot know how to make a book 
until you know what the public expects to 
find in that book. He asked the salesmen 
to apply this theory to their own line of 
work; he also encouraged them to take 
pleasure in the many beautiful things that 
nature was constantly presenting to them. 
He stated that one’s value to the world 
depends upon a person’s ability to adjust 
himself to the world and get the world to 
adjust itself to him. He further defined 
service as the salesman’s ability to do the 
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most good for the greatest number of 
people. 

Benjamin Andrews of the Shepard, 
Norwell shoe department was: the next 
speaker, on “Knowledge Gained from Ex- 
perience.” - 

At the next meeting, the nomination 
of officers for the annual election will take 
place. 

It was voted that the next meeting 
would be held April 7 at Dupont’s Res- 
taurant, West Street. 





LYNN 
Shoe Styles for Summer Season 


Factories Completing Work on Easter Orders—Volume of 
Business Continues on Good Plane 


BOUT the last of the Easter orders 

_have been booked, and about the 
last of the Easter shoes will be shipped by 
April 10. So styles, as well as orders, are 
swinging to shoes for after Easter and for 
early summer. Volume of business con- 
tinues good, which is a natural expecta- 
tion, for women wear out more shoes in 
spring and summer than in winter. 


Novelties and Novelties 


After a lament for bread and butter 
shoes is heard, it is refreshing to stop at 
the factory of Murphy, Gorman & Water- 
house and see the novelties, and the novel- 
ties and the novelties. So many of them 
are there in the making that it is almost 
impossible to itemize them. It is easier to 
consider them in the mass. Standing in the 
packing room, one can see an endless 
parade of novelties, each different from 
the one that went before. 


A New Firm 


A new firm is always interesting, be- 
cause it launches some new ideas. Bresna- 
han, Sisk Shoe Co., Lynn’s newest firm, 
is starting up what shoe experts class as 
the smartest factory in Lynn. They 
mean that its mechanical equipment is 
the 1924 model. Of course, a 1924 model 
shoe shop yields better results than does 
an earlier model. 

First shipments of shoes from this new 
factory will be made April 10, in time for 
Easter sales. 


Shoes for the Hours 


A. E. Little & Co. make most every sort 
of a shoe that a well-dressed woman wears. 
So they have no hesitation in recom- 
mending a different type of a shoe for the 
different hours of the day—boots, or 
oxfords, for morning wear; oxfords or 
pumps for afternoon wear, and slippers 
for evening wear. 

Three changes of shoes a day this firm 





recommends. Now wouldn’t the shoe 
business be fine and dandy if everybody 
should follow this advice? A _ limited 
number does, for health, comfort and 
style. 


Watson’s White 


New shoes from the Watson Shoe Co. 
are as “white as the lily by the stream.” 
Vamps and quarters are white. Linings 
are white, and soles and heels are white. 
Call it perfection in white, and let it go 
at that. Some want a bit of color, as a 
contrast with the white. The Watson 
shoes provide for that. 

Satins and Pipings 

The Welch Shoe Co. is making black 
satin shoes, and is piping them with 
silver or gold. The shoes have wood heels. 
In a few instances, piping is carried around 
the heel seat. Patterns provide for straps 
and open shanks. 
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Summary of Styles 


A report from Lynn on styles 
follows: Patents and satins for 
Easter and right after. Whites, first 
whites trimmed with colors, for 
May and June, and then all white 
shoes for July and August. 

Sandals strong for the present, 
and re-orders expected. Straps con- 
tinuing to lead. Sport styles gaining, 
especially in dressy patterns. 

Pipings of silver or gold on satin 
shoes, and of bright hues on white 
shoes. 

More colored kids. Colonials, 
especially, those with gores, and 
gores and straps. These and a few 
other points are features of Lynn 
styles. 











Notes of Lynn 


Lattice front oxfords are good again. 

Open shank shoes are selling once more. 
Insoles, along the open shank, are usually 
covered with materials to match uppers. 

A. Jacobs & Son, shoe manufacturers, 
have bought the Leonard shoe factory 
at East Lynn. 

Novelty sandals are being made in 
fat ankle sizes. 

Aluminum lifts are being used, to get 
pencil stripes in heels. 

The “Imperial Jade”’ is a new Chinese 
sandal. 

The style of alligator shoes was brought 
up from Florida, by winter vacationists, 
is the argument of a Lynn designer. 

Colored elk uppers and crepe soles are a 
new combination in sport shoes. 





PHILADELPHIA 


Active Tone in Shoe Factories 


Gores, Concealed by Tongue Effects, Meeting with Favor— 
Growing Demand for Kid Materials 


HILE only one or two factories re- 

port they are operating to capacity 
most of them seem to be fairly active. The 
average seems to be around 75 per cent or 
80 per cent of capacity. There is very 
little advance buying on the part of 
jobbers and retail shoe merchants and 
factories are consequently operating on a 
hand-to-mouth basis and are making only 
such purchases of sole and upper leather 
as they need to take care of their im- 
mediate requirements. Straps and cut- 
outs are not losing any of their popularity, 
although gores in tongue effects are in very 
good demand. There is good call for black 
in suede and in patent and a growing 


demand for the browns and grays in kid. 
In some quarters a tendency towards 
plainer shoes is noticed. Prices remain the 
same though recent advances on calf- 
skin and the firmness in the sole leather 
market may shortly be reflected in higher 
prices for shoes. 


Wholesalers Report Trade 
Dull 


Wholesalers almost unanimously report 
there is no life to their trade. The trade 
is still uncertain as to what to buy, 
although black patent and suede in various 
cut-out and strap effects are in demand. 
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Satins are expected to become moce active 
a little later. One jobber handling 
children’s shoes is selling some gray elk 
and gray suede for Easter, though there 
is not much buying beyond that period. 


John Wanamaker Offerings 

Among the recent offerings of the John 
Wanamaker store were women’s black 
suede gored pumps with four straps, 
medium toes, turned soles and low Spanish 
heels. They were priced at $12.50 a pair. 
Four brown shoes for women, two for 
morning wear and two for afternoon, 
were also among the features of this store. 
The first two are a brown kid two-strap 
slipper with perforated suede trimmings, 
military heels, and welted soles at $17, 
and a brown suede with tan calf trim- 
mings, turned soles, gored fronts, and 
Cuban heels at $18. The two for after- 
noon wear are a brown suede opera slipper 
with round toes and vamps and high 
Spanish heels at $14; and a brown suede 
sandal with center instep straps and high 
Spanish heels at $16. Other features of this 
store’s offerings are plain pumps or opera 
slippers in beige suede. They have turned 
soles, low Spanish heels, and medium 
toes. They were priced at $12. 


Closing Out Sale 
Becker’s are announcing a sale at their 
store at 31 South 15th Street which they 
will vacate shortly. Women’s shoes in $8, 
$10, and $12 grades are offering at $3 
and Goodyear rubbers at 75c. 


Reduced Prices at Margolis’ 


Margolis’ Shoe Shop in Kensington 
recently announced that “freak weather” 
had compelled them to offer some very 
fine footwear at reduced prices. The store 
pointed out that there were no radical 
bargains but some genuine savings. 


Suede Slippers Featured 
The Kathryn Footwear Shop is fea- 
turing suede slippers in all the wanted 
shades at $7.85. Other features of this 
store are beaded slippers and blond shades 
in hosiery. 


Hosiery Mill May Move 

J. A. Harron, an official of the Brown- 
Phelps Hosiery Company, has returned 
from the South where he looked over 
available sites for a hosiery mill in the 
vicinity of Charlotte, N. C. The company 
proposes to discontinue its local mill and 
establish a plant in the South if a proper 
site can be purchased. Cheaper labor con- 
ditions are given as one of the factors in 
the proposed removal. The company 
employs 150 operators. 
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PROVIDENCE 


Annual Meeting of Retail Merchants 


Problems in Shoe: Industry Discussed When State Association 
, Gets Together—J. Albert Thomas New President 


HE ninth annual meeting of the 
Rhode Island Shoe Retailers’ Associa- 
tion was held at Turks Head Club, 
Providence, on Tuesday, March 4. Presi- 
dent Fred S. Fenner opened the meeting 
and gave his report of association activi- 
ties for the past year. The treasurer’s re- 
port showed that the association is in 
excellent financial condition. The secre- 
tary’s report was one of progress showing a 
substantial increase during the past year. 
The following officers were elected: 
president, J. Albert Thomas; vice-presi- 
dent, E. S. Lafayette of Woonsocket; 
treasurer, Joseph A. Veroneau of Woon- 
socket; secretary, M. Casterlin of Provi- 
dence; board of directors: Fred S. Fenner, 
R. J. Lawder, R. H. Levens, G. E. Suter, 
F. C. Greene. 


Address by Governor 


Dinner was served. Governor Flynn 
made the address of welcome. Mayor 
Gainer of Providence also spoke. 

Everit B. Terhune, treasurer and gen- 
eral manager of the Boot and Shoe Recorder, 
gave an address on ““New England—The 
Shoe Industry.’’ Mr. Terhune put par- 
ticular stress on the importance of apply- 
ing keen judgment in buying. He urged 
co-operation with the industry and as- 
sociation. 


Arthur D. Anderson on Styles 


Arthur D. Anderson, editor of thie 
Recorder and father of the four-season 
situation, delivered an address: “Styles 
and Conditions.”” Mr. Anderson said: 
“Much confusion in styles prevailed in 
1923. Try and get rid of your shelf-warm- 
ers. Sweeten up and place your money and 
buy new stuff, as good merchandise will be 
wanted as spring and Easter approach. 
Know what your community needs and 
buy with a degree to make a profit in your 
business and not have them for shelf 
warmers.” 

Regarding the four-season plan George 
E. Peirce; past president, said: ‘Conditions 
today are much better, although the style 
game is running somewhat wild. The four- 
season plan if adhered to by all would 
allow the merchant to lay seasonal plans, 
but a three-season plan would be much 
better.” 

W. W. Wilson, president of the Federa- 
tion of New England Shoe Retailers, gave 
an interesting address. 

Other speakers included: Nelson Street, 
secretary of the Chamber of Commerce 
and J. Albert Thomas, the new president. 
He urged co-operation among the associa- 
tion members. A vote of thanks was ex- 
tended to the speakers. 





HAVERHILL 
Late Easter Acts as Brake 


Shoe Buying at Factories Lacks the Impetus and Several 
Causes Are Named—Broad Line of Straps 


HE iateness of Easter seems to have 

had the effect of postponing a large 
amount of buying by retail shoe mer- 
chants. The usual Easter rush has not 
materialized. Some merchants tell the 
manufacturers that the great variety of 
styles has caused confusion as regards the 
best selling patterns. This is contributing 
cause to lack of buying. Haverhill manu- 
facturers report that their customers are 
selling seasonable shoes, but when it comes 
to replacements, many of them are holding 
back. Reports from shoe centers in other 
parts of the country are similar to those 
made by manufacturers. However, sales- 
men are on the road with new samples 
and from now: on the buying will be 
stimulated. 


Strap and Oxford Effects 


With women’s tailored suits a leading 
feature of spring styles, manufacturers are 


looking forward to some modification of 
the extreme fancy styles. The suit effects 
call for what might be known as tailor- 
made footwear, that is, on the plainer 
lines of straps and oxfords. The latter 
patterns are not prominently featured in 
Haverhill footwear. Undoubtedly there 
will be some new, effects brought out in 
those styles. Straps are being shown in 
great variety and will continue to be a 
leading feature of turns and McKays. 
Selling Shoes Without Sales- 
men 

The Karelis Shoe Company, a concern 
which manufactures a high-grade line of 
women’s turns, and has been for many 
years identified with Haverhill, employs a 
unique method of marketing this product. 

The Karelis line is exclusively an in- 
stock proposition, all styles being avail- 
ble for immediate delivery. No salesmen 
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are employed. The entire merchandising is 
accomplished by means of business paper 
publicity and direct by mail literature 
sent from the factory. Messrs. Abe and 
Jake Karelis, owners of this business, have 
built up a substantial trade in all parts of 
the United States, while their line enjoys 
the confidence of merchants. 


High Standard of Work 


Edwin Newdick, arbitrator, and chair- 
man of the newly established Haverhill 
Shoe Board, has demonstrated that 
Haverhill manufacturers are entitled to a 
high standard of work from their em- 
ployees. A recent decision given by Mr. 
Newdick envolves the case of a treer who 
was discharged from a local factory. 
Under Mr. Newdick’s ruling the treer was 
reinstated after a suspension of one week 
without pay. One half of the regular piece 
price for treeing the last case of shoes 
done by him before being discharged was 
deducted as a penalty for defective work- 
manship. The ruling also includes the 
following statement: “It is further called 
to the attention of the employee that too 
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much talk or irritable manner or language 
is to be carefully avoided.” 

The Haverhill Shoe Board of Arbitra- 
tion has permanent offices located on the 
fourth floor of the Coombs Building, 
Washington Square. A large conference 
room seating 25 persons is available for 
use. All conferences and consultations on 
local and industrial matters will be held at 
this location. 

Enlarging Instock 
Department 

Hazen B. Goodrich & Co., one of 
Haverhill’s oldest and best known con- 
cerns making women’s high-grade turns, 
as well as men’s turn slippers and dress 
shoes, are increasing their stock depart- 
ment by the addition of several numbers. 
Several styles of women’s turns in silver 
brocade, black satin and patent are avail- 
able for immediate delivery. In addition to 
the stock styles the Goodrich Company is 
showing many new made-to-order patterns 
in fine turn footwear. Salesmen represent- 
ing this house are now in their respective 
territories. 





BROCKTON 


Lighter Weight Oxfords Are Selling 


Movement to Improve Conditions by Making Shoes Conform 


More to Seasons—Smartness in New Models 


HE sales of men’s welt shoes have 

been unfavorably affected during the 
past two or three seasons by the widely 
prevailing custom of wearing oxfords of 
the heavy type practically all the year 
around. In former years a man wore ox- 
fords of light construction in spring and 


summer. When October and November 
came he felt obliged to buy a pair of high 
shoes. It seemed to well dressed men that 
they would appear poverty stricken if 
they wore oxfords through fall and winter. 
In the spring, men bought new oxfords. 
“The fad for the brogue type of men’s 





More Style in Men’s 
Shoes 


Smartness is stressed prominently 
in the new shoes for men that are 
being sold for spring and summer 
wear. Particularly in the medium 
grade of shoes are styles very smart. 

The popularity of sport shoes 
during the past few seasons and 
their rapid increase in sales has ex- 
tended the fancy patterns into the 
street footwear. Variations are 
innumerable, mostly with short 
forepart effects. In lasts, wide toes 
are the rule. The duck bill effect is 
prominently shown. A slipper ox- 
ford, of a similar cut to the opera 
pattern in men’s slippers is among 
the novelties shown. Brockton 
manufacturers say that sport shoes 
are going big for spring and summer. 
Practically two seasons’ samples are 
being shown simultaneously... All 
salesmen representing Brockton 
shoe manufacturing concerns are 
now in their territories with double 
lines of samples. 











oxfords, with heavy grain upper and 14 
iron sole, put a stop to the sale of two 
pairs of shoes. Many a man put on his 
heavy brogue oxfords in the fall or spring 
and wore them straight through the entire 
year. I have no doubt from observation 
and experience that the wearing of heavy 
oxfords has reduced the sales of men’s 
shoes 25 to 33 per cent. 

Now, in the interest of shoe manufactur- 
ers and merchants, we are trying to get 
away from the heavy type of men’s ox- 
fords. For the present season’s samples we 
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are making oxfords with light uppers and 
10 iron soles. Many of our customers have 
requested shoes made up in that way, for 
the reasons which have been mentioned. 
If we sell the lighter weight oxfords and 
show at the same time high cuts for fall, I 
think we shall be starting something 
which will be in the interest of getting 
more shoes sold right than the plan which 
we have been working under for several 
seasons.” 


Entering the Fourth Season 


The Charles A. Eaton Shoe Industries, 
the first to put in effect the four-season 
plan as a national method of distributing 
shoes and who were the first to put it into 
effect, are now entering the preliminary 
stages of the fourth season in the first 
complete cycle. 

The spring season opened with the ap- 
pointment of many new Crawford dis- 
tributors throughout the country and with 
many satisfactory orders. 

E. E. Doane, sales manager, has just 
started on a trip, meeting each one of the 
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Crawford representatives in their territory 
to discuss conditions and launch the fourth 
season in the first complete cycle of the 
four-season plan. Crawford has an at- 
tractive line of sport and summer shoes. 
Progress so far convinces the Eaton of- 
ficials ,of their wise deviation from old- 
time shoe practices. The four-season plan 
is an acknowledged success. 


Dunbar’s New Patterns 


The Dunbar Pattern Company, with 
factories in several cities of the United 
States, also one in Canada, is showing for 
spring and summer an array of novelties 
in men’s and women’s footwear which 
eclipses any of its previous displays. 


New Waterproof Welt 


The Barbour Welting Company is show- 
ing to the trade a new welt which com- 
bines waterproof and style features. This 
welt has been sampled by more than a 
hundred concerns making men’s shoes. A 
large number of leading houses are show- 
ing it in their coming season’s samples. 





BUFFALO 


Spotty Note to Shoe Buying 


Hosiery Demand Not So Steady—Men Show Interest in 
Appearance of New Spring Models 


LTHOUGH favored with somespring- 

like weather, with a heavy downpour 
which washed away much of the snow and 
ice from the streets and sidewalks, retail 
shoe merehants in the downtown section 
of the city reported little response on the 
part of the buying public, and business at 
best could be termed only spotty. The 
demand for rubbers and a slight improve- 
ment in the sale of men’s shoes were the 
only redeeming features. 

The fact that men, however, are show- 
ing an inclination to treat themselves to 
new footwear is a hopeful sign. 

Quietness is not confined to the shoe 
trade, but has effected the hosiery busi- 
ness as well. 

There is a disposition among hosiery 
merchants to attribute part of the slow- 
ness to an overdoing of “style’’ in hosiery 
and the over-emphasis which has been 
laid thereon in the last year or two. This 
led women to lay in so many kinds of 
styles and descriptions of stockings that 
now the feminine world has found itself 
“stocked up on stockings’’ and has been 
devoting itself to wearing out what it has 
on hand, rather than in buying new ones. 
This situation, it is confidently huped, will 
rectify itself when the new models of foot- 
wear hit their stride. 


Joe Michaels Returns 


Returning to Buffalo, his home town, 
after an absence of 22 years, Joseph 


Michaels, better known to his host of 
friends in the trade as just plain “Joe,” 
will open a high-class women’s shoe store 
before the end of the month at 578 Main 
Street, next door to Shea’s Hippodrome. 
Since Joe left Buffalo, more than a score 
of years ago, he has been identified with 
retail shoe merchandising. The last four 
years Joe has spent with I. Miller & Sons, 
Brooklyn manufacturers, during which 
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time he has had charge of retail stores. |: ; 
the brand of shoes made by the Broo} 
factory which will be featured exclusi, | 
in the new Samuels store. Situated in the 
heart of the city’s shopping district, | lie 
new store will embody features not four 
outside New York and Chicago stores «iid 
will be a unique addition to Buffalo's 
Main Street row. Mr. Samuels comes of a 
family of shoe dealers. Two brothers and 
one nephew operate retail shoe stores on 
Seneca Street in this city. 


Shoemen Elected 


Two members of the Batavia shoe trade 
were elected directors of the Chamber of 
Commerce of that city on February 28, 
for the ensuing year. They were Henry 
H. Minor, well known shoe manufacturer, 
and S. W. Smith, popular Main Street 
retail merchant. 


Watters’ Sale Successful 


A recent sale was conducted by the K. 
W. Watters store at 303 Main Street, pre- 
paratory to discontinuing the store. On 
the first day there were 450 pairs sold 
and on subsequent days the same number 
were sold. 

Al. Wright, who has managed this 
store since its inception about four years 
ago, has taken charge of the men’s de- 
partment in the main store in the Genesee 
building. The former branch store has 
been converted into a men’s branch of the 
Sterling chain. 


Enlarging Olean Store 


The Burns store at 219 Union Street, 
Olean, is disposing of its stock preparatory 
to enlarging its accommodations. The 
main store is in Buffalo and another 
branch is operated at Tonawanda, N. Y 





ROCHESTER 


Shoe Merchants at Annual Meeting 


Elect John H. Schmanke President—Much Interest Manifested 
Concerning Current Problems of the Industry 


HE annual meeting of the Rochester 
Retail Shoe Dealers’ Association held 
at the Hotel Rochester, March 6, brought 
out the largest attendance that has ever 
been present at a meeting of local shoemen. 


Ernest L. Park, president of the Syra- 
cuse Shoe Retailers, and chairman of the 
committee of arrangements for conven- 
tion of the New York State Retail Shoe 
Dealers’ Association held this week, 
spoke on the plans for the convention. 

Charles L. Strange, president of the 
New York State Retail Shoe Dealers’ 
Association, spoke on the Chicago con- 
vention and also urged the local shoe men 
to be at Syracuse. Officers for 1924 were 


elected as follows: president, John H. 
Schmanke; first vice-president, H. J. Van 
Arsdale; second vice-president, George L. 
Snyder; third vice-president, Louis Fuller; 
fourth vice-president, James F. Olmstead; 
secretary and treasurer, A. T. Smith. 


Three new members were elected. E. M. 
Hanley, representing Duffy-Powers Com- 
pany; George J. McGee of the Regal 
Shoe store and A. Fredericks of the Net- 
tleton Shop. 

After the meeting an informal discus- 
sion of trade conditions was held and 
discussions upon the future prospects for 
vershoes, the four-season plan and other 
subjects. 
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T. D. Barry Co. 


Brockton, Mass. 























NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 


Men’s and Women’s Welts 
Address all Communications to the 
Factory at 


BROCKTON, MASS. 






































Advocates Return of High 


Shoes 


According to Ed O’Shea, of O’Shea’s 
Normal Shoes store, a return of definite 
styles in shoes would mean a decided im- 
provement in the retail shoe business. Mr. 
O’Shea, who carries only corrective foot- 
wear for both men and women, says he has 
observed that women of today are wearing 
the same type of cut-out and slashed 
effect sandals or plain conservative ox- 
fords. As the seasons come and go the 
same style of shoe is apparently suitable 
and women feel that they can get two or 
more seasons wear out of the same pair of 
sandals or oxfords, he says. 


Joe Pratt Recovering 


Joe Pratt, buyer for the shoe depart- 
ment of Sibley’s, is confined to his home 
where he is rapidly recovering from an 
operation he recently underwent on one 
of his hands. Mr. Pratt suffered from blood 
poisoning that set in from a slight cut. 


New Location for Davis Store 


Barney Mangin, for years with the 
Duffy Powers Company, as buyer and 
manager of their shoe department is back 
in Rochester as manager for the local 
John Davis store. Mr. Mangin is con- 
ducting a removal sale for this chain store 
which will soon move to new quarters at 
East Main Street. 


Features New Models 


The Le-Hy Shoe Manufacturing Corp., 
issued an attractive folder showing “Light 
Art” style welts, “Rochester Maid” 
women’s shoes and “Pals” for growing 
girls. Most of the styles may be obtained in 
patent leather, gray nubuck, gray calf, 
colored elk, airedale and Chinese blue or 
red calf. 








Pittsburgh 


HOE business in Pittsburgh, like the 
weather, has been marking time until 
the official opening of spring. Men and 
women, who purchased shoes during the 
clearance sales, have not fully awakened 
to the arrival of the new spring styles. 
Merchants are endeavoring to overcome 
the reluctance of the spring shoppers and 
are doing their best to instill in them the 
spirit of buying. 

The spring models have made their 
appearance. Satins, patents and suedes in 
Colonials and straps are being displayed to 
good advantage. Airedale and Jack Rabbit 
will be very popular for street and dress 
wear, while suedes trimmed with alligator 
and lizard will be favored strongly for 
sport. Gray suede which has been in the 
background for sometime is expected to 
be a great favorite with the Easter buyers. 
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Waren In Your Town We Wiz Visit You 


Stock Dept. 5 <@ 
Is At Your Service o> 
THE STETSON SHOE CO. (Inc.) 

Seuth Weymeuth, Mass. 

















HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 
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BEST-EVER 
Soft-Sole Leather 
‘  Beudeirsand Nevelty 
Kimena Sandals 
Write for Prices 
BEST-EVER SLIPPER CO . ine, BROOKLYN, N.Y. 








MULES and D’ORSAYS 
Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
quest. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 








SNAPPY FELT FOOTWEAR 
Medium in Price—Long on Wear 
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SANDLER & RUMNEY, 35 WAREHAM STREET, BOSTON, MASS. 








Satin, yx! and Leather 
Seft Sole Slippers 
For the entire family 
No. 7300 Satin im these 

Ameri 


Black, Taupe and Pink. 
Send for Price List 


NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass, 








PARISTYLE FOOTWEAR MFG. CO., anc. 
41-45 Washington Ave. Brooklyn, N 
HIGH GRADE MULES AND pemaes 
Made of Satin, Quilted Satin, Embossed 
and Brocade 


Leather, Tinsel 
Prices from $23.00 per dos. up 








SLIPPERS for MEN, WOMEN 
and CHILDREN 
Bedroom and heuse 
tlippers im a wide 
variety of styles and 
prices. 

SATIN = 
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FRANK H. [- Svawven CO., Inc. 
24 Washington Square -:- Worcester, Mass. 
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The low-heeled sandal in all colors will no 
doubt be the volume shoe of the season. 

The new shades in footwear are bound 
to be an impetus to the hosiery business. 
Colors ranging from nude to the darker 
shades of log cabin and bombay will be 
available to add the finishing touch to the 
well-dressed woman. Present indications 
point toward a good future for chiffon 
hose. 


Shoe Merchants Meeting 


The Pittsburgh Shoe Retailers’ Associa- 
tion held its monthly meeting in the Gen- 
eral Forbes Hotel, Thursday evening, 
February 21. The first event of the evening 
was the installation of the new officers. 
J. B. Morrison, the new president, pre- 
sided. Ivan Martin gave a very interesting 
report on the “high lights” of the recent 
state convention. 

C. J. Mensch gave an interesting im- 
promptu talk on “Budgeting a Shoe 
Store.”’ He laid stress on the point of care- 
fully scrutinizing the previous year’s sales 
in order to buy intelligently. Mr. Mensch 
bases his budget system on a three months’ 
turnover and emphasized the fact that it 
should be figured on pairs of shoes and not 
dollars. 


Men’s Styles 


The styles in men’s shoes have only 
slightly deviated during the past season. 


_ Toes continue to be medium broad; how- 


ever, the square effect isnot so pronounced. 
Light tan is gradually pushing its way 
into the front rank. Blacks, in kid, calf 
and patent are very good for street and 
dress wear. The Walk-Over Boot Shop 
and the Florsheim Shoe Store are featur- 
ing several new patterns in mahogany 
patent. 


William Anderson Dead 


William Anderson, retail shoe merchant 
of Wilkinsburg, died at his home Thurs- 
day morning, March 6. Mr. Anderson 
has been connected with the shoe business 
for the past 35 years. He is a member of 
the Knights of Malta, Rotary Club, 
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Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
“Recorder” readers, free for the 
aski Write and tell us what you 
wou like to know. 








Good Business on 
Colonials 


“Kaufman’s Big Store” is show- 
ing some new styles in Colonial 
pumps. These patterns are slightly 
cut out on the side and are fea- 
tured in patent, satin, tan calf and 
several colors of suede. The black 
pumps are adorned with a bright 
silver buckle while the colors carry 
an ornament to match. These pat- 
terns are carried in four types of 
heels and are reported to be a good 
business getter at $10.00. 
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TESSIER & BOWDOIN 
2 Washington St.,:Haverhill, Mass. 








Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Macs. 


Beston Office 
207 Essex Street 








Colcord & Walker. Inc. 
y Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 
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FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A.POSNER SHOES. INC. 
NEw YORK | 
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Soft Soles and Moccasins 
Ask your Jobber for our 
Good -:. We DO NOT sell 
the ret»i] trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 
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Business men’s 
burg, and has been treasurer of Pitts- 
burgh Shoe Retailers’ Association for the 
past seven years. 











“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 











AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 


















Bonita Shoe-Baly 


In Stock 
Send tr Catalog 
AH Martin@ 


Mekew ROCHESTER NY ~ 














Gleal Daby, Shoe CQmpany 


FDey — Proprietor 


Veneers. CO HMassac am 
Baby She 
ists 


SEND FOR CATALOG 


NEW YORE OFFICE 320 FIFTH AVE. 













SOFT SOLES 
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NU BABY SHOE CO., East Lyon, Mass. 
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Do You Know 


- That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 




















Association of Wilkins- 





Atlanta 


N excellent volume of early spring 
A trade was reported by the retail shoe 
merchants during the week ending March 
1. Every day the outlook for the season is 
becoming more favorable, not only among 
the Atlanta merchants, but throughout 
the entire South. More optimism prevails 
among the merchants than in some years. 
Cotton continues to maintain a price 
above 30 cents per pound as it has foi 
several months past. 

Firm is Reorganized 
Reorganization of the well-known retail 
firm of Stout & McCallie, of Knoxville, 
Tenn., has been announced, and the firm 
will hereafter be known as McCallie’s, 
Inc., Bruce Rogers is manager of the shoe 
department. 


New Store Opens 


Caraker’s Shoe Store, located at 133 
Peachtree Arcade, opened recently. The 
new store specializes in men’s oxfords and 
shoes at moderate prices. T. H. Caraker, 
connected with Atlanta shoe firms for 
several years, is the head. 


Bannister a Visitor 


James B. Bannister, of Newark, N. J., 
head of the James A. Banister Shoe Co., 
of that city, accompanied by Mrs. Ban- 
ister, was a visitor in Atlanta the latter 
part of February enroute to their winter 
home in Florida. The Banister line is 
handled in Atlanta by Julian and Lamar 
Ray, who operate the shoe department in 
the Pollock & Berg store. 


Orr Reports Increase 


J. K. Orr, president of the J. K. Orr 
Shoe Co., manufacturers and jobbers of 
Atlanta, reports an excellent increase in 
the company’s volume of business in the 
South since the first of the year, with the 
present outlook giving promise. of one of 
the best years’ the company has ever en- 
joyed in the southern field. 


Brown Store Sold 


Recent sale of the store of the Buster 
Brown Shoe Co., at Springfield, Tenn., to 
the firm of Gregory & Dotson, has been 
announced by V. P. Lawrence, former 
owner of the business. 


Buys Half Interest 


A half interest in the Stegall Shoe Co,, 
operating a retail shoe store at Jackson, 
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L. ALTERSON & CO. 


162 W 34¢* St.. New York City N.Y 





IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.3¢ 
Sizes 7 to 1! 
Misses $1.35 
Sizes 11 $to2? 
Ladies $1.40 
Sizes 24 to 8 
BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N.Y. 





BALLET SLIPPERS in Stock 
Black and Pink Satin, Black Kid oRetety gdomed 
as the best made professional toe and ballet slipper in 

by International —— ae of 


et AVE... 





fargetn all widths. 
Only one exclusive agency in a town 








BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


1. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 











WM. SUMNER SMITH Co. 











DO YOU KNOW? 


that you can buy — 


sell t—through the. 
“Where to Buy”columns. ° 
This feature in ite quick : 
service is a time saver in | 
meeting immediate needs. : 
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Tenn., has been purchased by Elbert 
Stegall, of that place, from A. C. Brown, 
of St. Louis, and Mr. Stegall will assist 
his brother, Walter Stegall, in the active 
management of the business. 


Chatanooga Store Opens 


Belle’s Booteries is the name of a new 
store at Chattanooga, Tenn., at 727 
Market street, handling a complete line of 
ladies’ shoes. The firm is conducted by 
men who have been in the shoe business at 
Chattanooga for some years. 


Lynchburg Notes 


Manufacturers here at present report a 
quiet tone to shoe sales, but expect sales to 
take an upward trend shortly. Despite 
the slight slump, most of the factories 
here are working at full time. The retail 
trade is picking up somewhat and is ex- 
pected to increase materially within a 
short while. Merchants report a strong 
demand from women for patent leather 
shoes of all kinds. Local college students 
are particularly strong for this style. 

Flat heels and fancy sandal designs pre- 
dominate in the patent leather line. One 
firm here has been forced to materially 
replenish its stock as a result of the in- 
creased demand. 


Sales Conferences 


The semi-annual meeting of the sales- 
men of the Craddock-Terry Company 
and the George D. Witt Shoe Company, 
now under the control of the former, will 
be held here March 17 and 18. 

More than 30 salesmen of the Beasley 
Shoe Company were here for conferences 
with officials of the firm in which plans for 
the year and an outline of the business 
conditions we re presented. 


Mueller in New York 


A. R. Mueller of A. R. Mueller Com- 
pany of Milwaukee, who represents the 
Barnet Leather Company, Inc., in the 
Northwest, was in New York visiting the 
executive offices of the company. Before 
returning he will spend two or three days 
at Boston and enroute home will visit the 
tannery at Little Falls, N. Y. 





No Two Pairs Alike 


Lynn, Mass.—One of the Murphy, 
Gorman & Waterhouse men has wagered a 
box of cigars with a tanner. The matter 
of the wager is this. The tanner is to stand 
on Tremont Street, a main shopping 
thoroughfare of Boston, any pleasant 
afternoon after Easter, and if he sees any 
two pairs of shoes alike on the first 100 
women who come along, he wins. If he 
does not, he pays the Murphy, Gorman 
& Waterhouse man a box of cigars. 
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Let Your Jebber Carry Your Stock 


Harrington & Waring 
41 Union Sq. W. New York 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street { Boston, Mass. 
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Stetson Co. 


The “Snappy Tie Revue,” a singing 
and dancing specialty, presented by six 
young ladies and led by George W. 
Young, Pacific Coast representative for 
the Stetson Shoe Company of South 
Weymouth, Mass., aroused considerable 
interest at the 47th semi-annual Sample 
Feste of the Stetson salesmen, held at the 
factory early this month. 

In an endeavor to secure closer co- 
operation between retail shoe merchants 
and manufacturer, the Stetson Shoe Com- 
pany invited a number of its larger cus- 
tomers to attend the revue. 

Monday morning was devoted entirely 
to the style show, during which five young 
lady models displayed the high lights of 
the Stetson line, which ranged from walk- 
ing oxfords to Snappy Ties of the latest 
shades of suede and calfskin. The meeting 
was under the direction of J. W. Melville, 
Stetson representative in Texas and the 
Southwest. 

The value of inviting the retail shoe 
merchants to be present was forcibly 
brought out during the style discussion 
which followed. The spirit with which the 
retail merchants entered the discussions 
showed that they were ready and willing 
to pass along their ideas to the manu- 
facturer. The recommendations and sug- 
gestions regarding colors and patterns 
should be of inestimable value to the 
manufacturer. 

In the final analysis, it is the retail shoe 
merchant who must sell the shoes, and 
unless there is close co-operation between 
the dealer and the maker of the shoes, 
often times the retail merchant finds him- 
self with dead styles on his shelves. 
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“The Snappy Tie Revue’’ was presented by this attractive froup of young ladies led by George W. 
Young, salesman for the Stetson Shoe Company of South 
Sample Feste was held recently at the factory. 


Enthusiasts Present Revue 









Weymouth, Mass., when the semi-annua. 


The first two days were given over to a 
discussion of sales problems. The closing 
was marked by a banquet served Monday 
evening in the factory. As evidence of the 
co-operation between the company and its 
employees, a number of the older em- 
ployees were invited to be present. The 
principal speaker of the evening was 
Harry Malloy of the Shoe Retailer, who 
delivered a talk on “Shoes for the Occas- 
ion.”” C. T. Heald, sales manager of the 
Stetson Company, addressed the gather- 
ing on the subject, “Stetson Spirit.” 

Among the retail merchants present 
and who took part in the discussion were: 
Otis C. Brannock, Park-Brannock Co., 
Syracuse, N. Y.; R. H. Graham, R. M. 
Grimes, J. A. Manning, and Mr. Smith of 
Jordan Marsh Company; E. K. Wasser- 
man, Chattanooga, Tenn.; A. J. Frank, 
A. G. Jones and Henry Yearick, Stetson 
Shop of Chicago; A. V. Holbrook, Jr., R. 
L. Buzza and H. M. McCullough, Stetson 
Shop, Pittsburgh; O. C. Martin, W. G. 
Simmons Corporation, Hartford, Conn.; 
C. B. Syer, Stetson Shop, Boston; Frank 
Cox, C. R. Field, Stetson Shops, New 
York; G. M. Moreland, Stetson Shop, Cin- 
cinnati; George A. Webber, Stetson Shop, 
Springfield, Mass. 

The Stetson salesmen present included: 
A. V. Holbrook, Sr., larger cities in Ohio 
and New York; E. R. Scudder, Central 
and southwestern states; W. A. Bates, 
Central States; G. H. Bernheisel, New 
York State and Pennsylvania; R. E. 
Sherman, Southern States; J. W. Melville, 
Texas, New Mexico, Arizona and Okla- 
homa; George W. Young, Pacific Coast; 
S. W. Merrill, New England States. 









For Mon Women and and Children 
Carried in Stock and Distributed by 
Bliss & Richardson. Shoe Co. 
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Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 














Waterman Buys Stock 


B. H. Waterman of Menomonie, Wis., 
has purchased the interest of Mrs. W. J. 
Boyden in the Boyden-Wernham Co. of 
Chippewa Falls, Wis., and has taken 
over active management of the store. Mr. 
Waterman is owner of the Waterman 
store in Menomonie. The business of the 
Boyden-Wernham Co. has been under the 
management of Mrs. Boyden since the 
death of her husband in 1922, but ill 
health caused her to retire from business. 





“Tip-toe” Weil Received 


The Phoenix Hosiery Co. is pleased 
with the reception given by the trade and 
other hosiery dealers to the “Tip-toe” 
feature of their new hosiery. An extra 
reinforcement which strengthens the hose 


is used in all {cur rinleis. 
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A new line of colors in a tannage 
already famous for its excellent 
qualities. 


Bright and Semi-Bright Finish. 


























Smooth or Boarded Grain. 
Popular Shades and Black. 
The CADET TANNAGE for du- 


rability, economical cutting value 
and appearance, has always main- 
tained an extremely high standing. 
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Leather Buying Close to Needs 


Airedale Shades and Fancy Colors of Calf and Kid Selling—Strong Call 
for Buck Finishes—Prices Are Firm in Both 
Upper and Sole Markets 


WHAT IS BEING Airedale shades 
BOUGHT and fancy colors 
of calf and kid. Upper leathers are being 
bought in varied colors which will ap- 
propriately match dress and hosiery. 

To mention one color or shade alone 
would be misleading, for a large variety 
is wanted, with grays, Chinese reds, 
blues, and greens predominating, in- 
cluding, of course, the airedale shades 
which match so well the flesh-colored 
hosiery. 

Smooth finished chrome calf in colors 
is selling strongly and prices are well 
maintained. Leading tanners are ob+ 
taining up to 55c per foot for top 
selections. 

Colored kid is moving better than for 





High Lights of the Week 


Leather buying is being gauged 
more closely than ever before in ac- 
cordance with volume of shoe orders 
being placed 


Hides were off but calf skins are 
maintained at near the high level of 
past few weeks. Packer hide market 
was weak. 


Tendency of leather buyers of both 
sole and upper continues to be a hand- 
to-mouth policy of buying. 


The strength of leather values is 
maintained. In upper calf and side 
leathers there is no disposition to 
make c ions or shade prices. But 
the belief is held that the top is 
reached for this season owing to con- 





then for the more businesslike uses; 
such as, the Fire Department shoes, for 
agricultural uses, the constabulary and 
the military departments. The best calf 
and kip leathers are demanded for these 
purposes today, and the new finishes 
and improved tannages of kip leathers 
rank them with calf. After all, the kip- 
skin is from an animal that is slightly 
older than the calf, and if the selection 
and tannage is right, it makes a most 
beautiful and durable leather. Prices 
on the top grades figure about on the 
same basis as calf. 


Prices of calf leathers are much 
firmer than a few months ago. The 
range today for the top selections is 


some weeks. White kid is also in the 


hants. 
forefront of the selling, especially the — 





servative buying tendency of shoe 


from 40c to 53c and 55c per foot, the 
latter being for the fancy colors of 
smooth-finished calf. The best grain 








fine tannages which bring from 70c to 
80c per foot. 

The call for colored patent leather for children’s shoes is now 
being followed by a sampling of colored patent for women’s. If 
this demand materializes further it will bear watching. Until 
recently about the only colored patent (for footwear) was ex- 
ported to South and Central America. 

Suede leathers are in strong demand, likewise buck in the 
popular colors and white. 


SUEDE A better call is noted for suede leathers. Suede and 
_ LEATHERS ooze are synonymous terms, the latter being the 
trade name of a well-known leather company. Prices of the top 
grades of suede calf for fancy colors are not as high as they were a 
year ago, in spite of the fact that raw calfskins are from 4c to 5c 
per pound higher than at this time last year. The supply of calf- 
skins suitable for the top selections of suede calf are limited not 
only to the kill, but the selection in grade suitable for the finest 
leather. Hence, if the demand were too large for the finest types 
of leather, it could not be filled. Last year, for example, the 
demand at times was twice, or more, larger than tanners of the 
best suede calf could meet. 

The top selections of fancy colors of suede today are bringing 
from 55c to 65c per foot, some of the very choicest being held 
even higher. This goes into the very top grade of women’s foot- 
wear. The medium grades bring from 40c to 50c per foot. There is 
a fair demand for black suede, and the job lots of poorer finishes 
bring lower prices accordingly. 

Deliveries on back orders of suede are going forward regularly, 
but new business is not as brisk as it should be at this time of 
year. The leading colors wanted are the new shades of gray, 
light and pearl gray, airedale, white suede kip and the new shades 
suitable for matching flesh-colored hosiery 


CALF While the smooth finishes of calf lead in the 
LEATHERS demand for value, the call is active for grain calf, 
embossed grains and calf finishes suitable for sport shoes. For- 
merly where the demand for the best calf leathers was only for 
men’s high-grade business and dress footwear, the new demands 
include shoes and boots for hiking, golfing, hunting, fishing and 


leathers range from 40c to 50c per foot. 
Other calf and kip leathers are available at below 40c, according 
to the tannage and selection wanted. Cheaper leathers are being 
taken in fair amounts for medium and lower grades of footwear. 


SIDE UPPER The side upper leather market is showing con- 
LEATHERS ¥_ siderable more activity. The better grades and 
finishes are wanted, and the aggregate of business is improving 
from week to week. Side upper leathers include a wide variety of 
tannages, finish and quality. The fancy colors are available in 
these leathers in imitation of calf finishes. Buck leathers and buck 
finishes are in the side leather group, and are used in the great 
volume of medium grade pumps, slippers, colonials and sandals 
for women. Prices are on a firmer basis than some weeks ago, and 
the quotations are more firmly adhered to, the top selections of 
colored buck being offered at 40c to 48c per foot. The medium 
grades are quoted from 30c to 38c, according to spread and selec- 
tion. 

Manufacturers of the heavy shoes for industrial purposes and 
agricultural uses are also buying in larger quantities as their 
factories become busier. Much heavy grain and waterproof 
leathers of the side leather description also go into sporting foot- 
wear and shoes for active outdoor work. Prices in these leathers 
range from 20c to 32c, and for the best elk leathers from 32c to 
40c per foot. 

The demand for cordovan leathers and glazed horse in colors is 

not as large as it was a few years ago, although the top grades of 
smoked horse are still taken in fair sized lots, prices ranging from 
32¢ to 40c per foot. 
KID While the demand for kid is not what could be 
LEATHER desired as yet, some of the leading tanners report 
an excellent business incolors, and also some improvement in the 
call for black. The better call is for the top grades of colors. As 
reported by leading tanners, red, blue and green are still the 
popular colors, the top selections bringing from 65¢ to 80c per foot. 
The medium grades are quoted at 45c to 60c, and the lower and 
cheaper grades below 30c, according to quality. It promises to be 
a good season for white kid. One of the largest tanners report 
their demand for colors, with light airedale leading. 
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Crepe Sole Keds 


TRADE MARK RE 


Praiced : in Official Report : 


We are glad to report that at last a sole for 
tennis has appeared which we believe meets all re- 
quirements, Recently the treatment of raw rubber for 
sOles has been greatly improved, These soles are com- 
monly referred to as Crepe Soles and were quite gen- 
erally used during the past year. 

The “Crepe Sole Keds” made by the United States 
Rubber Company are exceptionally fine. These soles will 
outwear the uppers. 


From the Report 
of a Committee 
of the National 
Lawn Tennis 


Association-~ 
Feb. 2nd ~1924 


Crepe Sole Keds 


MADE ONLY BY 


United States Rubber Company 
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Movement to Broaden Market for Crepe Sole 


the crepe rubber sole has reached the 

stage where new shoes for spring 
call for extensive use of it, it is opportune 
to treat the various phases of the subject. 
Spring patterns in both men’s and women’s 
shoes, particularly sport models, show 
that crepe is very popular for this type of 
footwear. Rubber canvas shoe manu- 
facturers report they expect great demand 
for the canvas shoes with crepe soles 
attached. Summarizing the outlook for 
the coming seasons, the crepe sole is in 
for wide use. 

G. Raymond Crowther, propaganda 
secretary for the Rubber Growers’ Asso- 
ciation, Inc. of London, England, was 
recently in this country investigating the 
American market concerning the use of 
natural plantation-finished crepe rubber. 
The association, which bands together 
growers and others interested in the pro- 
duction of plantation rubber, has issued a 
book, entitled “‘A Handbook on the Crepe 
Rubber Sole.” It traces the origin of the 
natural crepe rubber sole and shows the 
great development it has made. 


A T a time when the development of 


Reasons for Crepe Sole’s Popuiarity 


In part the book states: “The question 
naturally arises as to what are the unique 
advantages possessed by natural crepe 
rubber which have been responsible for 
this sudden widespread popularity. 

“Crepe sole rubber possesses all the 
advantages of natural rubber—it is 100 
per cent pure rubber. It possesses the 
original ‘nerve’ of pure rubber, which 
has not been deadened by the addition of 
loading materials, and which has not been 
destroyed by subsequent treatment. Noth- 
ing has been added to the live rubber, 
with the result that the natural resiliency 
and durability are unimpaired. 

“Natural crepe sole rubber possesses a 
peculiar ‘gristly’ texture which gives it 
unequalled durability. There is no other 
soling medium which can approach it in 
this respect. Crepe rubber is the most 
economical type of sole in existence, and 
for this reason it appeals very strongly to 
the general public. 


Claims Crepe Soles Lessen Fatigue 


“In spite of the toughness of the crepe 
rubber sole, it is appreciably lighter than 
other soles, not only in actual dead weight, 
butin the ‘feelof the shoe.’ This latter point 
is of considerable importance, as it is not 
always the lightest substance which feels 
lightest when in actual use. Natural crepe 
sole rubber is unequalled for flexibility, 
and allows complete foot movement, while 
at the same time affording perfect muscle 
support. There is a natural resiliency 
about crepe which seems to reduce fatigue 


in a most remarkable manner. The com- 
bination of flexibility and resiliency pro- 
vides complete responsiveness which is 
lacking in the ordinary sole. 
In the Field of Sports 

“Crepe rubber gives an unequalled grip 
under all conditions. The president of the 
English Bowling Association states that 
the soles have a distinct advantage of a 
grip on the turf which prevents damage to 
greens by slipping. 

“Crepe sole rubber is made in a variety 
of corrugations. For tennis and bowling 
the surface can be practically smooth and 





G. RAYMOND CROWTHER 


Propaganda Secretary for the Rubber Growers’ 
Association of London. England, who was re- 


cently in this country promoting the use of 
natural crepe rubber soles in the shoe industry. 


still maintain, without the slightest dam- 
age to the finest turf, a grip which is given 
by no other soling medium. The coarser 
corrugations are suitable for golf shoes 
and for heavy wear. Natural plantation 
finish crepe rubber is eminently suitable 
as a soling medium for winter footwear. 


For Everyday Wear 
“Natural crepe sole rubber is water- 
proof and may bé literally described as an 
armour against illness. It provides a 
natural shock absorbing cushion which 
insures perfect comfort. The jar of the 
road or pavement, with its consequent 
effect upon the nervous system, is en- 
tirely eliminated. The medical profession 
speak in the highest terms of the qualities 
of crepe rubber in this respect. Wearers of 
crepe rubber have expressed themselves as 
delighted with the wonderful comfort 
which it affords, since there is entire lack of 
soreness and fatigue. Crepe rubber soles 

entirely eliminate foot troubles. 


“The propaganda department of the 
Rubber Growers’ Association has initiated 
a publicity campaign with a view to bring- 
ing about a general demand for crepe 
rubber soles for ordinary use. Judging 
from past experience, and bearing in mind 
the unique qualities of natural crepe rub- 
ber soles, there can be no doubt that the * 
shoe trade will shortly be called upon to 
supply a very great demand. 

“The natural crepe rubber sole made its 
first appearance in England at the Inter- 
national Rubber Exhibition two years ago. 
It was introduced to the trade the follow- 
ing winter and the next summer it was 
brought to the notice of the sporting pub- 
lic by means of circulars, etc.” 


U. S. Rubber Co. 1923 Sales 
Show Gain 


The annual report of the United States 
Rubber Company shows that: 

“Sales for the year amounted to $186,- 
261,381, an increase of $17,475,031, or 
10.35 per cent compared with 1922. All of 
this increase was in sales of commodities 
other than tires. Excluding tires, which at 
selling prices prevailing during the year 
constituted substantially less than one- 
third of the total sales, the increase in 
dollar volume of sales was approximately 
20 per cent. 

“The development of rubber planta- 
tions owned by the Company has pro- 
gressed satisfactorily. The properties are 
located in Sumatra and on the Malay 
Peninsula. Those in Sumatra comprise a 
total of 88,659 acres, of which 50,545 acres 
have been planted and 43,627 acres of the 
planted areas are in production. Those 
on the Malay Peninsula comprise 22,- 
484 acres, of which 11,078 acres have been 
planted, with 2,030 acres in bearing. 

“The rubber produced on these planta- 
tions is taken over by the United States 
Rubber Company at current market 
prices, and enters into its manufacturing 
costs at these prices. On this basis the 
plantations produced a profit for the year, 
after providing conservative reserves for 
depreciation of plant and equipment and 
amortization of the cost of the properties. 
No part of the profits or of the accumulat- 
ed surplus of the plantation companies 
has been included in the consolidated 
results of the United States Rubber Com- 
pany. 

“The Company closed the year in a 
strong financial condition, as indicated by 
the balance sheet, and as to inventories of 
finished goods and raw materials, including 
forward commitments, is in a favorable 
position.” 

Total assets are $326,371,913.19. 
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ou can stretch shoes safely 
on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 































The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 





The blocks are-made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


‘The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 


J. K. KRIEG 
39 WARREN ST., NEW YORK 


UNITED SHOE REPAIRING MACHINE COMPANY 
BOSTON 


wan influence is secured thru auveri.sing wi the Boot and Shoe Recorder. 
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Chicago Association Honors Veteran Traveler 


“Colonel Jim’’ Richardson’s 84th Birthday Celebrated—He Represents La Crosse 
Rubber Company—Southwestern Boys Elect Officers 


ciation paid homage to their be- 

loved “Colonel Jim’’ Richardson on 
his 84th birthday, March 1. “Colonel 
Jim’ is also known as “the Grand Old 
Man of the N.S. T. A.”” He represents the 
La Crosse Rubber Company, with head- 
quarters at Chicago. He is held in high 
respect and esteem by the trade and the 
Chicago shoe travelers in particular, and so 
these good fellows, President Milton 
Rubel, and all the rest, decidéd that they 
would hold a testimonial luncheon to 
“Colonel Jim” in the East Room of the 
La Salle Hotel on Saturday night, March 
1. “What is Success without a World of 
Friends Who Love Thee?” well wrote a 
sage. 


[see Chicago Shoe Travelers’ Asso- 


An Eloquent “Speech” 


4 man, old in years alone, stood in the 
place of honor at the speaker’s table and 
said: ““Gentlemen, I can’t talk.’’ There 
was a catch in his voice; tears glistened in 
his eyes and a sigh, almost a sob, escaped 
him. And thus Colonel Jim Richardson, 
Sunny Jim, made the most eloquent 
speech of the day. 

There was not a man present who did 
not feel a lump in his throat and who was 
not conscious of a mistiness in his eyes. 
There was not a man present whose heart 
did not go out to “Uncle Jim” and who 
was not filled with a feeling of undying 
affection for that ‘“‘grand old man.” 


Milton Rubel, Toastmaster 


He was being honored as few men have 
ever been honored before. Milton Rubel, 
president of the Chicago Shoe Travelers’ 
Association, had said: “I could probably 
stand here for an hour or more talking 
about the lovable characteristics and in- 
teresting incidents in the life of this 
gentlemen, but you all know him—have 
known him for a long time, and I know 


that no words of mine could add to the 
admiration and respect you have for 
him.”’ And to Mr. Richardson, President 
Rubel said: ‘‘Your loyalty to your broth- 
ers in the trade, your undying energy in 








“COLONEL JIM” RICHARDSON 
The “Grand Old Man of the N.S. T. A.” He 
was paid special honors by the Chicago Shoe 
Travelers’ Association on his 84th birthday, 
March 1. He travels for La Crosse Rubber Co: 





your business and never failing smile have 
long served as an inspiration to those of us 
who are younger. We hope that for many 
years to come we will continue to have 
you with us—to guide us by your example 
—to make our meetings successful with 
your sound advice and to make them 
pleasant with your ready wit. Here’s 
hoping for many joyful repetitions of this 
day for the “Grand Old Man of the 
N.S. FA.” 


Stadeaker Says “Sunny Jim” 


Ralph Stadeaker made a most fitting 
talk. He spoke of Colonel Richardson’s 
character, of his ability to smile on any 
and every occasion, and asked that he have 
the privilege of christening him “Sunny 
Jim” then and there. 


Many Congratulations 


There were speeches of congratulation. 
T. H. Knox, one of Colonel Jim’s oldest 
and truest friends, sang “In This World I 
Gained My Knowledge,”’ an old, old song, 
nearly forgotten now, but there was a 
thrill in every word of it. 

Ned Ray of the Shoe Retailer remi- 
nisced on the past, speaking of the many 
activities of Colonel Jim during his 60 
years as a_ successful traveling shoe 
salesman. 

F. J. Walsh, of the Peters Shoe Com- 
pany, accompanied on the piano by Frank 
Aulbrach, of the same firm, sang a few 
songs, very appropriately selected and 
beautifully executed. 

Secretary Charles Heilborn, of the 
Chicago Shoe Travelers’ Association, read 
telegrams and letters from friends of 
Colonel Jim expressing regrets at not being 
able to attend the meeting and congratu- 
lating him upon the occasion. 


A Beautiful Gift 


A beautiful mahogany, cabinet humidor 
with metal lining was presented to Colonel 
Jim by the Association. On a silver plate 
was engraved: “To Colonel Jim Richard- 
son, the Grand Old Man of the N.S.T.A., 
on his eighty-fourth birthday, from the 
Chicago Shoe Travelers.” 

“Nothing will ever be attempted if all 
possible objections must be first over- 
come.” : 

—Dr. Johnson in ““Walk-Over Shrapnil”’ 
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Shoe Store Chairs 


are built for comfort. A 
customer sinks into one 
and is immediately at 
ease —comfortable. That 
is a long step toward a 
satisfactory sale. 


The construction of these 
chairs is such that they 
remain comfortable over 
a particularly long period 
of use. 


Write for Catalog 


AMERICAN-SEATING ([OMBANY 
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TOM COLLINS 
President of Southwestern Shoe Travelers Ass'n 





A “Hello, Good Fellows!” 


Dinner 


More than 200 shoe travelers attended 
the joint convention of the Southwestern 
Shoe Travelers’ Association and the 
Texas and Oklahoma Shoe Retailers’ 
Association. The boys began to arrive in 
Fort Worth on Sunday, March 2. A “Hello, 
Good Fellows!” banquet was arranged by 
the shoe travelers on Sunday night, when 
the retail shoe merchants were guests of 
the shoe travelers. Buford McWhirter, 
secretary-treasurer of the Southwestern 
Shoe Travelers’ Association and president 
of the national, made a brilliant toast- 
master and in his able manner and gracious 
manner put everyone in good humor. As 
special guests, the travelers entertained 
the retail merchants’ local arrangements 
committee, the officers and directors of 
the Texas and Oklahoma Shoe Travelers’ 
Association. 


Addresses of Welcome 


Addresses of welcome were made by 
W. T. Mitchell and E. R. Cockrell, Mayor 
of the Canvention city; Amon Carter, 
president of the Star Telegram; D. D. 
Moore, publisher; Leonard Withington, 
editor of the Fort Worth Record; Judge 
Marvin Brown and Sam Davis, N.S. R. A. 
field secretary. : 

Because of its success, it was decided to 
make the “Hello, Good Fellows”’ dinner an 
annual feature. 


Compensation Adjustment Discussed 


At an interesting meeting on March 5, 
traveling men’s problems were discussed. 
Of chief interest was the subject of “‘Ad- 
justed Compensation.” Both travelers and 
retail merchants went on record through 
their resolutions as endorsing an increased 
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Memorial to 
J. Frederick Kolkebeck 


It is with deepest sorrow and sin- 
cere regret that the members of the 
Boot and Shoe Travelers’ Associa- 
tion of New York learn of the pass- 
ing of J. Frederick Kolkebeck, the 
first president of their association. 

If we review the past few years of 
his business life we cannot refrain 
from an expression of admiration for 
his manly conduct, and his indomit- 
able and heroic courage in the pur- 
suit of his calling under the most 
difficult handicap, that of impaired 
sight. 

We older associates appreciating 
the difficulties under which he con- 
tinued so cheerfully in his duties, 
feel that some recognition of these 
estimable qualities in our late re- 
spected companion is due, and that 
we should be thankful for his 
example, and let the reaction be a 
living memorial to an honored and 
beloved member, who has merely 
preceded us in joining that larger 
and higher association; in passing 
on, let us believe, to better things.— 
Boot and Shoe Travelers’ Associa 
tion of New York. 

By H. M. Rogers, President. 











compensation for the shoe travelers. W. C. 
Roose, sales manager of the A. J. Bates 
Co., in speaking to the shoe salesmen, 
admonished against overloading a cus- 
tomer. He urged the salesmen to put 
themselves in the retail merchants’ boots, 
to help secure better credit men, and to 
spread propaganda for the rights of the 
salesman. 

John E. O’Brien, first president of the 
N.S. T. A., who represents the A. J. Bates 
Co. in the South, gave an eloquent and 
comprehensive talk. 


Tom Collins, President 


Officers elected are: President, ‘“Tom”’ 
Collins; Vice-President, E. H. Muse; 
Secretary-Treasurer, Buford McWhirter. 
New directors are: Pratt Harris, W. T. 
Mitchell and Herschel Williams. 


B. A. T. S. S. Easter Dinner 
Dance 


Tentative plans for their annual dinner 
dance on Easter Monday night at the 
Statler Hotel constituted the principal 
topic of discussion at the regular meeting 
of the “B. A. T. S. S.’”” held on March 1. 
It is planned to provide a sumptuous 
repast, interspersing the courses with 
entertainment features, with dancing to 
follow. Arrangements will be in charge of 
the entertainment committee, of which 


HARRY MODLIN 


Chicago, represents the Inter-State Shoe Co. 
Tis territory is from Denver to the Pacific — 


ing all the large cities North and So 





Fred Zorn is chairman. Tickets may be 
obtained from any member of this com- 
mittee or from Roland J. McDonald, the 


secretary. 
Big Membership Campaign 


In an effort to make the association 
truly representative in character, the 
membership committee, of which W. H. 
Adler is chairman, was instructed to con- 
duct a membership campaign. A team 
will be named to canvass the prospects 
among factory representatives making 
their headquarters here and also the job- 
bing trade. 

President James H. Stelley appointed 
the following committees to serve during 
the ensuing year: 


Committees Appointed 


Welfare: R. J. McDonald, Thomas Fur- 
long and Fred Zorn; Entertainment: Fred 
Zorn, Charles Reis and W. H. Adler; Ways 
and Means: Edward Diffine, Charles 
Martin, John Mueller; Constitution and 
Bylaws: A. F. Jenks, Charles Martin and 
Fred Zorn; Membership: W. H. Adler, 
Charles Martin and Fred Zorn; Audit: H. 
J. Spelder, A. F. Jenks and W. J. Parsons; 
Publicity: B. Shapiro, H. J. Spelder and 
R. J. McDonald. 


Harry Spelder ‘“‘on Job”” Again 
Harry Spelder, recovered from an illness 
of several weeks, was welcomed back by 
the members from St. Petersburg, Fla., 
where he had recuperated. Harry is with 
W. H. Walker & Co., Buffalo, jobbers. 


Rochester Association Holds 
Dinner Dance 


Tyler’s Inn at Pittsford, New York, 
was the scene of the finest party that the 
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Shoes 
Jor all 
the Girls 


There is one factor in 
Stickles footwear that will 
commend it to discriminat- 


ing merchants and that— 


The uniformity of highest 
grade materials. 

Their 
style 


attractive cut and 
STICKLES 


interesting and ac- 


make 
shoes 
ceptable to the very best 
kind of customers. 


The STICKLES lasts give 
fit and foot-comfort un- 
equalled by any other grade 


or type of footwear. 


All popular styles in colors 
—will be 
reproduced to the 
highest possible attractive 
value in STICKLES Shoes. 


and in Patent Colt 


found 


They’re sturdy—giving the 
most possible satisfaction— 
and holding their dainty 
appearance as long as the 


shoe lasts. 


THE L. D. 
RED WING 








D_ 
STICKLES SHOE COMPANY 


March 15, 92, 











“California Sandal” 


A Patent One-strap 
cut-out Goodyear 
Welt Sandal on a 
round toe, with 8-8 
rubber heel. Widths 
AA-D, sizes 2%-8 
° .. $3.60 
In stock April 15, 
> & 


(Above style made 
in all colors of Elk at 


$3.50) 





“The Fritzy” 


A pleasing two-strap Goodyear 
Welt model in Patent Colt with 
side cut-outs. Perforated. Carry- 
ing a 10-8 rubber 
heel. Widths AA-D, 
sizes 234-9,. . $4.25 
(Delivery in - four 
weeks) 


No. 9354—Same as 
above in Black Kid. 
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Rochester Association of Traveling Shoe 
Salesmen has ever held. and everyone who 
attended the dinner dance on Tuesday, 
February 26, asked the committee to 
arrange for another similar party in the 
near future. 

Most of the credit for the success of the 
party is due to the work of Ray Statt, 
who represents the Florsheim Shoe Com- 
pany, and who was chairman of the dance 
committee. About 40 couples attended the 
dinner and dance. As a special stunt each 
woman present had to rise and introduce 
her escort. Three prizes were awarded for 
the most clever introductions. First prize 
was won by Mrs. James P. Beatty who 
very cleverly introduced the well-known 
Jim Beatty. 


Ledman a New Member 


At the regular meeting of the Rochester 
Association held at the Chamber of Com- 
merce on March 1, Silas L. Ledman who 
recently joined the sales force of John 
Kelly, Inc., and will represent them in the 
Carolinas, the Virginias, Georgia and 
Florida, was elected to membership. 

After the routine business of the meet- 
ing, “Joe’’ Byrne took Clarke B. Rowley, 
secretary, to task for abbreviating the 
name cf the association and calling it 
“RATSS” instead of the Rochester Asso- 
ciation of Traveling Shoe Salesmen. As a 
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result, Clarke agreed that hereafter he 
would no longer use the initials of the 
association and from now on the associa- 
tion will be designated as the Rochester 
Association of Traveling Shoe Salesmen. 


Record Will Travel the 
Northwest 


L. R. Record, of St Paul, who ‘has 
traveled West and on the Coast for the 
last two years for Johnson, Stephens & 
Shinkle Shoe Company, has made arrange- 
ments with the above firm to travel Min- 
nesota and the Northwest for this house. 
Mr. Record has many friends in this latter 
territory and says that he will very much 
enjoy meeting them all again. 


Keystone State Boys Convene 


The regular meeting of the Penn- 
sylvania Shoe Travelers’ Association was 
held at the Hotel Henry, Pittsburgh on 
Saturday, March 1. Luncheon was served 
at 1 P.M.; the meeting followed. A. A. 
Betts, newly elected President, occupied 
the chair. It was voted to hold a banquet 
later in the year, in conjunction with the 
Pittsburgh Retailers’ Association, as on 
former years. Mr. Betts will name the 
committee later. 

George E. Hanley, Past President of the 
Pennsylvania Shoe Travelers’ Association, 
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who travels for the A. G. Walton Co., and 
who was a delegate to the National Con- 
vention, held at the Hotel Somerset, Bos- 
ton, in January last, gave a comprehensive 
report of the activities of the National. 

John J. Whalen, Past President of the 
Pennsylvania Shoe Travelers’ Association 
and Vice-President of the Boston Shoe 
Travelers’ Association, gave a very in- 
teresting talk on “The Importance of 
Association Work and Conventions.” 

Mr. Betts will attend the next meeting 
of the Pittsburgh Shoe Retailers’ Asso- 
ciation. 


Bailey on Coast Trip— 
March 22 


E. A. Bailey, Secretary-Treasurer of 
the Northwestern Shoe Travelers’ Asso- 
ciation, Minneapolis, leaves on his semi- 
annual coast trip on or about March 22. 
Mr. Bailey travels for Bion F. Reynolds of 
Brockton. 


Dave Davis Visits Brockton 


Dave Davis, the popular N. S. T. A. 
treasurer, was a very busy man during the 
past week. Dave ran on to Brockton to 
pick out his line of samples for the spring 
and summer selling. He is preparing for a 
very strenuous and profitable season. 





The new auditorium at the factory of Edwin 
Clapp & Son, Inc. of East Weymouth, Mass., was 
the scene of a brilliant gathering on Thursday, 
February 28, 1924, when the salesmen, executives 
and heads of departments met for the semi-annual 

“getaway” dinner, given in honor of the salesmen. 

At the close of the dinner, the Treasurer, Horace 
R. Drinkwater, acting as toastmaster, extended the 
greetings and welcome of Edwin Clapp & Son and 
made a short address touching upon “Conditions 
ae the Outlook for Future Business.” 

Charles Hauser, who travels through to the 
Const for Edwin Clapp & Son, spoke for the sales- 
men. He voiced their as of the many 
courtesies shown them and related several instances 
to illustrate his points. His reference to Mr. Clapp, 


the high standards he set and the aim of the 
whole organization to live up to those standards, 
met with instant and hearty response. 

Hud dson of Brockton, put on a moving 


picture of the “Shoe Style Show,” that took place 
at the Fiftieth Anniversary of the Brockton Fair 
last fall. 

As the closing number, the entire company 
joined in singing, “Till We Meet Again,” after 
which the meeting gave its attention to examination 
of the samples, which had been spread, the men’s 
line on the east side of the auditorium, and the 
women’s line on the west side. 

Among those present were 

Horace R. Drinkwater, Edwin C. Lincoln, Wil- 
liam A. Hodges, S. Preston Moses, Robert L. 


Summers, A. C. Ludlam, J. Charles Hauser, Guy P. 
oses, G. W. R. Hill, Arthur D. Anderson, Harry 
Malloy, Arthur C. Davenport, “Chick” Fox, 
a, Charles J. Fox, E: G. Hudson, Geor Abell, 
Ernest —_7 — Willis H. Fletcher, Frederick A. 
Drinkwater, -—— F. Farrar, Wiiliam Borden, 
Fred —— ward Cee Henry Burke, 
Thomas F. Dalton, E. A. Whitmarsh, C. A. Rogers, 
Willard Holbrook, Elmer Thayer, Lewis K. Jones, 
Thomas Greaney, Frank Melntosh, Frank Har- 
rington, W. Lincoln Stowell W. Covill, 
Thomas Lynch, Ethel Doble, s Ta s 4 
Fram Buckley, Harry Exper, L + > ee 
urgin, S than, 
Leet R. =" 
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Trade Mark Reg. 











No. 34—Infants’ Soft Sole Boot. No. 462—First Step Tackless 
White Washable Kid Top, Stitchdown Blucher Low-Cut. 
Patent Vamp and Foxing, Flat White, Tan or Smoked Elk, 
Pearl Buttons. Per doz., $10.50 Flexible Sole. Per doz... . 


NEW SHOES FOR “NEW” FEET. 
The young mother should look to your store 
for Baby Shoes—rather than elsewhere. Those 
“new” feet represent overlooked profits—not 
only in Baby Shoe Sales but also in a new pair 
for mother. 


May we send our catalog of other IN-STOCK styles? 


Cleal Daby, 7 AyA oe Compa ny 
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¥ President 


Da mvers. CHlassachuse tts 


NEW YORK OFFICE 320 FIFTH AVE 








Teach Your Dollars 


to have more Cents 




















Make them mean more to you and 
they’ll make more for you. 
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Keep your store records accurately 
and up to date. 


oD 


Know what you've bought and what 
you have sold; how much profit you 
have made—how much depreciation 
you must take. 


Know why, how and when you are in 
business for profit. The Recorder 
Record System will do it. 


We'll mail it on request for examina- 
tion. Keep it ten days—then send us 
$17.50—or return it at our expense. 
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“Joe” Jones at Miami 


J. F. Jones of Wall, Streeter & Doyle 
Company, has been sojourning, between 
trips, and during the height of the south- 
ern golf season, at the Miami Beach 
Country Club. “Joe” motored to the 
South with M. F. Kelly, head of the M. 
F. Kelly Shoe Company of Stoughton, and 
George F. Peterson, a progressive retail 
shoe merchant of Monongahela City, Pa. 
The new “Packard Straight 8’ coupe, 
owned by Mr. Kelly, in which the trio 
made their trip to the Southland, will be 
shown in the Recorder News Pictorial at an 
early date. 


Three Golf Stars 


Mr. Kelly is a well-known resident of the 
South Shore district of Massachusetts. 
Several years ago he erected a model shoe 
factory in Stoughton, Mass., where he 
manufactures a stylish line of men’s 
medium grade welt shoes. 

Mr. Peterson is the proprietor of one of 
the largest and finest shoe stores in the 
Monongahela Valley. “George,” as he is 
known to the traveling men, has been 
located in Monongahela City for 20 years. 
The trade all know that “George” carries 
the largest stock of novelty footwear for 
men and women in Monongahela Valley. 

“Joe” Jones, who is shown at the left of 
the trio in the picture, travels Western 
Pennsylvania, West Virginia and Ohio for 
Wall, Streeter & Doyle Company. ‘‘Joe”’ 
says that he has “the snappiest and 
peppiest line of men’s medium-priced 
welt shoes ever.”” Hegives asthe reason for 
making this statement that his trade tell 
him so. He is an energetic worker, is on 
the job day and night, when visiting the 
trade, but between seasons in the winter, 
Mr. Peterson and Joe always manage to 
spend a few weeks in Miami, playing golf. 


“‘Joe’”’ Jones Trade Optimist 


“Joe” is an optimist on trade for the 
coming season. When asked as to what will 
sell.in men’s styles during the coming 
season, he stated that during his recent 
trip he urged his trade to buy light weight, 
airy oxfords, made in light and medium 
shades of tan; he emphasized the fact that 
the soles thereof should be light and 
flexible. “So many men spend so much 
more time in riding than in walking that 
the light weight, airy types of oxfords sell 
to the last pair,’’ said Joe, “‘while heavier 
types seem to stay on the shelves.” 


In Pittsburgh April 1 


“Joe” will remain in Miami until the 
last of March, when his fall line will be 
ready, and he will be back calling on his 
trade. Then he will direct his activities 
northward and will be calling on his trade 
in Pittsburgh about April 1. 

Object to everything and you'll never 
reach your object.—‘“‘Between Us.” 
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Chandler Bearse on Western Trip 


HANDLER F.BEARSE, whosells the 
jobbing and chain“store buyers for 
Gregory & Read Company, Lynn, left 
Boston on February 28 for a five-weeks’ 
trip to his trade in the West and on the 
Coast. Chandler F. is one of the bright 
and hustling boys who go out frora “The 
Hub” and his many merchant friends are 
always glad to welcome him to their 
“hailiwicks.” 


Goss Back from West 


Harry P. Goss, who calls on the jobbing 
and large department store trade of the 
country, has just returned from a five- 
weeks’ trip to the West. “Harry” at- 
tended the Chicago convention and found 
that business was fair. ‘Prospects for 
business during 1924 look very good,” 
said Harry. 


Goodwin Sells Shadow Shoes 


A. E. Goodwin sells “The Shadow 
Shoe.”” Mr. Goodwin is manager of the 
Lynn Last Co.; he was a former shoe 
manufacturer, and is also an artist and 
style designer. Mr. Goodwin's slogan is 
“The Last Must Fit the Style.” 


T. Le Bosquet Talks Style 


Theodore Le Bosquet of Le Bosquet- 
Moore Co., who sells both the jobbing 
and retail trade, reports a very good busi- 
ness on his new cut-out gore model which 
won the prize at the “Prettiest Foot 
Competition” held recently by the 
Washington Post. This model carries an 
attractive rhinestone buckle. 


Charlie Smith on Trip 


Charles W. Smith, selling exclusively 
for General Footwear Company of New 
York City, will leave shortly on an exten- 
sive sales trip to take in Philadelphia, 
Baltimore, Washington and Western 
Pennsylvania as far as Pittsburgh, also 
West Virginia. He will carry a full line of 
felt and quilted satin novelties covering 
the jobbing and large department store 
trade. 

Mr. Smith is an old timer in the selling 
game and is widely acquainted among 
retail merchants as well as jobbers. He is 
popularly known among the boys as 
“Charlie.” Mr. Smith will have a few sur- 
prises in his bag this trip. 




















CHARLES W. SMITH 


Who sells exclusively for General Footwear Co. 
Mr. Smith is now on an extensive trip. 





“Charlie” Morrill on Trip 


Charles W. Morrill, who sells the line 
of the Durand Shoe Company to the job- 
bing trade, left Monday of this week for 
the Central and Middle West. He covers 
everything from Boston to Denver, North 
and South. “Charlie” is chairman of the 
legislative committee of the N. S. T. A. 
and incidentally stopped over at Wash- 
ington and conferred with various Sena- 
tors and Congressmen on the elimination 
of the surcharge on Pullmans. 

“Charlie” was the special guest of 
Congressman Tinkham of Massachusetts. 
It may be interesting to note that Charles 
W. Morrill, in addition to being a popular 
salesman, is also a popular politician. He 
was chairman of the Republican Club of 
Traveling Salesmen of Massachusetts 
during the past presidential campaign. 


“Al” Cerf Sells Becker Line 


“Al” A. Cerf, who sells the line of ‘the 
Novelty Slipper Company to the whole- 
sale trade, with the exception of the Pa- 
cific Coast, has taken on the line of the 
Becker Shoe Company of Haverhill, who 
makes aline of misses’ and children’s up-to- 
the-minute shoes. He does not now handle 
the line of the Laganis Shoe Company. 


Sing a song of sixpence—but keep 
away from rye. H. Devarco in “Direct 
Reflections.” 








BUSINESS REVERSES 


Marianna, Ark.—D. G. Yoffie Co., Hai 
tor, shoes, etc., peperted assign 
Milleville, ia. —Mrs. W. Etheridge, general 
merchandise, reported ital or petitioner 
in bankruptc 
Batavia, Lil. _ Brenner, shoes, etc., reported 
meeting of creditors called. 
Bloomfield, Ky.—Edgar Armstrong, general mer- 
— reported petitioned or petitioner in 


Cutshin, rege? —Lee Pennington, general merchan- 
— reported petitioned or petitioner in bank- 


picy. 

Nem” Bedford, Mass.—Healey & Co., Thomas F. 
Healey, Jr. (1084 Acushnet Avenue), reported 
meeting of creditors called. 

Worcester, ass.—Jeremiah J. Sweeney (117 
Eastern Avenue) general merchandise, report 
petitioned or “a in benkruptey: 

Washington, h.—Waclaw Kotick general 
merchandise, reported petitioned or petitioner 
in bankruptcy. 

St. Paul, Minn.—Isadore Pavian (204 E. Fourth 
Street} shoes, etc., repor 

“™ Mise.—Paul Curcio, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Pace, Miss.—Edward E. Pace, shoes, etc., re- 
ported nesitiqned, or ens in bankrupte > 

Yonkers, N. Y.—Jacob Cohen (209 New Main 
Street) shoes, reported petitioned or petitiéner 
in bankruptcy. 

Oldmsted, N. D.—Frank E. Fee Co., general 
merchandise, reported offering to compromise at 
25 per cent. 

Cambridge, O.—Mrs. Bettie Hayfer (Union Shoe 
= — reported petitioned or petitioner 
in ban 

New Carll, ¢ o— —Philip Gitlin, shoes, etc., re- 


Penn.—Jacob Selkov, shoes, etc., 
petitioned or rang in bankruptcy 
Forest City. Penn.—Melhinch Shoe Co., manu- 
facturers of shoes, reported peti ‘or peti- 
tioner in_bankruptc 
Franklin, PennBoston Shoe Co. (F. A. Pan- 
krantz, proprietor) shoes, reported offering to 
compromise at 20 cent. 
Johnstown, Penn.—Richard Alexander, shoes, etc., 
reported petitioned or i. —~ in bankruptcy. 
we —— 1 Penn.—Ely Bros., general store, 
eported oe Whi creditors called. 
Dallas, aan —Whiddon Gupton Shoe Co., shoes, 


Appleton, Witt Appleton Bargain Store, Louis 
Linder, proprietor, general merchandise, 
reported assigned. 


BUSINESS CHANGES 


Vegreville, Ala.—Vegreville Farmers Store, _ gen- 
eral merchandise, recently 
Vineland, Col.—Aasterus Mercantile Co., general 
merchandise, incorporated $100,000 
Chicago, Ill.—Huette Shoe Co., ches name 
changed to The Edwin in Clapp Stores of Chicago 
Sanford Shoe Co. (1101 No. Paulina Strest) 
ene of s incorporated $10,000. 
2149 1 L. A soe: ~ ted 
ev) tr venue, <repor 
Sasa Rosenblum. 


Yoffie’ 


_, port 
Conemau ~ 
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Quiaey. 3 I. ate - aly Peiper, Jr., shoes, reported 
succeeded by Schulze & Peters. , 
Collinsville, Ill.—Jake Schulz (106 Main Street) 
shoes, etc., reported moved to Sparta, Ill. 
Woshegan, Til.—Morris Baker (308 So. Genesee 
Street) shoes, etc., reported sold or sold out. 
Decatur, Ill—Modern Footwear Co. (121 No. 
Water Street) shoes, i ted $5,000. 
Fort Wayne, Ind. —The R & Shoe’ Co., manu- 
- + — Snegepsontes OO $50 0,000. 
ibley, lowa.—Dressen , shoes, e 
ip dissolved and. ‘sussended Tb Ok 


Barbourville, Ky.—Charles qqasvet mer- 
ponnteg. semeptiy etic leather 
ton, Mass.— as ther, 
changed to David Hi. M , & Sons Co. ware 
Bangor, Maine “Enterprise Bea shoes, incor- 
porated 
Cambridge, Mass. ote Flint Co., leather 


a in 

Lynn, _ Wood “Heel Co., wood heel 
— Ek ae, j, Wood Cc. Gray, president, 
retired. 

Lynn, Mass. —Lynn Fiexsole Shoe Co., manufac- 
turers, incorporated $15,000. 

Haverhill, Mass.—Welch, Moss and Feehan Co., 

by 
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Y.—Poehiman Shoe Co., shoes, + 
ported going g out of business. 
Burghill, O.— Julius Radnor, general merchand)-- 
succeeded by W. B. Grant. 
Canton, O.—Fred J. Frank, Fred Frank's Shoe 
8 succeeded by Fr: 


eo 


changed to The Edwin Clapp Stores of P< rt. 
land, Inc. 


West Coast Shoe Co. (J. H. Shoemaker) 
shoes and ane sepeting. reported sold out to Pacitic 


—- City, Penn.—Edward Weinman, shoes, 
sold or closed out business. | 
Pittsbu ei .—A. -y- (718 Homeward 
venue it Liberty) shoes, etc., reported suc- 
ceeded Middleman. - 


Nashville, ‘enn.— Max well House Shoe Co., shoes, 
p.inereased capital to $100,000. nme 
allas, Texas— Young Goods shoes, etc., 
succeeded by Jackson Mercantile Co 
Wichita Falls, Texas— Richardson ros., shoes, 
“ succeeded by Ferguson Richari- 


Tatum, oxae—Tatum Mercantile Co., gener 
merc ated $10,000 
Ra " Wash plus Army Goods Store 
, etc., commenced 
Beckley, W. Va. Van-Bowline’s Shoe Store. shoes, 
incorporated $25,00¢ 





MISCELLANEOUS 





shoe manufacturers, reported 
Moss-Seamans Shoe Co. 
Benton Harbor, Mich. a ~ ee & Co., 
Inc., shoes, etc 
Boonville, Mo. immed & _ oe, om etc., 
reported succeed: y Jacobs Store, 
Detroit, Mich.—Joseph Vermillion, (10438 Shoe- 
maker Avenue) shoes, reported succeeded by 
arry 
Jersey City, N. J.—Keitlin & Son & Finkelstein 
(347 1st Street) = Monmouth Street) (338 
Ls A, Street) s' reported partnership dis- 
Paterson, N. J.—Sussman & Krieger, shoes, re- 
ported ey dissolved and each to continue 


alone. 
Manchester, H.—John Francis Shoe Stores 
(956 Elm Sivest} shoes, recently commenced 


business 
Brooklyn, N. ¥.—Wolf s Shoes, manufacturers of 
ma. on, teperqereted 000. uns 
rooklyn, —Jacob Mingelgreen 13th 
Avenue) shoes, sepereed one out business 
Charles Pellicane (Pellicane Stee San © Shop) ( (136 Gra- 
reported sold 


ham Avenue) shoes, or closed out 


business. 
New York City—Frischman-Bashnes Shoe Co., 
shoes, incorpora’ 
Louis Hyman 4 "E. 180th Street) shoes, 
reported succeeded by Moe Levinson. 
J. Rab (844 6th Avenue) tert shoes, 
succeeded b Pola 


tnick. 
New York City Hsteblishment of David Bern- 
a and repairi: tinued business. 
. Shoe Co. (218 W. 141st t Street) shoes, 


ted partnership dissol ot Meyer shows i by 
repor'’ v 
R. Robert Meyer. ° , 


Winpow DIsPLay FIXTURES 
ASK FOR CATALOG 


sf) Oie-0-20).1.¢5, 1 @e) 


11 WT. 474 ST. CINCINNATI.O. | 





WANTED TO PURCHASE 








KiGHEST Coen yyy 

















The World’s Largest and Most 
Beautiful Hotel For Men 


‘HOTEL CLAMAN 
TIMES SQUARE 
43d St. West of Broadway 
NEW YORK CITY 
1000 Rooms and 1000 Baths 
Com equipped © with every 
oe — ~~ York chy. an re 


phar ~ ph to "Yet atmoepien rates. 


$12 to $18 
Weekly 
cam: Absolutely Fireproof = 





ideal home for 


of Circulations. 








$2 to $3 
Daily 








a “blind groping in the dark.” 
a checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. 
of distribution and methods this oe is able to 
supply just the data an advertiser needs. 
is dispelled and the bright light of verified facts takes its 
lage a i? buyers no longer find it necessary to grope 


GROPING IN THE DARK 


Time was when the purchase of advertising space was 


Advertisers had no means 


By a systematic analysis 
The darkness 


There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
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issue: 

Apace 1 time 
1 im....... . $5.00 $3.50 
2 in........ 10.00 7.00 
8 ia........18.00 10.50 
4in........20.00 14.00 


Payment in advance is required, 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


Pitta amount by ete ghd 


to ads must be sent under letter postage. 
except when regular advertisers, as amounts are too small to open accounts 


ve cents. For other “Want 
1 for each . Mini- 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ANTED-—Side Line Salesman. Territor still 
open in New England states, New York, 
Pennsylvania, Middle West, and several other 
states. Well-known Rochester line of infants’ first 
steps, soft soles, and moccasins, adapted both to 
department store and shoe trade. Always 40 
numbers in stock for immediate shipment. Address 

E -690, 626 Powers Bldg., Rochester, N 


WESTERN POSITIONS open for shoe salesmen, 
attractive salaries. Write Business Men's Clear- 
ing House, Denver, Colo. 








GALESMAN wanted on commission basis, calling 
on jobbing trade only. Makers of Premo shoe 
laces—nationall ~ pen Need several more sales- 
men for establis! *n territor > ts at once. 
Crescent Braid Co., »vidence, 


GHOE SALESMEN—Choice territories open for a 
new winner. The Cedarburg “Fatmold Shoe.” 
The most practical shoe yet devised 
and made in a line of livel tterned calfskin dress 
shoes and fitted with the x. ay steel arch support- 
ing shank. Slip them right in your grip. A short line 
of seven samples on three lasts, four patterns, and 
five leathers, priced at $4.25. Sole lea’ 
solid jeather insoles, heavy first-grade out- 
ne ye heel bases, first-quality pe heels. 
op-grade shoes in every respect traight com- 
mission basis of 6 per cent. No advances or draw- 
ing accounts. Give Frail details with complete refer- 
ences in first letter. Address Excelsior Shoe & 
Slipper Co., Cedarburg, Wis. 


WANTED —Salesmen to cover the retail trade 
on a commission basis on ladies’ turn sboes. 
Territory consists of California, Texas, and por- 
tions of Mid-Western states. Must have retail store 
or road selling experience. H. K. Gardiner Co., 
Pittsfield, N N. fi. 








A salesman to represent us in 
Tennessee, Al ma, and por- 
tions of Kentucky and Georgia, 
on our specialty line of McKay- 
sewed footwear, costing the 
dealer from $3.50 to $6.00. 
Established business and prefer- 
ence will be given to men who 
have already been selling wo- 
men’s shoes in this territo 
and ones who have been wit 
their present concern from 
three to five years. Must be an 
experienced traveler, a worker, 
with a good, clean record, for the 
territory and line deserve the 
consideration of men of the 
highest caliber, and we are only 
interested in types who can be 
a fixture with us. 


All information will be held 
confidential. Apply to 


Frank X. O’Brien, Vice-Pres. 
THE HOLTERS COMPANY 


Branch of 
THE UNITED STATES SHOE 
COMPANY 








We want ex 


ulars, giving references. 





INDIANA, KENTUCKY, IOWA 
WEST VIRGINIA, WESTERN PENNSYLVANIA 


perien salesmen to cover the above territor “y on commission. We make 
anlined UNION STAMP i‘, WORK SHOES in Blucher, Outing an: 


NORTH LEBANON SHOE FACTORY 
Leba 


Moulder. Write for partic- 


Pa 








GALESMAN wanted to carry side line felt slip- 
pers that are good sellers for the South. Com 
mission basis. Grand Slipper Co., 96 Prince, St., 
New York City. 


a 7} WANTED—In South, Middle 
West, and New England to sell our soft soles, 
“intermediate self-starters,”’ and 1 to 5, first. steps. 
= h rate -s comumaiption id. A real side line for 
. H. Hawkes & Son, Inc., Roches- 





on, 


Se ee commission, to carry line 
of ladies’ Brooklyn novelty turns and boudoirs. 
Can be sold along with other non-conflicting line. 
Give tull particulars and territory you cover. Ad- 
dress K-629, care Boot and Shoe Recorder, 127 
Duane St., New ¥. York City. 


ANTED—Live-wire men with established 

trade to carry our line of soft soles and infants’ 
turns in ion with line. O; gs in 
New England, Ohio, Indiana, Kentucky, Tennessee, 
Arkansas, Texas, Mississippi, and | Louisiana. 
Applications considered only from men now cover- 
ing the territory and with established record. Our 
line is old and well known, advertised and pays 
highest commission. Give full particulars in first 
letter. J. J. MacMaster, Rochester, N. Y. 


WE manufacture high-grade stitchdowns and 
leather house slippers, selling direct to the retail 
trade. We are seeking 7 for the states 
of Ohio, Louisiana, ississippi, Alabama, and 
Florida to sell both our lines exclusively. Appli- 
cants must live on the territory and must have a 
following. mission and drawing account. 
Apply :-691, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














AM representing a manufacturer of high-grade 
stitchdowns and leather house slippers, and am 
desirous of getting a side line man on commission 
to cover the small towns in the states of Jowa and 
Illinois. Will be at Hotel Fort Des Moines, Room 
545, Des Moines, la., from March 24 to 28, inclu- 
sive. Apply I. Gottlieb. 


ANTED—Competent rubber and canvas shoe 

salesman for East Tennessee and Alabama; 
must know the trade and be constant worker. 
Hood Rubber Products Co., St. Louis, Mo. 








ANTED— Experienced salesmen to sell on 

commission twenty-four styles women’s arch 
support oxfords and pumps. Territories open: 
Indiana and Illinois, Texas, Wisconsin, Minne- 
sota, Nebraska, and Kansas. Edwards Shoe Com- 
pany, Owego, N. Y. 


WANTED-— Salesman to sell a nationally adver- 
tised line of felt slippers to the +" - eade as a 
side line on a commission basis in 

states: Maine, Virginia, West Virginia, gt — | 
South Carolina, Georgia, Florida, Louisiana, Ala- 
bama, Mississippi, and Tennessee. Address all re- 
Fae to E-692, care ; Bast and Shoe Recorder, 207 

th St., Boston, Mass. 


i; wanted for Maine, New Hampshire, 
Vermont. Stitchdowns, McKays, a 


Cover one ay Hi 
Eastern New York 


Legging Co., Hagerstown, 
SALESMAN wanted for 
State exclusive of New York City. Stitchdowns, 
McKays, gings. Must know the trade a - 
constant wor agerstown Shoe & Legging Co. 
Hagerstown, Maryland. 














Opportunity Comes 
But Once— 


Here’s Yours 


h-grade manufacturer of estab- 
lie line of men’s, women’s, and 
children’s slippers in felt, leather, and 
satin, wants several top-notch eales- 
men to carry side line. Rich territories 
— all over country. Excellent chance 

make additional moncy easily. 
, per cent commission. Address 
K-627, care Boot and Shoe Recorder, 
127 Duane St., New York City. 


Notice to Salesmen 


Large manufacturer of ladies’, misses’, 
children’s, and boys’ shoes, with dis- 
tributing house in New York City, has 
several openings in their organization 
for salesmen. If you have been success- 
ful in selling shoes in Greater New 
York, or near New Jersey territory and 
are seeking an opportunity to better 
your position, write at once, giving full 
particulars about yourself, a ap- 
pointment will be made for interview. 
Address K-628, care Boot and Shoe 
a 127 Duane St., New York 
tity. 








SIDE LINE SALESMEN 
Now ae on the retail trade, to carry 
a general line of men’s, women’s, and 
children’s stitchdowns. Exclusive ter- 
ritory given. Prices right. Monthly 
commissions.Only one with established 
trade need apply. References le 
Address K , care Boot and Shoe 
} ice 127 Duane St., New York 

ty. 








Salesman wanted for New England by 
Brockton manufacturer making me- 
dium-grade men’s shoes. Must be 
hustler, with experience. All replies 
confidential. Address E-693, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 
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SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 





WenDERPUL cekiyn, Nev for three live wire 
New York City, and the 

State of New Jersey with wholesale 
Boys’ and Girls’ in "stock shoes. 

who are real pro- 

Ne order takers wanes 


, 127 Duane St., New York. 


ALESMAN wanted to sell of Women's 
ped Gane pas and Tnfanta’ ‘Tacklenes 





ALESMAN WANTED for Mississippi, must 
’ ran" McKaya Lansing, Hagertow yt 
lowns, McKays, gin, Shoe 
Legging Co., H ~oamy 





WovuLp like to communicate with several high- 
grade shoe salesmen 7” y allies to the better 

shoe retailers in on ndiana, Jilinois, lowa, 
Nebraska, Missouri and i. who could handle 
a snappy line of [ome Girl's, Misses’, and Chil- 
dren’ n-Stock W in connection with their 
eee t line. Reldrees 'E-664 care Boot and Shoe 
ecorder, 207 South Street, Boston, Mass. 


GEVERAL Salesmen with established trade to 

carry asside line afew mens oxfords. Biggest five 

dollar retail value offered today. »n stock why 
tion. Six per cent commission. Herold-Bertsch 

co. Grand Rapids, Mich. 


ss OPPORTUNITY—Hard hitti 
sistent to sell 


pr &@ pop 











cKay — 
num- 


bers carried on the floor. 
plan. 44 today, Wobst Shoe Gao Mil- 
waukee, W: 
XPERIENCED salesman wan to sell our 
line of medium and fine infants’, eG hilaren’s and 


ississippi River and also 
Arizona and New Mexico. Can be sold in connec- 
tion with other lines. Do not write unless you had 
qpe seas agate. Rohrer & Co., Orwigsburg 


HOE SALESWOMEN—The K. W. Watters 

Company, Buffalo, N. Y., wishes to secure the 

services of two saleswomen acustomed 
the of a high grade retail store. 


TED—Salesmen to sell 











quae ales te. bow lene ootd Mfg. Co., Peceant ne, age 
St., Boston, Mass. 


TE a :: WATTERS Coegraity. Rin. =: 
ew York, has desirable open lor two 
je retail salesmen. Communica sate with ae 





Manager. 


foal <2 hy Med- 
Wim Pees it $3.40 to $3.60. any ee Sees ) 

a or 
Piekenbrock & Sons, Dubuque, Iowa 








aL 
“—~ 





“E82 
ie! 





fat 
mit; 





SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an opportunity to salesmen 
ith abili 


i 


itt 


a 








SALESMAN WANTED 


Southern territory, women’s factory- 
line welts to retail $5.00 to $6.00. Terri- 
tory: cities of 25,000 population and 
over from Richmond, Va., to New 
Orleans, La., in the stapes @ of Vi is. 


West Viesinio North 
u Ashen "Wiecide, 


inaiasippi. « Louisiana. We are not 
ae unless you have worked the 
Copesteny and cap deliver the business. 
Address E-694, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








WORK SHOE 
SALESMAN 


Several choice territories open. High- 
de line Milwaukee work shoes. 
hort line big sellers. Write Weisfeldt 
Shoe I ends 347 llth St., Milwau- 











care Boot and Shoe Recorder, 
199 W,. Madison St., Chicago. Ill. 


omfenaed by Wpcqnete eae ufactur- 
er of men’s work shoes so - = 
an 

















POSITION WANTED 








STYLE MAN AND 
SALES EXPERT 


I have had broad ex in the 
manufacturing, merc » and 
styling of women’s footwear. I am still 





references |e E-695, 
Boot and Shoe Recorder, 207 Seuth St., 
Boston, Mass. 


RELIABLE. retail, shoo salesman ois ~ 
dress E-699, care ) 
Shes Ranerdan a0? Conte Oh. Daten en mt 


gu buyer and store manager — Position, 
city Stores, 

H shoe 

has handled all grades j in 

's. Now located in 

New York store. _ for change, owner who 
pas Deen cony lhe gous posse Ges sttunaad to Oh 
business. Ad E-696, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


POSITION WANTED—Shoe maker, an expert, 
on =. married, desires to make change. 

Same place over five 9 Best references. Address 
E-697, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











LEGAL NOTICE 








Bankrupt Sale of 
Shoe Manufacturing 
Company Property 
and Equipment 


TAKE NOTICE that there will be sold, 
at pomp at lic auction, 
in ae of the Court House, 
burg, on Wednesday, March 26, 
1924, a c2P. M., all the real estate and 
the Harrisburg Shoe 
/— - & Company, formerly 
used as a shoe factory. 
On Thursday, March 27, 1924, at 10 
A. M.,, all the machinery and p- 
ment of the Harrisbu \-+ - 4 
facturing Company be sold, a 
yn ed x" s the f= of che 
Sere 4 the Cit; } fTerriebe os 
—~3 p of burke: ‘a 
WILLIAM J am Ss, 
































re RENT 


rao -y in state. Cash or percen 
five to seven thousand will suffice for fort 
Seeeend volume. Dave Franke, Inc., 
Okla. 


= FOR a id IN ALTOONA— 
68,000. Includ 


in the world 
ie. t= shop. Size, 12 by 85, with 





balcony, t 
rete oatinn Gelaschiald Bal 
ing. Apply to Goldschmid Bros., Atloona, Pa. 





TO LET 


MALL office to let, $15.00 monthly. Harrison 
— Company, 204 Albany Building, Boston 








FOR SALE 


R SALE—Store and fixtures in good manu- 
railroad town. Small staple stock. 
#4000 td 500. Samuel Guttmacher, 

















res 

ot and 
ee 
sition, 
stores, 
al shoe 
ides i in 
ted in 
© who 
to this 
pe Re- 


xpert, 
hange. 
ddress 

th St., 


——. 
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FOR SALE 


MISCELLANEOUS 





For SALE—Best electric , repair shop, 
county seat town, aay < work. Nice stock 

medium-price shoes and Will 

Rent $30.00, on Court Square. N o. dead stock, all 

letters answered. Chas 

Ind. 








Only exclusive shoe store in town in 
southern Michigan. Two good fac- 
tories. Stock at present will inventory 
at approximately $4,000. Address F-698, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














WANTED TO PURCHASE 








and highest cash price 
Selene clocks ty = della 
ity no object. 
= 


BROOKLYN PURCHASING SYNDICATE 


610 Broedveay, 
Phone Stagg is? 











THE NEW YORK EXPORT 


PURCHASIN G CORPORATION 
eee! NEW YORE, N.Y. 
sow Gn aen 


WILL 


Bargains in shees al hand f. 
“cales and basouin bascenen poe 








upoa request. 
ter Cerf. Mercantile be Con, Inc. 
591 ie Seceduso. 3 
Phone Spring Sice-sner sued 








for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 








622-624 Broadway, New York, N, Y, 
Phone Spring 1443 











Step eopyel 














“VARNUM”’ 


(Trade Mark) 


SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply ? 


THREE STYLES 
No. 1, 2, 3 
English, French, American 
Standard Measures 


Price No. 3 
MOST POPULAR 


$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac 
tive fixture for the store, also a 
long wearing and useful one as 
well. 


Write Us Direct AG Your Dealer 
Cannot y Ye 


Frank W. Whitcher Co. 
Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 








“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 


CURVED JAW_NIPPER 


Just the Tool for That Nail 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


**Manchester’’ 
Trade Mark Reg. U. 8S. 
Pat. Off. 














a oo are made of 
high ade tool steel, 
plated, with a 
oo jaw that en- 
ables you to cut the 
tacks close to the in- 
Re d specif. 
sure an y 
Genuine 


“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if your 
dealer cannot supply 
you. 

Price, $4.00 


Frank W. Whitcher. Co. 


Patentees and Manufacturers 
Boston, Mass. ier Lake Oe 
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OF THE RETAIL SHOE MERCHANT 


by the 
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CAPITAL $150,000 





ADVERTISING ya of Advertising 
Rates furnished on tion. ous rates for 
pr For ae a. see Want 


n is taken by the BOOT AND 
SHOE’ CORDER to @ 
statement likely to mis 
publishers reserve the right to reject any 
advertising <r ceeding matter which is not in 
line with this policy 





OFFICES IN 


IN OFFICE: oat South Street. 
BROCKTON — = os 


W.R. py 507. 
CHICAGO ‘OFFIC : 189 West Mad 
Main 108' 





en (B. C. Bowen, M 
NEW YORE, OFFICE: Room 101, 
127 Duane St. H. Walter Scott, Manager, T 


rece 2425 
PHILADELPHIA OFFICE: Suite 1420, Widener 
Ht H. Wal 








ber Commerce 
Rees a he Bank Bldg. Geo. 
CINCINNATI OF FFICE: 416 Gwynne Bldg. H. M. 
ROCH 
po 
tative. T: 
LYNN OFFICE: Fred A. 
MILWAUKEE OFFICE: Leonard E. M 
Cc. ~——;" eae 405_Broadway. Telophoos 
Broadwa: a 
WASHINGTON OFFICE: William L. Daley, 26 
PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
NBO 
LON OFFICE: P. V. 


P. Sabazzini, Gerente. 
BRAZIL: «1: vo S. Fitch, 33 Rue Genera 
: “Las Rosas 1128-1127. Otte- 
Fuhrimann ite. 
CUBA: Mr. H. Gomes, Corrales 2A, Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 
SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 
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Neweomb-Anderson Shoe Co., Rochester, 


Nettleton, A. E., Co., Syracuse, N. Y 

New England Slipper Co., Worcester, Mass. 118 
Novelty Shoe Co., New York City 

Nu Baby Shoe Co., E. Lynn, Mass 

Oriental Slipper Co., Haverhill, Mass... .. 


Packard, M. A., Co., Brockton, Mass... .96-117 
Paristyle Footwear Mfg. Co., Inc., Brook- 


Peters Branch of I. S. Co., St. Louis, Mo. 
3d Cover 
Pfeiffer, Frank H., Co., Inc., Worcester, 
Phillips Shoe Corp., Haverhill, Mass. . 
Posner, Dr. A., Shoes, Inc., Brooklyn, N. We 
35-119 


Reynolds, Bion F., Brockton, Mass 
Reed, E. P., & Co., Rochester, N. Y 


Sandler & Rumney, Boston 

Smith Shoe Co., Boston 

Smith, Wm. Sumner, Chicago 

Solgo Shoe Co., New York City 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., So. Weymouth, Mass. .60-117 
Stickles, L. D., Shoe Co., Red Wing, Minn. 130 
Stonefield-Evans Shoe Co., Rockford, Ill. . 6 
Sherwood Shoe Co., Rochester, N. Y 


Taylor, E. E., Company, Boston 
Tessier & Bowdoin, Haverhill, Mass 
Thomson-Crooker Shoe Co., Boston 


Utz & Dunn Co., Rochester, N. Y 
United States Rubber Co., New York City 124 


Weber Bros. Shoe Co., No. Adams, Mass. . . 
Whitman & Keith, Brockton, Mass 
Witherell & Dobbins Co., Haverhill, Mass. . 


LEATHER AND OTHER MATERIAL 
Amalgamated Leather Company, Wil- 
American Hide & Leather Co., Boston... . 
American Sole & Leather Belting Tan- 

ners, New York City 
Armstrong Cork Co., Lancaster, Pa 


Barnet, J. S., & Sons, Boston 

Beggs & Cobb, Inc., Boston 

Boston Woven Hose & Rubber Co., Cam- 
bridge, Mass. . “ae , 


Chamberlain, B. F., Boston 
Clifton Mfg. Co., Boston 


Creese & Cook Co., 
Dryden Rubber Co., Chicago, IIl.. 


.Front Cover 


Einstein, I., Inc., New York City......... 
Evans, John R., & Co., Camden, N.J.. 
Everlastik, Inc., New York City 


Gallun, A. F., Sons, Milwaukee, Wis 


Hale, Alfred Rubber Co., Atlantic, Mass. 
Henderson, F. R., & Co., Inc., New York 


Holbrook, W. H., Co., Boston .... 
Hunt Rankin Leather Co., Boston 
Jones Co., F. E., Boston 

Kepner, C. D., Co., Boston 


Lawrence, A. C., Leather Co., Boston... 30-31 
Levor, G., & Co., Inc., New York City. . 2-3 
Lima Cord Sole & Heel Co., Lima, 0.... 64 
Ohio Leather Co., Gerard, O 

—- Fred, Leather Co., Fond du Lac, 


Shapiro, Samuel, New York City 
Skinner, Wm., & Sons, New York City... . 
Surpass Leather Co., Boston 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City 
American Sales Book Co., Ltd., Elmira, 


Ellis, W. E., Co., Haverhill, Mass... .... .56-119 
Gilbert, E. T., Mfg. Co., Rochester, N. Y.. 102 
Hymes, H. L., Co., New York City . 120 


Milbradt Mfg. Co., St. Louis, Mo 137 
Miller, 0. A., Treeing Mach. Co., Brockton, 
46 


Miller, Robert E., Inc., New York City... . 
Myers, F. E., & Bro. Co., The, Ashland, 0. . 


Netschert, Frank, Inc., New York City .... 
Onken, Oscar Co., Cincinnati, O 

Rublack, Emil, New York City 

Whitcher, Frank & Co., Boston 


HOSIERY 


Arteraft Silk Hosiery Mills, Philadelphia, 


Beaton, J. R., Co., Inc., New York City. . 
Harrington & Waring, New York City..... 
Richmond Hosiery Mills, Inc., Chatta- 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass 


Thompson-Field Co., Inc., Brockton, Mass. 119 
Tabular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston. . 
United Shoe Machinery Corp., Boston... . 


Waterproofing, Inc., Indianapolis, Ind... . 
West Virginia Pulp & Paper Co., New York 
Whittemore Bros., Cambridge, Mass. 


MISCELLANEOUS 


Atlantic Printing Co., Boston 


Boot & Shoe Workers’ Union, Boston 
Boston Shoe Style Show, Boston 
Brooklyn Purchasing Syndicate 


Calderwood & Preg, Inc., Boston 


Glauberg, Max, New York City 
Grover, Nelson H., Co., Boston 


Hotel Claman, New York City 


Kalter Cerf. Co., Max, New York City 
Kirsch-Blacher Co., Inc., New York City.. 137 


New York Export Purchasing Corp., New 
York City 


Penney, J. C., Co., St. Louis, Mo 

Selber Bros., Shreveport, La 

Tolman Print, Brockton, Mass 

Univerelty Powmddey. . 6.00 0sccsccscccescs 120 
Waskow Co., Inc., Chicago 
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throughout. 


Sizes 244-7 $2.35 


No. 216— All Patent Leather, White Stitching 


THE TALK OF THE SEASON! — ....-cnu 


STITCHDOWN NOVELTIES 
Reflecting the Mode of the Orient 


Book your onto rad fn. delivery 


GO SHOE co 


a FELTMPRS. The Best Sellers Are Full Leather Lined 


No. 200—All Patent. Rubber Heel. 
In Stock Dept. No. ato —ter Lizard with Patent Inlay. Rubber 
AN Hee 
GOLDM BROS. SHOE CO. No. 204—Tan Lizard with Patent Inlay. Rubber 
Selling Agents Hee: 


100 Reade St., New York City Sizes 214-7 $2.65 








Beautiful Windows 





Investigate! BEST OPENING IN SOUTH 
IN NEW ARCADE BLDG. 


For Shoe Store, 
Ready-to-wear, 
Jewelry, Luggage 


or “Smooth Inside as a Miller’s Wing” 


Sporting Goods Latest Circular on Request 


Specially adapted to 
above lines 





| Terms:—3% 10 days | 








SpibeByces Shreveport, La. The Mary Jane—IN STOCK 





Patent ) No. 33 —2-4..$1.30 
No. 34—5-8.... 1.60 
No. 35—8-11.. 1.85 


Leather 


The Sandal--IN STOCK Only 





In Black or Colored 
Kid. 36 pair lots 
only. 


fic 
GREELEY 
BOUDOIRS | | (222: 


50I— 5 -8 1.35 
502— 8-11 -60 
503—1144- 2 1.85 
810— 2%- 8 . 


500— 2 - 44 $1.20 
Smoked \Elk 
Ch 


551— § 


553—1114- 
816— 2%- 8 


are all the year ‘round sellers. White )552+ 8%-1l.... 1 
Dealers are taking profits on Nubuck { 

them every day. These boudoirs 
comprise a quality line, priced to If a strenuous child SHOULD wear out the soles, they CAN BE 


REPAIRED — and the uppers can easily stand two soles, they 


pay well at retail. Investigate. are so good. SAMPLES? CERTAINLY! 
Request samples. Mail orders 


immediately attended to. 


We can use a good Salesman in Tennessee. 


MILLER SHOE COMPANY 





If Your Jobber Cannot Supply You, Write Us. J. E. DAY, Mer. 


4 A. W. GREELEY, Haverhill, Mase.ng SALEM, MASS. 








Manufacturers of 
Velvetta Calf— 


Tuscan Calf— 


Russia Calf— 











Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 





106 Beach St., Boston, Mass., U. S. A. ‘ 


Fine Calf Leathers MPP NEDICAL MEN] 


As a sturdy support for the ankles of 
+ children and Fey Ventilated Foot 


fied shoe cope  unesoaled. Wal 


pene yAR 


ake hy stock 
children’sshoes 
WENTILATIONS complete by 


PATENTED order today. 
Phone Brockton 2133 
for immediate action. 


BURKLEY 


SHOE CO. 
1156 Ne. Main Street 








Dealer Influence is secured thru edvertising it in 7 Boot and Shoe Reserdan. 
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No. B4642—Black Satin, Suede Trimmed, 


Turn, 16-8 Full Covered Spanish 
Heel. A to C 


No. B4643-—-As - yyy Pat. 

Gun Metal Trimmed $4. 

No. B4646—As Hlustraed, a Buck, 

Field Mouse Kid Trimmed. A $4.65 

Also as Illustrated, White Kia, Black Kid, 

Airedale Kid and Gray Kid. A to C $4.65 
(25c. per pair less in 36 pair lots) 


No, B4558—Patent Leather, Gun Metal Calf 
trimmed, Turn 14-8 Full Covered Spanish Heel. 


A-C. 85.00 
No. 4559—As illustrated, Black Satin Gun 
Metal Calf Trimmed. A—C $5.00 
No. B4556—As illustrated. Airedale Buck, 
Rossia Calf Trimmed, Russia Calf Covered 
Heel. A-C 5.00 


(25 cents per pair less in 36 pair lots) 


No. B4615—Jack Rabbit Gray Buck, Gray 

Kid Trimmed, Imitation Turn, 8-8 Covered 

Heel. A-C $4.50 

As appetreeed in Airedale, Black Satin, White 

and Gray asa $4.50 
(25 A—-s per pair jess in 36 pair lots) 





All of these High 
Grade Novelties 
IN-STOCK for 
IMMEDIATE 
DELIVERY 


Buy Your Easter Shoes 
Now while our Stock 
is complete. 


The largest novelty 
shoe house in New 


England 


Terms—2% 10 Days, Net 30 
-F. 0. B. Boston 


Single pairs 25 cents extra 








No. B4725—Patent Leatner Loop Sandal, 
Imitation Turn, 6-8 Leather Heel. C width 


$3 
width iustrated,- Black — nas 


nd White Buck. C Width. $3.25 
No. B4730—All White Kid, also Red, Green 
and Blue Kid. C width $3.35 

(25e. per pair less in 36 pair lots) 





No. B4627—Black Satin, Black Suede bes 

med, Imitation Turn, 12-8 Covered Heel. A-C. 

Also in Black Velvet. Airedale Buck, White 

and Gray Kid $4. 
(25 cents per pair less in 36 pair lots) 


No. B4550—Gray Buck, Gray Calf Front, 
Lattice, Turn 8-8 Covered Heel. A—C.... 

No. B4552—As illustrated. ro , ae Buck, 
Russia Calf Trimmed, 8-8 Heel. A-C.... . . $4.75 
No. B4555—As illustrated, Black Satin. Gun 
Metal Calf ‘Trimmed. A 15 
As illustrated. Airedale Buck and Black Satin 
in 15-8 Full Covered Spanish Heel. A-C. . 


$5, 
(25 cents per pair less in 36 pair _ 


No. B4740—Patent Leather Pekin Sandal, I 

tation Turn, 6-8 Leather Heel. B and C. os 
No. B4741—As Illustrated, Airedale Buck, 
Field Mouse Kid Saddle and Strap. B ont 5 S 


No. B4742—As Illustrated, Gray Buck, Gray 
Kid Saddle and Strap. B and C 
No. B4743—As Illustrated, all White, Blue, 
Red and Green Kid. B and c $3.75 
(25e. per pair less in 36 pair lots) 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 155 BUSH STREET, SAN FRANCISCO 4 

















